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Successtul Secretaries ARE SOLD ON MICROMETRIC CARBON PAPER 


“The scale edge on Webster's 
Micrometric Carbon Paper 
...is essential in producing 
well-balanced correspondence 
and reports” 


... says FRANCES DOWNS 


Secretary to Mr. Smallwood 
President of 
Thomas J. Lipton, Inc. 
Hoboken, New Jersey 


Top secretaries and purchasing agents are 
sold on Webster's, the carbon paper that’s 
nationally advertised and recommended by 
leading secretarial schools. Are you getting 
your share of the business... through 
identifying your store name with Webster's 
high-grade carbon papers, typewriter rib- 
bons, duplicating and spirit supplies? It’s 
the wise thing to do — for more sales today 
and repeat sales later. 


Here’s the line with that extra appeal... 


Duplicating Supplies Micrometric Carbon Paper Webster Typewriter Ribbons 


WEBSTER’S LINE IS COMPLETE WEBSTER’S MICROMETRIC CARBON SMART PACKAGING, in 
for both Spirit or Direct Process t PAPER, with the famous number: drawer boxes for easy acces \ 
and Gelatin or Indirect Process tyj cale, is unique. Webster 1 ir ters STAR, MULTIKOPY, O.K 
Materials ar carefully = match vhich pioneered the first not ns HUB brands provide top qualit 
designed to turn out clean rnibbor tl ids in exclusi f bons in tour price levels 
copies. t Throughout the Webster lin ib] for prompt deliver 

special featur t t quality helps you meet 
ition 


Let Webster's merchandising specialists help you t 


° e } } 
more Webster's products with attractive display 





paper mats, folders, mailers, blotters and catalog 


Stock the Preferred Lime Yves sine inrret ee” Macs 


stock WEBS TERS for the asking Just write 
Typewriter Ribbons F. 4 WEBSTER  & 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 


Carbon Papers * 
Duplicating Supplies 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Aeco Products, Inc.......................310 
Ace Fastener Corp.... ooee 45 
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Ballard Pencil Co......................... $20 
Bankers Box Co.. I | 
Barkley, C. L., & 7 A .260 
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Dome Publishing Co........... .-. 286 
Doppelt, Charles, & Co... ---256 
Duplicate Receipt Book Co... $18 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ousiy cannot undertake trans- 
actions between advertisers 
They do, however, offer their services in re- 
solving any disagreements which result from 


to guarantee 
and customers. 








relations established through the journal. 
K Pittsburgh Cut Wire Co. 294 
Ken-Ro-Bil Corp...._._...381 posuns Suupment Corp. oe 
Keystone Steel Equip. Co........... 214 . a : = — 
rs > “has . Print-O-Matie Co., Inc 322 
King Posture Chair Co.. ne - a -- 
, r > : . « Pronto File Corp...... 178 
Koh-I-Noor Pencil Co................. 315 Protectall Safe Corp 249 
Krueger Metal Products 280 one . - 
L Q 
. . lity Park Envelope Co. 192 
LaSalle Products Co. 280 Qua - : - - 
uee 2 Cx v4 
Leathercraft, Inc...... "285 Queen Ribbon & Carbon Co 41 
Lehigh Desk Co., Inc. 296 
Leopold Co. * 261 R 
Listo Pencil Corp.. 252 Record Controls, Inc. 319 
Lit-Ning Products Co 288 Regal Typewriter Co. 317 
Little, A. P., Inc. 814 Remington Rand Inc. 204, 309 
Lyon Metal Products, Inc 123 Rest-A-Phone Co. . 295 
Reyburn Mfg. Co., The .-255 
M Rite-Line Corp. ..... 279 
a Ae 1 p 2 Rivet-O Mfg. Co. 314 
omeonse, Avett, Se 162 Roberts, Weldon, Rubber Co....216 
Manifold Supplies Co. . 87 
le : The 127 Rockwell-Barnes Co. 184 
Marbie, B. L., Chair Co., The..137 Ribb & , Mie 
Marchant Calc. Machine Co.....265 Rose Ribbon Carbon | it 
Markilo Co. 319 Co., me 7 ay 
Markwell Mfg. Co., Inc. 318 etna Sora Mfc C = 324 
Masland Duraleather Co., The..111 Royal Metal mig. \“- ay 
Maso Steel Products 263 Royal Typewriter Co., Inc . 97 
Master Addresser Co. 275 
Master-Craft Corp. 156 s 
Mayfair Co., The 287 St. Marks Metal Prods. Inc.......293 
Meilink Steel Safe Co. 230 Sanford Ink Co. ; 157 
Metal Office Furniture Co. 233 Saxon Paper Corp. 306 
Metalstand Co. 234 Seng Co., T 259 
Midwest Folding Products 318 Sengbusch Self. Clos. Inkstand 
Midwest Metal Mfg. Co. 313 Co. . 170 
Milwaukee Metal Furn. Co : 160 Service Products Div. 305 
Minnesota Mining & Mfg. Co...183 Shaw-Walker Co., The 159 
Mittag & Volger, Inc. 109 Sheaffer, W. A., Pen Co. 217 
Mohawk Tablet Co. : ---- 262 Shepherd Chair Co. ; 242 
Monroe Calc. Machine Co...106, 107 Shipman-Ward Mfg. Co. 309 
Moore Push Pin Co. 307 Smead Mfg. Co......... 226 
Mosler Safe Co., The 119 Smith, L. C., & Corona Type- 
Murphy Miller, Ine. 270 writers Inc. . 89 
Myrtle Desk Co. 189 Smo-King Products 291 
N Soundscriber, Inc. 91 
Southworth Co. . 303 
Nat’l Cash Register Co. 257 Speed Key Corp. 321 
Nat'l Lock Co. 258 Speed Products Co., Inc. 117 
Nat’l Vulcanized Fibre Co 219 Springer Industries Inc. 173 
Neiman Loose Lf. & Bdry. Co...319 Stacor Equipment Co. 127 
Neubauer Mfg. Co. 276 Standard Furniture Co. 299 
Niemann, Inc. 311 Stark Calendars, Inc. 309 
Noesting Pin Ticket Co. 314 Stationers Guild of Amer. 305 
Norta Distributing Co. 319 Stationers Mfg. Co. 266 
Northern States Envelope Co.....272 Stebco Products .......... 305 
Stein Bros. Mfg. Co. 305 
oO Stellar Tool & Mfg. Co., Ine.....245 
Odhner Sales Inc. 288, 303 Stempel Mfg. Co........ 288 
Office Furn. Wholesale Distr.....320 Stewart, R. A., & Co. 211 
Ohio Can & Crown Co., The......319 Storms, H. M., Co.......... 1291 
Ohio Chair Co., Inc. 207 Sturgis Posture Chair Co. 131 
Old Town Corp. 132, 133 Supreme Steel Prods. Inc. 135 
Olivetti Corp. of Americ a 254 Swift Business Mchs. Corp 153 
Orna-Metal Products Co. 199 
Orthwine. Rudolf, Corp. 820 ry 
Oxford Filing Supply Co 121 Taubman, Samuel, & Co 322 
Taylor Chair Co., The 194 
P Technygraph Co., The 154 
Panama-Beaver .. 87 Thomas Furniture Co. 143 
Parker Steel Products Inc. 243 Tubecrafters Sales Div. 174 
Peerless-Imperial Co., Inc 167 Tweeten Fibre Co., Inc 284 
Peerless Steel Equipment Co.....281 ‘= 
Phillips Process Co., Inc. 304 Uv 
Underwood Corp. Back Cover 
U. S. Chaircraft Mfg. Corp. 279 
U. S. Typewr. Ribbon Mfg. Co.307 


T.. Service Bureau of Office Appliances 
maintained for 
subscribers and advertisers. 
personal letters all inquiries upon matters 
germane to the field, 


SERVICE BUREAU 


the exclusive use of 
It answers by 


supplies names of 





manufacturers of any office article wanted, 
puts man and job together, 
dealers in securing U. S. A. 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


aids foreign 
lines, and in 


Subscribers in every 


Manufacturers in this 


Upholstery Lthr. Group, The....180 
Vail Mfg. Co. 285 
Valco Co. 222 


Valentine Safe & Lk. Works....311 
Vanguard Engin. & Mfg. Co.....312 
Victor Adding Machine Co. 161 
Victor Safe & Equipment Co. 93 


Vocaline Co. of America 232 
Vogel-Peterson Co. 306 
wy 
Warshaw Mfg. Co., Inc. 182 
Watson Mfg. Co. 269 
Weber Bros. Metal Works 290 





Webster, F. S., Co. 2 
Weis Mfg. Co 163, 164, 165, 166 
Welch Industries 320 
Welham Metal Products Co 291 
Wells Chair Corp. 95 
Western Patent Access. Co 318 
Wilson Jones Co. 103 
Wolber Dupl. & Supply Co. 206 
Worden Co., The...... 278 
Write Ine. 274 
Yawman & Erbe Mfg. Co. 141 
York Safe & Lock Co........ 277 
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Addo Machine ¢ Ine 
Allen, R. ¢ Westness Siebe 
Barrett Adding Machine D 
Burroughs Adding Machine Co 


Facit Ine 





At : 
I 
t s rona Typws 
Swift Business Machines Corp 
: r derw od ¢ t 
Adding Machine Co 
Addirg ‘Machines Rebuilt & Used 
Shipman-Ward M Co 


Addressing Machines 
Heyer Cort I 


Ma ter Addresser ( 
Adhesives 
See Inks 
Areh & Clipbeard Files 
( man & D n Mfg. Co 
} File & Binder ¢ Ir 
Fox, George ft & { 
Globe-Wernicke ¢ 
Hardboard Fat rs, Ir 
Rockwel tar s « 


Service Pr t D 

Shaw-Walker 
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Yawman & Erbe Mfg. ¢ 
Ash Trays & Stands 
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Royal Metal Mfg 
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Autoorashie Registers 
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Binders, Catalog & Periodical 
N Products, I 


Smead Mfg. ¢ 
Wilson Jones ( 
Binders, Permanent Storage 
tankers Box ¢ 
Elbe File & B r 
A aster-(raf , 
Mavfair ¢ 
Blackboards 
x. G ree & ‘ 
R s E WA 
Ser e Tr 
Blanrkbooks 
Dome Publ P ] 
1 System ¢ 
Barnes ¢ 
W n Jones 


Blueprint & Plan File Cabinets 
41]1-Steel F I 
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Book Cases 


All-Steel E I 
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Bookkeeping Machines 
roughs A ne Co 
phew Ml < 
Remington R 
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Box Letter Files 
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Mayfair Co 
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Wels Mfg. ¢ 
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Brief & Zipper Cases 
Bristol Mfg. Co 
Chicago Saddlery Co. 
Doppelt, Charles, & Co. 
Elbe File & Binder Co., Tnc 
Leathercraft, Inc. 
Master-Craft Corp. 
Stebco Products 
Stein Bros. Mfz. Co. 
Built to Order Office Furniture 
Watson Mfg. Co., Inc. 
Bulletin Boards 
Davenport, A. C., & Son, Inc 
Lit-Ning Products Co. 
Rowles, E. W. A., Co. 
Business Forms 
Aigner, G. J., Co. 
Amer. Passbook Co 
Dome Publishing Co., Inc 
Ideal System Co., The 
Cabinets, Refreshment 
Srringer Industries, Inc 
Calculating Devices 
Consolidated Business Systems 
Shipman-Ward Mfg. Co. 
Victor Safe & Fauipment Co 
Caleulating Machines 
Addo Machine Co., Ine 
Allen, R. C., Business Mchs., Inc 
Barrett Adding Machine Div 
Burrouehs Adding Machine Co 
Facit Ine. 
Marchant Cale. Machine Co. 
Monroe Cale. Machine Co 
Net’l Cash Reetster Co 
Odhner Sales Inc 
Olivetti Corp. of America 
Smith. L. C., & Corona Typws 
Swift Business Machines Corp 
Victor Adding Machine Co. 
Calculating Machines, Used 
Calculator Equipment Corp 
Shinman-Ward Wfg. Co 
Calendar Pads & Stands 
Changepoint. Inc 
Fox, George E.,. & Co 
Stark Calendars, Inc 
Carbon Papers 
(See Ribbons and Carbons) 
Card Irdex Roxes & Trays 
All-Steel Equinment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corn 
Rentson Mfg. Co., The 
Rerger Mfc. Div. Republic 
Cole Steel Fquinment Co 
Columbhis Steel Eauinment Co 
Corry-Jamestown Mfg. Corp 
Glohe-Werrnicke Co 
Goofrend Metal Products Co 
Guide Svstem & Sunply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Mayfair Co... Th 
Metal Office Furn. Co 
Parker Stee] Prodnects, Inc 
Rockwell-Rarnes Co 
Shaw -Welker Co. 
Smead Mig Co 
Weis Mfe. Co 
Yawmen & Erbe Me. Co 
Card Index Files, Expanding 
Smead Mere. Co 
Cord Irdew Files, Revolving 
Ho-ll's Safe Co., The 
Cash Boxes 
Art Steel Sales Corp 
Central Can Co.. Inc 
Cole Steel Equipment Co 
General Firenroofing Co. 
Guide System & Supply Co 
Mavfair Co., The 
Peerless Stee] Equipment Co 
Roc®well-Barnes Co 
Cash Register Parts 
Int'l Cash Register Parts Co 
Cash Registers 
Rurrouchs Adding Machine Co 
Nat'l Cash Register Co 
Cash Tills 
Orthwine, Rudolf, Corp 
Casters, Caster Rearings, Slides 
Colson Corp., e 
Darnell Corn.. Ltd 
Center Drawer Desk Trays 
Goodfrend Metal Products Co 
Chair trons 
Seng Co 
Chair Mats 
Fox, George E., & Co 
Hardboard Fabricators, Inc 
Office Furn. Wholesale Distr 
Service Products Div 
Chairs, Folding 
Adirondack Chair Co 
Krueger Metal Products 
Lyon Metal Products, Inc 
Roval Metal Mfg. Co. 
Wells Chair Corp 


Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co. 
Emeco Corp 
Fritz-Cross Co 
General Fireproofing Co. 
Grand Repids Lthr. Furn. Co 
) se es Mfg. Co 
Gunlocke, W. H., 
Hamilton Mfg. Corp 
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Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Indiana Chair Co. 
Jasper Chair Co. 
Jasper Seating Co. 
Johnson Chair Co. 
Marble, B. L., Chair Co 
Metal Office Furniture Co 
Milwaukee Metal Furn. Co 
Murphy Miller, Inc. 
Niemann, Ine. 
Precision Mfg. C 
Royal Metal Site. Co. 
Shaw -Walker Co. 
Shepherd Chair Co. 
Sturgis Posture Chair Co. 
Taylor Chair Co. 
U. 8. Chaireraft Mfg. Corp. 
Upholstery Lthr. Group, The 
Wells Chair Corp. 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co. 
Bright Chair Co. 
Cramer Posture Chair Co. 
Emeco Corp. 
Fritz-Cross Co. 
General Fireproofing Co. 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co. 
Imperial Leather Furn. Co. 
Indiana Chair Co. 
Jasper Chair Co. 
Johnson Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co. 
Metalstand Co. 
Milwaukee Metal Furn. Co. 
Ohio Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Welch Industries 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co. 
Jasper Chair Co. 
Wells Chair Corp 
Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Clipboards 
(See Arch & Clipboard Files) 
Coat & Hat Racks 
Appliance Products Co. 
Biltwell Products Co 
Tubecrafters Sales Div. 
Vogel-Peterson Co. 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co. 
Continuous Forms 
Hano, Philip, Co 
Copyholders 
Acco Products, Ine. 
Bankers Box Co. 
Copy Right Mfg. Corp 
Rite-Line Corp. 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co. 
Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell of Pittsburgh 
Imperial Methods Co 
Maso Steel Products Co 
Mayfair Co., The 
Metalstand Co 
Peerless Stee] Equipment Co 
Sengbusch Self-Clos. Inkstand Co 
Service Products Div. 
Shaw-Walker Co 
Stellar Tool & Mfg. Co.. Inc 
Sempet Mfg. Co. 
Valeo Co 
Weis Mfg. Co. 
Wells Chair Corp. 
Yawman and Erbe Mfg. Co. 
Costumers 
Glaro Machine Products 
Globe-Wernicke Co. 
Ken-Ro-Bil Corp. 
LaSalle Products Co. 
Peerless Stee! Equipment Co 
Royal Metal Mfg. Co. 
Tubecrafters Sales Division 
Valeo Co, 
Vogel-Peterson Co 
Welch Industries 
Wells Chair Corp 
Covers. Loose Leaf 
Ellingsworth Mfg. Co 
Smead Mfg. Co. 
Crayons 
Rowles, E. W. A., Co 
Tweeten Fibre Co., Inc 
Cushions & Pads, Chair 
Fox, George E., & Co 
Dating Stamps 
Bates Mfg. Co. 
Force, William A., & Co. 
Fulton Marking Equipment Co. 
Rivet-O Mfg. Co. 


Desk Bumpers 
Fox, George E., & Co. 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Desk Lamps 
Bainbridge, ame & Haupt 
Copy Right Mfg. Corp. 
General Lamps Mfg. 
Glaro Machine Products 
Industrial Lamp Corp. 
Mayfair Co., The 
Wells Chair Corp. 

Desk Name Plates 
Acme Products Co. 
Force, William A., & Co. 
Rowles, BE. W. A., Co. 

Desk Pads & Tops 
Chicago Desk Pad Co. 
Fox, ge E., & Co. 
Office Furn. Wholesale Distr. 
Wilson Jones Co. 

Desk Pon & Ink Sets 
Changepoint, Ine. 
Esterbrook Pen Co. 
Gregory Fount-0-Ink Co. 
Sengbusch Seif- _ = a Co. 
Sheaffer, W. A., 

Desk Side Files 
Amberg File & Index Co. 
Cole Stee] Equipment Co. 
Rockwell- Barnes Co. 
Yawman and Erbe Mfg. Co. 

Desk T 


rays 
(See Corre dence Trays) 
Desk Work Distributors 
A dvanco Tvedeets Div. ASB 
Fox, George E Co. 
Globe-Wernicke Co. 
Lyon Metal Products, Inc. 
Victor Safe & Equipment Co. 
Willson Jones Co. 
Desks 
Alma Desk Co. 
Art Metal Construction Co. 
Bentson Mfg. Co. 
Browne- Morse Co. 
Cardinal Sales, Inc. 
Challenger Steel Products Corp. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Haskell of Pittsburgh 
Hoosier Desk Co. 
Imperial Desk Co. 
Indiana Desk Co 
Invineible Metal Furn. Co. 
Jasper Desk Co. 
Lehigh Desk Co., Ine. 
Leopold Co. 
Mayfair Co., The 
Meta! Office Furniture Co. 
Myrtle Desk Co 
Orna Metal Products Co. 
Peerless Steel Equipment Co 
St. Marks Metal Products Inc. 
Shaw- Walker Co. 
Standard Furniture Co. 
Victor Safe & Equipment Co. 
Wells Chair Corp. 
Worden Co., The 
Yawman and Erbe Mfg. Co. 
Diaries 
(See Memo Books) 
Dietating Machines 
Soundscriber Corp 
Dietating Machines, “yA 
Shipman-Ward Mfg. C 
Drafting Instruments & Equipment 
Thru Ruler Co. 
Cardinell Corp. 
Haskell of Pittsburgh 
Drafting Tables 
Stacor Equipment Corp. 
Drafts, Notes & Receipts 
Duplicate Receipt Book Co 
Drills, Paper 
Smead Mfg. Co 
Duplicating Machines & Supplies 
Addo Machine Co., Inc 
Ames Supply Co. 
Bainbridge, Kimpton & Haupt 
Bushwe Ribbon & Carbon Ca 
Codo Mfg. Corp. 
Colonial Carbon Co. 
Columbia Ribbon & Carbon Co. 
Harding, Milo, Co. 
Hectographia Corp. 
Heyer Corp., The 
Ink Specialties Co., Inc 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp. 
Peerless-Imperial Co.. Inc 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. Co. 
Smith, L. C., & Corona Typws. 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co. 
Duplicating Stencil Files 
Aflas Stencil Files Co 
Envelope Openers 
Mackenzie, Arnold, Inc 
Envelopes 
Cooke & Cobb Co 
Northern States Envelope Co 
Quality Park Envelope Co. 
Wilson Jones Co 
Envelopes, Plastic 
Aigner, G. J., Ce 
Markilo Co. 
Smead Mfg. Co. 
Eradieators, ink 
Carter's Ink Co. 
Sanford Ink Co. 


(Continued on page 6) 








(Continued from page 5) 
Erasers, Rubber 
Ames Supply Co. 
Koh-I-Noor Pencil Co. 
Roberts, Weldon, Rubber Co 
Rowles, E. W. A., Co. 


s 
Beach Publishing Co 
Dome Publishing Co., Inc. 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 
Rivet-O Mfg. Co 
File Boxes, Fibre Collapsible 
Bankers Box Co. 
Globe-Wernicke Co. 
Guide System & Supply Co. 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co. 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Prods. Div. ASB 
All-Steel Equipment Ine 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republi 
Browne- Morse Co. 
Cardinal Sales, Inc. 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Geller, J 
General Fireproofing Co 
Globe-Wernicke Co. 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Metal Office Furniture Co 
Parker Steel Products Co. 
Remington Rand Ine 
Rockwell- Barnes Co 
St. Marks Metal Products Inc 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Watson Mfg. Co., Inc 
Wels Mfg. Co 
Yawmen & Erbe Mfg. Co 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt 
Globe-Wernicke Co 
Imperial Methods Co 
Wels Mfg. So. 
Wells Chair Corp 
Filing Dept. Systematizing Service 
Record Controls, Inc 
Filing Supplies 
Acco Products, Ine 
Advanco Prod. Div. ASB 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co. 
Browne- Morse Co 
Cooke & Cobb Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Grand Filing Supply Co.. The 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products Inc 
Quality Park Envelope Co 
Rockwell- Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co 
Finger Pads 
Speed Products Co 
Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Ine. 
Changepoint, Inc. 
Esterbrook Pen Co., The 
Sheaffer, W. A., Pen Co 
Globes, Geographical 
Cram, George F., Co., The 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 
Gummed Cloth Rings 
Reyburn Mfg. Co., Ine. 
Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. Co 
Reyburn Mfg. Co., Inc 


LAt-Ning Products Co 
Index Card Signals 
(See Signals, Index Card) 
Index Tabs 
Aigner, G. J., Co 
Amberg File & Index Co. 
Barkley, C. L., & Co 
Elbe File & Binder Co., Inc 
Globe-Wernicke Co 
Graff, George B., & Co. 
Guide System & Supply Co 
Markilo Co 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co. 
Speed Products Co., Inc 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Inks, Adhesives, ote. 
Carters Ink Co. 
Colonial Carbon Co 
Fulton Marketing Equipment (: 
Ink Specialties Co., Inc 
Rivet-O Mfg. Co 
Sanford Ink Co 
Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Seif-Clos. Inkstand Co 
Intercommunication Systems 
Voecaline Co. of Amer 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc 
Smead Mfg. Co. 
Warshaw Mfg. Co 
Wells Chair Corp 


Ladders, Library. Store & Vault 
Cotterman, I. D. 


Leads for Mechanical Pencils 
© Pencil Cort 
Leather Goods 
Bristol Mfg. Co 
Chicago Saddlery Co 
Doppeit, Charles, & ¢ 
Leathercraft, Inc 
Stebco Products 
Stein Bros. Mfg. ¢ 
Letter Trays 
See Correspondence Tra 
Library Equipment 
Steel Equipment Ir 
Browne -Morse ¢ 
Corry-Jamestown Mfg. Corn 
L ithegraghed — Forms 
H 


Lockers & Storage Cabinets 
4 Ste or Ir 





Constructi ( 
g. Di Re 
e-Morse (< 
mwealth Steel } ( 
{ Jamestown Mfg. Cor 
( Wer ke ( 
I M I ( 

K ne St k ( 
Meta! I s, I 
Parker Steel I Cort 

“ Walk ‘ 
8 e St Prox I 


un & Erbe Mf ( 


¥ 
Loose Leaf weone ‘ Devices 
\ r.@ 
A z I & I x ¢ 
I File & Ir ( 
k Hand Bind ( 
I Ss m ¢ 1 
M Craft Cory 
N Loose I &I ( 
W 
Loose Leaf Metals 
I I Binder Co., I 
Ww m J Co 


Loose Leaf Sheet covere Plastic 
Aigner, G ( 


Mark Co 

N Loose Leaf & Bary. ¢ 
Sr 1 Mfg. Co 

Wilson Jones ¢ 


Loose Leaf Tray Sladers 
P 


a her “Br nS M ta “ ir 
n Jones ( 
Mail Distributors 
Advar 0 Pro lucts D ASB 
Globe- We ke ¢ 








V r Safe & Equipment Ce 
Manifold Books & Business Forms 
Hano, Philip, Co 
Map Tacks 
Graff, George B., ¢ 
M ox Push P 
Mags Globes ete 
1 rox 1 
Marking Devices 
k 4 & « 
lw bre ¢ I 
Marking Pens, Laundry 
Sar & ¢ 
matebed Office Suites 
LOO to 
Ss F ( 
memerandun Books 
Master-( 
Rock Barnes ( 
Wilson Jones ¢ 
Memorandum Devices 
Bates Mfg. Co 
( rrier Mf¢. Co 
I Nine Products ¢ 
Menstag Tape 
r ota M & Mfg. ¢ 
My burn Mfg. ¢ Ir 
wee Badaes, Checks, Tokens 
" nm Stencil] W be 
Moisteners 
Mayf Co The 
Rive Oo Mf ( 
s t h Se Clos. Ink ice 
Weemertng Machines 
BR Co 
I eh Iiiam A.. & ¢ 
Ss t, KR. A.. & ¢ 


Office Furniture Sectional Units 
t Werr ke { 


Rockw Rarnes ¢ 
Office Furn. Warehouse ly’ gale 
of wi 


Office Partitions ond Railings 
Giot ernicke ( 
Watson Mfg. Co.. Ir 


Office Printing Outfits 
Force, William A., & Co 
Fulton Marking Equipn ( 
Pads Figuring 
Mohawk t ¢« 
W n Jones ¢ 
Paper 
k nP r Cort 
Rock Barr ( 


Paper Clamps 
\ Pr ts I 


( an & Der Mf ‘ 
} I & Binder ¢ I 
J er k Pen ¢ 
Hunt, ¢ Howar I ‘ 
Paper Clips 
& Deni M ‘ 
N Pin Tick i 
P Cut W ( 
Va M ‘ 
Paper Fastening Machines 
4 
Ar We one telinng ] 
4 Per ~ ( 
B M ( 
I ner Cort I 
Mar Mfe. ¢ 
Speed Pra te Cort 
y Safe & Equir ( 
Parcel! Post & Postal Scales 
H ns Co 
Paste 
See Ir A 


Pen & Ink Sets 
See Desk Pen & Ink Sets 
Pencil Sharpeners 
Autmtc. Pencil Sharpener ( 
Elward Mfg. Co 
Hunt, C. Howard, Pen Co 
Pencils, imprinted Wood Cased 
Sallard Pencil Co 
Pencils, Mechanical 
Esterbrook Pen Co., The 
Listo Pencil Corp 
Sheaffer, W. A., Pen Co 
'weeten Fibre Co., Inc 
Pencils, Wood Cased Lead 
Best, Richard, Pencil ¢ 
Koh-I-Noor Pencil Co 


Pens, Steel 
aor treds Pen Co., The 
Hu C. Howard, Pen ¢ 
Sengbusch Self-Clos. Inkstand Co 


Pins and Pin Containers 
Noesting Pin Ticket Co 
Vail Mfg. Co 
Platens, Typewriter, ete 
Ames Supply (¢ 
Shipman-Ward Mfg. ¢ 
Post'ng Trays & Stands 
See Loose Leaf Tray B 
Precentaties Covers 
re File & Index Co 
File & Bincer ¢ I 
Ellingsworth Mfg. Co 
Smead Mfg Co 
Price & Sign Markers 
Force, William A., & ¢ 
Fulton Marking Equipment ¢ 
Stewart, R. A., & Cx 
Price Card Holders 
Orthwine, Rudolf, Cory 
Punches 
Acco Products, Inc 
Bates Mfg. Co 
Globe-Werricke Co 
Hoggson & Pettis Mfg. ¢ 
Smead Mfg. Co 
Wilson Jones Co. 
Push Pins 
Moore Push Pin Co 
ay 5 and Carbons 








ed Carbon & Ril n Mfg. Cory 
= Carbon Sper ' Mfg. Co 
Ames Sunply Co 
Buckeve Ribbon & Ca n ¢ 
Carter’s Ink Co 
Coo Mfg. Ce 
Columbia Rib. & Ca Mfg. ¢ In 
I e, A. P., Ine 
Manifold Sunplies ¢ 
Mittag and Volger, I 
0 Town Corp 
Peerless 7 1¢ I 
P ps Process Co 
Queen Ribbon & Carbon ¢ 
tega Ty rewriter ¢ 
Remington Rand Ir 
Rose Ribbon & Cerbon Mf ‘ 
R Tyrewriter ¢ 
Shinman-W i Mfg. ¢ 
Storr H. M., Co 
T lerwood Corp 
U. S. Typewriter Ri M ( 
Webste F. 8., Co 
Write, Ir 

— ‘r Bards 

arce Rubber Co 

Roberts Weldon, Rubher ¢ 
Rubber .—- & Piste Mie Mchs 

Amer. F tyne € 


Rubber Stamps laterchangoable Die 
Edmar. Ine 
aw Type 
ree, W iam A., & ¢ 
Stewart, R.A., & ¢ 
Rulers, Transparent 
‘ rT 


Ruler Co 
Safes, Office 

Art Metal Constructi ( 
Brush-Punr ‘ 
Cole Steel Equipment Co 
General Fireproofing ¢ 
H s Safe Co.. The 
Herring-Hall-Marvin Safe ¢ 
Ir ble Metal Furn. Co 
Me k Steel Safe Co 
Mosler Safe Co 
Protect J, Corp 
Rer » Rar In 


Show "Walker Co 
Valentine Safe & Lock Work 
Victor Safe & Equipment ¢ 
York Safe & Lork ¢ 

— reereentantves Available 
wr Li 


Sand Urns 
Compeo Cort 
Glaro Mach. Products 
Valeo Co 
Seales, Postal 
Har ton Srecialties I 
Hanson Scale Co 
Serapbooks 


eF & Binder ¢ I 
Globe-Wernicke Co 
Weis Mfg. Co 
Ww on Jones Co 

Shelving 
\ Steel Equipment Jr 
Amer. Metal Products ¢ 
tankers Box Co 
terger Mfg. Div. Rey 
Berroughs Mfg. Co 
Browne - Morse Co 
Corry-Jamestown Mfg 
Geller, J. R 
Lyon Metal Products, Ir 
Ne thauer Mf Co 
preme Steel Products, I 
Signals Index Card 
Graff, George B., ¢ 
Victor Safe & Ex nt ¢ 


Stgee. age yr Letter 


“ : E w A.. Co 
Smoking Stands, Seiee 


| » Machir 
: as e Pro ) 
Royal Metal Mfg. Co 
Smo-King Products 
Valco ¢ 

Wells Chair Cort 





Sorting Devices 
Amberg File & Index Co 
Assoc. Industrial Designers 
Currier Mfg. Co 
Yawman & Erbe Mfg. Co 
Sorting Shelf Tables 
Welham Metal Products Co 
Spindie Files 
Wells Chair Corp 
Stamp Pads 
Bates Mfg. Co 
Carter's Ink ¢ 





Force, William A., & ¢ 
Ful'on Ma g Equipme ‘ 
Phillips Process Co 


Rin et-O Me g. « 
ar tL A & to 
Stands for Office Machines 





All Steel } vent Ir 
Ames S 

Cardina Ir 
Cole Stee t tl 
Flewelli ( 
General I fing « 
Harter Cor 

Ma St I ! 

Me nk Ste Safe ¢ 
Me stand ¢ 

M west Met Mr ‘ 
Shipman-W i Mfg. ¢ 
We Indust 

base i Me Produ ( 


Stapler one Stap ling Machines 


Ace Fastener 
Arrow Fastener Co Ir 
Bates Mfg. ¢ 
Fastener Corp., The 
Markwell Mfg. ¢ 
Speed Pro ts Co., Ik 
Vail Mfc. ¢ 
Stene'ls, Brass 
Dayton Ster Works 
go Notebooks 
Rockwe B es Co 
Stools 
Harter Corp., The 
Mayfair ¢ The 
Roy il Metal Mfg. ¢ 
Welch Industr 


We is ‘ +. ne 
Storag* é Transf; r Cases 
St Ir 


All 

Amberg Fi é & I: lex ¢ 
Art Met Construction ¢ 
Art Stee! S s Corp 


Bankers Box Co 
Barkley. C. L., & Co 
Bentson Mf Co 
Berger Mfe. D Repu 





Browne -Mor Co 
€ Ir 
ment ¢ 
julpme ‘ 
Mig. ¢ 
ts. I 
gto 
‘ 
Supply ¢ 
T! 
r S ‘ 
s¢ 
Furr i 
Co 
niv Co 
I 
ent ¢ 
| 
& Mfg. « 
r Mee. ¢ 
Store Fi ixtures & Equ pment 
All-Steel I Ir 
Strorg Boxes Fire Protected 
errine-fi “M in Safe ¢ 
Meilink Steel Safe ¢ 
Protect aie Pee 
Victor Safe & Equipment ¢ 
Tables 
Art Metal ¢ iction ¢ 
Browne-M ‘ 
Cardinal & s. Ir 
Corry -Jar wn Mfg. ¢ 
Glohe-Werr ke C¢ 
Haskell of P h 
Lyon Metal Pr iets, Ir 
Maso Steel Products 
Mayfair ¢ The 
Roval Metal Mfc. ¢ 
Shaw-Walker ¢ 
Standard | re ¢ 
Tl’. &. Cha ft Mfz. Co 
Victor Safe & Equipment ¢ 
Wells Chair Cor 
Yawman & Erbe Mfg. ¢ 
Tables, Folding 
Adirondack ¢ r‘é 
All-Lur m Pro 
Midwest I zP 


Tablets & Pads 
Mohawk Ta t 
Tabulating & Seattette Machines 
surrougl ng achir 
Remingtor Rat ilr 
Tags 
Revburn Mf ( I 
Tax Records & Forms 
Dome Put g I 
Telephone Accessories 
. fg { 


tate 


Elbe File & B ( I 
Glidex ¢ 
Rest-A-Phone ¢ 
Victor Safe & Equipment ¢ 
Thumb Tacks 
Graff. Geor B., ¢ 
Noesting Pin T ( 
Vail Mfg. ¢ 
Ticket Holders 
Aigner. G 
Smead Mfg 
Tier Tables 
Precision Mfg. ¢ 


Continued bettom page 7) 


OFFICE APPLIANCES, November, 1952 


WANTS& FOR S 


: SALESMEN AVAILABLE 
STATIONERY SALESMAN desires connection with 
ifactu itation of retail and wholesale trade. Willing to 
avel. Res t of Westchester County, N. Y. Previous territory covered 
ided Ne York state, Washington, D. C., Baltimore, Md., and Penn 

Box _L-67, ca Off Appliances, Chicago 6 

SALESMAN WITH FIFTEEN YEARS excellent sales record in office 
pplies é pment desires connection with good manufacturer or 

Box L-6s re Office Appliances, Chicago 6 





BX PERIENCE! 











OFFICE MACHINE MECHANICS AVAILABLE 





OTI GRADUATE TYPEWRITER MECHANIC desires position preferably 





with R. ¢ 4 Royal, or Clary dealer in Washington, Oregon or Idaho 
ler 6 1dding machine man or agreement for sponsorship for 

factory tra g on adding machines. Age 25, sober, hard worker, married 

Write E. Fe é Dickinson, North Dakot 

SITUATION WANTED—Adding machine, Typewriter mechanic, seventeen 
" experi ige thirty-five, Christian, capable foreman. Box L-69 


Chicago 6 








EXECUTIVES WANTED 





LOS ANGELES RETAIL DEALER desires to enlarge distributor-whole 
‘ erat Seeks man with following and established lines able to 





er profit-sharing plan. Write fully. Box Z-113, care 
Office ADT : ‘ tT} igo 6 
STORE MANAGER—One of the large office supply and equipment houses 
the Southwest offers you a real opportunity if you have the ability 
ind experie t direct such an organization. Box Z-114, care Office 
Appliance ( g f 








SALESMEN WANTED 





EXCELLENT POSITION OPEN for experienced outside office supply 

d equipment esman with largest stationer in Northern Indiana and 

M Territory with established large volume accounts 

tir 1 $35.00 week, all expenses paid, and car furnished. Ex 

for advancement All expenses paid for personal 

State age and past experience in detail with references. Box 
fice Appliances, Chicago 6 


SEVERAL EXPERIENCED 
SALESMEN WANTED 

ONE OF TH LDEST and most respected manufacturers in the writing 
tr inding sales efforts. Several attractive territories 
Central sections are open. The successful applicants 
alesmen, preferably between 25 and 35. Stationery 
erie pf t not required—car ownership is necessary. Compen 
i bonus. Hospitalization and other satisfying benefits 
| r ndwriting giving past experience and present quali 

atior Ad replies Box Z-116, care Office Appliances, Chicago 6 


HANDLE LITHOGRAPHIC PLATES and supplies as a 
d to stationers, letter shops and lithographers wh 








SALESMEN Te 
1¢ ine {a 








A wonderful line with repeat business. If you 

" er tl whole state, we will give you exclusive. State 

erritor ered lines handled, and any other pertinent experience 
Box Z-117 are Office Appliances, Chicago 6 

WE ARE INTERESTED in two outstanding salesmen for city accounts, 

eX pe n both office furniture and office supplies or specialists 

I Will also be interested in a systems specialist 

Write ale inager, giving experience and age Bennett Printing Com 
( i Street, Dallas, Texas 

WANTED EXPE! ENCED Ot TSIDE SALESMAN to sell Office Furniture, 

Syste : Ss Vell established firm with leading lines. Paving 

tter " é ge commission. Cedar Rapids, Iowa and surrounding 

ritory. Re ‘ nfidential. Box Z-118. care Office Appliances. Chicago 6 





SAI ESMAN FOR CITY accounts in Dallas, Texas, selling 

ationery, printing, and lithographing for large estab 
ed deale Must be experienced. Commission and drawing account 
Z } Office Appliances, Chicago 6 


AGGRESSIVI 





SALESMEN ft duplicator fluid, master sets, cleansing cream, and 
tir I t rolls to the stationery trade. A full line of supplie 
1 te and gelatin process. Quality and prices competitive 
Ver uttractive mmission. Protected territory A high-grade, fast 
ng ft ting line of duplicator supplies. Act now. Write to 
Aut I So. Peoria St., Chicago 43, Ill 


Continued from page 6) Peerless-Imperial Co., Inc 
. . Rowles, E. W. A., Co 
ype, Typewriter Shipman-Ward Mfg. C 
ames S Typewriter Cushion Keys 
Ames Supply Co 
Typewriter Cleaning Material Peerless-Imperial Co., Ir 
\ s Shipman-Ward Mfg. Co 
I & Haupt Speed Key Corp 
( Speed Products Co., Ine 
& ' Typewriter Parts & Tools 
‘ Ames Surply Co 
nan-Ward Mfg. Co 
R owe ( Western Patent Acevss 
Sanford Ink ¢ Tyssurtier Pedestal Desk Mechanisms 
3 an-We . ‘ Seng Co 
Webster. F. § 


\ 





Typewriters, Mirs of 
Allen, R. C., Business Mchs 
Remington Rand In 


Typewriter Covers 
w . 
s Royal Typewriter Co.. Inc 


S) 


Typewriter Cushion Bases & Knobs Smith, L C . & Corona Ty 
A rH & I l'nderwood Corp 
Ar Sur Typewriters, Rebuilt & Used 
Flexi-Mat Cory Regal Typewriter C 
Fox, George F & Shipman-Ward Mfe Co 


OFFICE APPLIANCES, November, 1952 


_ | The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 


is used. 








ESTABLISHED INSTITUTIONAL EQUIPMENT ORGANIZATION is in- 
terested in developing office equipment division in New Orleans, Louisiana, 
area. Nationally known steel and wood lines available. Write P. 0. Box 
7343, New Orleans, Louisiana, giving full particulars. 


YOUNG MAN EXPERIENCED Office machine saleman. Opportunity for 
right man with ROYAL DEALER in California best city. Salary, Com- 
mission and Exclusive territory to start. Address I. A. Cleveland, 735- 
Broadway, San Diego, Calif. 


OPPORTUNITY FOR A “RIGHT GUY” with ambition. Grow with an 
established stationer. Can buy or work in, as part owner. Ability to 
contact and knowledge of business advantageous. Albert Hancock & 
Co., established 1905, 19 S. Wells St., Chicago 6; phone FRanklin 2-8250. 











SALESMAN WANTED—Good opportunity for proved salesman, duplicat- 
ing and addressing equipment experience preferred, with growing estab- 
lished Florida distributor for A. B. Dick, Elliott and other exclusive 
lines. Give complete business record, references, ete. Box Z-120, care 
Office Appliances, Chicago 6. 

STEEL OFFFICE FURNITURE SALESMAN WANTED for Chicago city 
territory. Will train. Salary and bonus. Established territory. Branc 
Office. Box Z-121, care Office Appliances, Chicago 6. 

SALESMAN THAT CAN SELL Sundstrand Adding Machines, Printing 
Calculators, and Underwood Typewriters; good protective territory in a 
boom town. Must be sober and a “go-gitter."" Box Z-122, care Office Appli- 
ances, Chicago 6 

SALESMEN calling on banks to handle our line of Statement and Ledger 
Sheets, Checks, and similar nee forms. Commission deal. Fredonia 
Lithographing Company, Fredonia, Kansas 














EXPERIENCED STATIONERY MAN wanted for inside sales work; prefer 
someone living near Lowell or Boston. Write or phone H. Rodman, Lowell 
Stationery Co., Inc., 44 Middle St., Lowell, Mass 








MECHANICS AND REPAIRMEN WANTED 


FACTORY TRAINED FRIDEN MECHANIC 
MUST HAVE MORE than average ability, at least five years’ experience 
in Fricen service work and know the full line of “W" Models. A married 
man preferred, as this is a lifetime job. If married, transportation will 
be provided for family and effects. Give complete outline of training, 
experience, references. The salary will be in keeping with knowledge, and 
higher than the usual rates paid to a top-notch man in the U. 8. The 
location is Toronto, Canada, a good city to live in on the shores of Lake 
Ontario, population about a million, and only a few miles from hundreds 
of lakes north of the city. Box Z-123, care Office Appliances, Chicago 6. 


VARLTYPER MFCHANIC WITH OVER-ALL EXPERIENCE. Must have 
igh character rating and the ability to understand ail Vari-Typer’s un- 
usval traits, and all the reproduction methods using Vari-Typer com- 
position. Salary $!35 a week, plus bonus. MAIL qualification information 
to “DOC” Hanson, 303 Buckeve Bidg., Cleveland 15, Ohio. 


WANTED: TYPEWRITER AND ADDING MACHINE MECHANIC by 
Smith-Corona Typewriter and National Adding Machine Dealer, Top pay, 
good working conditions, permanent position. Typewriter Service Com- 
pany, 118 Third St. NW, Albuquerque, New Mexico. 














WILL PAY A GOOD RC Allen Service man $90.00 per week, five and half 
days, forty four hours. Western Minnesota town. Box Z-124, care Office 
Annliances, Chicago 6. 

rYPEWRITER & ADDING MACHINE MECHANIC: Steady employment, 
liberal proposition. One with sales ability preferred but not necessary. 
Muncie Typewriter Exchange, Muncie, Indiana 


EXPERIENCED ADDING MACHINE & TYPEWRITER SALESMAN 
to handle six counties in fast growing South Texas area. Ideal living 
condition and fine climate. Salary, commission and traveling expense. 
Must be reliable and good worker. Box Z-125, care Office Appliances, 
Chicago 6 











WANTED—Typewriter and Adding Machine Mechanic. Preferably inside 
man, no selling required. Better than average opportunity for right man. 
South Central Illinois city. Write Box Z-126, care Office Appliances, giving 
full particulars in first letter. 

SERVICE MAN WANTED that knows the Underwood products. Good pay 
and wonderful climate, located in 8.E. of U.S.A. Must be sober and a 
good worker. Box Z-127, care Office Appliances, Chicago 6. 





WANTS AND FOR SALE, Continued on Page 8 





Wilson Jones Co. 


Upholstered Furniture 
Yawman & Erbe Mfg. Co 


Bright Chair Co 
Cardinal Sales, Inc Wardrobe Racks 
Grand Rapids Lthr. Furn. Co Appliance Products Co. 
Imperial Leather Furn. Co Biltwell Procucts Co. 
Jasper Seating Co Tubecrafters Sales Div 
Niemann, Ine Vogel-Peterson Co. 
Royal Metal Mfg. Co Waste Baskets 
Stationers Mfg. Co Art Steel Sales Corp 
Thomas Furniture Co Bainbridge. Kimpton & Haupt 
U. 8. Chatreroft Mfg. Corp Cole Steel Equipment Co. 
Wells Chair Corp Corry -Jamestown Mts. Corp 
Upholstery Materials Fox, George E.. 
Masien |! Duraleather Co. General ATL “Co 
Unbolstery Lthr. Grovp. The Globe-Wernicke Co 
Visib'e Systems Equipment Goodfrend Metal Products Co 


Aigner, G. J., Co Haskell of Pittsburgh 

Art Metal Construction Co. Mayfair Co. The 
Commercial Card System Co Nat'l Vulcanized Fibre Co. 
Globe-Werricke Co Ohio Con & Crown Co., The 


Shaw -Walker Co 
Wells Chatlr Corp. 

Wholesale Stationery 
Bainbridge, Kimpton & Haupt 


Master-Craft Corp 
Remineton Rond Ine 
Shaw-Walker Co 

Victor Safe & Equipment Co. 
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WANTS AND FOR SALE, Continued from Page 7 








SALES REPRESENTATIVES AVAILABLE 


WASHINGTON, D.C. REPRESENTATIVE Available; 15 years’ experience 
in selling to Federal Government Departments. Contracts, Specifications, 
Priorities and Financing. James F. Hardy, Barr Bidg., Washington 6, D.C. 


LINE WANTED: COVER FROM MAINE THROUGH VIRGINIA EXCEPT- 
ING METROPOLITAN NEW YORK AND NEW JERSEY, CALLING ON 
OFFICE FURNITURE DEALERS, STATIONERS, DEPARTMENT STORES 
Have one top grade line and can handle and do a good job on one addi 
tional line. Have over 500 accounts. What have you? Write full informa 
toin. Box L-70, care Office Appliances, Chicago 6 











EXPERIENCED SALESMAN WITH SUCCESSFUL BACKGROUND selling 
wood office chairs in Metropolitan New York and part of New Jersey 
seeks wood desk line or wood desk accessories to supplement sales a 
tivities. Box L-71, care Office Appliances, Chicago 6 


JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
423 So. 5th St., Minneapolis 15, Minn. 

















DIRECT FACTORY REPRESENTATIVE FOR PHONOMATIC for sales 
directly to user simplifies dialing, holds the receiver, frees both hands, and 
automatically connects and disconnects phone. Valuable exclusive sales 
franchises available. Phonomatic, 159 New Montgomery St., San Fran 
cisco, 5. 


MANUFACTURERS OF CASH REGISTERS and Fire Resisting Safes re 
quire: Agents General for each state in U.S.A.—local dealers with good 
sales premises and display windows. Experienced sales inspectors—effi 
cient, interested and reliable traveling sales representatives. Give full 
details and picture in first letter to Director Paul Borresen, Room 1814, 
174 Fifth Ave., New York 10, N.Y. 








MANUFACTURER'S REPRESENTATIVE WANTED. Oldest exclusive man 
ufacturer of quality carbons and ribbons has several territories open 
for a good representative who is now calling on stationers and office 
Hb 5 dealers. A. P. Little, Inc., 100 South Fitzhugh St., Rochester 
8 N.Y. 





WHOLESALE DISTRIBUTORS WANTED for line of 9, 18, 27 drawer 
low priced steel cabinets and allied items already introduced to the market 


All territories open for exclusive distribution. Box Z-128, care Office 
Appliances, 100 East 42nd Street, New York 17, N.Y 


SSTABLISHED SALESMEN WANTED by Stebco Products for several 
territories now open. Send full details regarding experience and territory 
now being covered. Write: Stein Bros. Mfg. Co., 1401 West Jackson Blvd 
Chicago 7. 





FULL OR SIDE LINE—Complete line over 1,000 printed signs for all 
businesses; beautiful display; sold only thru stores, on open account; 
territory protected; 3123 Broadway, Chicago 14 


WANTED: EXPERIENCED SALESMAN to represent established line of 
celluloid filing accessories in Illinois, Wisconsin and Minnesota. Box Z-129, 
care Office Appliances, Chicago 6. 











MANUFACTURER'S REPRESENTATIVE WANTED to sell well-known 
Foneholder—a fast moving, nationally advertised item for all stationery, 
office supply dealers and wholesalers. Protected territory, high commis 
sions. Write, giving complete details, to Reyam, Dept. A, 546 W. Wash 
ington St., Chicago 6. Ill. 











RETAIL BUSINESS FOR SALE 





FOR SALE—OFFICE SUPPLY and Equipment Store with Commercial 
Printing Plant. Located in prosperous central Indiana town. Priced at 
$43,000. Present owners have other business Box Z-130, care Office 
Appliances, Chicago 6. 





CHANCE OF A LIFETIME 

For only $4500 you can purchase a growing office equipment and supply 
business in western Nebraska, including store counters, steel shelving, 
complete shop equipment, tools, compressor, lathe, et: This business 
now netting owner close to $1000 per month. Inventory will be adjusted 
to suit purchaser. If you want to be your own boss and make money 
too, this is an opportunity worth investigating. Box Z-131, care Office 
Appliances, Chicago 6. 








LISTS 





WILL SELL CHEAP list of 5m commercial stationers and office appliance 
dealers. Also list of app. 5m typewriter and adding machine dealers 
Names not duplicated. The Kraus Co., 48-02 43d St., Woodside y 








TRUCK DELIVERY EQUIPMENT 


PROTECTIVE PADDED COVERS and MOVING VAN PADS for safe 
delivery of Office Furniture and Equipment. Stock sizes and to order 
Protect against scuffs, scrapes and strap burns. Furniture Dollies Hand 
Trucks, Tying and Carrying Straps. Write for Catalog and Price List 
ELKAY PRODUCTS CO., 323 West 16th St., New York, N. ¥ Telephone 
WAtkins 9-1148. 











JOB LOTS 


SPECIAL INTRODUCTORY OFFER 

THE LITTLE MONEY MISER BUDGET 
WISHES TO SELL its entire first printing of 2000 Budgets to one Whole 
saler. If you serve colleges or Universities Stationers, you should not 
aon up this opportunity. Send for a specimen page of the 1952 Budget 
he Little Money Miser Budget represents a new discovery and a new 
idea. Be sure to state your needs in your first letter. P. F. Walsh, 2126 
E. Oliver St., Baltimore 13, Md. 








ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Cak ulating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 10lst Ave., Oakland, Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and solid Chicago Office Appliance Co., 1930 West 2ist St., 
Chicago 8&8. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines Must be over 270,000 serial number Accounting Machine 
Service Co., 605 W. Washington St., Chicago 6 





BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold 
Give serial number and model in request for quotation. Business Equip- 
ment Co., 160 W Larned, Detroit 26, Mich. 





ELLIOTT-FISHER and SUNDSTRAND machines. Comptometers, Bur 

ughs, Friden, Marchant, Monroe Calculators. Electromatic typewriters 
Adding machines and all office machines bought, sold, rented, rebuilt. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis 





NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 4 and 6 

total machines, with typewriter and front feed carriage, above 40,000 serial 

number; also, 3100 Mode Adding Machines, Calculators, Comptometers 

Advise serial and model numbers. Office Machines Inc., 619 Pine St., St 
iis 1, Missouri. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Machines 
Comptometers, all makes calculators bought and sold. Dorrell Office 
Machines Co. (Inc.) 93 So. lith, Minneapolis, Minn 





USED BOOKKEEPING MACHINE, National Typewriter, Model 3029 (16)- 
12”, complete with stand, for sale. Purchased new in 1946 and used in 
our own bookkeeping departmnet, only two years. In first class condition 
Send offer to Branham’s, Inc., 325 N. Broadway, Oklahoma City, Oklahoma 





NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Ad 
dressing Machines, Bot & sold. Send full description Pan-American, 
1225 S. Olive, Los Angeles 





WANTED—ALL MAKES calculators and adding machines. State make, 
model, serial number and adding capacity. International Office Appliances, 
Inc., 326 Broadway, New York 7, B 





WANTED TO BUY—Sundstrand bookkeeping machines, Model C and D 
Give complete model number, serial, size carriage and whether front feed 
or back feed. International Office Appliances, Inc., 326 Broadway, New 
York 7, 3. ¥. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 


Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli 
ances, Inc., 326 Broadway, New York 7, N. Y¥ 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Cal 
culators, Comptometers, Adding Machines, etc., any style Quote com 
plete description and best price. AMERICAN BUSINESS MACHINES, 
Inc., 573 Broadway, New York 12, N. Y. 





ELLIOTT-FISHER Machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 906-908 N 
Water St., Milwaukee 2, Wis 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 


calculators, bookkeepers, billers, comptometers A. L. Steen, 547 So 
Dearborn, Chicago 5, Ill 





UNDERWOOD SUNDSTRAND Bookkeeping Machines models D-284091 
serials 340,000 and 354,000, recently overhauled. Wide carriages FF. Ad 
ding Machine Sales & Service Co., 1100 Prospect Ave., Cleveland 15, Ohio 





BURROUGHS ACCOUNTING MACHINES Bought and Sold Dearborn 
Equipment Company, Inc., 301 West Lake Street, Chicago 6, Ill 





FOR SALE Remington totalizers, Sundstrand Bookkeeping Machine model 





A, serial 390,000, all reasonably priced. Adding Machine Sales & Service 
Co., 1100 Prospect Ave Cleveland, Ohio . 

VARITYPERS WITH TYPE WANTED: serials above 415,000 preferred 
Rentals, trade overhauling ADAMM Company, 250 3d Ave., New York 
10. Phone ORegon 7-8765-6 





CASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs and late 
model Underwood and Royal Typewriters Housel Box 138, Basking 
Ridge, N. J 





WANTED: BRANDT CHANGE MAKERS, All Models, Nos. 60-61-100-101 


200-201 Bob Grossman, 5327 Alton Road, Miami Beach, Florida 





RIBBONWRITER TYPEWRITER ATTACHMENTS, 10” and 14”, elimi 
nates carbon paper, brand new, close-out, duty free, at a sacrifice. Write 
Crown Equipment Co. Ltd., 1011 Bleury, Montreal 1, Que 





CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, Mimeograph, 
Addressographs, Typewriters, Presses. Also we trade and sell Write 
Dixie Service, King, North Carolina 

KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get quotations. Chas. S 
Nathan, Inc., 548 Broadway, New York 12, N. ¥ 








LARGE AMOUNT used visible cabinets, KARDEX, ACME and RAND 
Variety of sizes and styles A-1 condition, very reasonable Eversteel 
Equipment Company, 69 Spring Street, New York 12 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize ir 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. Heineman Office Equipment 


Co., Dept. OA, 4 N. 8th St., St. Louis'1, Mo 





VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing in rebuilt Kardex, Acme, 
Postindex, etc. We offer full co-operation to the dealer on sales and 
purchase Write us in full confidence that our twenty-eight years of ex- 
perience gives us the know how you require. Commercial Card System 
Co., 1385 Grand Street, New York 13, N. Y. 
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Phen bs 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted September 2, 1952 

2,608,771. Writing Pad. Ernest Sparks, Edgware, England. 

2,608,810. Coin Wrapping Device. Henry Smathers, Charleston, S. C. 
2,608,953. Three-Color Writing Implement. Pau! Kollsman, New York 


2,609,045. Timer Attachment for Telephones. Henry R. Kaiser, Pittsburgh 


2,609,050. Magnetic Tape Controlled Punch. Robert |. Roth, Mount 
easant, N. Y ynor to International Business Machines Corp., New 
2,609,077. Ribbon Feed for Typewriting Machines. Charles Schroder 
West Hart? sssignor to Underwood Corp., New York, N. Y. 
Iilustration 

2,609,219. Loose Leaf Paper Safe and Dispenser. Herbert W. Marano 
Brooklyn, N jnor to W n Jones Co., Chicago, Ill. 


Granted September 9, 1952 

2,609,790. Envelope Sealing Machine. William H. Uhl, Rochester, N. Y. 

; t mme Controls Corp., Rochester, N. Y. Ilustration. 

2,609,909. Label Guiding Attachment for Typewriters. Guy W. Martin 
2,609,924. Carbon Paper Folder. George R. Steele, Irondequoit, N. Y., 
aSSig to K 3. Co., Rochester, N. Y. 

2,610,010. Resilient Support for Typewriting Machines. Ronald D. Dodge 
Poughk ) signor to International Business Machines Corp 


hat 


2,610,061! Dictating Machine Signal Albert |. Kegan, Chicago, Ill 
sig t W. Kipr trustee for Judith Kegan, Daniel Kegan 


2,610,062. Indexing System. Robert A. Bratton, Columbus, Ohio, assignor 
y , } t to The Brush Development Co., Cleveland, Ohio 
Illustration 


Granted September 16, 1952 
2,610,610. Copyhoider. Stephen Sattler, Tulsa, Okla. 
2,610,611 Writing Instrument. Lynn P. Martin, Fort Madison. lowa 
ynor to W. A sffer Pen Co., Fort Madison, lowa. 
2,610,612 Writing Instrument. Lynn P. Martin, Fort Madison, lowa, 
ssig to W. A fer Pen Co., Fort Madison, lowa. 
2,610,632. Card Sorting Device. Albert A. Rembold, San Francisco, Calif. 


Itlustration 
2,610,723. Stationery Carrier. Lester K. Fleischmann, Highland Park, and 
iA r, Winnetka, Ill., assignors to Standard Manifold Co. 


2,610,736. Machine for Comparing and Classifying Record Cards. Knut 





Andreas Knutsen, Paris, France, assignor to Compagnie des Machines Bull 
(Seciete Anonyme), Paris, France. Ilestration, 

2,610,784. Continuously Attached Envelopes. Beulah Louise Henry, New 
York, N. Y. 

2,610,794. Counter Resetting Mechanism. Harvey N. Bliss, Windsor, Conn., 
assignor to Veeder-Root, Inc., Hartford, Conn. 

2,610,867. Telephone Memo Pad Assembly. William C. Hamilton, Esther, 
Mo. Illustration. 


Granted September 23, 1952 

2,611,313. Duplicating Method. Ray Bennett Keller and Harrold Bowman 
Dawson, Erie, Pa., assignors to Hammermil! Paper Co., Erie, Pa. 

2,611,342. Drive Construction for Mechanical Pencils. Carl Merryman, 
Melrose Park, lil., assignor to Dur-O-Lite Pencil Co., Melrose Park, Ill. 

2,611,343. Retractable Writing Implement. Francis M. Aimes, Nassau, 
N. Y., assignor to Imperial Pen & Pencil Co., Inc., Nassau, N. Y. 

2,611,469. Type Action System for Typewriters. Otto Haas, Balzers, Tony 
Schaedier, Triesenberg, and Leon Schneider, Balzers, Liechtenstein, assign- 
ors to Anstalt Renor, Vaduz, Liechtenstein. Illustration. 

2,611,539. Short-Cut Multiplying Machine. Sture Toorell and Erik Grip, 
Atvidaberg, Sweden, assignors to Aktiebolaget Atvidaberg Facit, Atvida- 
berg, Sweden, a joint-stock company of Sweden. Illustration. 

2,611,620. Record Marker for Dictating Machines. Frank E. Runge, Bran- 
ford, Conn., assignor to The Soundscriber Corp., New Haven, Conn. 

2,611,630. Envelope Combination. Victor J. Sawdon, New York, N. Y. 


Granted September 30, 1952 

2,612,105. Duplicating Roll Film Cleaning Device. Elmer F. Skinner, 
Danvers, Mass. Illustration. 

2,612,167. Loose-Leaf Binder. Edward F. Buenger, River Forest, and Fred 
D. Wedge, Oak Park, Ill., assignors to Wilson-Jones Co., Chicago, Ill. 

2,612,168. Card System. Nathan |. Stark, West Orange, N. J., assignor, 
by mesne assignments, to Fandex, Inc., New York, N. Y. Illustration. 

2,612,169. Slidably Actuated Loose-Leaf Binder. Samuel Segal, New York, 
N. Y., assignor to Wilson-Jones Co., Chicago, Ill. 

2,612,251. Music Printing or Typewriting Machine. James Murray Parker, 
Glenhuntly, Victoria, Australia. 

2,612,252. Type Bar Releasing Mechanism for Typewriters. Adolf Gissel, 
Oberursel, and Ernst Reuter, Oberursel-Bommersheim, Germany, assignors 
to Torpedo Werke Aktiengeselischaft, Fahrrader und Schreibmaschinen, 
Frankfurt-Main-Rodelheim, Germany. 

2,612,253. Device to Restore Forcibly Interferingly Operated Type Carriers. 
William F. Helmond, Clinton, Conn., assignor to Underwood Corp., New 
York, N. Y. 

2,612,315. Accounting Machine Control Means. Walter A. Anderson, 
Fairfield, Conn., assignor to Underwood Corp., New York, N. Y. tustration. 

2,612,318. Money Counting Machine. Thomas E. Hayes, Washington, D. C. 

2,612,322. Tape Dispenser. Norman A. Gall, Toledo, Ohio. 

2,612,365. Letter Balance. Frede Duelund Nielsen, Rodovre, Vanlose, 
Denmark. Illustration. 

2,612,421. Desk. William James Bargen, Waukegan, Ill. 

2,612,427. Book Support Attachment. Harry Richard Faulkner, Joseph 
Newland Pettus, and John Rodman Bradshaw, Stanford, Ky. 
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Convention Golf 
Tourney in 1917 


EGISTRATION of an attendance 

greater than 2000 at recent 
NSOEA annual conventions in Chi- 
cago, increased agendas and the 
lure of product exhibitions leaves 
no place on the program for the 
long featured golf contest. But 
members of the great industry are 
not to be deprived of the stimu- 
lating influence of the game. Re- 
gional meetings, from the Atlantic 
to the Pacific and from the border 
lines of our neighbors on the North 
and our neighbor on the South with 
attendance as large as the National 
Annuals in the earlier years, will 
afford time, place and spirit for the 
events. 

In the early years of “NSA” the 
annual golf game was a keenly 
competitive contest livened by ri- 
valry between East and West. 


CUP AT STAKE 


Players living East of a line 
drawn south from Buffalo were con- 
sidered Easterners, those west of 
the line were Westerners. A cup 
presented by Eberhard Faber was 
the emblem of victory. 

A memorable game was played in 
Chicago in November, 1917. On 
account of the war the national 
committee ordered all formal en- 
tertainment eliminated from the 
convention program. The golf game 
therefore, was held after conven- 
tion adjournment. Funds for the 
expenses of the day were provided 
by the Chicago association. 

Victory was achieved by the 
“Westerners.” Several players hav- 
ing left immediately after the game, 
announcement of the result and 
presentation of the prizes were de- 
layed several days. Compensation 
for the delay was a gala evening 
dinner at a Loop athletic club with 
the players as guests and a party 
of organizers as hosts. The spirit 
of comraderie was in “high,” when 
“NSA” was in its teens and “all the 
world was young.” 


BUT—THE GAME 


A gray day, chill wind, mercury 
dallying around forty. But a great 





review of 
some events at 
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day thanks to Wm. H. Redington, 
host to the party, thanks to Eber- 
hard Faber donator of the cup and 
thanks to Fred Butenschoen, who 
worked out the plan—morning play 
to qualify—afternoon, the contest. 

At lunch the company received a 
cordial invitation to “raise the roof”’ 
at the evening dinner. And the 
roof was raised. 

With pleasant recollections of all 
participants in the event and with 
memorial salute to those who, 
through the years reached journey’s 
end, we report 


THE PRESENTATION 


Gentlemen: The object of this 
meeting is, as most of you know, 
for the presentation of medals to 
the winners of points in the famous 
golf match between the Stationers’ 
and Manufacturers’ Golf Associa- 
tion of the East and the Stationers’ 
and Manufacturers’ Golf Associa- 
tion of the West, played at the 
Westmoreland Country Club the 
day following the close of the con- 
vention of the National Association 
of Stationers and Manufacturers. 

The outcome of the game was 18 
points for the eastern group and 
25 points for the western. The sub- 
stantial difference in these totals 
leaves the Faber trophy in our pos- 
session until next year when, if all 
goes well, we will contend for it at 
Richmond, Va. 

At the outset I wish to say that 
the Chicago Stationers’ and Manu- 
facturers’ Golf Association is the 





biggest thing for the money that 
ever came up the pike. If anyone 
here is not a member, I recom- 
mend that he get his application 
in forthwith. 

Although the association is less 
than two years old, we have already 
had a dinner at the Union League; 
three local tournaments with prizes 
for all players over the course and 
for every player of pinochle in the 
clubhouse taproom; the big asso- 
ciation game at Westmoreland, with 
gold and silver medals and fountain 
pens for winners and losers; a lunch 
with trimmings sufficient for a 
bunch of Hoosier harvest hands, 
followed by a dinner that would 
have stirred the jaded appetites of 
the diplomatic corps at Washington 
in the palmy days before the war; 
and tonight this carnival of food 
and beverage. 

And all for the small sum of two 
dollars the year. 


WORTH THE MONEY 


You may shop around from 
“Greenland’s Icy Mountains to In- 
dia’s Coral Strand,” and you will 
not find a bigger two dollars’ worth. 
In the language of the late Mr. 
Shakespeare of Stratford, “You 
gotta hand it to the manager who 
can arrange such a bargain as 
that.” 

For two days I have been unable 
to get the president of this asso- 
ciation on the telephone. I have 
tried at all hours of the day. Upon 
pressing the inquiry I received in- 
formation only this morning, in a 
voice that sounded very much like 
that of friend Styler, that Mr. 
Butenschoen was out “looking a lot 
of people up.” 


HE CHECKED UP 


“Whadja mean ‘looking a lot of 
people up’?” I asked and then, 
gentlemen, I learned that the presi- 
dent had spent three or four days 
checking up Westmoreland tourna- 
ment golfers. This is an important 
matter and President Butenschoen 
will later explain both his financial 
legerdemain and what he discov- 
ered about the players at West- 
moreland. And will then receive the 
Laurel he so much deserves. 

You will agree with me that Com- 
rade Butenschoen has let no grass 
grow under his feet in the last few 
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days. It is not inappropriate in this 
connection to state that from the 
appearance of Westmoreland course 
after the famous game which we 
are celebrating, it seemed that no 
player had allowed any grass to 
remain where his feet had stood or 
his clubs had swung. 

Comrades, we had been heralded 
to the officers of Westmoreland as 
the greatest aggregation of golfers 
ever gathered under one canvas. 
The chairman of the ground’s com- 
mittee stood hard by the first tee to 
see the early getaways. Perhaps 
with the hope also of getting some 
inspiration for his own game. 

Observing him there, Mr. Reding- 
ton, through whose courtesy the 
privileges of the club were extended, 
passed the information on to the 
starter and suggested that our crack 
foursome lead off to show the chair- 
man of the ground’s committee 
what we could do. 


THE CRUEL FACTS 

To record the facts is painful. 
The crack foursome was called for. 
The first player stepped to the tee. 
He is one upon whom we relied to 
bring home the bacon. His average 
game is said to be in the eighties. 
He is supple of body and sure of 
swing. On the tee he excited the 
admiration of the bystanders. We 
saw him grasp his club, take the 
stance and make a practice swing, 
that had the ball been there would 
have sent it soaring through the 
hazy atmosphere, straight down the 
course to a distance of three hun- 
dred yards. In silence we saw him 
step up to the ball. We heard the 
swish of the club, followed by a 
grating sound. We saw a long strip 
of the soft, velvety turf rise in the 
air, while the ball remained un- 
touched. Those who stole a look 
at the chairman of the ground’s 
committee and our host at his side 
observed a slight flush upon their 
faces as our hero teed his ball on 
a new spot and stepped up for a 
second swing. It was a tense mo- 
ment, a new grip, a new stance and 
again the dull, grating sound, with 
the air filled with particles of the 
soft turf that had been so carefully 
nurtured. At the third and success- 
ful swing, the chairman of the 
ground’s committee was seen wend- 
ing his way across the hill toward 
Evanston and the host had dis- 
appeared within the clubhouse. 


PAINFUL INDEED 
To recount these harrowing facts 
is no pleasant duty. In casting up 
our prospects before the game was 
played, we had counted upon that 
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member to contribute at least three 
points. We had expected that he 
would stand before this assembly 
as the hero of the day and it is 
with sorrow and regret that we 
leave him to his own sad reflection 
and turn to those whom we shall 
compliment for their performance. 

Will Mr. Sidney Collins please 
rise. 

Gentlemen, Mr. 
three-point winner. 


Collins was a 


A FAIR MATCH 


Mr. Collins, on behalf of the Chi- 
cago Stationers Golf Association, I 
compliment you. Your score has 
stood the most careful scrutiny and 
your personal reputation has stood 
every test which the committee 
made up on it. 

It is a satisfaction, sir, to state 
to this gathering that your oppo- 
nent was Guy Hamlin, a golfer 
worthy of any man’s steel. This is 
not to intimate that you stole any- 
thing from Guy Hamlin. You have 
sat at private session with him in 
the Sherman House and very well 
know that the man who can get 
the best of him by any sort of 
Ssleight-of-hand has got to get up 
bright and early in the morning. 
It was a fair match and you 
trimmed him good and plenty for 
which we place a laurel wreath 
upon your brow. 


GAME OF HIS LIFE 

When you take this handsome 
gold medal home to the loved ones 
do not fail to follow the established 
custom and tell them that Guy 
Hamlin played the game of his life 
on that eventful day. 

Is Mr. A. C. Hammond present? 
Another three-point winner. 

Mr. Hammond, we ornament your 
brow, so to speak, with the wreath 
of victory and add to your collec- 
tion of trophies this fine, imitation 
gold medal. As you peck the gravel 
walk of Westmoreland with a cane, 
or occupy a rocking chair on the 
clubhouse porch, 30 years hence, 
you will display this gaud as a 
memento of the day when you 
ALMOST copped a three on the first 
hole. 

This association will hold you in 
high esteem and pleasant recollec- 
tion for your contribution of three 
points in the first game between 
the East and the West. 

Is Mr. George Rowley present? 
Will he please arise? 

Gentlemen, Mr. Rowley, like Mr. 
Collins, contributed three points to 
the total which gave this association 
the trophy. Mr. Rowley’s opponent 
was A. R. Lloyd of Philadelphia. 


1952 


Mr. Lloyd had the time of his life 
at Westmoreland, as most of you, 
who remember anything of the day, 
will recall. Those whose memories 
record a blank from six to nine 
will take our word for Mr. Lloyd’s 
enjoyment. 

With the laurel wreath with which 
we ornament your headpiece, Mr. 
Rowley, goes the blessing of the 
Chicago Stationers Golf Association. 
To win from a descendant of Wil- 
liam Penn is an especial honor. Do 
not put this medal among the fam- 
ily treasures, but let it decorate 
your expansive chest, a memento of 
your prowess in a gallant contest. 


LIST WINNERS 

Gentlemen, “they come from the 
East and they come from the West” 
and they come from Kalamazoo. 
The other winners of the three 
points—Mr. Ralph B. Wilson, presi- 
dent of the Wilson-Jones Loose Leaf 
Company, late of Chicago, but now 
of Los Angeles, California; Mr. W. 
H. Foster, president of The General 
Fireproofing Company of Youngs- 
town, Ohio, and Mr. Bertrand Hop- 
per, president of half of the enter- 
prises in Kalamazoo, Michigan, are 
not present. 

Mr. Wilson, who spent a few days 
in Chicago a couple of weeks ago 
cutting coupons in the sub-cellars 
of one of our banks, received his 
medal and took it with him to the 
land of sunshine and flowers. We 
can fancy him now going up and 
down the Pacific Coast, displaying 
it to Ike Upham and our other 
friends there as proof of his golfing 
ability. His opponent was C. C. 
Davis. 


MEDALS BY MAIL 

Mr. Foster’s opponent was E. L. 
Stevenson, while Mr. Hopper’s op- 
ponent was A. G. M. Staveley, the 
crack New York golfer of The Car- 
ter’s Ink Company. Mr. Hopper’s 
medal and Mr. Foster’s medal will 
be put into the mail to them within 
a few days. The members of the 
“window display contest commit- 
tee,” all of whom are present, will 
dispose of the cocktails provided 
for these winners. 


Some future day should anyone 
have occasion to refer to the date 
of the first “NSA” golf contest be- 
tween the East and the West he 
may approximate it by the fact that 
it occurred the year before the 
greatest purpose war in history— 


THE WAR TO END WAR 
and thus promote the happiness of 
all people. ALAS!!—EJ 
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this month 


Page 15... The complete story of the NSOEA con- 
vention which attracted nearly 10,000 persons to the 
Conrad Hilton Hotel in Chicago October 4-9. With 
pictures and text Office Appliances gives a coverage 
more extensive than can be found in any other trade 
journal. Here are quotes from the speeches, descrip- 
tions of the exhibits, sidelights on the personalities 
and companion meetings, pictures of dealers, manu- 
facturers and travelers. 


Page 62 . Harold J. Ashe presents another pen- 
etrating story relating to taxation. This time he ana- 
lyzes social security and shows the “fine type” pit- 
falls. Read about the provision which bars a large 
section of the self-employed from ever drawing any 
benefits 


Page 63 Does your stock-turn rate give you 
maximum profit? V. N. Vetromile tells how important 
this factor is in profitable management of a firm in 
this industry and others. It's profitable reading this 
month 


Page 65 Here’s a dealer story telling how a 
planned program brings sales increase to The Blied, 
Inc., Madison, Wis. The experiences of this firm can 
help other distributors 


Page 67 A public showing can dramatize new 
products. Albert S. Keshen reveals the profitable 
procedure used in this respect by Brock Press, Stam- 
ford, Conn. 


Page 69 .. . Package inserts can help in advertising, 
says Irving Settel, authority on retail advertising 
whose Ad-Viser story appears regularly in Office 
Appliances. It's another service to an army of readers 


Page 74 What is service? The Kelly Company of 
Salt Lake City, Utah, has found the answer. The 
jealer experience provides useful information for 
others in the industry 


Page 94 For the Old Timers’ Party this month 
Office Appliances tells how Fred C. Schaefer, ink 
salesman for 45 years, pioneered open display 
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® LAKE SALT CITY, fabulous capital of Utah, is the home of Adrian H. Pem- 
broke, the 48-year-old new president of NSOEA. This enterprising retailer in 
the city built by the church of Latter Day Saints is head of the Pembroke 
Company which was founded in 1883 by his grandfather, Herbert Pembroke, 
and until recently was under the leadership of his father, the late Adrian B. 
Pembroke. 

His younger days were as busy for Adrian H. as are those of today. He 
followed his studies at the University of Utah and activity in football and 
track with post-graduate work at Northwestern University, Chicago campus. 
This latter studying was done in the evenings while he worked days for 
Yawman and Erbe Manufacturing Company and Acme Visible Records, Inc. 
He majored in economics and stored up practical knowledge of the industry 
by work in the field. In April of 1928 he joined the Pembroke firm in his 
home city. 

The new layman executive of NSOEA has always preferred to be known 
as an outside salesman and he still “hits the street’’ each business day. 
Meanwhile, his outside interests include the Rotary Club, the National Fed- 
eration of Sales Executives, the National Office Managers Association and 
immediate past presidentship of the Executive Furniture Guild of America. 
He lends assistance to the program of the Boy Scouts of America. 

When time permits, Mr. Pembroke plays golf in the summer and skis in the 
winter. Baseball and football—as well as the stationery industry—have a 
fascination for him. 
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Enthusiasm Keynotes NSOEA 





46th annual convention 


= ENTHUSIASM provided a theme for the 46th 
annual convention of the National Stationery 
& Office Equipment Association. For the five 
days, October 4-8, this driving force was the sub- 
ject of dynamic speakers and it motivated the 
reaction of a new record throng attending busi- 
ness sessions and viewing exhibits at the Conrad 
Hilton Hotel in Chicago. 

This was a convention, too, which moved with the 
precision and entertainment content of its predeces- 
There was every opportunity for a magnificent 


SOrs. 


business experience by the convention’s 2,801 full reg- 
istrants and the 4,793 additional who inspected the 
exhibits through single registrations. On duty at the 
displays were 1,494, making a grand total attendance 
of 9,088 

If a “saturation point” is being reached in these 


conventions under the able leadership of General Man- 
ager Paul Burbank it was neared in 1952. 

The exhibits of new equipment and devices for the 
office numbered more than 300. They filled the main 
exhibition hall and the foyer outside, the third and 
fifth floors and flowed into a new space made available 
through dismantling of the hotel’s former coffee shop. 

Once again the convention profited by the diligent 
counsel and labor of lieutenants drawn from the ranks 
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Total Attendance Over 9,000—Exhibits 
Also Reach a New Record Figure Under 
Howard-Burbank Leadership—Pembroke 
Elected as Association's New Chief 


of the industry. President J. Grant Howard of Tucson, 
Ariz., provided sage direction and clear interpretation 
of association goals. Convention machinery moved 
smoothly under the piloting of General Chairman Fol- 
ger Fellowes, Co-Chairman Glen Chambers, the con- 
vention committees and members of the NSOEA staff 
from Washington, D. C. 

The convention was no sooner closed than the new 
board of control was in session looking ahead to an- 
other fruitful year for NSOEA and the 47th annual 
convention which will open with a viewing of the ex- 
hibits on Saturday, September 26, 1953. 

Heading the association as it looks forward to a 
new period of achievement is the personable Adrian 





Candid Glimpse of NSOEA Convention Speakers in Action... 


President Grant Howard at the distributors’ meeting. 

2. New officers seated at the close of the business session. 

3. General Manager Paul Burbank opens the convention. 

4. Murray Shields tells of the business outlook. 

5. Dr. William Alexander, dynamic red-head, addresses luncheon 
session 
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6. Ben Simth prepares to spell out “Opportunity.” 

7. George Haskell substitutes for Newell Johnson in insurance ad- 
dress to distributors. 

8. Frank Bettger, Monday luncheon speaker. 

9. Bettger in medicine man outfit, giving off with enthusiasm. 

10. Prof. James Hawkinson addresses the manufacturers. 
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New Officers of NSOEA, 1952-53... 


Photographed on the platform immediately following the convention 
business meeting are: Joseph Runnels, assistant treasurer; Earl Opie, 
vice-chairman manufacturers; Charles Sinisgalli, treasurer; Walter 
Miller, vice-president distributors; Adrian H. Pembroke, president; 
Ralph Maish, vice-president field division; Jim Cooper, Jr., vice-chair 
man field division. Not present were L. R. Addington, vice-president 
manufacturers and Leonard Wilcox, vice-chairman distributors. 


1. G. B. Colby, Central Can Co.; Lloyd Nelson, Nelson Office Supply 
Co., Greeley, Colo.; Joe Weiskopf and G. M. Keating, both Central 
Can Co. 

2. Marty Martinsen, Earl Hanson, Bill Small and Robert P. Mack, all 
of Jo m Chair Co. 

3. Max N. Schnitzer, South Shore Office Equipment Co., Brockton, 

Mass.; Merrill Marks, Morton P. Marks, Richmond, Va.; Howard 

Gatewood, Sue Thompson ond Robert A. Spelman, all of Wood 

Office Furniture Institute. 

oe Weiskopf, mfrs. rep.; Ed Deacon, Chicago Desk Pad Co.; Elmer 
mwiede, Krumwiede Assn.; Bill Barberio, Chicago Desk Pad Co. 


> 











On the Front Cover... Adrian Pem- 
broke, the president-elect, and Grant How- 
ard immediate past-president of NSOEA. 











Pembroke, Pembroke Company, Salt Lake City, Utah. 
This outstanding western dealer has advanced through 
the ranks in the distributors’ division. 

Associated with Mr. Pambroke in the “layman” man- 
agement of NSOEA are these division leaders: 

Distributors—vice-president, Walter Miller, Otto Ul- 
brich Company, Buffalo, N. Y.; vice-chairman, Leonard 
B. Wilcox, Roberts Printing & Stationery Company, 
Hutchinson, Kans. 

Manufacturers—vice-president, L. R. Addington, Art 
Metal Construction Company, Jamestown, N. Y.; vice- 
chairman, Earl F. Opie, Weber-Costello Company. 

Field division—vice-president, Ralph Maish, Denni- 
son Manufacturing Company, New York, N. Y.; vice- 
chairman, Jim Cooper, Jr., manufacturers’ representa- 
tive, Atlanta, Ga. 

Charles Sinisgalli, R. P. Andrews Paper Company, 
Washington, D. C., was re-elected treasurer and Joseph 
C. Runnels, Commercial Office Furniture Company, 
Washington, D. C., continues as his assistant. 

District governors previously nominated in their re- 
spective districts were affirmed as new members of the 
board of control. They are: 

District No. 1—Edward Granfield, Edward Granfield, 
Inc., New Haven, Conn. 

District No. 2—Vernon R. Evans, Vernon R. Evans 
Co., Utica 2, N. Y. 

District No. 3—Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Company, Richmond, Va. 

District No. 4—Allen B. Cammack, Sr., Cammack Of- 
fice Supply, Burlington, N. C. 

District No. 5—Sidney Butterfield, Smith & Butter- 
field Co., Evansville, Ind. 

District No. 6—Jesse A. Peck, Springfield Stationery 
Company, Inc., Springfield, Ill. 

District No. 7—O. C. Halverson, Midwest-Beach Com- 
pany, Sioux Falls, S. D. 

District No. 8—Vaughan T. Williams, Schooley Print- 
ing & Stationery Company, Kansas City, Mo. 

District No. 9—Dave N. Reed, Cathey Office Furniture 
& Supplies, Inc., Dallas, Tex. 

District No. 10—Elmer Pearce, Rocky Mountain Bank 
Note Company, Pueblo, Colo. 

District No. 11—Lew Hilton, Ruggles, Inc., Seattle, 
Wash. 
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S. Rosendorf, Jr. Allen Cammack Sid. Butterfield Jesse A. Peck O. C. Halverson 
Richmond, Va Burlington, N. C. Evansville, Ind. Springfield, Ill. Sioux Falls, S. D. 
District No. 3 District No. 4 District No. § District No. 6 District No. 7 





R. E. Wahrman 
New York, N. Y. 
District No. 13 


Tom McWhorter 
San Jose, Calif. 
District No. 12 


Dave N. Reed Lew Hilton 
Dallas, Tex 


District No. 9 


Pearce 
Pueblo, Colo. 
District No. 10 


Elmer 
Seattle, Wash. 
District No. 11 











Vernon R. Evans 
Utica, N. Y. 
District No. 2 





V. T. Williams 


Kansas City, Mo. 
District No. 8 








Russell W. Davis 
Alhambra, Calif. 
District No. 14 


District No. 12—Tom McWhorter, McWhorter-Young, the hundreds of convention attendants who filled the 
Inc., San Jose, Calif. huge room to near capacity. 
District No. 13—Richard E. Wahrman, R. E. Wahr- General Manager Burbank spoke of the “rich experi- 
man, Inc., New York, N. Y. ence” ahead in the convention. Heads were bowed as 
District No. 14—Russell W. Davis, Alhambra Office Joseph Horness, president of Browne-Morse Company, 
Supply, Inc., Alhambra, Calif. Muskegon, Mich., led the assemblage in an invocation 
On time, as always with Burbank, the opening session of spiritual guidance. 
convened in the Grand Ballroom of the Conrad Hilton Appointment of committees set the convention ma- 
Hotel at 9:30 am. Monday, October 6. Rousing state chinery in operation. They were: 
songs played by Lew Diamond and his band ushered in 
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J. Wolfe Gordon, William H. Harper, John R. Ostler, Bernard J. 4. 
Ducnikov and Mort J. Greenes, all Metalstand Co. 


Kenneth Jones, Faultless Caster Corp. 
5. Martin Goodman and Mrs. Barbara Meyers, Pittsburgh Cut Wire 
Co.; ry Balaban, Service Office Supply Co., Detroit, Mich. 
Mrs. & . 


Ted Cost riz Costain-Stiles-Langford, Ltd., London, Ont., Canada; 
George G. Carter, A. Whitely, Ltd., Windsor, Ont.; Fred R. Smart, 6. 
Stationers Guild of Canada, Toronto. 


3. Bob Stallings, Faultless Caster Corp. 
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Budget—R. A. Maish, chairman, Sidney Challenger, 


ait a 






> Tom Eskew, Bailey Typewriter Co., Ottumwa, lowa; 
Lynn P. Carlson, Cincinnati, Ohio; S. L. Berkebile, Hall's Safe Co. 
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1951-52 NSOEA Board of Control Convenes on Sunday, October 5, at Conrad Hilton Hotel 
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Starting at leit reading clockwise; outside: L. R. Addington, Art Metal 
Construction Co., vice-chairman manufacturers division; C. A. Stott, 
Charles G. Stott & Co., Inc., Washington, D. C.; Charles P. Anderson, 
Boston, governor District 1; Don McAllister, Geyer’s Topics; R. D. 
Latsch, Latsch Brothers, Inc., Lincoln, Nebr., past president; E. B. 
Healy, Santa Fe Book & Staty. Co., Inc., Santa Fe, N. M., past presi- 
dent; Less Crowl, The Blade Prtg. & Paper Co., Toledo, Ohio, past 
president; Fred Downs-Randolph Co., Tulsa, Okla., past president; 
Dorothy Lehman, secretary to Mr. Burbank; Paul E. Burbank, general 
manager NSOEA; Adrian Pembroke, Pembroke Company, Salt Lake 
City, vice-president distributors division; Grant Howard, Howard & 
Stofft, Tucson, president NSOEA; Howard Gunlocke, The W. H. Gun- 
locke Chair Co., vice-president manufacturers division; Chet Williams, 
Yawman and Erbe Mfg. Co., vice-president field division; Charles 
V. Sinisgalli, R. P. Andrews Paper Co., treasurer NSOEA; Fred Piaft, 
Omaha tg. Co., Omaha, governor District 8; Allen Cammack, Cam- 
mack Office Supply. Burlington, N. C., governor District 4; J. M. 
Parrott, Waterloo Office Supply Co., Waterloo, Iowa, governor District 
7; Vernon R. Evans, Vernon R. Evans Co., Utica, N. Y., governor 
District 2; Gus Trahan, General Office Supply Co., Lafayette, La., 
governor District 9; Pat O’Connor, O’Connor & Raque Co., Louis- 
ville, Ky., governor District 5; J. H. Peterson, The General Fireproof- 
ing Co., Seattle, governor District 11; Ed Napp, Napp Office & School 
Supply Co., Manitowoc, Wis., governor District 6; Harold Hampton, 
Indianapolis Office Supply Co., Inc., Indianapolis, Ind., past presi- 
dent; Zac Smith, Zac Smith Staty. Co., Birmingham, Ala., past presi- 
dent. 


Inside: John Gilbert, OFFICE APPLIANCES; Joe Runnels, Commercial 
Office Furniture Co., assistant to treasurer; Paula Smith and Rose 
Cushman, NSOEA; Ralph Maish, Dennison Mfg. Co., vice-chairman 
field division; Russ Davis, Alhambra Office Supply Co., Alhambra, 
Calif., governor District 14; Tom McWhorter, McWhorter-Young, Inc., 
San Jose, Calif., governor District 12; Walter Miller, Otto Ulbrich Co., 
Inc., Buffalo, vice-chairman distributors division; Richard Wahrman, 
R. E. Wahrman, Inc., New York, governor District 13; Frank Creer, 
Utah Idaho School Supply Co., Salt Lake City, governor District 10; 
Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga., past president; 
W. Neill Stewart, Stewart Office Supply Co., Dallas, Texas, past 
president; Sam Rosendorf, Southern Stamp & Staty. Co., Richmond, 
Va., governor District 3; R. A. Maish, Dennison Mfg. Co., member 
executive committee; Earl Kochheiser, The Chas. Ritter Co., Mansfield, 
Ohio, past president; William C. Clegg, The Clegg Co., San Antonio, 
past president. 


Fred Downs, Charles Lofgren and Charles Sinisgalli. 
Credentials—L. G. “Pat”? O’Connor, chairman, Cort- 
land Horr and Thomas McWhorter. 


Resolutions—Fred Downs, chairman, Frank Creer, 
Lawrence Miller, Carl Priesing and Samuel S. Rosen- 
dorf, Jr. 


Nominations—William C. Clegg, chairman, Paul 


In the Opposite Column... 


1. M. S. Berman, National Stationers, Philadelphia, Pa.; Samuel 
Fingerbut, U. S. Staty. Co., New York, N. Y.; Edward Bergman, 
Art Steel Sales Corp.; David Teitelbaum, U. S. Stationery Co., New 
York, N. Y.; Sol Gould, Dorset Steel Equipment Co.; Richard Pom 
erantz, A. Pomerantz & Co., Philadelphia, Pa 

2. H. Y. Aylwin, F. S. Webster Co.; John E. Kenna, and Ed Dickerson 
both of S. Spencer Moore Co., Charleston, W. Va.; Mrs. and Mr. 
Ralph Brissenden, Clayton Office Supplies, Clayton, Mo.; G. R. 
Tynan, F. S. Webster Co. 

3. H. M. Donisthorpe, Ace Fastener Corp.; A. F. Steinhilber; E. T. 
Stafford, Jr.; Hy Linden and H. J. Walsh, both of Ace Fastener Corp. 

4. Leo Bigelman, Modern Office Supply Co., Detroit, Mich.; Jack 
Harris, Service Office Supply Co., Detroit, Mich.; Lawrence Phelps 
Nestor’s Office Supply Co., Detroit, Mich. 

5. Mr. & Mrs. C. H. Kleinhoff, Kleinhoff Staty., Burlington, Iowa; 
]. W. Henn, Joseph Dixon Crucible Co. 

6. William Tonkin, Stanley Mfg. Co.; Frank Johnson, DeVoss Desk 
Co., Seattle, Wash.; Mrs. Frankie McCall, Stanley Mfg. Co. 
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The New NSOEA Board of Control and Guests Meet October 9 at Conrad Hilton Hotel 


ng eading clockwise: Outside—Dave N. Reed, Cathey 
e Furnit * Supplies, Inc., Dallas, governor District 9; Allen 
rmmack r k Office Supply, Burlington, N. C., governer District 

4; Jesse A. Pech pringfield Staty. Co., Inc., Springfield, Ill., governor 
District ¢ Judkoff, Cantigny Prtg. & Staty. Corp., New York 
utenant g District 13, substituting for Governor Dick Wahr- 
in wi . yed to leave before business session opened; R. D. 

h, Lat I hers, Inc., Lincoln, Nebr., past president; Vaughan 

17 ey Prtg. & Staty. Co., Kansas City, Mo., governor 
per, manufacturers’ representative, vice-chairman 





field divis Dorothy Lehman, secretary to Paul Burbank, general 
manager; Mr. Burbank; Clif Wilson, Wilson Staty. & Prtg. Co., Houston, 
Texas, pa resident; Adrian Pembroke, Pembroke Co., Salt Lake 
ty. presid NSOEA; Walter Miller, Otto Ulbrich Co., Inc., Buffalo 
vice-president distributors division; L. R. Addington, Art Metal Con 
structior president manufacturers division; Ralph Maish, Den 
n Mf president field division; Earle F. Opie, Weber 
Costell ; vice-chairman manufacturers division; Shirley Saul and 
Peggy ¢ N EA headquarters; Don McAllister, Geyer’s Topics; 
Paula Smit NSOEA; William C. Clegg, The Clegg Co., San Antonio 
pa pré ent; R. A. Maish, Dennison Mfg. Co., member executive 


ward, Howard & Stofft, Tucson, immediate past 


OFFICE APPLIANCES; O. C. Halverson, Mid- 

ix Falls, S. D., governor District 7; Tom McWhorter, 
San Jose, Calif., governor District 12; Cather- 
iquarters; Russ Davis, Alhambra Office Supply. 
yovernor District 14; L. D. Hilton, Ruggles, Inc.; 

ct 11; Rose Cushman and Alice Rich, NSOEA; 
Ivan Aller n-Marshall Co., Atlanta, Ga., past president; Sid- 
ney Butterf th & Butterfield, Evansville, Ind., governor District 5; 
Sam Rosend thern Stamp & Staty. Co., Richmond, Va., governor 
strict \ Evans, Vernon R. Evans Co., Utica, N. Y., governor 
strict 7 nfield, Edward Granfield, Inc., New Haven, Conn 





Buckwalt Harry Fellowes, Harold Hampton and 
E. B. He 

Necrolo William Greenleaf, chairman, Albert 
Abrams, Robert Frier, Walter Lennartson, Donald Mc- 
Allister, William Schulhof and Marjorie Stanfiel. 

J. Grant Howard, the scholarly president of NSOEA, 
captivated his audience at this opening session with an 
address, “What is Past is Prologue.” 

It should be a sobering and leveling thought,” he 
declared at the onset, “that the foundation of our 
success and prestige was laid by those who have pre- 
ceded u The past has become the prologue to our 
present. That past was filled with years of struggle, for 
membership, financial stability, high standards in the 
industry—tf irvival.”’ 

Turning to the present, he continued, “Because of the 


In the Opposite Column... 


well-Barnes Co., and a 60-pound roast beef sand 
Ww 
t Kane, Richard Best Pencil Co. 
and Mrs. L. S. Natenberg, both Art Spe 


Moore Business Forms; Francis J. Enright 
American Paper Supply, Salt Lake City, Utah 
en Ribbon & Carbon Co. 
EA president; Homer Smith, NSOEA staff 
Corp., Hanover, Pa.; Rush H. Polgrean, mirs 
Palif 
H. Clarke & Bros., Memphis, Tenn.; C. L 
mfrs. rep., Dallas, Tex 


i Ned Turner, A. P. Little, Inc. 
i and George J. Lewis, both Scripto, Inc 
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faith, courage, persewerance and honesty of purpose, 
it is ours—a rich and beautiful heritage. It is our 
possession; our stewardship... ” 

The retirinz president of NSOEA then proceeded to 
give an accounting and evaluation of that stewardship. 
He spoke of the services given by the association staff 
in Washington, D. C., the help of the district governors, 
and the role of the regional conventions which at- 
tracted an attendance of 4475 in 1952. He compli- 


On the Opposite Page... 


Jack Banov, Banov Bernsley Co.; Bert Gordon and Martin Glau- 
binger, both of Zephyr-American Corp. 
Don Wittig, Don Wittig Office Furniture, San Antonio, Tex.; David 


' G. Myles, Gulf Coast Office Outfitters, Houston, Tex.; Robert H. 


Miller, Miller Office Supply, Urbana, Ohio. 

Mr. & Mrs. John Overton, Eastern Office Equipment Co., Ahoskie, 
N. C.; Mr. & Mrs. Alvin R. Bowen, Kinston Office Supply Co., 
Kinston, N. C. 

L. A. Johnson, H. S. Crocker Co., San Francisco, Calif.; Carl 
Schutz, Eagle Pencil Co.; John F. Sullivan, H. S. Crocker Co., San 
Francisco, Calif.; H. G. Konnersman and E. L. Tompson, Eagle 
Pencil Co. 

Orville Crisman, Maso Products; Thos. G. Kyle, Kyle & Co., Clarks- 
burg, W. Va.; Roger Lambert, Maso Products; John E. Kenna, 
Spencer Moore Co., Charlestown, W. Va.; Jack W. Murray and 
John Nielson, Maso Products. 

Willis Lowe, E. L. White & Co., Fort Worth, Tex.; Dan Hansen 
and A. G. Carlson, both of Carlson Bros., Inc., Moline, Ill.; Mrs. 
mage | Sollo, Moline, Ill.; Jess Sutton, Woodbury Book Co., Dan 
ville, Ill. 

C. B. Gregg, Robert Kochheiser, Earl Kochheiser, all of The Chas. 
Ritter Co., Mansfield, Ohio; Art Jansky, The Carter’s Ink Co.; Bill 
Vogel, Sengbusch Self-Closing Inkstand Co.; Jack Nicoulin, mfrs 


rep. 
Ralph B. Ortel, Shaw & Borden, Spokane, Wash.; Clint Martin, 
Aluminum Seating Co.; Bill Thomas, mfrs. rep.; Maury Wansky 
and Frank Byron, both Aluminum Seating Co.; Hall Johnson, mfrs. 
rep. 

Frank Morse, Jr., Jack Haglund and Lee Lowe, all of Browne- 
Morse Co. 

H. C. McPike, Weis Mfg. Co.; J. Clarke Evans, The Office Equiv- 
ment Co., Tampa, Fla.; Lionel Colomb, Weis Mfg. Co.; John A. 
Gilbert, Office Appliances. 

L. M. Brockwell, E. W. Clarke & Bro., Memphis, Tenn.; Herbert 
Akers and S. Toof Brown, Jr., both of S. C. Toof & Co., Memphis, 
Tenn. 

E. M. Marsh, J. W. Rhea, Jr., Bob Beekman and Bill Goodheu, all 
of All Steel Equipment Co. 

The stationery industry Bowens who operate five stores: W 
Edward Shurling, Ruhl L. Pace and Matt C. Bowen, Bowen Supply 
Co., Plant City, Fla.; Mrs. Bertha N. Bowen, Williamston Office 
Supply Co., Williamston, N. C.; Herbert I. Bowen, Bowen Office 
Equipment Co., Sanford, N. C.; Mrs. & Mr. John Overton, Eastern 
Office Equipment Co., Ahoskie, N. C.; Alvin R. Bowen, Kingston 
Office Supply Co., Kinston, N. C. 

Sam Jason, I. D. L. Mfg. & Sales Co., Montreal, Que., Canada; 
Jean Ayotte, P. V. Ayotte, Ltd., Three Rivers, Que., Canada; G. S. 
Thorn and Paul Anderson, Jr., both Paul Anderson Co., San 
Antonio, Tex. 

Billy Schmiederer, Buxton & Skinner Prtg. & Staty. Co., St. Louis 
Mo.; John Ford and Dan H. Umbach, Peterson Litho. & Ptg. Co., 
Omaha, Nebr. 

Larry Stockstill, National Office Supply Co., Waukegan, IIl.; Dick 
Singer, Cooke & Cobb Co.; Mr. & Mrs. Gene Grenon, Leonard's 
Office Supply & Equip. Co., Detroit, Mich.; Bob Eldridge, Cooke 
& Cobb Co. P 


the Opposite Column... 
arry Fellowes, Bankers Box Co.; Mrs. Fred Downs, Tulsa, Okla.; 


— 
Mrs. & Mr. Robert D. Latsch, Latsch Bros., Inc., Lincoln, Nebr 


S. G. Barrett, Autopoint Co.; Dave Ketchem, Ashtabula Station- 
ery Co., Ashtabula, Ohio; Elmer J. Kral, Buckeye Office Suvoply 
Co., Cleveland, Ohio; R. L. Johnson, Autopoint Co.; D. Whitfield 
R. H. Potter, Autopoint Co. 
Ray Utner, Farnham Stationery & School Supply Co., Minneapolis, 
Minn.; A. W. Lane, Lane Office Supply Co., Atlanta, Ga.; E. H. 
Knapp, Victor Safe & Equipment Co.; June Anderson; A. H. Spafford 
and A. W. Burkhardt both of Victor Safe & Equipment Co. 
Jack Clark, H. E. Waldron, R. H. Whidden and J. H. Asthalter, 
all of W. A. Sheaffer Pen Co. 
George Greene and Roy Dahlstrom, both American Pencil Co.; 
os. & Mr. E. Von Dieck, Dundas Office Supply Co., Great Falls, 
ont. 
Louis Sandy; Mike Bak, Randy Shenton and George Donaldson, 
all of Underwood Corp.; James Clark; E. D. Read and R. R. 
Hankoff, both Underwood Corp.; O. G. Penegar, Jr., O. G. Pene- 
gar Co., Gastonia, N. C.; A. B. Smith, Underwood Corp. 
Jess Marshall, J. T. Suydam 3rd, and Charles M. Danek, Mittag 
& Volger, Inc.; John B. McGrail, McGrail Bros. Co., Woodbury, 
N. J.; Charles Milne, Mittag & Volger, Inc.; Mrs. C. N. Murray, 
Kansas City, Mo.; Carl Leydig, Mittag & Volger, Inc.; Marjorie 
M. Murray, Kansas City, Mo.; “Tommy” Thompson and George 
Wilson, both Mittag & Volger, Inc. 
Ed Pike, Acme Office Supply Co., Traverse City, Mich.; David 
Hinkley and Norman Hanna, both of Philip Hano Co.; Ted 
Vaughan, Stoddard’s, Inc., Nashville, Tenn.; Earl Vick and Ralph 
French, Philip Hano Co. 
K. E. Ackland, Amberg File & Index Co.; A. L. Marschall, mfrs. 
rep.; Leo Wittgen, Smith & Butterfield Co., Evansville, Ind.; Ned 
Rosin and Bertrand Amberg both Amberg File and Index Co. 
Perry A. Waldner, Mineola, Long Island, N. Y.; H. E. Horn, and 
John Hamilton both Ditto Inc.; Elmer Nichols, The Daniels Co., 
Muskegon, Mich.; C. H. Ward and J. W. Cook, both Ditto Inc. 
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mented the members of the Troupe on their masterful 
addresses 

The pulse of the association is strong, declared Mr. 
Howard, but he sounded this warning to the individual 
members, “Only clear and penetrating vision will en- 
able us to survive the confusion and complexities of 
today’s economy.” 

Factors of stability which are sometimes factors of 
actual survival he enumerated as: 

1. Management. “The tragedy occurs when—under 
the hypnotic spell of inflated, free-wheeling, loose dol- 
lars—we tend toward a correspondingly loose manage- 
ment of our business. . . . Remember, it wasn’t raining 
when Noah built the Ark.” 

2. Leadership and Replacements. “Full-visioned 
management will deliberately train and develop re- 


On the Opposite Page... 
Front: Henry W. Jackson, Fredericksburg Office Suppty. Inc. 


Fredericksburg, Va.; Mrs. Gordon D. Meals, Taylor air Co.; 
Mrs. Geo. Thom, Jr. Rear: Robert M. Crippen, Taylor Chair Co.; 
F. J. Walsh, Empire Desk & Chair Co., Detroit, Mich.; Kramer W. 


Foster and George Thom, Jr., both of Ideas, Inc., Detroit, Mich.; 
Jim Scott, Taylor Chair Co. 

Front: Howard B. Marks, Minneapolis, Minn.; Hugh Steger, St. 
>u ind Henry Deutsch, Dallas, Tex., all mfrs. reps.. Rear: 
Itkin Bros., Inc., New York, N. Y.; John Stewart, Den 
l Ben Itkin, Itkin Bros., Inc., New York, N. Y.; Sid Lich 
tenstein, mfr rep., Philadelphia, Pa.; Bill Thomas, mfrs. rep. 








Wadswort! hio; Hal Johnson, Gunvir Industries, Chicago. 

3. Robert Hedberg, Newstrum Office Equipment Co., Moline, III; 
Frank S. Cooper, Codo Mig. Co.; Scott Hurlbert, Mastercraft Corp. 

4. Bob Carver, Bud Laughlin, Paul Coutant, Geo. Slater, Pat White 
sides and Jack Sweeney, ail of Do/More Chair Co. 

H. R. Niemann, Jr., Fred W. Niemann and Leon Sherman, all of 
Niemann, In E. A. Garrison, Parkersburg Office Supply Co. 
Parkersburg, W. Va.; Thos. I. Niemann, Niemann, Inc. 

6. Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga.; Herman Price 
and R. B verend, both of Eagle Pencil Co. 

Frank May, J. L. May Co.; Garry Wallace, Wallace Printing & 
Staty. C ‘incinnati, Ohio; Anthony Kmito, J. L. May Co. 

8. W. J. Nickel, Folger Fellowes, Harry Fellowes and John Fellowes 
all of Bankers Box Co. 

9. Front: Leon Banov, Sam Katz, Irving M. Levy, Harry Lipshutz 
ind W. I. Lampel, all of Art Steel Co., Inc. Rear: Ernie Stewart 
mfrs. rer K. Jones, mfrs. rep.; Bill Boyd, mfrs. rep.; Ed Berg 
man and Marty Berger, both Art Steel Co., Inc. 

10. Charles Cordroy, Mr. & Mrs. Roscoe Benge and T. L. Vaughan 
all of Codo Mig. Co 

ll. Al Donof Presto Office Pontgment Co., Chicago; Joe Cellini and 
Mike S$ relli, both of Top Flight Products, Chicago. 

Norm Clyborne, C. C. Penske, E. F. Daily and Rex Dawson, all 
of Meilink Steel Safe Co. 

13. W. K. Downing, Globe Wernicke Co.; Zane Gray and Ray Erick 
son, both Mid-City Stationery Co., Rockford, Ill.; Len Schneider and 
Ralph Blackburn, both Globe Wernicke Co.; K. L. Jensen. 

4. W. R. Hanss Delores Eulette and Donald Lambie, ail Metalcraft 
Inc 


In the Opposite Column... 


Dean Ha sages, Battle Creek, Mich.; Harold F. Stingel, Mac- 
donald & Stingel, Saginaw, Mich.; Robert T. Ball, Ball Office Supply 
Co., Jackson, Mich.; Ed Klebba, Klebba’s, Royal Oak, Mich.; 
Donald Doubleday, Doubleday Brothers, Kalamazoo, Mich. 
H. H. Hiehn, Security Steel Equip. Co.; Mr. & Mrs. Martin E 
Pendergast, Pendergast Stationer, Skokie, Ill.; H. Orol, Security 
Steel Equi ; Bill Pavletich, Belay Office Supply, Joliet, Ill. 
Mr. & Mrs. E. Von Dieck, Dundas Office Supply Co., Great Falls, 
Mont.; Bill Whetham, Ernest Dahl, Ernest A. Dahl, Jr., Mark 
German and R. Calvin Elliott, all of Business Efficiency Aids. 
4. H. L. Kennedy, L. E. Waterman Co.; Sam Jason, mfrs. rep., Mont- 
real, Canad John W. Stewart, L. E. Waterman Co.; James J. 
Devanny; M. Salzman, L. E. Waterman Co. 
Harold White; Mildred Radriquez and Harry Kanitz both LaSalle 
Products Francis Warden, Stuebe Binding & Printing Co., 
Green Bay, Wis.; E. R. Rodriquez, LaSalle Products Co.; Joe 
6. Bill Fletcher, Carter’s Ink Co.; Charles Hooker; Jerome J. Savage 
and George Tarrant both Carter’s Ink Co.; L. E. Scott, Scotts 


Office Supply, Bartlesville, Okla.; Charles Thielen; C. G. Henry. 
Otis G. Hobbs, Western Bank & Office Supply Co., Oklahoma 


City, Okl J. A. Johnson, Art Metal Construction Co.; F. X. 
Birrcher, Dameron-Pierson Co., Ltd., New Orleans, La.; Mrs. 
Vera Hobbs, Oklahoma City, Okla.; Donald Larson, and W. M. 
Bachmann, both Art Metal Construction Co.; Eddy Prinz, Akron 
Ohio; Harry Walker, Art Metal Construction Co. 


8. Eugene Biggs, William Lipner, William Danjczek, F. R. Gregg 
111 of Koh-I-Noor Pencil Co.; Jim Montgomery, mfrs. rep. 
H. J. Wantz, Skinner & Kennedy, St. Louis, Mo.; Jess Marshall 
and Charles Milne both Mittag & Volger, Inc.; Lynn Poston, Skin- 
ner & Kennedy, St. Louis, Mo.; Mr. Soderberg, Mr. Andre and 








George W 1 of Mittag & Volger, Inc.; Mrs. Harold Larson; 
Carl Leydig, Mittag & Volger, Inc.; Mrs. Keith Gordon, Boorum 
‘ youns Carl D. Duker, Sante Fe Book & Stationery Co., 
ante N. M 

Frank S. Coqnato and John G. Kolb, both C. Howard Hunt Pen 
Co.; Harold Nelson, P.B.S.W. Supply & Equip. Co., Phoenix, Ariz.; 
Robert Kochheiser, The Chas. Ritter Co., Mansfield, Ohio; Larry 
ae Saunders and George E. Bartol II, both C. Howard Hunt 
a 

William E. Nevis, Fred Hayford, and Boone Gibbons, all of Ideal 
System ( Mr. and Mrs. M. A. Godding, M. A. Godding’s. El 


Dorado, Kans 
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placements and executive leadership—a reservoir for 
future virility.” 

3. Signs of Our Times. “The forces of darkness have 
men who know how to use ideas. We need to rigidly 
examine these forces and these ideas... .” 


(At this point, President Howard made the pertinent 
observation, “There was a time this nation was known 
as the melting pot, but because of the pace we all live 
it’s now known as the pressure cooker.”) 


4. That Which You Hold in Your Hand. “In the 
real of government and politics, shirk not; but main- 
tain a vigilance and dedication that will keep our 
country from the power of usurpers. Remember ever 
that government is as good as you demand and as 
poor as you permit.” 

In conclusion the association chief asserted, “With 
thankfulness for our great inheritance, and with the 
acceptance of the transcending challenge of today’s 
responsibilities, I’m confident we'll aggressively move 
forward—and then not only the past, but the present, 
as we write it, will become a prologue to a larger 


tomorrow.” 
A standing ovation greeted Mr. Howard at the close 


On the Opposite Page... 


1. Wayne Gibson, Palace Office Supply, Tulsa, Okla.; Bob Balch, 
Cole Steel Equipment Co.; E. M. Foster, Palace Office Supply, 
Tulsa, Okla. 

2. John Eckert and Paul C. Harris, both Jasper Seating Co.; Frank 
Johnson, D’Voss Desk Co., Seattle, Wash.; A. F. Krieg, Jasper 
Seating Co.; Chas. Lepley, Cutters Exchange, Nashville, Tenn. 

3. N. C. Hammond, E. V. Fiaherty, J. A. Moses and C. C. Grammel, 
all of Hall Safe & Equipment Co. 

4. Donna Kime, Val H. Lust and Helen L. Secol, all of All-Rite Pen, 
Inc. 

5. A. L. Trayner, Jr., Protectall Safe Co.; Ted Scharnhorst, TeeJay 
Sales Associates, Kansas City, Mc.; Gilbert Block, Protectall Safe 
Co.; Adrienne Falcon, Miss Chicago of 1951 and Miss Protectall 
Safe; Bob Scharnhorst, TeeJay Sales Associates, Kansas City, Mo. 

6. Jack Keefe, the Shepherd Chair Co.; Jack Weike, S. G. Adams 
Stationery Co., St. Louis, Mo.; Harold Reinke, Kenneth R. Baker 
and Don C. Hanover, all of the Shepherd Chair Co.; Scotty 
Robertson, Globe Office Equipment & Supply Co., Cincinnati, Ohio; 
Ted Auokern, the Shepherd Chair Co. 

7. E. M. Knabusch, Floral City Furniture Co., Monroe, Mich.; Nathan 
Gordon, Dwight Gregson, Joe Tauber and Whit Haynes, all of 
Gregson Mig. Co. 

8. Jim Roche, The Carter’s Ink Co.; E. A. Ferris, Edmar, Inc.; Walter 
T. Marston, The Carter’s Ink Co. 

9. Henry Ring, Jr., Ed Reuter, P. Puzzuoli, all of Queen Ribbon & 
Carbon Co.; Charles Linser, Atlas Ribbon & Carbon Co.; R. Kling, 
Queen Ribbon & Carbon Co. 

10. R. B. Elizey and Geo. H. Barber, both Marshall Smith, Inc., Cleve- 
land, Ohio; Fred A. Thomas, Jr., and Sandy Sanford, both Thomas 
Furniture Co. 

11. Paul Lambert and Charles Pettibone, B. L. Marble Chair Co.; W. T. 
Bowles, Blake & Bowles, Baton Rouge, La.; C. B. Shubert, B. L. 
Marble Chair Co.; Marion V. Follin and F. P. Brouwer, mfrs. reps.; 
Ted W. Yaples, Harry L. Morgan Co., Columbus, Ohio; Jim Morgan, 
B. L. Marble Chair bo. 

12. George J. Burns, Robert Lamson and William Schroeder, all of 
Bainbridge, Kimpton & Haupt, Inc. 

13. Ivis Church, Moe I. Aaron and Kenneth Meer, all of American 
Stencil Mfg. Co. 

14. W. E. Crouse, David Fidler, David Fried and Lillian Bellew, all 
of Murphy Chair Co. 

15. Charles Lefkowitz, Fritz Gregg, Robert Strafford, Jr., George Melt- 
zer, Irving Kremsdorf, Mrs. Ebert Strafford, Jr., Jerry Kremsdorf 
and Harry Lefkowitz, all of Guide System & Supply Co. 

16. C. A. Robbins, Carolina Office Equipment Co., Rocky Mount, N. C.; 
Jim K. Boling and E. V. Slack, High Point Bending & Chair = 

7. Joseph Duddy, Skinner & Kennedy Co., St. Louis, Mo.; E. 
‘Bill’ Aylward and Ben Garlinghouse, The Globe- Wernickey Co.; 
N. V. Moreland, W. H. Kistler Staty. Co., Denver, Colo 


In the Opposite Column... 


1. J. Young and H. S. Wolf, both of Wolber Duplicator & Supply Co.; 
Tony Dopke, Peerless-Imperial Co., Inc.; B. J. Hammill and I. H. 
Bender, both of Wolber Duplicator & Supply Co.; Nelson J. Waters, 
Potomac Engineering Co.; Gene Hall, May Office Service, Beckley, 
W. Va.; M. J. Dacy, Wolber Duplicator & Supply Co 

2. Frank Keeley, L. N. Frankel, “Jockey” Lader, H. Frankel, Elmer 
Krug and Bill Oberfelder, all of Frankel Carbon & Ribbon Co. 

3. Dave Bland, Paul Calabrese, Lyn Logan and Walt Marsh, all of 
Marsh Stencil Machine Co. 

4. W. J. Landeck, H. C. Kirby, Harold McKinley and C. J. Lee, all 
of Avery Adhesive Label Corp 

5. In front: Joe Damanski, Horder’ s, Inc.; H. C. McPike, Weis Mfg. 
Co. Rear: Leonard A. Mathewes, John L. McPike, Harry Nichols 
W. L. Whitcomb. Gilbert O. Weis, Lionel Colomb, Stan Woodruff 
and Walter P. Nichols, all of Weis Mfg. Co. 

6. Nate Strauss, F. R. Fritz Gregg, Robert B. Sainberg, all of Sain- 
berg & Co.; O. E. Lemmon, M. G. West Co., San Francisco, Calif.; 
George Reinoehl, Executive Furniture Guild; Leon Jaffee and 
Bernard Mercer, both of Sainberg & Co. 

7. Carl Judkoff, Cantigny Ptg. & Staty. Co., New York, N. Y., lieu- 
tenant governor District No. 13, NSOEA; Sally O'Neil, the Heyer 
Archer girl; Arthur J. Heyer and John Opager, both Heyer Corp. 


OFFICE APPLIANCES, November, 1952 













































































16 & ad 


OFFICE APPLIANCES, November, 1952 







































































OFFICE APPLIANCES, November, 1952 





of this address which set a high standard for those to 
come 

Next to be heard was Murray Shields, vice-president 
and economist, Bank of The Manhattan Company, New 
York City. Admitting at the outset that he was a 
“practitioner of the dismal science of economic fore- 
cast,” Mr. Shields discussed a situation in which “Never 
have sO many people had so much money that would 
purchase so little.” 

Tempering his remarks was the observation, “I am 
deeply concerned in that the international outlook is 
100 per cent unpredictable. It can develop into war.” 

He stated further, “How long the period of better 
business can continue will depend as much on what 
happens abroad as what happens locally. We may face 


On the Opposite Page... 


Jerry Towle; Ad Dryer, C. Loth, Inc., Cincinnati, 
Elwood, Siandard Furniture Co.; D. J. Lyon and O. C. 
th Midwest Beach Co., Sioux Falls, Iaano. 


ppard, Minnesota Mining & Mig. Co.; June Meyers; Ralph 


Maish, I ennison Mig. Co. 
3. Bill Powers, Fastener Corp.; Stan Bina, S. J. Bina Co., Grand 
Forks, N. I 

| 





Mat Asher and Jack Bryan, Fastener Corp. 

4. Stewart Brown, Old Town Corp.; Robert Alexander; Dwight Rains 

berger; Albert Mendelson; John Harrington, Uid Town Corp. 

Phil Bozzo, E. V. Flaherty, Jerry Nicholson, Jim Bradley and Basil 

Lawrence, a { Herring-Hall-Marvin Safe Co. 
Jack L. Fallick, Northway Distributors, Seattle, Wash.; Marvin 
Resnick and Ed Hirsch, both Orna Metal Products; Jack L. Silvers, 
Advance Products, division of Advance Salesbook Co.; Leon Myers, 
Business Furniture & Equipment, Long Island City, N. Y.; Ed 
Seemiller, Orna Metal Products; A. Gelford, Royal Office Supply 
Corp., New York, N. Y. 
Z. Yaffe B. Cosgrove and P. H. Early, all of Clarin Mfg. Co 
ll Glenn, Ivan Allen-Marshall Co., Atlanta, Ga.; Al Lehninger 
1tson Mig Hayden Jones, lvan Allen-Marshall Co., Atlanta, 
Ga.; Mrs. Ralph Nimoeller; Fred Chindgren, Ralph Niemoeller and 
James Unsworth, all of Watson Mfg. Co. 
Front: Carl Wois, Royal Metal Mfg. Co.; Thos. G. Kyle, Kyle & 
Ce Clarksburg, W. Va.; Joel J. Hecht, I. Spear, Robert Leeds 
ind J. Gordon, all of Royal Metal Mig. Co. second Row: Chas. 
Blick, K. Kerr, A. Golden, 8. Cowen, L. U’Connor and J. J. McGuire, 
111 of Royal Metal Mfg. Co. Back: Stan Harris, Royal Metal Mfg 


B 
Bi 
W 


11 Long, J. A. Long, Dorothy Rukes, all of Cramer Posture Chair 
Juliu ker, Business Systems; George Long, Cramer Posture 


Les Kobeck and Ed Uffer, both of Newell B. Newton Co., Toledo, 
h Roy Utue, Farnham Staty. & School Supply Co., Minneap 
lis, Mint Bernie Lantzy, Arnot & Co. 

A. M. Shaaf, Indiana Chair Co.; L. M. Brockwell, E. H. Clarke & 

Bro., Mempt Tenn.; Arthur A. Barth and Ralph Schneider, both 


mes M. Ferguson, sales representative of Executive Furniture, 
] in Mountain States area; Jack W. Coleman, Coleman Office 
Supply, Wichita, Kans.; H. L. Rulison, factory representative of 
itive Furniture, Inc.; W. W. Dailey, Be-Mac Transport Co 

I C. M. Herz, president Executive Furniture, Inc. 
4. Gale Stilws Fairbury, Nebr.; A. P. Guintoli, Victor Adding 
Machinse Mrs. Gale Stilwell; Fred Winter, Victor Adding 


Paul Wilkie, Murray Scherr, M. B. Charles, Stephen J. Murphy 

i Duttor Brien, all of Murphy Miller, Inc. 

6. Roger W. Y ng, Allen F. Joseph, Mrs. Gene Kunz and Raphael 
Blessinger, a t Jasper Desk Co.; H. V. Boswell, Office Furniture 
Inc., Washington, D. C. 


In the Opposite Column... 





Jos. G. Ret z, Northern States Envelope Co.; B. J. Bristoll, Koch 
Brothers es Moines, lowa, former president NSA; Ivan Cor 
nelious, Northern States Envelope Co.; Harold Hoffman, Smead 
Mig. 

2. Leonard Faike, Wes Wilson, Dean Sparks, Jeanne Darwin and 
Fred rk, all of Industrial Tape Corp. 

3. Don H. Eldredge and Cal Gibke, both of Rand McNally & Co.; 
Ralph Maish, Dennison Mfg. Co.; Harold Friedlander, Rand Mc 
N illy Z 

4A. BL Tomn Thompson, David Price, H. G. “Bud” Konnersman = 
ind Dick Parella, all of Eagle Pencil Co. ¥ mee re & 
Bruce Blackbourn, Bud Caruso and A. R. Blackbourn, all of The TP oe 
Blackbourn Systems; Vera Wilson and Walter Klimas, both of : >, 2B BL 
Typewriter Service Shop, Detroit, Mich.; W. John Braden, Charl vs 
bets, Hyann Mass.; Otto J. Hoffman, The Biackbourn Systems ; 
David solden, Katherine Genna and M. H. Golden, all Mo 
hawk Tablet C L. Ferris and Orvo Helander, both of Helanders 
Lake Forest, | Alex Golden, Mohawk Tablet Co. 
John D. Heath, Miami Systems Corp.; W. J. Hoefs, Tom J. Hoefs 
Jr ind R Hoefs, all of Hoefs Ptg. & Office Supply Co 
Beaver Dam, Wis.; Frank X. Overbeck, Miami Systems Corp. 

8. John Murphy, Murphy's Book Store, Kewanee, Ill.; Gordon J 
ome ; . Merriam Co.; Hugh Reeves, Jacquin & Co. 
Peor I 
Edward Purienton, W. W. Epps, R. R. Nichols and C. H. Water 
man, a mbia Ribbon & Carbon Mig. Co., Inc.; Bill Fletcher 
The Carter nk Co.; Glen Evans, Columbia Ribbon & Carbon 
Mig 
John Kuykenda Jack Risell, Kemp Huber and John Guthrie 
ul of Web« stello Co 
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@ moderate setback in business and maybe a definite 
slump.” 

Mr. Shields asserted that the nation’s productive 
capacity had doubled since 1940 and warned that the 
post-war backlog will “soon be behind us; we must 
shift to the replacement basis in selling.” 

Favorable conditions for continued good business he 
outlined as including a doubling of population in the 
first half of the century, (“by the year 2,000 we will 
have 3 billion people in our country”), and the agri- 
culture and technology gains. 

Mr. Enthusiasm in the person of Frank Bettger, 
Wynnewood, Pa., was the speaker at the Monday noon 
luncheon. Author of the book, “How I Raised Myself 





1. J. H. Marcia, Ennis Tag & Salesbook Co.; Richard J. English, Su- 
rior Business Forms, uth Bend, Ind.; McCluer Brewster, Tag & 
lesbook Co.; L. Robert Muha, Superior Business Forms, South 

Bend, Ind.; Jack Tolleson, Bob Barnes and Harry Hitchcock, all of 
Ennis Tag & Salesbook Co. 


2. Phil Norman, Stanley Welham cond Alfred Welham, Sr., all of Wel- 
ham Metal Products, Inc.; George H. Dahl, Franz Staty. Co., Chi- 
cago; A. L. Welham, Jr., Welham Metal Products, Inc. Seated: 
Edith Norman, Chicago; Mrs. Alfred Welham and Mrs. Stanley Wel- 
ham, Michigan City, Ind. 


3. Mel Gordon, Mrs. J. C. Sainberg, Harry Henkel, Harold Gordon and 
Philip Balaban, all of Comfort Cushion Co., Inc. 


4. Paul Smith, Brushmakers, Inc.; Morley M. Goldberg and Louis 
Schaffner, Business Systems, So. Bend, Ind.; V. W. Lee, Mfrs. Rep. 


S. Arthur A. Barth and J. R. Freeman, both Jasper Chair Co. 
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from Failure to Success in Selling,” (Prentice-Hall, 
Inc., New York City) this former baseball player used 
the same subject for his rapid-fire address. 


He told a rapt audience how determination to act 
enthusiastically increased his income 700% in 10 days 
as a baseball player and shifted him from the minors 
to third base on the St. Louis Cardinals. 


An accident ended his career as a baseball player 
and once again, while selling, he had to call on this 
same enthusiasm and the teaching of Dale Carnegie to 
become successful. 

“Enthusiasm,” said Bettger, “isn’t merely an outward 
expression. Once you begin to acquire it, enthusiasm 
works constantly within you. You may be sitting 
quietly in your home... an idea occurs to you ... that 
idea begins to develop .. . finally, you become con- 
sumed with enthusiasm .. . nothing can stop you! 

“It will help you overcome fear, become more suc- 
cessful in business, make more money, enjoy a healthier, 
richer and happier life.” 


Tuesday Morning, October 7 
Tuesday forenoon was devoted to the traditional 
separate meetings enabling the distributors, field divi- 


On the Opposite Page... 


1. Nat P. Blish, Bill Mullen, A. F. Cote, E. L. McCusker, Don W. 
Sharpe, H. P. Venet and R. C. Schmultzler, all of Reyburn Mfg. Co. 

2. William Masters and Thomas Masters, both of Masters, Inc., 
Youngstown, Ohio; Jack G. Vater, Eau Claire Book & Staty. Co.; 
Merrill Hasty, mfrs. rep.; Jack Luke, A. G. Schaefer and Bill 
Vogel, all of Sengbusch Self-Closing Inkstand Co. 

3. Leo Hagman, Mark & Hagman, Eau Claire, Wis.; Stanley Griebel 
and Chet Williams, both Yawman and Erbe Mfg. Co. 

4. Art Carrow, Speed Products Co.; Paul F. Piazza, Piazza Office 
Supplies & Equipment, Abbeville, La.; Fred Pittman, Speed Prod- 
ucts Co. 

5. Rex Dawson and Virginia R. Weisner, both Meilink Steel Safe 
Co.; Mr. & Mrs. Louis Isensee, O. W. Isensee, Inc., Indianapolis, 
Ind. 

6. Ruth Low, “‘Lucky Key” girl of Mittag & Volger Co., Inc. 

7. Mrs. Fern Gilmore, Mrs. Jattie Baumgartner, Lyle Gilmore, R. E. 
Johnson, Omer Baumgartner, all of Wilkerson’s, Kewanee, IIl. 

8. G. R. Garrett, Acme Visible Records Co.; O. Helander and L. C. 
Ferris, both of Helander’s, Lake Forest, Ill,; Mrs. Mary C. Suther- 
land, Everett Waddey Co., Richmond, Va.; A. D. Cutler and P. J. 
Maher, both of Acme Visible Records Co.; A. S. Moldow, Office 
Supply Co., Atlanta, Ga.; Jack Newell, Acme Visible Records 
Co.; Mrs. Barbara Moldow and J. E. Sasser, Jr., Office Supply Co., 
Atlanta, Ga. 

9. C. H. Malody, Brewster Towne, R. L. Hammond, Sam J. Orr, H. § 
Morgan and Reed Ferguson, all National Blank Book Co 

10. W. K. Kerr, Miss Millicent Avery and Charles J. Wright, all of 
Changepoint, Inc. 

1l. L. M. Brockwell, E. H. Clarke & Bro., Memphis, Tenn.; George M. 
Lang, National Vulcanized Fibre Co. 

12, David McGilvray, “Mike” Hildebrand and F. Reynolds, all of 
E. H. Hotchkiss Co. 

13. Mrs. Harold Heyward, Jack Mintzer and Pat Patterson, all of 
Speed Products Co.; Fred Wagner, Burrows, Cleveland, Ohio; 
Chuck Shepard and Tom Seward, both of Speed Products Co. 

14. This entire group of officials, salesmen and their wives represent- 
ing Lessard Ptg. & Staty. Co., St. Louis, Mo., came Sunday to 
attend the convention. FIRST ROW—Mr. & Mrs. F. C. Dreves, Mrs. 
& Mr. R. Voisey, Mrs. & Mr. Allen P. Green; SECOND ROW— 
Mr. & Mrs. E. J. Lessard, Mr. & Mrs. James McGovern, Mrs. & 
Mr. B. J. Fletcher; THIRD ROW—Mr. & Mrs. Arthur J. Krings, 
Mr. & Mrs. Louis F. Pillisch, Sylvester Renschel; FOURTH ROW— 
Mrs. & Mr. H. R. Wood, Mrs. & Mr. E. F. Rotermund, D. H. Bipper. 

15. Midwest dignitaries: R. D. Latsch, Latsch Bros., Inc., Lincoln, 
Nebr., former president NSA; Leonard B. Wilcox, Roberts Ptg. & 
Staty., Hutchinson, Kans., newly-elected vice-chairman of dis- 
tributors’ division, NSOEA; Jay M. Parrott, Waterloo Office Sup- 
ply. Waterloo, lowa, governor district No. 7 NSOEA; Tom Seward, 
Speed Products, Inc.; Ray Baldwin, Gallup Map & Staty. 
Co., Kansas City, Mo.; Vaughan Williams, Schooley Ptg. & Staty. 
Co., Kansas City, Mo., new governor District No. 7, NSOEA. 

16. Dave Ogden, Frank Graham, Lee ‘‘Gabby” Gamel, Stan Babson, 
Victor M. Knight, Parle Cooley, Ned Williams, all of Bates Mfg. 
Co., part of domestic sales force and Canadian representatives. 

17..H. U. Bittman, A. W. Faber-Castell Pencil Co., Inc.; Walter Pan- 
coe, Standard Staty. Supply Co., Chicago; Chet Smith, A. W. 
Faber-Castell Pencil Co.; Bill Eldridge, secretary of Stationers 
Club of New Orleans, New Orleans, La. 

18. Fred Vahrenhold, Lloyd Olsten, C. R. Cawley, Felix Hauser, Al 
Stecher and R. G. Crossette, all of Eureka Specialty Ptg. Co.; 
Walter Ruedy, S. G. Adams Co., St. Louis, Mo. Seen at the Eureka 
“coke bar’ for a pause that refreshes. 

19. Roscoe Benge, Codo Mfg. Co.; Howard Crosby, Office Equipment 
Co., Michigan City, Ind.; Mrs. Roscoe Benge; Mrs. Fred Gamrod; 
Joe Falbo, Codo Mfg. Co. 

20. Albert White, A. White & Co., Toronto; Sam Jason, mfrs. rep., 
Montreal; Walter A. Rossow, The H. H. West Co., Milwaukee, Wis.; 
Jean Ayotte, P. V. Ayotte, Ltd., Three Rivers, Quebec; Val H. 
Lust, All-Rite Pen Co. 

21. The Chief: George J. Aigner, G. J. Aigner Co. 

22. Norbert Burgess and Norman Bickel, Sanford Ink Co.; Donald 
Doubleday, Doubleday Bros., Kalamazoo, Mich.; W. J. De Groft, 
Sanford Ink Co. 
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Greet New Distributors’ Division Heads... 


Roberts Ptg. & Staty. Co., Hutchinson, Kans., 


~ wly-€ t hairman of distributors’ division; Walter Miller, 
tto Ulbr Ir Buffalo, N. Y., newly-elected vice-president; 
Adrian Ps retiring vice-president of distributors and new 
sion and manufacturers to “talk shop” and elect divi- 
sional office! 

The heir-apparent to the presidency, Adrian Pem- 
broke, presided at the dealers’ meeting in the Eighth 
Street Theatre. This was a forenoon rich in informa- 
tion for which the distributors were hungering. They 


heard Chairman Pembroke discuss the menacing prob- 
lem of consumers’ discounts, heard about the modern 


scope of insurance as vital business protection, and 
engaged in a round-table of discussion. 
Dr. George Haskell substituted for the ailing Newell 


In the Opposite Column... 


eform Chair Co.; Charles Strauss, Miss Garner and 
rnard i, all Goodrend Metal Products Co. 
_ m en Wachtel, W. C. Rundle, Jr., H. P. Nutley all 
f Parker | Harry Lynn, Easterbrook Pen Co.; Stanley 
Pf er Business Equip. Co., Utica, N. 


Ward | : W. A. Rowles Co.; Jim Oberst, Gant & Butterfield, 
Owensbor W. R. Sprenger and D. L. Miller both E. W. A 
P. F. Mcl Arthur Atherton and John Robinson, all of Allied 
Ribbon & Car Mig. Co. 

I we Banker's Box Co.; Heinie Sengbusch, mfrs. rev 


Harold Schaefer, both Schaefers, Flint, Mich.; 

Mrs } Dayton, Ohio; Folaer Fellowes, Banker's Box Co. 
Walter I Weber Addressing Machine Co.; Mrs. Niemoeller, 
WwW n M James Crassweller, Weber Addressing Machine 
Mr. M Waison Mfg. Co.; Joseph Weber, Weber Ad 


Mr. & M e, Mrs. & Mr. O. M. Smith, all of The Record 


A. Jonas, Jr., George O. Morgan, Bob Reynell 
«well Anderson all of Oxford Filing Supply Co 


On the Opposite Page... 


P. M. Kellistedt, Kellstedt & Son, Peoria, Ill.; Joe O'Malley, E. R 
Manr ; F. Kalvelage, National Brief Case Co. 


Mrs. & M ;eorge Jares, Morton Book Shop, Cicero, Ill.; T. Cooper 
i John B. Pursley, Mystik Adhesive Products Co. 
E. G. Harvey, F. H. Lawson Co.; P. A. Rhodes, 
per Co., Atlanta, Ga 
I J. Wallace, Sr., J. J. Wallace, Jr., Rudy E. Sturm 
f ffice Furniture Co. 
} tt, m rev.; I. A. Mayo and Seymour Geller, Artistic 
Pad Jack Heenan and Albert A. Parker, Ihling Bros. & 
Ever k rmazoo, Mich. 
W im A Ill, Wm. A. Force & Co., Inc.; Mrs. Reynolds 
Joliet fr. Yeager; Mr. Oakley, New York, N. Y. 
Lee, Duvlicopy Co.; Mrs. & Mr. Carl Totherow 
Inc., Winston Salem, N. 


M t M Walter E. Rossow, The H. H. West Co., Milwaukee 
Wis.; Mr M G. J. Aigner, G. J. Aiqner Co. 

B. I \. W. Braun, Joe Seiberlieh, Floyd Yudelson, Gene 
X. Stolt Sylvester, all of Indiana Desk Co. 


schneider, dealers; Floyd Kasper, General Lamps 
Kochheiser; W. P. Cannon, General Lamps 
hheiser (former president of NSA), Chas. P 
Ohio 

ton Eisen and William Levin, all David Kahn 


m, C. A. Hillstrom, W. Bruce Ellsworth and 
f Corry-Jamestown Mfg. Co. 

W. A r, Keystone Steel Equipment Co.; Dave Einstein 
Furniture Co., Philadelphia, Pa.; Max Block 

th Kevstone Steel Equinment Co. 

Sears Roebuck & Co., Chicago; John Hutchin 

Hannibal, Mo.; Standing: Ruth Hennessv 

Greenley and J. D. Hennessy, all of Standard 

Mo.; Sam Hennina, Cole Steel Equipment Co 

Roebuck & Co., Chicago. 
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R. Johnson, American Mutual Alliance Association, 
Chicago, in ably presenting “Essential Business Equip- 
ment—Your Insurance.” 

“The need for insurance protection has never been 
greater,” declared Dr. Haskell. “It is a means of shift- 
ing the risk from you to the professional risk carrier.” 

Historical beginnings of insurance were traced until 
the modern-day situation when there are over 1,500 
separate fire and casualty policies and endorsements 
available—“every one discovered not before, but after, 
a need developed.” 

Applause greeted the next speaker and presiding 
officer, Adrian Pembroke, when he asked, “Consumers’ 
discounts? Is this a current subject?” 

“I don’t like to get pushed around—we can do some- 
thing about it—I am asking you to join me in a crusade 
to safeguard the wages of employees and the profits of 
dealers,” the Salt Lake City dealer told his audience of 
fellow members in the industry. 

Mr. Pembroke warned of the dangers in granting 
discount to the exclusion of profits, saying, “We fear 
creeping socialism, but that can’t bring us to our knees 
as fast as destruction of profits. There is a widespread 
conspiracy to drive down prices. If our industry does 
not recognize and resist these forces we will lose the 
better people from our midst... 

“Through the years the stationer has been a soft 
touch for the price-pressure buyers. Give credit to 
Paul (Burbank) for the advance of our financial 


ee 
While he was speaking a poster expressed the theme 





On the Opposite Page... 


1. 


> oo 


McCroft Furniture Co.; 


C. F. Russell, J. N. a C. A. Burton and H. A. Baun, all of 


Berger Mf McMillan, American Paper & Supply Co., 
Salt Lake Ene i oreh. 

Bernard Miller, Jr., Horder’s, Inc.; W. M. Shields, Ever Ready 
Calendar Mfg. Co.; F. C. Roberts; John B. Kemp, Jr., Ever Ready 


Calendar Mfg. Co. 
Steve Bottino and Leon H. Franklin, Franklin Metal Products Co. 


Milton Skala, Milwaukee Chair Co.; Lou Block, Woody Wilson, 
Ed Mulvaney and Vic L. Lydon, all of Milwaukee Metal Furniture 
Co. 
Front: Cal Long and Leo Stein, both of Stein Bros.; Mrs. Clare 
Kremz; Morley Goldberg, Business Systems, South Bend, Ind. Rear: 
Dave C. Neuhaus, Sam Cohen, Eddie Stein and Clare Kremz, 
Taylor Office Co., Grand Rapids, Mich. 

Seth A. Westring, Mrs. M. F. Westring and Maynard F. Westring, 
all of Mid-City Stationers, Inc., Rockford, Wis. 

George Marines, A. C. McClurg & Co.; Irving Peres, Star Office 
Accessories, Bronx, N. Y.; Dick Rose, S. Rose Ink Co., Cleveland, 
Ohio. 

Bill Mulhall, J. S. McHugh, Inc., Hempstead, N. Y.; George Schad, 
J. E. Iler, Harper Bros., Inc., Greenville, 
S. C.; Charles E. Allen, Nu Craft Furniture Co.; J. Fred Matthews, 
Harper Bros. 

Lou Mann, Sturgis Posture Chair Co.; Earl Kochheiser, Chas. 
Ritter Co., Mansfield, Ohio; T. H. Van Buren, Sturgis Posture Chair 
Co.; Robert Kochheiser, Chas. Ritter Co., Mansfield, Ohio; T. H. 
Van Buren, Jr., Sturgis Posture Chair Co. 

Jim Frear, L. M. Bickett Co.; Mrs. & Mr. M. G. Hawkins, Barnes & 
Reinecke, Chicago. 

Irving Levy, Art Steel Sales Corp.; Carl Judkoff, Cantigny Ptg. & 
Staty. Co., New York, N. Y.; Ed Borgman, Art Steel Sales Corp. 
Alfred Drum and Andy Nelson, beth W. H. Gunlocke Chair Co.; 
Mr. & Mrs. Albert Howard, Business Supply Co., Tuscaloosa, Ala.; 
Ken F. Davis and George Rocker, both W. H. Gunlocke Chair Co. 
Ralph B. Ortel, Shaw & Borden, Spokane, Wash.; R. Mack, Do- 
More Chair Co.; John H. Arnold, Lowman & Hanford, Seattle, 
Wash.; M. F. Collins, Do-More Chair Co. 

Jack Gorman, New York, N. Y.; Joseph Elesh, Flexi-Mat Corp. 
Frank J. Ducos, Chuck Eiseman and Al Eiseman, all of Mavericke- 
Clarke, San Antonio, Tex. 

Charles Lepley, Cutters Exchange, Nashville, Tenn.; John Robert- 
son, Guardsman Safe Co.; Jim Baggett, Baggett Office Equipment 
Co., Nashville, Tenn.; T. I. Ausker, mfrs. rep.; Judy Robertson. 





More Lens-Eye Coverage by OA Cameras During NSOEA Convention in Conrad Hilton Hotel 


1. Ted Peterson, Campbell Office Supply Co., Evanston, Ill.; Mrs. R. 
Edelstein, Kingdom Mfg. Co., Fulton, Mo. 

2. David C. Rohrer, Sterling Office & School Supply Co., Johnstown, 
Pa.; Mrs. & Mr. Manuel Davidson, Perfect Rubber Seat Cushion Co. 

3. A. J. Wright and W. H. Wright, Master Addresser Co.; Buff B. 
Burtis, Burtis Press & Office Supplies, Clinton, Okla. 

4. Tom R. Pitts, Myrtle Desk Co. 

5. Ed i and W. P. Cannon, General Lamps Mfg. Corp 

6. R. F. King, Diebold, Inc.; Diana Davis; Joseph Duddy, diinner & 
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onan 


11. 


Kennedy Co., St. Louis, Mo. 

Louis Gold, Gold Safe & Desk Co., 
Mrs. M. Barthmeier, Alma Desk Co. 
Leo J. Cohen, American Latex Prod. Corp.; Robert Adler, Atlas 
Stationers, Los Angeles, Calif.; Charles Saggau, American Latex 
Prod. Corp 

Rod Hickey, Miss Shea and Hugh Kerr, all of Roberts Numbering 
Machine Co. 

Charles Hayworth, Alma Desk Co. 


Los Angeles, Calif. 
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Ralph B. Rector, Howard Gorton, Frederick Barry, John S. Keir 
J. Harvey Bond, Andy Maish, all of Dennison Mig. Co. 
R. N. Wood 


J. T. Mason, R. M. Graff, Ray Carry, R. W. Mueller, 


l of Esterbrook Pen Co. 


Frank Cal Mosler Safe Co 


= 


Pensa Fla.; Joe Bing, Detroit; Lee J. 


ffice Supply C El Paso, Tex.; 


ipply C sturgeon Bay, Wis.; 


. Equir Phoenix, Ariz.; 


Robert Collins, Mayes Printing 
Shamaley, Shamaley 
Kenneth Herrbold, Herrbold Office 
James Hershner, Mosler Safe Co 
rol Race; John Kuhn and R. L. Adams, both of Genera! 
nding ry >. S. Blackwell; Frederick Steiner, 

Bud Fritz, General Binding Corp 


P.B.S.W. Supply 


ick Tyler, I Salter, and Jim Eastin, all of Jerry L. Smuck Co 


R Mcl i, Lois Keilman, Mrs. & Mr 
f Wallender-Dedman Co., Decatur, Ill 


rum & Pease; Robert N. Hedber 
W. A. Froehle and G. H. Huber 


ce ‘Equit Moline, IIL; 


th of Booru: | Pease 

foline, I 
Scott Summervills Summerville’s Ohio Office 
Akron ! yordon J. Kickels, C. L. 


Lipner, Koh-I-Noor Pencil Co.; 


S. Russell and Pat 


Folger Fellowes, 
). Bill Eldridge, Stationers Club of New Orleans, La.; 
Ace ter ry Morris Hansell II, F. F. Hansell & Bro., Ltd 


Barkley & Co.:; 
Bankers Box Co 


Whitesides, both ol 


James M, Dedman, al! 


g. Newstrum 


Sam Pitner, Newstrum Office Equip. Co 


Equipment Co 


William C 


Herb Walsh 


New Orleans, La.; F. X. Bircher, Dameron-Pierson Co., Lid.. New 


Orleans, La. 

Paul Steever, Office Equipment Co., Harrisburg, Pa.; George 
Deardorft, George's A Store, York, Pa.; L. B. Herr, L. B. Herr & 
Son, Lancaster, lliam Lindenberger, National — Book Co. 
Raymond Creamer, Reporter —- & Supply Co., Billings, Mo.; 
Robert Slye, Tribune Ptg. & Supply Co., Great Pail. Mont.; C. 5S. 
Roland and Oscar Modene, both Marshall- Jackson Co., Chicago. 
Chester A. Kennedy, Wm. J. Kennedy Staty. Co., St. Louis, Mo.; 
Walter 1 * S. G. Adams Co., St. Louis, Mo.; William 
Schmiederer, Buxton & Skinner Ptg. é Staty. Co., St. Louis, Mo.; 
Robert og Fl Comfort Ptg. & Staty. Co., St. Louis, Mo.; M. T. 
Weingartner, tian Staty. Co., Belleville, Ill. 

Harold Mise 4 icksen's, hey Sam Graff, Paul Fox, and Edward 
Samuels, cll of Speed-O-Print Corp. 

J. W. Hazlett, Ames Stationers, Ames, lowa; Charles Link, Weldon 
Roberts Rubber Co.; Mrs. & Mr. Alvin Bresler; Garrett Roberts, Jr.; 
Edward Shaw; George Nelson, Weldon Roberts Rubber Co 

Dick Honeyager, mirs. rep.; Glen Chambers, Weis Mig. Co.; A. A. 
Peasner, Bartlett's, Jefferson City, Mo.; Louis Langerhaus. 

Frank Tynan and Len Rose, both Rockwell Barnes Co.; L. G. Pratt, 
L. G. Pratt & Co., Fargo, N. D.; George Wilkerson, Elkins-Swyers 
Office Equip. Co., Springfield. Mo.; M. E. Zook, Rockwell Barnes Co. 
K. C. Tollefson, Bartlesville Staty. Co., Bartlesville, Okla.; Renee; 
E. P. O'Leary, Louis Melind Co.; M. M. Scholl; Roy Melind, Louis 
Melind Co. 

Obe C. Meloan, Clayton Person, Douglas Allen, all of American 
Pad & Paper Co.; Arthur J. Kring’s, Jr.; John J. Whalen, American 
Pad & Paper Co. 





OA Cameras Catch NSOEA Faces in and Around the NSOEA 46th Annual Convention 


G. W. Hall, Hall's Sta 


Fred Hayford and 


Jack C. Kern, mfrs. rep., Dallas, Tex.; 

tionery, Marysville, Calif.; Boone A. Gibbons, 
Wm. E. Nev ill of Ideal System Co. 

N. F. Whitmors sharles C. Smith Mfg. Co 

7€ Weyg eboygan, Wis.; Bob Scharnhorst, 
Bud Car Minneapolis, Minn., and Charles M. 
t Pa 111 mfr reprs.; Lee Whitney, Chicago; 


“incing rt i Lyle H. Van Dyke 
Scheffler, I Tex 


Lee, Bakersfield rlif., all mfrs. reprs 


Ted Schernhorst, Kansas City, Mo.; 


Wichita, Kans 
Jaffer, Philadel 
Lynn Carlson 
Rest-A-Phone; C. L. Bill 


Vv. WwW 


i, Master-Craft Corp.; Guy Boyd, Shaw-Walker Co 


Nick; Bill Mart ind Scotty Hurlburt, Shaw-Walker Co. 

W. E. Stover mith Mfg. Co. 

M. S. Mars} M. S. Ginn & Co., Washington, D. C.; Bill Hammon 
Home-O-Nize; Stanley M. Yates, Yates Office Supply. Detroit 
Mich.; W. B. Everts, M. S. Ginn & Co., Waghington, D. C. 

Earl Wall Fisher Pen Co.; Douglas Roe, Roe Business Forms 
Monique I umps, Edward Filken and Paul Fisher, all Fisher 
Pen C 
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9. 


M. J. Brenner, (Chas.) Doppelt & Co. 

H. E. Holmberg, Hart Mig. R. C. Mishek, Mishek Supply Co., 
Waseca, Minn.; A. J. Celig, Continental Ink Co.; Harry Seiabere 
and J. E. Bjork, both of Hart Mig. Co. 
Jennie R. Zachs and Elmer Duke, Jr., both of C-Thru Ruler Co.; 
Signe I. Hillhouse, wife of Don Hillhouse of Hillhouse. Inc., San 
Francisco, Calif. 

K. Himel, Charles Doppelt & Co. 

Norman Bachmann, Traverse City, Mich.; Seth Jewel, Campbell 
Ewald Co.; R. A. McConaha, Traverse City, Mich.; R. N. Dundas 
and George A. Woolfendon, both —y “oy Adding Machine Co. 
Gus Lipp, W. H. Kistler Stationer Denver, Colo.; Henry 
Bredow, Harry Allen, Robert Heck, bos Clark all of Eaton Paper 
Corp.; F. M. Doblmeier, Nascon Products Co 

Late H. Wasley. Quality Park Envelope Co.; Mrs. Geo. P. Davis, 
Indianapolis, Ind.; Harry Balch, Quality Park Envelope Co.; Geo. 
P. Davis, Bank & Office Stationery Co., Indianapolis, Ind.; R. C. 
Johnson, Quality Park Envelope Co.; Harold Race; Wm. R. Watts, 
Quality Park Envelope Co. 
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of his talk, “The Consumer’s Discount. Ouch!” Arri- 
val of a telegram from his home store, “Just sold a 
steel desk at full list price,” brought a hearty response 
from the audience. 

“As we sell, so shall we live,” asserted Mr. Pembroke 
in offering this technique for handling the price prob- 
lem: 

1. Confidence—poise—knowledge; 2. Give behind the 
$ value of the product in service; 3. Steer a course from 
service toward value. 

He advised dealers to recognize these enemies: 

1. Dangerous inventories; 2. Customer resistance to 
high prices; 3. Lack of confidence in competition; 4. 
Fear and panic. 


ST gilii« 


3) 


1. Seated: Leslie Key, Office Equipment Co., Lexington, Ky.; L. W. 
Gillette, Shaw-Walker Co.; Mrs. Max La Vene, Kalamazoo; Ed J. 
Le Blanc, Office Equipment Co., Louisville. Standing: Bill Martin, 
Shaw-Walker Co.; Max La Vene, Kalamazoo Office Equipment Co., 
Kalamazoo, Mich.; Walter Rossow, The H. H. West Co., Milwaukee; 
C. R. Garrett, Shaw-Walker Co. 

2. William Kincaid, Scharr Stationers, St. Louis, Mo.; W. H. Dower, 
Ellingsworth Mfg. Co.; Mrs. William Kincaid; Ray Williams, Ellings- 
worth Mfg. Co. 

3. Sam E. Ri gs, mfrs. rep.; R. Rehm, Albuquerque, N. M.; R. R. 
Voorhees, Riteform Chair Co., Inc. 

4. Alice Roscan, Weiler & Haeger, Chicago; Lowell H. Weisman, 
Bankers & Merchants, Inc.; Ed R. Schear, Weiler & Haeger, Chicago; 
— F. Emmons and Joe Haimes, both of Bankers & Merchants, 

c. 

5. S. L. Chapman, Boorum & Pease Co.; M. F. Dugan, Dugan Staty. 

Co.; W. A. Froehle, Boorum & Pease Co. 








As a course for fighting such forces he advised “IN- 
VESTIGATE,” “ASK”: 1. Was it a lower price or were 
we outsold?; 2. Was it a brush-off?; 3. Were specifica- 
tions met?; 4. Was the customer satisfied? 


The weaknesses of the consumers’ discount policy 
were enumerated as: 1. They create suspicion; 2. They 
overestimate the customer knowledge of our products; 
3. They require more from management for success. 
4. It’s a lazy way to sell.” 

Discounts, the speaker asserted, are the “point of 
no return.” He advised “quote net” in fighting the 
illusion of, something for nothing. 


“You are better than you think. Why sell out ata 
bargain price?” was the concluding punch line of this 
fighting address to men with kindred problems. 


General Manager Paul Burbank and the association 
attorney, Reuben Haslam, collaborated in a question 
and answer period which was so well received that it 
was voted by the dealers to devote the entire meeting 
at the 1953 convention to this type of program. 


The association’s stand in regard to joint action was 
explained by the general manager in order to clarify 
any misunderstandings regarding anti-trust powers. In 
short, the dealers were told what the association can 
and can not do for them. 

In the questioning which continued such pertinent 
subjects as zone pricing for steel products, fair trade 
and transportation costs were discussed. 


Chairman William C. Clegg of the nominating com- 
mittee brought in a report naming Walter Miller, Otto 
Ulbrich Company, Buffalo, N. Y., for vice-president of 
the distributors and Leonard B. Wilcox, Roberts Print- 
ing & Stationery Company, Hutchinson, Kans., for vice- 
chairman. This report was unanimously accepted. 


On the Opposite Page... 


1. Harron Dobey, Parker Pen Co., and Robert Kane, Richard Best 
Pencil Co., chairman and co-chairman, respectively, of hotel 
arrangements for the convention. 

2. Gordon McPherson, Mrs. & Mr. Grenville Davis, all of Grenville 
Davis Co., Chicago; Stanley Geismar and Mrs. Cynthia Smith, 
both of Joshua Meier Co., Inc. 

3. A. C. Van Horne and Dick Hill, both of Eberhard Faber Pencil Co. 

4. Van Haverton, Van's Typewriter Co., Peoria, Ill.; Elmer Thiessen, 
Thiessen’s Office Equipment, Kewanee, Il. 

5. Bob Reynell, Oxford Filing Supply Co.; Joseph Rosenberg, Pel- 
zer Ptg. & Staty., Inc., New York, N. Y.; Charlie Reynell, Oxford 
Filing Supply Co. 

6. Mrs. Sam J. Orr and Mrs. Peggy Baker, Ivan Allen-Marshall Co., 
both of Atlanta, Ga. . 

7. John E. Sullivan, Elmer A. Beck, Warren Carlson and Ed Dooley, 
all of Wilson Jones Co.; George H. Deardorff, George's Staty., 
York, Pa.; O. V. Olsen and Bill Boyer, both of Wilson Jones Co. 

8. Matt Dillon, H. J. Stephens, Al Nordstrom and Harold J. Hoffman, 
all of Smead Mfg. Co. 

9. Land office business at the registration desk. 

10. A Canadian delegation: FRONT—A. S. Patrick, Hutchins & Pat- 
rick, Ottawa; Gordon Lowe, Luckett Loose Leaf, Ltd., Toronto; 
Bruce G. Wright and Ted Wright, both Ontario Office Outfitters, 
Kitchener, Ont.; REAR—C. E. Ted Costain, Costain-Stiles Lang- 
ford, Ltd., London, Ont.; George C. Carter, A. be mg > Ltd., Wind- 
sor, Ont.; J. Roberts Holmes, Wendell Holmes, Ltd., London, Ont.; 
Fred Smart, Stationers Guild of Canada, general manager. 

11. C. P. Mailloux and Bill Bohart, both of Eberhard Faber Pencil 
Co. The latter is a past president of the Midwest Travelers Club. 

12. James C. Brown and Frank J. Lazowski, both of Automatic Pen- 
cil Sharpener Co. 

13. Jim Lewis, Invincible Metal Furniture Co.; George C. Deutsch, 
mfrs. rep., Dallas, Tex. 

14. David Hinkley and Roy Flynn, both Philip Hano Co.; Charles 
Cohler and Marie Haynes, both of Nebraska Salesbook Co. 

15S. J. W. Henn and H. B. Van Dorn, both Joseph Dixon Crucible Co. 

16. G. F. Griffiths, Jr., Noesting Pin Ticket Co.; Carl W. Priesing, 
American Pencil Co. 

17. T. W. Norris and Mrs. E. P. re both of a Art Works, 
Inc.; Jesse A. Peck, Springfield Staty. Co., Springfield, Ill., gov- 
oraes District No. 6, NSOEA; Neil N. Short, Columbian Art Works. 
ne. 

18. Old friends get together: Wm. G. Jarchow, The H. H. West Co., 
Milwaukee, Wis., and Fred C. Schaefer, Sanford Ink Co. 

19. J. F. Emhardt, Columbia Steel Equipment Co.; T. L. Turner, Sny- 
der’s Office Equipment, Greensberg, Pa.; N. M. Plaine, Columbia 
rg Equipment Co. 

20. . & Mr. Art Finger and Mrs. Erwin Doepke, all of S. J. Olsen 
_ Milwaukee, is. 

21. F. C. “Chet” a vice-president field division NSOEA, Yaw- 
man and Erbe yh Robert H. Slye, Tribune Ptg. & Supply 
Co., Great Falls ont.; Tom Gillice, Rockwell-Barnes Co. 
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Manufacturers’ Division Session 

In the Upper Tower Ballroom on Tuesday morning 
members of the manufacturers’ division of the associa- 
tion gathered under the chairmanship of Howard Gun- 
locke, W. H. Gunlocke Chair Company, vice-president 
of the division. After a few preliminaries, Mr. Gun- 


locke present James R. Hawkinson, professor of 
marketing, Northwestern University, Evanston, IIl., 
who spoke on the subject, “Marketing Mobilization— 
Model 1953 

On the premise that the economy of the United 


away from production shortages, 
Prof. Hawkinson said that there is a big selling job 
ahead of all types of business. Our present decade 
could very appropriately be called “the competitive 
fifties,’ even though there are now more prospects 
with more money than ever before. Today’s prospects 
want evidences of value before they will part with their 
money. The purveyors of office utilities are in the 
fortunate position of being able to offer products and 
services that reduce operating expenses despite stead- 
ily increasing labor costs. 

Prof. Hawkinson assured his audience that market 
research is a modern necessity and that it is not 
beyond the means of small business organizations. He 
suggested the following program: Search out the facts 
about the market. Plan the attack on the market. 
Train salesmen. Analyze salesmen from the standpoint 
of how they spend their working time. Find out what 
the best men do and then try to get the others to fol- 
low the successful pattern. In all marketing activity, 
remember tl the customer is the boss. 

During his brief stay in the meeting room, General 
Manager Paul Burbank spoke about the great 1952 
exhibit of industry products and congratulated the 
manufacturers upon their attractive and extensive 
displays. Homer Smith of NSOEA then went to the 
rostrum and gave an informational outline of the asso- 
f Product Training Manuals. 


States 1S moving 


ciation’s seri 


On the Opposite Page... 
rr wns-Randolph Co., Tulsa, Okla.; R. A. Jonas, Jr 


Fred Dow! 


xford F ipply Co.; R. D. Latsch, Latsch Bros., Lincoln, Nebr 
H. J. H mead Mig. Co.; Wm. A. Force III], Wm. A. Force 
& C E B ll, Koch Bros., Des Moines, Iowa. 

im Harry P. Harg, Roy Shoup, and Bob Edwards, all of 


vision, Remington Rand Inc. 
yerth, Imperial Desk Co.; Ed Sasser and Sidney 
{ Office Supply Co., Atlanta, Ga.; A. C. Lampkin 


dd G. Burns and Mr. & Mrs. Fred C. Smith, ali 
Arts Co. 
ze nvincible Metal Furniture Co.; Dalton Dailey, Dailey 
ipply Little Rock, Ark.; Bob Hanover and Jim Lewis 
both Invincible Metal Furniture Co. 
Dan Umt nd John Ford, Jr., both of Paterson Litho. & Ptg 
Cc Oma Nebr.; John S. Keiv, L. L. Dorsey and E. P. Hayward 
: f Denr n Mig oO. 
Roland J. Freeman, R. A. Browne, K. K. Chaliners, V. V. Gutz 
weiler, H. F iey and H. J. Kunkel, all of Hoosier Desk Co. 
3. Mr sreenwald, Louis H. Farber and Laura Farber, all of 
I H. Farbs J. N. Rosolio, Thomasvilie, Ga. 


F McDonald and Dave C. Neuhaus, ali of Mc 








William W md Gerard White, both Acco Products, Inc. 


M. V. Simor ng Office Supply Co., Miami, Fla.; Jim W. Cooper 
jr., mfrs. rey M. Long, Long Office Supply Co., Miami, Fla. 

White rand & Toy, Ltd., Toronto, Canada; Charles W 

‘ ¢ Graff Co.; Robert Leiper; Roger B. Thurber, 





David L. Parke and James P. Dwyre, both Cushman & Dennison 
Mtg Fred Drebes, E. F. Rotermund, Louis Pillisch and H. R 
Wood, a f Lessard Printing & Staty. Co., St. Louis, Mo.; Bob 
s00ley nan & Dennison Mfg. Co. 


ells Chair Corp.; Albert Kirmayer, J. S. Staedtler 


n irem} ;, Germany; Peggy Greene, Wells Chair Corp.: 
R. J rmstor S. Staedtler, Inc., Nuremburg, Germany; Joseph 
} ’ i, W chair Corp. 

Fletche i James McGovern, both Lessard > Co., St 
M J B. Dwyer, John Pydlek, Tom Dunn and Carl Cook 
f Cook Ir Jack Luke, Sengbusch Self-Closing Ink Stand 


T. Tatem and Andy Huth, both of Cook's Inc 
Polar Mfg. Co.; Ruby McCormack; Mrs. & Mr 





M vin x B Hagedorn, Westwood Office Supply Co., Los 
Angeles f M. Reiff Landes, Polar Mfg. Co.; Lloyd Nelson 


Nelson Off Supply Co., Greeley, Colo 
han, Higgins Ink Co.; Allen B. Cammack, Cammack Office 





Burlington, N. C.; Cecil S. Stowe, Alabama Office 
y pelika, Ala. 

hree former presidents of NSOEA: Harold J. Hampton, Indianap 
lis Office Supply Co., Indianapolis, Ind.; Fred Downs, Downs 
Randoipt Tulsa, Okla.; Dick Healy, Santa Fe Book & Staty 
. ‘ ’ Mex 
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Elect Manufacturers’ Division Officers .. . 


Retiring vice-president of the manufacturers’ division, Howard Gun- 
locke, W. H. Gunlocke Chair Co.; vice-president elect of the division, 
L. R. Addington, Art Metal Construction Co.; vice-chairman elect, Earl 
F. Opie, Weber-Costello Co. 


A discussion period followed with particular refer- 
ence to the products, exhibit, hours of operation, con- 
trol of admission, and so forth. 

Just prior to the final event of the morning—election 
of officers—Howard Gunlocke offered his swan song 
as head of the division, thanking all who had assisted 
him during his term of office. 

The nominating committee, composed of Harry Fel- 
lowes, Bankers Box Company, Chairman; Lou Brown, 
Eberhard Faber Pencil Company, and Paul Buckwalter, 
National Blank Book Company, made the following 
recommendations: For vice-president, L. R. Addington, 
Art Metal Construction Company; for vice-chairman, 
Earl Opie, Weber Costello Company. Both men were 
elected unanimously. 


Field Division Holds Session 

The annual meeting of the NSOEA field division was 
held on the forenoon of October 7 in the Lower Tower 
Ballroom of the Hilton. Chet Williams, Yawman and 
Erbe Manufacturing Company, vice-president of the 
field division, presided. Reports were made on his work 
and that of vice-chairman Ralph Maish, Dennison 
Manufacturing Company, in representing the field 
division at regional meetings. 

A brief report was made on the special program for 





Maish Becomes Field Division Leader... 


Retiring vice-president of the field division, Chet Williams, Yawman 


and Erbe Mig. Co., and vice-president elect Ralph Maish, Dennison 
Mig. Co., hold the field division membership contest cup. 
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dealers and dealers’ salesmen put on at the Rodger 
Young Auditorium, Los Angeles, under the sponsorship 
of the Golden State Travelers Club and described in 
the March 1952 edition of Orrice APPLIANCEs. 

The idea of having such a meeting and sales rally 
was created and developed by Ralph V. Maneval of 
A. W. Faber-Castell Pencil Company. At the approval 
of dealers in the area, plans were started for a similar 
meeting early in 1953. The suggestion was made that 
where practicable such programs be worked into re- 
gional meetings. 

NSOEA’s general manager, Paul Burbank, entered 
the room and was invited to address the group. He 
referred to the contest among the travelers’ clubs which 
he said had added 400 to the field division member- 
ship. Bob Davis, Portland, Ore., representing Oxford 
Filing Supply Company and Invincible Metal Furniture 
Company in the Northwest, was given credit for sign- 
ing of 18 dealers as association members during the 
year. Art Carrow, Houston, salesman for Speed Prod- 
ucts Company, Inc., signed 12. 

The last of the reports was that of the nominating 
committee. Ralph Maish was elected vice-president of 
the field division. Jim W. Cooper, Jr., Atlanta, manu- 
facturers’ representative, was chosen vice-chairman. 


Alexander Addresses Luncheon Meeting 

Making a repeat appearance at a NSOEA convention 
was Dr. William Alexander, the Tuesday noon luncheon 
speaker. His audience was once more captivated by the 
dynamic personality of this pastor on leave from the 
First Christian Church, Oklahoma City, Okla. 

A fund of rich experiences in his life as an orator, 
actor, boxer, preacher and chaplainship of the Na- 
tional Republican committee was drawn upon for a 
procession of anecdotes. One concerned the boy in 
Korea who upon facing death said, “I know the guy 
upstairs, I am not afraid.” 

Four questions were posed by Dr. Alexander: 

1. Do you have a wholesome attitude toward life? 

2. Do you have a self fit to live with? 

3. Do you have a world fit to live in? 





“From Awtfuss to Office”... 


Four scenes from the Globe-Wernicke skit and the cast, all G-W em- 
ployees, at “curtain call.” 
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QUIET 
WARD 


4. Do you have a philosophy fit to live by? 

Developing this theme the speaker said: 

“We will never have a world fit to live in until you 
and I are willing to get down on our knees and help to 
clear up the filthy mess in both parties. ... 

“In my opinion the biggest harm done to America is 
that we have brought up a segment of the population 
to believe if they don’t work the government will take 
care of them. 

“We are in the twilight of honor today. ... 

“Most of us aren’t bad; we are giving first-rate 
attention to second-rate things. We are majoring in 
the minors.” 

Following this luncheon NSOEA for the first time 
went into the theatrical business. A new experience 
for the industry was the opportunity to see “Awfuss 
to Office” with President Al Howard of The Globe- 
Wernicke Co. as master of ceremonies. 

A cast, all from Globe-Wernicke personnel rolls, pre- 
sented a play which represented the culmination of 
weeks of practice. From an inefficient office on the 
huge ballroom stage the plot followed through to a 
completely modernized office. 

Participating were the following: 


CHARACTERS 

Master of Ceremonies 

Maisie Hayes DR AS 
Receptionist-Telephone Girl 
Gastric Office 
International Gadgets, Inc. 

Cassidy Bilkins 

Clarissa Winesap. 
“THE” stenographer 


PLAYERS 
A. C. Howard 
Mrs. Norma Hinds 


W. Kesley Downing 
Mrs. Ceil Grever 


Bill Sills H. P. Dearwester 
Bookkeeper 

Gardner Fields C. L. Rice 

Smith B. Jones R. W. Sprott 


President, 

International Gadgets, Inc. 
J. Howett Burns 

Vice-president 

Burns & Burns Corp. 


W. C. Aylward 
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Mortimer Pinsickle.............................:.---00-+: J. W. Hardinger 
Manager, Gastric Branch 
International Gadgets, Inc. 
Nurse Allison 
Staff, Mercy Hospital 
Tony Satterlee 
Salesman, Office 


Mrs. Ina Layne 


Elmer G. Rahe 
Equipment Center 


In a humorous way, the play pointed up these ob- 
jectives: 
@ There is a tremendous market available to office 
equipment dealers in the replacing of outmoded, 
outdated equipment. 


@ The way to best capitalize on this tremendous mar- 
ket is by selling “packaged offices,” thereby render- 





NSOEA Snapshots at the Conrad Hilton Hotel During the 46th Annual Convention. 


Mr. & Mrs. W. E. Tabb, Jr., Atlas Stencil Files Co. 
The governor (6th District NSOEA) and his first lady. Mr. and Mrs. 
ess Peck prin d Staty. Co., Springfield, Il. 
Frank T. Dannemiller, Convoy, Inc. and Ed Hadden, mifrs. rep. 
4. H Ww. _¢ The W. H. Gunlocke Chair Co.; Paul E. Burbank, 


Berardi and Harry L. Kautzmann, both Nu-Craft Prod- 


Th rimes-Stassforth Co., Los Angeles; Mrs. George 
rt, ¢ r Fla.; Carl Grimes, Grimes-Stassforth Co. 


William P. Kelley ffice Equipment Co., Louisville; Sealy Hutch- 
ngs, Clarke & rts, Houston; Mrs. Kelley; Don McKinney, presi- 
jent Mast« t Corp 

Mrs. & Mr. V Haynes, Nashville, Tenn.; Mary Louise. Linton 
Pe i¢ 

L. M. Ar ' i A. P. Ratti, both American Map Co., Inc. 
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10. At the Southern Stationers’ breakfast: Grant Howard, president 
NSOEA; Ed Napp, governor District; Zac Smith, past president; 
Ivan Allen, t president. 

ll. Arthur Subdee and M. G. Wheeler, both M. G. Wheeler Co., Inc 

<_< Light). 

Wilson and Sam Flenniken, both of Diebold, Inc. 

13. Jack Boling, High Point Bending & Chair Co.; Joe C. Runnels, 
Commercial Furniture Co., Washington, D. C. 

14, Harry Tehan, Higgins Ink Co., and Phil Kelistedt, Kelistedt & Son, 
Peoria, Il. 

15. Frank H. Binney, Stockwell & Binney, San Bernardino, Calif.; Ed 
Ettinger, Paper Mate Pen Co.; C. Kenneth Sprague, Stockwell & 
Binney, San Bernardino, Calif. 

16. John C. Holten, Riteform Chair Co., Inc.; Ed F. Wheeler and H. 
Wheeler Barrott, The Bassick Co. 

17. Arnold Berglund, posoem | Dixon Crucible Co.; Fred Downs, Downs- 
Randolph Tulsa, Okla. 
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ing a real service to customers 
@ To inspire all dealers to make plans to obtain their 
share of the replacement market business 

In a convention which put emphasis on enthusiasm 
in selling it was natural that showmanship should also 
enter into the picture. Zenn Kaufman, merchandising 
director of Philip Morris & Company, Ltd., Inc., New 
York City, provided this theme with a fascinating 
exposure of his methods. 

As a showmanship yardstick, Mr. Kaufman offered 
12 elements to measure “box-office probabilities” of any 
project. They are: mystery, realism, simplicity, life, 
motion, timeliness, pictures, color, conflict, sound, 
beauty and sex. 

In rapid-fire fashion, Mr. Kaufman told about some 
of the tricks of the trade in getting customers off the 
street and into the store 


Wednesday Forenoon, October 8 

With the convention nearing a close, Wednesday 
forenoon’s session offered the traditional business ses- 
sion besides two headline speakers in NSOEA’s own 
general manager, Paul Burbank, and Ben Smith, gen- 
eral commercial manager of the Southwestern Bell 
Telephone Company, Dallas, Tex 

Once again the research of Dr. Ralph DeArmond Cies 
was used by NSOEA for a spectacular display. In 1951, 
“Main Street, U.S.A.” made its bow and in 1952 the 
cost of doing business on this street where the sta- 
tioner operates was the subject of this talented re- 
searcher. His findings were charted on a huge board 
stretching across the Conrad Hilton Grand Pallroom 
They were interpreted in the typical Burbank fashion 
a fast-moving, concise recital of both the high position 
and the perils confronting the office equipment and 
Stationery store operator. 

The study (copyrighted by the National Stationery 
& Office Equipment Association, October, 1951) con- 
cerned percentage comparisons of the office supply, 
Stationery and equipment store with the operation of 
other types including the department, Sears, super 
market, variety and drug stores 

Until operating expense was considered everything 
was in this industry’s favor, Mr. Burbank pointed out 
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He showed the high percentage of this expense re- 
vealed for the stationer by Dr. Cies’ study and warned 
that efficient advertising and use of store space must 
be considered in reducing the expense of doing business 
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Paul Burbank delivering his address on “The Cost of Doing Business 
on Main St., U.S.A Chart copyrighted by The National Stationery 
& Office Equipment Assn., Washington, D. C 


In conclusion the competition for the stationer was 
charted. The super market, variety store, department 
store, drug store and Sears’ type of store were all 
shown to be in the business of selling stationery, school 
supplies, office equipment and machines. 

The convention’s final speaker came from Texas. 
Dynamic Ben Smith spelled out “Opportunity” in a 
rapid-fire treatise of merchandising and selling 

“Opportunities are all around us. They are like the 
air we breathe. Take a good whiff of it— it’s free for 
the taking,” declared Mr. Smith at the onset of his 
address. 

The Dallas whirlwind commented, “We are not over- 
stocked but are undersold. Too many of our salesmen 
are letting the other fellow sell.” 

Across the huge stage, Mr. Smith arranged his charts 
to spell: 


His Concert Debut Will 
Come Later... 


Retiring NSOEA President Grant How 
ard (seated) does well on his first try 
at the Hammond spinet organ pre 
sented him during the banquet finale 
of the convention. Dan MacDougall 
(left) of Kansas City, Mo., the banquet 
arrangements chairman, and Zac Smith 
of Birmingham, Aka., a former presi 
dent, sing an accompaniment to Grant's 
playing so that any sour note he hits 
won't be so noticeable. The Tucson 
Ariz., dealer had expressed to other 
officers a secret ombition to learn to 
play the Hammond organ so the asso 
ciation membership presented it to him 
in recognition of his year of leadership 
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Across the huge stage, Mr. Smith arranged his charts 
spell 

O—le man cotton: 

P eople 

P—ipelines. 

O—il 

R—anching. 

T urists. 

Utilities. 

N—ational defense. 

I—nsurance. 

T—imber. 

_ 
Mr. Smith told of the tremendous sales appeal in 


What do you like about this?’’, the value of using a 
He asserted that live sales talks are 
1d words and advised salesmen, “Don’t 

product—be enthusiastic about it.” 


p! yspect’s name 
smothered by ad 


LIST aescrive 


The business session presided over by President 
Grant Howard was brief but it pointed up the associa- 
tion’s growth. Treasurer Charles Sinisgalli declared 
“A great deal of credit is due to your general manager 
for the net worth gain.” The budget committee R. A. 
Maish presented a budget indicating sound progress. 

Chairman of credentials L. G. “Pat” O’Connor re- 
ported 2,801 full registrations for the convention and 
4,793 for exhibit viewing. 

Members of the association bowed their heads in 
solemn tribute to “those who have gone before us” 
following the necrology report by William Greenleaf. 

William C. Clegg presented the slate of nomina- 
tions which resulted in the election of officers as 
listed in the first part of this report. These new officers 
were then called to the platform and incoming presi- 
dent Adrian Pembroke thanked the convention for 
the honor extended to him. 


Forty-sixth annual banquet 


g@ CLIMAXING CONVENTION activities, the forty- 
sixth annual banquet was, as usual for events under 
the leadership of Paul Burbank, an affair that moved 
with dispatch from the time the Grand Ballroom doors 
vere opened Wednesday evening until the last award 
was presented 


Delectable food was followed by introduction of head 


table folk and the awarding of plaques of appreciation 
to Chet Williams, Yawman and Erbe Manufacturing 
Company, retiring vice-president of the field division, 
nd Howard Gunlocke, W. H. Gunlocke Chair Company, 
tiring vice-president of the manufacturers’ division. 
Retiring President Grant Howard expressed his grati- 
ide for the opportunity given him to serve as chief 
executive association. He said that he had 


k rewarding and thanked all other offi- 


found this wo! 


cers, governors and the many specially assigned to jobs, 
all of whom contributed substantially to the success of 
NSOEA in the past year. 

As a precious memento of his term of office Mr. How- 
ard was given an album of “friendship letters” from 
many members of NSOEA. The album was presented 
by Immediate Past President Zac Smith, who also un- 
veiled a Hammond electric organ, a gift from the asso- 
ciation to Mr. Howard. 

President-Elect Adrian Pembroke, Pembroke Com- 
pany, Salt Lake City, Utah, made a brief address of 
acceptance of the presidency of the association, chal- 
lenging himself and all other members of NSOEA to 
do bigger and better things for the industry as the 
coming year unfolds. 

Honorary memberships were conferred on the fol- 





Hanorary Memberships and Special Awards at the Banquet... 


ral Manag 11 Burbank conferring honorary membership 
Herman Pr syle Pencil Co. 
eral Mar Burbank conferring honorary membership on 
es Roth, Rot ffice Equipment Co., Dayton, Ohio. 
1 Manage Burbank conferring honorary membership on 


ph Dixon Crucible Co 
rbank conferring honorary membership on 
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Hanley Wantz, Skinner & Kennedy Co., St. Louis, Mo. 
Chet illiams, head of the field division, awarding membership 
contest cup to Don Sharpe, Reyburn Mfg. Co., president of the Great 
Lakes Travelers Club. 

6. The Cleg tee Say Bm trophy being awarded by General 
Manager sbank to William Whiting, Journal-Chronicle Co., Owa 
tonna, Minn 
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More Special Awards at the Banquet... 
1. Chet Williams, Yawman and Erbe Mfg. Co., vice-president, 3. Grant Howard making his farewell address as NSOEA 


NSOEA Field Division, receiving plaque of appreciation president. 
from NSOEA General Manager Paul Burbank. In the fore- 4. Adrian Pembroke, Pembroke Co., Salt Lake City, Utah, 
ound is Immediate Past-president Grant Howard. president-elect, delivering his address of acceptance. 
2. Howard Gunlocke, W. H. Gunlocke Chair Co., vice-presi- 5. General Manager Burbank awarding dealer membership 
dent, NSOEA Manufacturers Division, receiving plaque of contest cup to Dick Wahrman, R. E. Wahrman, Inc., New 


appreciation from General Manager Paul Burbank. York, N. Y., governor of Dist. No. 13. 





lowing: Herman Price, Eagle Pencil Company; Charles 
W. Roth, Roth Office Equipment Company, Dayton, 
Ohio; Horace B. Van Dorn, Joseph Dixon Crucible 
Company; Harley Wantz, Skinner & Kennedy Com- 
pany, St. Louis, Mo.; Hart Palmer, Boorum & Pease 
(not present); Adrian Pembroke (father of the presi- 
dent-elect) who was honored in memoriam, having 
passed away since his nomination to honorary mem- 
bership. 

A new award this year was the Travelers Club Mem- 
bership Contest Cup. Appropriately, Chet Williams, 
originator of the contest idea, made the presentation. 
The receiver was Don Sharpe, Reyburn Manufacturing 





@ BUSY MEN PAUSED for two hours on the day be- 
fore the convention opening to participate in the tra- 
ditional hospitality of the Great Lakes Travelers Club 
of Chicago. This was the pre-convention luncheon in 
the Boulevard Room of the Conrad Hilton Hotel. 

To the affair besides other convention early-birds 
came the officers of NSOEA, district governors, travel- 
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Company, president of the Great Lakes Travelers Club. 

The dealer’s membership contest cup was awarded 
to Dick Wahrman, R. E. Wahrman, Inc., New York, 
N. Y., governor of District No. 13. 

William Whiting of the Journal-Chronicle Com- 
pany, Owatonna, Minn., winner of the Clegg Cup last 
year, repeated as winner this year, when the contest 
was restricted to direct mail advertising. 

The Garvin industry improvement award was won by 
Chet Williams for his travelers club membership con- 
test idea. 

As usual, Lew Diamond and his orchestra were on 
hand to provide dance music following the banquet. 


GLTC provides pre-convention luncheon 


ers’ club presidents and members of the Washington 
staff of the association. Former presidents of GLTC 
dined together at one of the round tables flanking the 
head table for convention dignitaries. 

After opening remarks by GLTC President Don 
Sharpe, Reyburn Manufacturing Company, Gordon 
Kickels of C. L. Barkley & Co., presided in introducing 


Head Table Folk and Other Dignitaries at GLTC Pre-Convention Luncheon Friday, October 4 
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the guests at the luncheon. Because of illness his co- 
chairman, Rus Ragan, American Pad & Paper Com- 
pany, was not able to be present. 

On the committee assisting were Herb Walsh, Ace 
Fastener Corporation; Jim Lynch, Imperial Desk Com- 
pany; Ed Manning, National Brief Case Company; 
Cc. O. Schlaver, Orrice APPLIANCES; Ray Eichenlaub, 
Service Steel Products Company, and Brewster Towne, 
National Blank Book Company. 

Forecasting a record-breaking convention, President 
J. Grant Howard and General Manager Paul Burbank 
addressed the assemblage briefly. They thanked the 


GLTC for providing this annual kick-off feature of the 
convention. Others were heard briefly in the fast- 
moving program. 

A program highlight was the appearance of the easy- 
to-look-at musical trio of the Biltmore Girls. The 
three lovelies lavished their attention on guests at the 
head table and sang numbers dedicated to them in- 
cluding one about a “Big, Bad Wolf” directed to bache- 
lor Glen Chambers, convention co-chairman. 

Opportunity to blush about the attention accorded 
them was likewise “enjoyed” by Messrs. Howard, Bur- 
bank, Kickels, Sharpe and others. 





New Equipment, Devices in Industry Attract Throngs to Main Exhibit Hall (Left) and New Annex 


Industry products make record display 


gm CONSIDERABLY OVER 300 exhibitors set a new 
record for industry participation in a NSOEA annual 
display of products at the 46th annual convention. 

The new record in numbers was made possible by the 
addition of former coffee shop space for exhibits. This 
room augmented the exhibit hall, foyer, third and fifth 
floor display rooms. 


Never before had the association seen such a trade 
show, a parade ground for what is new in equipment 
and devices for the stationery industry. 


With 4,793 purchasing separate registration tickets 
to see the displays, supplementing the 2,801 complete 
registrations, the showing was witnessed by the largest 
number of persons in NSOEA history. 

Contests, souvenirs, presence of lovely models at 
many of the booths and new ideas in products’ demon- 


stration all added to interest and appreciation of the 
visitors 
Shepherding the exhibits for the five days was a 


committee headed by Ken Henderson, The Carter’s 
Ink Company, co-chairman Pen Powell, A. W. Faber- 
Castell Company; anda large corps of committee mem- 
bers who were always on duty in the exhibit areas. 


DESCRIPTIONS OF EXHIBITS 

Following are brief reference to individual displays, 
as well as the names of those in charge or in attend- 
ince 

Acco Prod ts 


gdensburg, N. Y s shown were Accopress 
A A fasteners ynchnes. in attend 


managing director, and territorial repre 


Ace Fasteners C Chicago, Ill._—A representative display of fasteners 
bited. H. J. Walsh was in charge and was 
Acme Visible Re Crozet, Va.—This exhibit included representa 
; e ‘ ble Re ; / es Featu ed w e 
els with wh eprod f 

ar publications by be mace more e 
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Exhibitors Go Over 300 in Filling Up 
Augmented Space—Many New Devices 
and Equipment Demonstrated During 
Convention by the Manufacturers 


ically. W. M. St. John, vice-president, general sales manager, and 
W. G. Cassady were in charge. 
Aetna Products Co., New York, N. Y.—Shown at this booth were all the 
ompany'’s brands of ribbon including the Del-e-tape eradicable type- 
writer ribbon. Albert E. Rusie and Fred Newman were in charge. 
G. J. Aigner Co., Chicago, Ill.—As usual the feature of this exhibit was 





Busy Men in Exhibition Hall Office ... 


Eddie Kraft, National Blank Book Co., confers with Ken Henderson, 
The Carter’s Ink Co., chairman of displays, in the exhibition hall office. 
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SIXTEENTH ANNUAL NSOEA DISPLAY OF 
INDUSTRY PRODUCTS 





coffee and doughnuts. A complete line of A Jexes and ce se specia 
ties was also on display together wit pecia jex se y kits On hand 
were G, J. Aigner, J. G. Aigner and Ww emen. 
All Purpose Metal Equipment Corp., Rochester, N. Y n exhibit were 
Flexishelf units, legal blank cabinets and !2 : f st ard index boxes 
In charge of the booth were J. R. Geller, ex > sales agent; R. Rohnke 
factory manager, and Marvin Herskowitz sles manage 
Ali-Rite Pen, Inc., Ridgefield Park, N. J.—A mplete lir f All-Rit 
pens, including the new Dual Writer and ladies’ Petite pe wa n display 
In charge were Valtin H. Lust, Charles H. Parker and Heler 
All-Steel Equipment Co., Inc., Aurora, [I/.—T! Jisplay ded book 
cases, files, storage cabinets, wardrobe cabinets, steel desks and tables 
blueprint plan files and clothing lockers + was the charae of |8 of the 


firm's field representatives. 


Allied Carbon & Ribbon Mfg. Corp., New York, N. Y.—Flagship meta 


back carbon; Flagship inked ribbons: Allied Hectograph cart and d 
cating fluid, and Allied pencil carbons formed this display. Walter A 
Wentworth, sales manager; W. E. Bradley, president, were harge, assisted 
by P. F. McLoughlin, J. M. Robinson, | Terry and A Atherton 


Alma Desk Co., High Point, N. C.—Featured here were the new 66-inct 


executive desk in walnut finish with matching bookcases and tables 


charge of the booth were Charles E. Hayworth and Johr Turner 
Aluminum Seating Corp., Akron, Ohio—Fine-Rest alun mn office chair 
were featured here. M. H. Wansky was rae of the boot 
Amberg File & Index Co., Kankakee, [/!. wn here was a f ne 
i filing supplies, box files, personal files, brief é and portf alburr 
scrapbooks, wedding books and baby | ks. Bertrand Amberg, president 


and Gilbert Amberg, vice-president, were in charge 

American Carbon Paper Mfg. Co., Inc., Ennis, Tex.—Boxed typewriter and 
pencil carbons; typewriter ribbons, billing ribbons, sten and supplies, were 
shown together with master units, Hektograph supplies, register rolls, tele 
type roils and snapout sets. In charge were William R. Schween, vice 
president, and a staff of salesmen. 

American Crayon Co., The., Sandusky, Ohio—Prang textile and Deka! 
colors; Prang paints, Prang crayons, industria ayons and markers; ¢ 
crayons, chalk and paint sets, were on display yordon £ ames, genera 
sales manager; Mervin Hubley and Russel! Eversole, were attendance 


American Latex Products Corp., Hawthorne, Calif he firm's lines of 
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American Latex Prod- 
ucts Co. 

. All-Rite Pen, Inc. 

Alma Desk Co. 

Acco Products, Inc. 

American Pencil Co. 

Am. Safety Razor Corp. 

Am. Stencil Mfg. Co. 

Arnot & Co. 

. Art Steel Sales Corp. 

. Art Steel Sales Corp. 

11. Atlas,Stencil Files Co. 


(All photos by Oscar & Associates) 
Foam and Moltex, and new Sarar vering for $s, were 
Charles Saggan was in charge 


American Map Co., Inc., New York, N. Y.—The theme of this exhibit was 
package which sells t Jealers and a mplet 1p department ready 
} t pera M. Andrews, Jr wa ge 
American Pad & Paper Co., Holyoke, Mass fficie 
| stationery was displayed against a meta blue backg i wit 
white lette j uminated by jirect jhting t show 
ega sdrille and cross ect pad typewriter 
pac f y ssh pads and ‘Tr ] f t r 
ege supplies and Wire-O note book é ma 
wa assisted by Douglas |. Allen and be Me 
American Pencil Co., Hoboken, N. J.—Feat i were the V 
t per the V sper Velvet per Ve velvet, drawing and 
} pen Venus e pen and e f ta 
Autoara wed A heer a } 
4 r was n rg 
Arnot and Company, Baltimore, Md.—This f howed the w Arr 
f standing partit both i. « nk i the glazed type b 
aatte with related moaceents wa eubtitted W vom 
e was th chore 
American Safety Razor Corp.—On display we Ascot and Florentine 
shtare A feature f the exhibit was a ‘ £ lett. f , jatir 
Baby sn time Present at the booth w xy Sa F. Blake 
neara, M Lambrect, and A. J 
American Stencil Mfg. Co., Denver, Colo. exhibit was plete 
f duplicating supplies including art par typewriter ribo 
spe } Ink, spirif carbon and f sting 7 ; ss we 
ew Sure-Rite spirit type duplicator and offset supplie attend 
were vis Chur Kenneth Meer > WwW Ande Max Levine ar 
Aaro 
Arrow Fastener Co., Inc., Brooklyn, N. Y.—T play featured the new 
78 flat nch hand plier and the new T-50 g tacker u j the 9/lé 
A 5) plete line of the firr staple tackers a pliers wa 
“ Andrew Dumesrel was in charge of the 
Art Metal Construction Co., Jamestown, N. Y.—Art Meta! des} rect 
t } alun rr ha office chairs, the Speed-File, Planfile tindex 

















NSOEA PRODUCTS EXHIBIT 
1. 


Art Metal Construction 
Co. 

Avery Adhesive Label 
Co. 

Bankers Box Co. 

Blair Aluminum Furn. 
Co. 

Bostitch, Inc. 
Brushmaker’s, Inc. 
Burroughs Adding 
Machine Co. 

Carter’s Ink Co., The 
Changepoint, Inc. 
Columbia Ribbon & 
Carbon Mfg. Co. 

Cole Steel Equip. Co. 
Codo Mfg. Corp. 
Corry-Jamestown Mfg. 
Corp. 

Dennison Mfg. Co. 
Diebold, Inc. 

DoMore Chair Co. 
Dorset Steel Equip. Co. 
Eaton Paper Corp. 
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NSOEA PRODUCTS EXHIBIT 


1. 


ve 

8. 

9. 
10. 
Tl. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 


Ennis Tag & Salesbook 
Co. 

Frankel Carbon & 
Ribbon Co. 

Faultless Caster Corp. 
Eberhard Faber Pencil 
Co. 

Feldco Looseleaf Corp. 
Ever Ready Calendar 
Mfg. Co. 

General Binding Corp. 
Gibson Art Co. 
Globe-Wernicke Co. 
Globe-Wernicke Co. 
B. F. Goodrich Co. 
George B. Graff Co. 
Hall Safe & Equip. Co. 
G. R. Products, Inc. 
Hamilton Mfg. Co. 
Philip Hano Co. 
Haskell Mfg. Co. 
Herring-Hall-Marvin 
Safe Co. 


(All photos by Oscar & Associat« 
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NSOEA PRODUCTS EXHIBIT 


1. National Fibrestok 
Envelope Co. 
Orna Metal Products 
Co. 
Nu-Craft Products Co. 
Office Accessories Corp. 
Niagara Duplicator Co. 
Oxford Filing Supply 
Co. 
Parker Pen Co. 
Lewis N. Pemberton 
Prtg. Co. 
Pickett & Eckel, Inc., 
U & E Mfg. Co. 
Pittsburgh Cut Wire Co. 
Polar Mfg. Co. 
Protectall Safe Co. 
Rand McNally & Co. 
Recordplate Co. 
Rest-a-Phone Co. 
Rhodes-Martin Mfg. Co. 
Weldon Roberts Rubber 
Co. 
Pelouze Mfg. Co. 

















(All photos by Oscar & A 



































NSOEA PRODUCTS EXHIBIT ae soe 
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Scripto, Inc. 

Security Steel Equip- 
ment Corp. 

Charles C. Smith Mfg. 
Co. 

Smith Metal Arts Co. 
Southworth Co. 
Spencer Rubber Co. 
Standard Furn. Co. 
Stationers Guild of 
America 

Sturgis Posture Chair 
Co. 

Tiffany Stand Co. 
Top-Flight Products Co. 
Underwood Corp. 
Victor Adding Machine 
Co. 

Victor Safe & Equip- 
ment Co. 

L. E. Waterman Co. 
F.S. Webster Co. 
Western Mfg. Co. 
York Safe & Lock Co. 


& Aca 














Visible Index files and Wabash indexing equipment were shown. In charge 
of the booth was L. R. Addington, vice-president, dealer sales, assisted 
by J. Arthur Johnson, stock sales and export manager. Also in attendance 
were the following district managers: W. M. Bachman, R. L. Morgan 
H. B. Walker, Donald N. Larson, and Marvin H. Rife from Wabash Filing 
Supplies, Inc. 

Art Specialty Co., Chicago, II!.—Flexo International Cors 
this booth were featured Flexo adjustat lamps 
office; Litemaster office and institutiona Flexarm 
desk lamps. Arthur and Robert Natent 

Art Steel Sales Corp., New York, N. Y 


subsidiary. In 
for factory or 
fluorescent 


orescent 
mmps, and 
ra were harge 


Among the items displayed at 


+} 


bination 


s booth were e complete new line of CB series of All-In-One units with 
ombination locks; Steel-master Safer-at-Home metal files with secret com- 
compartments; the new Roll-Away units with sliding top in 20 
Jifferent combinations; single and double drawer Viz-able card file sys- 


tems; three lines of files; the Super 2920 Tabulating card file; Add-Your-Own 


partition 


Banov 
Dave Morris 


iter installation storage and combination units, and the new office and 
known as the All-in-One Office. In charge of the booths were 
eph Burger, president; Irving M. Levy, sales manager, assisted by Leon 
William J. Boyd, Westly F. Montpas, O. D. Mann, E. M. Stewart, 
Frank Mock, William |. Lampe! and Samuel Katz 

Artility Metal Products, Inc., Elkhart, Ind.—Harold E. Miller was in charge 





























he Lo 


—— 








‘e 
“4 ‘ 


. ( is 





Personalities Glimpsed in Attendance at the NSOEA Convention in Conrad Hilton Hotel 


Loren Douthit, Harry Becker and Bob Sawers, all of George F. 
Cram Co. 

F. L. Schaeffer and Wally G. Jones, both Bert M. Morris Co. 
Harold White; George Stephen, Weber Bros. Metal Works; Mrs. 
Harold White; H. T. Browning, Paducah, Ky.; Otto Hoffman, Weber 
Bros. Metal Works. 

. Mr. & Mrs. Leslie W. Summers, Summers Staty. & Office Supply, 
Caldwell, Ida.; Henry Zelinger, Doringer Co. 

a a Herbert, Merchants Box Co.; Mary Souly, Chicago. 

. C - Lockhart, General Duplicating Supplies Co.; Jack Harris, 
Niagara Duplicator Co.; P. L. Conran, Moore Business Forms; P. R. 
Beutel, Niagara Duplicator Co. 

mnis Tag & Salesbook Co.; M. R. Schween, 
Mfg. Co.; William Harrison, Morris-Vance 
ipment Co., El Paso, Tex.; S. D. Denny, Ennis Tag & 

Oo. 

Mark German and Bill Whetham, both Business Efficiency Aids. 


Earl E. Hanson, Arnold Wolf and Bill Simpkins, all of Tiffany 
Stand Co., Inc. 

Dick Engel and Walter H. Dautel, York Safe & Lock Co.; Garnet 
Genius, Louisiana Office Supply, Baton Rouge, La. 
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ll. 
12. 


M. C. Morcheles and Morris Brenin, Stacor Equipment Co 

Jack P. Comer, Franklin Office Supply Co., Franklin, Ind.; R. W. 

Blair, Kent Office Supply, Kent, Ohio.; Leo Seigle and Harry Harris, 

Plasco Mig. Co. 

Willard Beach, Sam Strenger, Betty Frank, Lou Obstfeld and 

Bernie Cohen, all of Markwell Mig. Co. 

A. E. Rusie and Fred Newmann, Aetna Products Co. 

Mrs. & Mr. Ross Pickett, L. J. Waterhouse, all of Pickett & Eckel, 

Inc.; Mrs. H. O. Atwood, New York, N. Y. 

Irving Applebaum, Federal Office Equipment Co., St. Louis, Mo.; 

Reuben Wick, F. J. Herr y Co., Columbus, Ohio; Nelson Cady, 

Hamilton Mig. Co.; Harold Collmer, F. W. Roberts Co., Cleveland, 

Ohio; Seated: Joe Graham, Graham Office Equipment Co., In- 

dianapolis, Ind.; Bill McKinley, F. J. Herr Ptg. Co., Columbus, Ohio; 

Jerry Kaufman, F. W. Roberts Co., Cleveland, Ohio. 

Joseph A. Gibas, Utility Office Supply, Denver, Colo.; Larry John- 

son, The Globe-Wernicke Co. 

Seated: Bob Horton, Skinner & Kennedy Co., St. Louis, Mo.; Mrs. 

James Smith; W. Selph and James M. Smith, both P. K. Smith & 

Co., St. Petersburg, Fla.; Standing: Paul Cory, Andrew J. Barber 

= 24 Wright, all Ohio Chair Co., Inc.; Milt Hicks, Browne 
orse Co. 
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were exhibited office, posture and conventional 


Artistic Desk Pad & Novelty Co., New York, N. Y.—Products exhibited here 
ed f k pads; desk blotter pads; leather desk sets: wood desk 

tray tumers, waste baskets, cheir mats, card index boxes, clip and arch 
e speciaities. Al Mayo and Bill Stein were in 


ard Desk Rak 


Atlas Stencil Files Corp., Cleveland, Ohio—The new C Jumbo Model file 


2 wide, and the new offset plate hanger SHA-D were 

=. wn were other stencil and offset plate files, efficiency 

sbine Atlas x hanger and cabinets for filing vertical records 

x-rays aps, blue ts, tracings, photographic films and swatches. K. °C. 

sllace, gene snager, was in charge of the booth, assisted by W. E. 
sbb, Jr and k sbb of the sales department. 

Autocopy, Inc., Chicago, IIl.—The firm's complete line of machines, dupli- 


ream and duplicator fluid was shown under the 


Automatic Penci! Sharpener Co., Beverly Hills, Calif—A. D. Farrel was 


sarge of exhit f the company's deluxe line of pencil sharpeners, 
ng the F ynt and Chicago models. 
Autopoint Co., Chicago, IIl.—On display were mechanical pencils, ball 


f etter openers, telephone indexes, memo cases, 
ket pen ' tray billfolds, key cases, pocket secretaries and 
Potter, manager of sales, and other Autopoint 


e were tt " > 


Avery Adhesive Label Corp., Monrovia, Calif.—Feature of this exhibit was 
the new f f k Kleen self-adhesive die-cut labels and tapes. Also 
shlighted w spensers for both labels and tapes. Present to 
eet visitors w Kirby, resale sales manager: C. J. Lee, Chicago 


nage and yeneral sales manager. 
Bainbridge, Kimpton & Haupt, Inc., New York, N. Y.—Lines exhibited 
here jea ft y smps: Fiberok baskets: Merriam cash boxes; 
and Whirl-O-Matic smoking stands. In charge 
J. Schroeder, general manager, Bainbridge 
e were Mortimer H. Chute, president; E. Thomas 


eama peorge A. Burns, Robert Lampson, C. L. Bill Scheffler, Wayne 
13a na «=6OUWW reenleaf. 
Bankers & Merchants Stamp Works, Inc., Chicago, Ill.—The new Faymus 
e of the erchandise which provides for the dealer's imprint 
ever te ‘ feature of this exhibit. Lowel Weissman, Joseph 
simes and f : rs were on hand to answer queries. 
Bankers Box Co., Chicago, IIl.—On display were Liberty prefab wood 
elving t ' boxes, Liberty storage binders and Liberty copy 
Jer tt were President Harry L. Fellowes, W. J. Nickel 
ger Fellow f wes. Franklin E. Rising, Arthur R. Frey, John 8. 
wye m W Jack P. Cooper, R. C. Strafford, Merrill Hasty 
Barnes & Noble, In New York, N. Y.—Featured here were the pocket 
ed snua t ye Outline series and Everyday Handbook series. 


“ ren Clymer, sales manager. 


Bates Mfg. Co., Orange, N. J.—Exhibited was the full line of Bates prod 

t r jing machines, staplers, perforators, Munkee stamp 
eyelete st finders, date finders and telephone indexes. 

M. Bat +. was in charge, assisted by Parle Cooley, Frank 
m, [ i Williams and Lee Gamel. 


Bausch & Lomb Optical Co., Rochester, N. Y.—The complete line of 
Bausch & Lomb magnifiers and reading glasses was shown. In charge 
of the booth were V. Schroven and W. de Ritter. 

Beckley Cardy Co., Chicago, Ilil.—The company's line of portable chalk 
boards, cork bulletin boards, chalkboard erasers and Little Giant electric 
eraser cleaner was shown. Also on display was a line of picture ‘posters 
in panel form to build up. J. E. Ailes was in charge of the exhibit. 

Berger Mfg. Div., Republic Steel Corp., Canton, Ohio—On display here 
were steel desks, file cabinets, storage cabinets, book shelf units and transfer 
cases. Howard Baum was in attendance. 

Richard Best Pencil Co., Springfield, N. J.—H. M. Heath was in charge 
of the exhibit of the firm's line of pencils and erasers. 

L. M. Bickett Co. Watertown, Wis.—Shown here were Respirator chair 
and stool cushions; Rufbak chair mats; desk top mats; typewriter and office 
machine pads and Pedicushion standing mats. 

Binney & Smith Co., New York, N. Y.—Exhibited was the firm's Gold 
Medal! line of crayons, chalk and artists’ materials, including Crayola colored 
drawing crayon; Artista tempera show card colors, and Staonal marking 
and checking crayons. In attendance were Robert T. Gemmel, George 
Fielding, Jr., and Robert M. Humphrey. 

Blair Aluminum Furniture Co., Marietta, Ga.—A complete line of alumi- 
num office and institutional chairs, settees and tables was displayed, with 
D. S. MacKerer in charge. 

Biackbourn, The, Systems, Inc., Minneapolis, Minn.—Displayed was the 
firm's entire line of more than 100 types of simplified bookkeeping sys- 
tems in addition to beautician and professional men's appointment books; 
student and household budget books; farm record books, Social Security 
and payroll records. Also shown were six types of new display cabinets 
n bleached birch in counter, wall and aisle styles. In attendance were 
A. R. Blackbourn, L. H. Blackbourn, Bruce A. Blackbourn, Bud Caruso and 
Otto J. Hoffman. 

Milton Bradley Co., Springfield, Mass.—items on display included school 
supplies, crayons, water colors, modeling clay, finger paint, pre-school toys 
and games, and paper trimmers. E. Don Frey was in charge, assisted by 
Clarence Wieghart and Joseph Keating. 

Boorum & Pease Co., Brooklyn, N. Y.—Specia! features included a new 
Blank Book Merchandiser and a new line of Dupont Vinyl plastic Fabrilite. 
In attendance were Jack Tammany, president: Donald Marsh, executive vice- 
president; Leo V. Downey, vice-president in charge of sales, and the 
following sales representatives: George Hanson, Car! Penning, George Huber, 
Warren Schneider, William Froehle, Richard Zeisler and Keith Gordon. 

Bostitch, Inc., Westerly, R. 1.—Exhibited here was the entire line of 
Bostitch office type stapling machines, including the new 8-1! deluxe 
stapler, B8 personal stapler, BS stapler, BST tacker, BSP stapling plier, B5-12 
and BS-18 deep throat staplers and Bostitch staples. Jim Moore was in 
charge. 

Browne-Morse Co., Muskegon, Mich.—On show were various types of files, 
desks, chairs and filing supplies. Sales Manager L. M. Lowe was in charge. 

Brushmaker's, Inc., Minneapolis, Minn.—Typemaster type cleaning brush, 
machine dusting brush, stencilmaster refillable eraser unit, Scotchie pencil 
saver with @ 2-inch eraser, Tufti reusable wood cased eraser brush and 
a new line of quality walnut desk accessories were to be seen here. Paul 
H. Smith was in charge. 

Burroughs Adding Machine Co., Detroit, Mich.—This company displeyed 


(Turn fo page 193, please) 


Ladies find convention entertaining 


@ THE INCREASED convention registration was re- 
flected in the number (608) of ladies attending the 
46th annual session of NSOEA. This record throng 
found a rich experience in entertainment and in op- 
portunity of making new friends among the wives of 
dealers, manufacturers, and travelers drawn from every 
state of the union. 

Under the direction of Chairman Bob Heck, Eaton 
Paper Corporation and Co-chairman Norbert Burgess, 
Sanford Ink Company, the program was one of many 
highlights. 

Included was an opportunity to tour Chicago’s 
famed Art Institute and to see the stage success, “I Am 
a Camera.” Coupled with these events on the ladies’ 
calendar were the get-acquainted breakfast with a 
Hawaiian theme, a luncheon and fashion show, “Ari- 
zona in Chicago” and joint attendance with the men- 
folk at the traditional convention party and banquet. 

Prizes in profusion were given out at the various 
functions, starting with the delightful breakfast Mon- 
day morning, October 4, in the Boulevard Room of the 
Conrad Hilton. That afternoon’s program at the Art 
Institute featured the viewing of the American Rooms 
in Miniature by Mrs. James Ward Thorne. A ladies 
hospitality committee was in charge headed by Mrs. 
Grant Howard and Mrs. Paul Burbank. 

“Arizona in Chicago” was the theme of the enjoyable 
luncheon and fashion show held Tuesday noon in the 
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Hotel Sherman. This was under the direction of the 
talented Lolita Linn and it honored the state of Ari- 
zona from which came NSOEA’s retiring president and 
first lady, Mr. and Mrs. J. Grant Howard. 

Highlight of Tuesday evening was attendance by the 
ladies and their husbands of the NSOEA convention 
party presented to more than 2,000 persons who 
jammed the Grand Ballroom of the Conrad Hilton 
Hotel. Here, Lew Diamond was the vibrant master of 
ceremonies in presenting a program which included a 
top comedian, George Gobel, the sensational musical 
and dancing Gray Sisters and the attractive singing 
pair of Dennis & Darlene. Charlotte Arren and Johnny 
Broderick presented “Opera in the Ruff.” 

Dancing to the music of Lew Diamond's orchestra 
brought the evening’s program to a close. 

Presence of these top performers was arranged for by 
a committee headed by Kenneth Reister, Minnesota 
Mining & Manufacturing Company, and his co-chair- 
man, Douglas Allen, American Pad & Paper Company. 

The brilliant young Julie Harris, winner of the New 
York Drama Critics’ award, brought the applause of 
the ladies for her acting in “I Am a Camera.” The 
entire orchestra floor of the Harris Theater was utilized 
for this convention feature on Wednesday afternoon. 

Presence at the ever-enjoyable annual banquet of 
the association on Wednesday evening brought the 
ladies’ program to a close. 


53 














Convention sidelights 


Once again the Ace Fastener Company un- 
der the direction of the personable Herb Walsh 
was host to one of the convention's outstand- 
ing parties. More than 1,700 jammed the 
Grand Ballroom of the Conrad Hilton Hotel 
on Sunday evening to partake of the Ace 
hospitality. Food was served buffet style in 
abundance for all, along with ‘thirst-quenching 
beverages. 

This was truly the “pause that refreshes” for 
convention visitors who had spent a long Sun- 
day viewing the exhibits. 

* * . 

Convention fixtures have become the shiny 
red apple at the Dennison Mfg. company 
booth, the coffee and “‘sinkers” provided by 
the G. J. Aigner company, the “cokes” of the 
Eureka Specialty Printing Company, the tomato 
juice of the Lovis Melind Company, Justrite 
“hangover” bar, ond numerous other articles 
of food and drink. They were all again in 
evidence. 

It would not be a convention, either, with 
out the lovelies recruited from the Chicago 
modeling agencies. In this respect the fairest 
included Miss Adrienne Falcon, ‘Miss Chicago 
of 1952’’—"'Miss Protectall Safe’; Sally O'Neil, 
the Heyer archer girl; Ruth Low, the “Lucky 
Key” girl of Mittag & Volger Co., Inc.; Jeanne 
Darwin of Industrial Tape Corp.; Donna Kime 
of All-Rite Pen, Inc.; June Myers, the Scotch 
girl of Minnesota Mining & Manufacturing Co 
Miss Hush-a-Phone, and dozens of others 

After being introduced at the breakfast 
meeting of stationers from District No. 4 as 
the oldest past president of the stationers’ 
association, Ivan Allen stated that his age 
when he was elected was 12. The purpose was 
to correct any misunderstanding as to his age 


today. 


Some of G-F Dinner Attendants 


1. Seated: Mrs. Dottie Miller; Stanton Peck, 
Alisteel Office Supply Co., Salt Lake City; 
Mrs. Ralph Leidigh, O’Brien Prtg. & Staty. 
Co., Pueblo, Colo.; Mrs. Peck; Mrs. Helen 
Ferris, O’Brien Prtg. & Staty. Co.; Mrs 
R. M. Sanford, Sanford-Hall Co., Jackson 
ville, Fla.; Mrs. Charles Kendrick, Denver 
Standing: Robert Sanford, Sanford-Hall 
Co.; E. C. Wilson, Wilson Staty. & Prtg. 
Co., Houston; Zac Smith, Zac Smith Staty. 
Co., Birmingham, Ala.; Mrs. John D. Han 
son, Hanson-Flotte Co., New Orleans; Larry 
Miller, The General Fireproofing Co.; Mrs. 
E. C. Wilson; John D. Hanson, Hanson 
Flotte Co.; Charles Kendrick, Kendrick 
Bellamy Staty. Co., Denver. 


2. Seated: Mrs. Al Clark; E. A. Purnell, The 
General Fireproofing Co.; Mrs. George 
King, South Bend; Mrs. Charles Reinhardt, 
Sanford-Hall Co.; Mrs. R. S. Davis, Lima 
Ohio. Standing: Russ Davis, W. J. Noonan 
Co., Lima, Ohio; Al Clark and Walter 
Bender, The General Fireproofing Co.; 
Charles A. Reinhardt, Sanford-Hal!l Co.; 
Ted Baer, The General Fireproofing Co.; 
Carlton Orth, McClenathan Printery, Inc., 
Dunkirk, N. Y.; Mrs. Orth. 

3. Seated: Mrs. Carlton Orth; Ted Baer, The 
General Fireproofing Co.; Mrs. G. E. Glenn, 
John A. Marshall Co., Kansas City, Mo.: 
Dick Shook, The General Fireproofing Co.; 
Mrs. John A. Marshall; Everett Glenn, John 
A. Marshall Co. Standing: John A. Mar- 
shall; Mrs. Russ Davis; Claude Allen, The 
General Fireproofing Co.; John S. Marshall, 
John A. Marshall Co. 
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At that meeting Allen Cammack, busy gov 


ernor of the district and shepherd of this out- 


standing gathering, introduced other visiting 
governors. Whereupon, Mr. Allen rose and 
stated that Governor Adlai Stevenson had in- 
tended to be present but was unable to do so. 

This breakfast was an enthusiastic send-off 
for the regional convention to be held next 
spring in Atlanta, Ga. In keeping with the 
occasion Confederate flags decorated the 
tables. Governor Cammack got his new guber- 


natorial year off to a flying start. 
: * . 


The annual dinner given by The General 
Fireproofing Company for its dealers attending 
the NSOEA convention, took place in the Mirror 
Room of the Blackstone Hotel on October 7. 





The party started at six in the evening and 
adjourned at nine, giving all present an oppor- 
tunity to attend the forthcoming NSOEA con- 
vention party. 

Larry Miller, district sales manager, pre- 
sided. At his request all present stood in silent 
tribute to the late William E. Hoge, who in- 
augurated the dinner 21 years ago at New 
Orleans and carried it on through 1951. 

Mr. Miller thanked the dealers for a fine 
year. In taking care of dealer requirements 
he said that no one worked harder than Ted 
Baer. Walter Bender, president, and Ed Pur- 
nell, vice-president, were complimented for 
their work as well. The royal entertainment 
afforded the visitors in itself has become a 


strong convention promotion, many coming to 


participate in the G-F party. 
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Candid Shots at The Globe-Wernicke Co. Dealer Breakfast Held During the Convention 


Scene at 


Breakfast Tuesday. 


1e Globe-Wernicke Co.; 
Inc., Rockford, Ill. 


toria Typewriter Co., Victoria, Tex.; Morris E 
Bros., Ltd., New Orleans, La.; R. W. Sprott 
es, The Globe-Wernicke Co.; Renee Bramen, 


ce president scles, The Globe-Wernicke Co. 


manager systems division, The Globe-Wernicke 
yomfort Ptg. & Staty. Co., St. Louis, Mo.; Mrs. 


Maynard F. Westring, 


r Chicago branch, The Globe-Wernicke Co.; 
Ed Tyre and M. Mowat, Mead & Wheeler 
y Downing, sales promotion manager, The 


Mrs. Ellen May, May Office Service, Beckley, W. Va.; A. C. Howard, 
president, The Globe-Wernicke Co.; John Lucks, Diehl Office Equip- 
ment Co., Columbus, Ohio; Renee Bramer, model; Homer Jacquin, 
Jacquin’s, Peoria, Ill.; Al Seitz, Seitz & George, Dayton, Ohio. 

E. G. Rahe, vice-president sales, The Globe-Wernicke Co.; Renee 
Bramen, model; R. W. Sprott, assistant director of sales, The Globe- 
Wernicke Co. 

Robert C. Stampp, Fulton Co., Houston, Tex.; H. J. Fiddelke, Graver- 
Dearborn Corp., Chicago; Mrs. Jeffie Fulton, Fulton Co., Houston, 
Tex.; Ben Garlinghouse, district representative for Texas and Okla- 
homa, The Globe-Wernicke Co.; Ivan Allen, Sr., Ivan Allen-Marshall 
Co., Atlanta, Ga. 

Mr. & Mrs. Dave Laymon, Comfort Ptg. & Staty. Co., St. Louis, Mo.; 


he Globe-Wernicke Co.; 
Minn.; 


Miller 


the Globe-Wernicke 


October 


7, at the Blackstone Hotel 


Following 
stom, The G 


fast meeting f 


T 


vention on yesaay 


scene was the M 
Hote! 

Elmer Rahe 
presided He 
was having ifs 
Wernicke 
biggest delegat 

A 


President A 


na As a note 
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and well-established 


e-Wernicke Co., held a break- 


Jealers attending the con- 
morning, October 7. The 


r Room of the Blackstone 


resident in charge of sales, 
urked that the association 


est convention, The Globe- 


biggest breakfast and the 
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m Cincinnati. 
ward extended his greet 
warning in an optimistic 
om NSOEA, stating that 
n on profit by price cost 
situation and that the 
dangerously low. He 


dealers showing how 


present problems and said 


Floyd Kongsvik, Curtis 
Mrs. Cecelia Grever, The Globe-Wernicke 


Huggins Co., Anderson, 


November, 


Ind.; Mrs 
Co., Miami, Fla. 


dealers were training salesmen to sell up to 
increase volume in order to raise the margin. 
He recommended tie-in sales with special 
emphasis on Techniplan 

W. C. Aylward, 
division, emphasized the tie-in as especially 
important and offered the help of his depart- 


ment to Globe-Wernicke dealers. 


manager of the systems 


1952 


Mrs. Norma Hinds, systems consultant, The Globe-Wernicke Co.; 
C. Maurice Long, Long Office Supply Co., Miami, Fla.; Hal Dear- 
wester, The Globe-Wernicke Co.; W. V 


. Simmons, Long Office Supply 


Other remarks were made by John Moyno- 
han, public Bob Sprott, assistant 
sales manager; and W. K. Downing, sales 
promotion, who told of the Techniplan promo- 
tions which included important news stories in 
leading publications. Following the brief state- 


relations; 


ments of company executives, Mr. Rahe and 
Mr. Sprott put on a demonstration of a Techni- 
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Weod Office Furniture Institute 
Members’ Sales Representatives 
Meet in the Lower Tower Conrad 
Hilton Hotel on Friday, October 3 


plan installation, setting up an office with 
standard units of steel in a few minutes and 
without the use of tools. 

This skit, which was impressive to all who 
saw it, was a fitting prelude to the Globe- 
Wernicke play “From Awfuss to Office,” which 
was presented by a cast from the Cincinnati 
office before the full convention in the Grand 
Ballroom of the Conrad Hilton later in the day. 


* * * 


In deference to Harold McPike, genial gen- 
eral sales manager of Weis Manufacturing 
Company, Monroe, Mich., it is reasonable to 
suppose that on his birthday he could relax 
his inhibitions and toss aside al! of his finan- 
cial responsibilities. 

Alas . . . that was not to be for McPike 
paid through the nose at his own birthday 
party. 

This drama in human relations occurred in 
Chicago when all the Weis salesmen were 
assembled for the NSOEA conclave. Shall we 
say, “It was with enthusiasm that McPike 
accepted an invitation to join the boys for a 
birthday dinner in the Sirloin Room of the 
Stock Yards Inn.” After a sumptuous meal 
and some appropriate birthday greetings and 
singing led by Stan Woodruff, the check for 
the dinner arrived. 

The ending of the story is sad, indeed. 
Scotchman McPike had to pay the check—a 
$70.00 figure! 


* o . 


One of the most delightful visits away from 
the convention hubbub was that of dealers 
who accepted the invitation of the Associated 
Stationers Supply Company to “drop in 
the headquarters, 229 S. Jefferson St. Here, 
they had opportunity to inspect the building, 
to discuss problems of stationery merchandis- 


‘ 


at 


ing and store management with Stationers’ 
Supply Company personnel. Many new items 
were seen on display. Cort Horr was the man 
behind the scenes in this convention feature. 


* * 7 


President J. Grant Howard and Governor 
Sam Rosendorf of Region 3, Southern Stamp 
& Stationery Company, Richmond, Va., were 
guests of the Penn-Mar-Va Travelers Club at 





breakfast in the West Ballroom of the Conrad 
Hilton on Monday morning. 

President Harry Tehan, Cooke & Cobb Com- 
pany, in behalf of the club presented a plaque 
and a gavel to President Howard in recogni- 
tion of his great contribution to the associa- 
tion and the industry. 

President Howard accepted the presentation 
in his usual gracious, sincere and witty man- 
ner, reminding the members of their respon- 
sibility to the industry and charged them to 
keep up their good work in their capacities 
as field representatives. 

 &. 2 

Every year at the convention, Diebold, Inc., 
sets up a “haven” for its dealers. Dubbed 
officially the Diebold Dealers Club the idea 
has caught on in popularity. A place is pro- 
vided to rest, have some refreshments and 
greet old friends. 

The club was reopened again in Room 
1518A and was used steadily throughout the 
hectic days of the convention. 

W. K. Wilson, the popular vice-president of 
the company, and his regional convention 
traveling mate, Sam Flenniken, were among 
the Diebold personnel present to greet friends. 


* * * 


Preceding the NSOEA sessions, the Wood 
Office Furniture Institute held a meeting of 
members’ sales representatives. Several hun- 
dred sales representatives and office furniture 
manufacturers were in attendance. 

The theme of the meeting was “Meeting and 
Beating the Competition.” Jack Wagoner acted 
as chairman. 

Sterling Lord commented on the significance 
of the Institute’s publicity program and other 
phases of the association’s advertising efforts. 

One of the most significant aspects of this 
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meeting was the presentation of a new pro- 
gram that is to be sponsored’ by WOFI. The 
plan will be built around “The Certified Office 
Planning Service.’ 

Robert Feldman, a newcomer to the Institute 
staff in Washington, D. C., was introduced to 
the assemblage for the first time. He will act 
as assistant to Howard Gatewood and will 
take over the sales training responsibility that 
is such an important part of the Institute's 
service to the trade. 

Emmett Salisbury, a manufacturer of bed- 
ding in Minneapolis, delivered a stimulating 
talk on the subject, “Only as Good as the 
Men” after which there was a discussion led 
by Jack Wagoner as moderator. 

* * & 

One of the most interesting displays at the 
convention was combined with a contest by the 
Linton Pencil Company. 

This display consisted of a large map of 
the United States with a small lamp in each 
state. In front of the map were several dozen 
jars containing unidentified substances. The 
object of the display was to identify from 
which state any particular substance orig- 
inated. All were raw materials that are used 
in wood-case pencil manufacture and were 
displayed in the form in which they are re- 
ceived at the Lifton plant. Proper identifica- 
tion lighted the lamps in the respective states. 

Designer of the display and present to give 
interesting descriptions of each raw material 
and its use, was Charles Woodruff, director 
of research for the Linton Pencil Company. 

The Fountain Pen & Mechanical Pencil Man- 
ufacturers Association meeting was a com- 
panion convention feature and attracted an 
attendance of slightly over 50. L. M. Brown 
of Eberhard Faber Pencil Company acted as 
chairman at this annual meeting. 

Wilbur K. Olson of W. A. Sheaffer Pen 
Company, president of the association, made 
an address on benefits of membership and co- 
operation for common good. 

Frank King, secretary, gave a report for the 
past year and suggested a considerably- 


Annual Stationers Guild of 
America Luncheon Held at 
Conrad Hilton Hotel October 
8 During NSOEA Convention. 
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expanded program of service and compilation 
of industry statistics for practical guidance of 
members. 

Harry J. Holbrook, director of the Consumer 
Durable Goods Division of NPA, spoke on the 
creditable performance of the pen and me- 
chanical pencil industry in patriotically con- 
serving critical materials in time of need. 

C. Edward Boggs, manager of Parker Pen 
Company's New York City export division, 
spoke interestingly on special problems of cur- 
rent selling and distribution in foreign coun- 
40% of total production 
in the fountain pen and mechanical pencil 


tries. He said that 


industry is now being sold overseas and not 
in the United States 

The meeting closed with an open forum 
discussion, primarily regarding the need of 
gatherig statistics about the industry. 

First pre-convention registration in 1952 was 


M. H. Schlain, Business Furniture, Inc., Eliza- 


beth, N J 


“Breakfast in Bed With Venus” Is Again a Popular 


Room service What 


3. Floyd Zinkhon givirz 
for the trays 

4. Two trays ready for 
Venus” messages go along. 
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Re s your order, please.” 
Waiting for breakfast trays to be carried to rooms. 
zy copies of "Venus News” and souvenir pencils 


delivery. Floyd Zinkhon is making sure that 


The NSOEA convention made short work of 
ratifying proposed changes in by-laws. These 
had been previously explained in written 
notice to the members. One of the most 
important new provisions is that a governor 
named at a regional meeting assumes office 
and becomes a member of the Board of Con- 
trol immediately following such regional con- 
vention. He holds office until the termination 
of the succeeding annual regional meeting of 
his district. 


* . . 


“”“ 


“Venus invites you again. . . .” was the 
heading on the card received by several hun- 
dreds at the convention, and most recipients 
responded enthusiastically to the invitation from 
the American Pencil Company to have “Break- 
fast in Bed with Venus.” Beginning as early 
as seven o'clock on Sunday morning, the Con- 
rad Hilton “Room Service” staff was busy filling 
orders. A copy of the convention extra of 
Venus, as well as a souvenir pencil, accompan- 


ied each breakfast tray. 


bes ; 


Convention Feature 


Because of ill health it was necessary for 
M. B. Wheeler, Prairie Publishing Company, 
303 S. Wolcott St., Casper, Wyo., to withdraw 
@s governor nominee for District No. 10. His 
replacement is Elmer Pearce, Rocky Mountain 
Bank Note Company, Pueblo, Colo. 


. . . 
Social Note: Governor L. G. “Pat” O'Connor 
“poured” at the regional governors’ table 
during the GLTC pre-convention luncheon. 


. . 7 


Illness prevented Rus Ragan, American Pad 
& Paper Company, from personally accepting 
a plaque presented him as an outgoing officer 
of the field division in the former NSOEA 
year. He was to have received this certificate 
of merit at the GLTC pre-convention luncheon. 
It was given to President Don Sharpe of GLTC 
for forwarding to him. 


. . + 


Bill Eldridge, secretary of the Stationers 





5. Bill Smith, Venus Pencil Co., Toronto, Ont.; Gus Lipp, W. H. Kistler 


1952 


Staty. Co., Denver, Colo. 

6. C. W. Priesing, American Pencil Co.; Lewis R. Curlett, Jr., John H. 
Saumerina & Co., Baltimore, Md.; Ed Freeman, Towson Stationers, 
Towson, Md.; Richard Lewisohn, Jr., American Pencil Co. 
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Club of New Orleans, La., said that the trip 
to Chicago wos worthwhile if for no other 


reason than that it gave him an opportunity Mate pens. 


to see the world series games on television A third publication 
His sentiments were echoed by others who tioners’ hotel room doors was from Fisher Pen 


Company, comprising reprints from newspaper 


gloried in the fine T-V reception at the Conrad 
Hilton Hotel. 

Another baseball note—Donald Doubleday 
of Doubleday Bros., Kalamazoo, Mich., has 
kinship to the Abner Doubleday of the dia 


mond game lineage. 


* * forbids unreasonable 


Three ball-point pen manufacturers kept the property 
printing presses humming during the conven 
tion. Scripto, Inc., led off with delivery to all 


hotel room doors of a newspaper proclaiming 


Scripto’s purchase of Chemist Fran Seech’s ink years ago when Ed Conlon invited a few 
for sandwiches, the Special guests at the breakfast were the 


formula. friends up to the 


Papermate Pen Company, Inc., countered 


with reprints from a telegram by President 


Patrick J. Frowley, Jr., telling of his firm's day. The tradition of serving the new NSOEA 





gw THE GREAT WEST of our nation, whence I come, 
is full of stories of adventure and romance, and none 
are more thrilling than the exploits of the miners of 
the Gold Rush days. Many sought the elusive gold but 
found only poverty and disappointment. Few there 
were who struck it rich. 

When the cry “bonanza” rang out from the hills, it 
brought forth real excitement and celebration in the 
caliche-caked, desert-baked mining towns of the 
Southwest. These stories were written in the lives of 
bold and courageous men—men who were willing to 
take risks. They dreamed dreams, and then were will- 
ing to struggle to bring them to realities 

I love this phase of our pioneer history. It is thrilling 
indeed. But I tell you today, after having traveled the 
length and breadth of our country, meeting the people 
of our association, I’m just as thrilled about the his- 
tory and romance of our association and our industry 


Founded in Chicago 


Some 48 years ago this association was founded here 
in Chicago, under the name “The National Association 
of Stationers & Manufacturers of the United States of 
America.” The following year, 1905, the first national 
convention was held at the Planters Hotel in St. Louis, 
Mo. With the founding of this association a dream 
was brought into reality. That was a real gold strike— 
a bonanza—rich veins which have been mined ever 
since and which are paying us dividends 

It should be a sobering and leveling thought that 
the foundation of our success and prestige, was laid by 
those who have preceded us. The past has become the 
prologue to our present. That past was filled with 
years of struggle, for membership, financial stability, 
high standards in the industry—for survival. But be- 
cause of the faith, courage, perseverance and honesty 
of purpose, it is ours—a rich and beautiful heritage. 
It is our possession; our stewardship. What are we 
doing with it? This morning I should like to answer 
at least a part of that question, by giving you some- 
thing of an accounting and evaluation of that steward- 
ship. 

The technical side of my state of the association 
report to you, will be brief. We are in sound and pros- 
perous condition with many palpable manifestations 
of growth and progress. Currently, we have a total 
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high position in the national picture and the 


availability of a new 


which hit the conven 


stories on how Paul C. Fisher vowed to con 
has contended in defiance of the Labor depart- 
ment that his books and records are his pri 
vate property and that he is protected by the 
Fourth Amendment of the Constitution which 


search and seizure of 


Following the custom that started several 


Rockwell-Barnes Company was host to many 


conventionites at a buffet luncheon on Wednes 


president was followed. All who participated 


super) ink for Paper agreed that the roast beef, served directly 


from two great haunches, was the best they 
had ever eaten. Several members of the Rock- 
well-Barnes staff, including President Tom Sals- 
man, were on hand to make sure that all were 


served promptly 


tinue his fight to aid small businessmen. Fisher 


On Tuesday morning during the convention 
53 “early birds’ gathered for breakfast, with 
the Parker Pen Company as host. As in 1951, 
the occasion was in honor of the retiring presi- 
dent of NSOEA. Grant Howard, who has 
served so effectively as chief executive of the 
association, was given a solid gold pen and 
pencil set appropriately designated, ‘The Presi- 
dential.’ The presentation was made by Parker 
General Sales Manager David R. Gullett. 


1951-52 NSOEA regional governors and their 
wives. Others present included members of the 


Parker sales staff 


What is Past is prologue 


Address Delivered by J. Grant 
Howard, Howard & Stofft, Tuscon, 
Ariz., the president of NSOEA, 
During Annual Convention on 
October 6, 1952 





membership of 3045, a net gain of 415 members during 
the year. As of August 31, your association assets 
totaled over $276,000. You have a staff in Washington 
who labor faithfully to assist in servicing your inquiries 
and needs. At the same time they assist in producing 
the statistical and promotional releases, the weekly 
Desk Sheet, and the publication of your National Sta- 
tioner magazine, under the very able editorship of 
Rose Cushman 

You are receiving product training manuals, rated as 
one of the outstanding training courses available to 
retail salesmen. These are designed and edited by 
Homer Smith of your staff. All of this material is 
proving of inestimable value, to those of us who will 
read, study and use it. 

In legal matters the interests of your association are 
represented and protected in an able and brilliant 
manner by Reuben Haslem, our attorney. Yes, under 
the full direction of the one and only PAUL BURBANK, 
our general manager, your association staff does a tre- 
mendous job for you. 


Praises Work of Governors 


Your executive committee and officers fulfill their 
responsibilities, with a dedicated concern for what is 
best for the association. Right here I should like to 
say how important I feel the office of regional governor 
is to our association. It is a key position, and carries 
with it considerable responsibility. In those regions 
where the governors use initiative, imagination, and 
work hard at their jobs, the results are always gratify- 
ing. It is a maxim that where you find a governor 
who fully appreciates and executes his duties, you find 
an outstanding district. 

Following the pattern set last year, there were 13 
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regional meetings instead of 14—again Regions 3 and 
13 had a combined session in Atlantic City. Your gen- 
eral manager and I attended each regional. In addi- 
tion, we attended the annual meeting of the Stationers 
Guild of Canada, which met in Winnipeg. We were 
most hospitably received and entertained there. Our 
Paul Burbank gave a masterful talk to them, and 
both of us came away from the meeting with new 
inspiration and with a closer affinity for our business 
friends across the border to the North. 


Set Record in Regionals 


At our regionals, registration was the highest in 
our history, reaching a total of 4475. What was more 
important, the attendance at the business sessions was 
unusually high. We commend the governors and their 
committees, for the effort and intelligent planning 
given to the building of the regional programs. The 
meetings were well balanced, fun and good fellowship. 

The Troupe this year included, for the first time, 
representatives from the field division. The presenta- 
tion by each member of the Troupe was excellent: 
their speeches were challenging, practical and packed 
with many good merchandising ideas. Augmenting 
the Troupe on occasion were local speakers—many 
from our own industry—who capably presented their 
subjects. A careful reading of all the speeches in our 
trade magazines, I am sure, will prove beneficial to 
each one of you 

You know years ago, Teddy Roosevelt said he ad- 
vocated the strenuous life. After completing the re- 
gional tour with Paul Burbank, I know what he meant. 
We were on the road from the middle of March until 
the fifth of July, traveling altogether a total of some 
25,000 miles. We found every minute and mile of the 
tour most enjoyable. We met and visited the estab- 
lishments of many of our members. My only regret 
is that it was impossible to meet every member, visit 


with you in your store, your factory and your home. 
Because, wherever I was so privileged I sensed the 
genuineness of our people, the integrity and dignity 
of the contribution you are making to your industry 
and your respective communities. 


We come now to the very heart of the report. It is 
with great pride that I report to you that the pulse 


is strong—that there is a vital, alert spirit among 
our people. I believe we recognize the value of all that 
men before us have given our association and industry, 


and that we seek to contribute something fine to 
add to it 


Problems Vigorously Apfroached 


I should be a pollyanna parrot to report, that all 
is well and that no problems exist. On every hand 
dealers, manufacturers and travelers are facing up to 
existing problems with candor and full orbit thinking. 
And correspondingly, your association is endeavoring 
to implement these efforts, with concrete help. 

The very vigor with which problems are being ap- 
proached is heartening. You know we belong to a 
peculiar, distinctive group—BUSINESS—people who 
are willing to assume risks. We possess the entrepre- 
neurial mind, without which there can be no business 
in a free economy. The very fact we are in business 
is our declaration of faith in the free enterprise sys- 
tem 

But only clear and penetrating vision will enable 


is to survive the confusion and the complexities of 
today’s economy. Obviously it is necessary we under- 
stand and hold full command of the internal operation 
of our business. It is equally imperative, we under- 
Stand and are able to interpret the external forces 
that affect our business. 

From the different parts of our country, from the 
grass roots—and mind you, I didn’t say WHISTLE 
STOPS—I observed, listened and learned much. And 
now, for a few minutes I want to discuss and explore 
with you some of the findings which I think are im- 
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portant; factors of stability, in some instances, they 
may well involve factors of actual survival. 

FACTOR No. 1. MANAGEMENT. We cannot over 
estimate the place of competent management as a 
factor of stability. This may seem trite, a cliche, be- 
cause so much is said on the subject of management. 
For years we have had business easy, without too 
much selling effort demanded of us. We have had it 
plush. Yes, even though it is a nervous prosperity, 
the mantle of prosperity is still upon us. However, 
there is a strong feeling the King Midas touch has 
made some of us groggy. Like everything old King 
Midas touched turned to gold, so everything we touch 
seems to turn to business for us. 

From this phenomenon there may have developed 
a tendency on the part of some of us, both in the 
areas of production and distribution, to worship vol- 
ume. There are some who say Profit and Volume are 
dirty words and they feel it is a sin to be successful. 
I do not agree; and furthermore, think there is no 
sin attached to the accepting of the increased volume 
that has come our way. The tragedy occurs when— 
under the hypnotic spell of inflated, free-wheeling, 
loose dollars—we tend toward a correspondingly loose 
management of our business. 


Inflation is Dangerous 


It has been said easy money has become a whole 
system and strategy of politics. It is necessary that 
we realize something of the significance of this 
manipulation as it affects our business. We need to 
remind ourselves that inflated dollars mean inflated 
volume and inflated volume may mean inflated profit. 
This heady condition has many pitfalls. 

Business is a science. We must heed the laws that 
govern it. Thumb-in-wind rule, intuition and guess 
work have no place in intelligent management today. 
There is one school of thought that you can’t make 
money by saving. I don’t agree. It’s when the harvest 
is good that the gleanings are best. In fact, I believe 
nothing can replace the use of old fashioned thrift 
and prudence in business—and in government. No 
amount of volume and bigness can compensate for 
loose management. We have been blessed, and in 
many, many ways Lady Luck’s shining countenance 
has turned toward us. Could it be that when we feel 
we are in the groove as smart operators, we are actu- 
ally in the rut of “come easy—go easy’? 

As business men we should fortify and buttress our- 
selves with every aid, that will induce an accurate 
reading of our status and a true analysis of our con- 
dition. Your association gives specific and invaluable 
support in this field. 

The association statistical and research projects, 
picture our comparative standing as to volume, as 
to profit, and as to other years. These facts and fig- 
ures are compiled entirely from information sent in 
by you members. The more prompt and thorough you 
are in responding to requests for information, the 
more accurate and dependable will be the surveys 
and reports returned to you by your association. 


Survey Brings Warning 


Under the direction of Dr. Ralph Cies, your research 
department prepared and released to you a few weeks 
ago this year’s survey entitled, “Operating Results of 
Office Supply and Equipment Dealers in 1951.” One 
statement contained therein should be a warning, a 
directional sign to all of us. I quote, “The typical 
profit margin of the industry remained dangerously 
low.” 

That statement alone should cause us to do a little 
skull practice. A few mental push-ups on some of 
these statistics will prove enlightening. They are 
beacons and guides. Let’s not fail to interpret all these 
facts and figures as they relate themselves to our own 
operation. Let’s endeavor to know as definitely and 
accurately about the workings of our business as the 
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banker knows about his statement of condition. 

Some of us may not like figures, but no business can 
continue to survive on guess work and intuition in 
today’s materialistic climate of cold business arith- 
metic. With strong evidences that we are fast ap- 
proaching a buyer’s market, this time should be used 
to guard our present business health and to prepare 
for those shifts and changes we know will come. Re- 
member, it wasn’t raining when Noah built the Ark! 

FACTOR No. 2. LEADERSHIP AND REPLACE- 
MENTS. Another factor necessary to our stability is 
the development of executive leadership and the train- 
ing replacements. My inclination here is to be 
extravagant with praise and unrestrained with en- 
thusiasm. Ours is a big industry, one rich in romance, 
color and achievements. A two-billion dollar industry. 
Its activities are translated into every phase of our 
life. We are woven into the warp and woof of our 
economic, social and political make-up. In fact, busi- 
ness cannot be carried on without us. Our goods and 
services are necessary, vital. 


Products Need No Apology 


We need make no apology for our products. They 
are products of quality: manufactured, sold and serv- 
iced with honesty and integrity. But without new 
blood, new ideas, fresh approach and imagination we 
will become stagnant. Our desire is to see the indus- 
try grow and prosper. To accomplish this we must 
constantly build for the best in manpower—on the 
unit level and on the associational level—manufacturer 
and dealer. 

From all those who have used the Pre-Employment 
Aptitude testing material as prepared by the Klein 
Institute and available from your Washington office, 
there is high commendation. It has proved of great 
value when used in the selection of sales manpower. 
Full-visioned management will deliberately train and 
develop replacements and executive leadership—a res- 
ervoir for future virility. This reservoir of manpower 
is the very life-line of our industry. 

Failure to underwrite our enterprise in this manner 
will mean clogs in the life-line, a gradual lapse into 
senility—varicose veins, hardening of the arteries. 
Let’s invite and encourage the very finest in young 
manhood and young womanhood to share a profitable 
future with us. 

FACTOR No. 3. SIGNS OF OUR TIMES. I believe 
them to be signs of danger. What are they? They are 
evidences of a letting down, a laxness in the vigilance 
necessary to full citizenship. The result of this laxness 
is to be seen in a definite weakening of the structure 
of our social, political and spiritual life. The causes 
are difficult to define, and defy exact description and 
identification. But that makes them none the less real 
It is on our thinking they make their attack. 


Beware Forces of Darkness 


By devious, hypnotic influences I believe our judg- 
ment has become strait-jacketed, our powers of 
decision decimated, and we have become passively 
acquiescent. The forces of darkness have men who 
know how to use ideas. We need to rigidly examine 
these forces and these ideas. Make no mistake, they 
do not prosper without our willing or unwitting 
co-operation. We need to awake to the hypnotic, de- 
bilitating forces that are laying siege to our very 
strongholds. 

The Halloween season of ghosts will soon be here. 
Neighborhood children will be knocking at the doors 
singing “Trick or Treat.” For the purpose of examina- 
tion of these forces and ideas I have chosen to use 
ghosts from history. We’ll let them speak to us. Some 
have hovered over us with their seductive thoughts 
and we have listened all too well; others have called 
their earnest warnings but we have turned a deaf ear. 

From history the ghost of Machiavelli first speaks 
to us. That Italian man of letters, also a Dr. Jekell 
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and Mr. Hyde character—that cunning, crafty states- 
man who some five hundred years ago wrote “The 
Prince.” You can’t read “The Prince” without breath- 
ing horror at his ideas. He believed the state could 
do no wrong—that any method fair or foul was legiti- 
mate to gain and maintain power. 

Doesn’t our top-heavy structure of government, 
doesn’t our exchange of rights and liberties for an 
illusive, temporary security, prove we have been 
charmed by this type of thinking? Under the per- 
suasion of “It’s for our good” have we succumbed 
somewhat to this doctrine? 


A Ghost Stalking Us 


The second ghost stalking our footsteps is Nietzsche. 
A century ago in his writings he was the disseminator 
of the gospel of the superman—a gospel that advocated 
“will to power” superseded all other virtues. The use 
of men and means in any and all ways to establish 
supremacy over others was right. His disciples are in 
our midst. I contend we don’t need supermen—men 
who want to make themselves gods. We need men 
who know God and will let His power and direction 
make them strong and honest men. God forbid that 
we here in America should ever develop a leader com- 
plex. This superman gospel is an insidious philosophy, 
and is the spawning ground for a system in which the 
individual does not count. 

From eighteenth century England the ghost of an- 
other, Adam Smith. In his monumental work “The 
Wealth of Nations” he unmistakably preached the 
doctrine of non-interference of government in busi- 
ness. What a tragedy we did not listen. Contem- 
porary voices from that same country are warning us 
even now of the ravages of governmental control. Will 
we heed? The welfare state can easily become the ill- 
fare state. 

We have been terribly busy beaming the Voice of 
America to foreign countries. But I believe the real 
Voice of America is crying to be heard. With anguish 
of soul the heroes and patriots of this country are 
pleading with us. Their sage counsel comes down 
through the ages in clear, ringing tones. May they 
haunt us into action! 


We Can’t Buy Friendship 


Our founding father, George Washington, with great 
prescience and foresight, in his Farewell Address, 
spoke these words—‘“In gratitude for not sending 
more.” We have lived to hear that reproach. 

I’m not attempting to chronicle the blunders of our 
State Department or sit in judgment on our foreign 
policy. But I do know that we have learned we can’t 
buy friendship. And it seems to me we have gone 
to ridiculous means to try to make friends and in- 
fluence people. I recently read that under the Point 
Four Program we are not, among other things, shipping 
jackasses to the Middle East. Another magazine article 
carried this blunt statement, “If ever a new Statue 
of Liberty is designed, it will be holding a bag instead 
of the torch.” 

It is a law of life that we have to work as hard to 
maintain that which we have as we did to gain it 
originally. With ironic prophecy Grover Cleveland un- 
derscored that thought with these words, “If you, the 
business men of this nation do not interest yourselves 
in the matter of politics and legislation, the vast 
properties which you own and which so vitally con- 
cern you will be managed by those who neither un- 
derstand them nor care for them.” Ignoring this 
prophecy has been costly. We are reaping the results 
of non-activity in politics. 

We can’t excuse ourselves because we are harried 
and hurried. So is everyone else. It’s tragically true 
we're all living under pressure—pressures from within 
and without. There was a time this nation was known 
as the melting pot, but because of the pace we all 

(Turn to page 219, please) 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE ... COUR. 
AGE CO-OPERATION 


mn WINNER OF THIS month’s 
worthy award in our genial depart- 


mental narrator Mr. I. Will Pepper- 
Upper’s top-space billing is a fellow 
Pacific Northwest stationer. He 


kindly rushed us his angle on a 
breezy head he devised for his own 
display advertising, and we quote: 


“BUSINESS 
WISE 
televised 
at 
our 
Store 
FOR YOU!” 








* * . > - * ” 
and our Northwest alert fellow 
office outfitter further remarked 
that this I. Will Pepper-Upper he 
designed truly pepped up his Fall 
advertising 
. “ + a 7 
Willis I. Clark, Jr., special sales 


representative in the West for 
COOKS’, INC., of Camden, N. J., 
dropped in at our desk-side the 
other day, and entrusted us with 
this BUSINESS BUILDER he col- 
lected along the way of his sales 


travels, paraphrased to our own in- 
dustry. We quote: 

You don’t buy a paper—you buy 
news 

You don’t buy glasses—you buy 
vision 

You don’t buy circus tickets—you 
buy thrills 

You don’t buy awnings—you buy 
shade. 


You don’t buy office supplies and 
appliances — for YOU BUY TIME 
SAVED, and EFFICIENCY created! 


OFFICE APPLIANCES, November, 


... and now we bring you via OA- 
TV this important flash from:— 
HERE’S AN IDEA FROM UNDER 


MY VERY OWN HAT:— 





= 


Remember your buyer’s prime 


thought : “How will Your Office 
Item or Service HELP ME?” 





. this winning original IDEA 
came to you courtesy of the adver- 
tising manager of a large Texas 
office outfitting concern. You'll 
agree it is powerful in its truth, 
directness, and simplicity! 








I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 

"~ the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here's 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 


Most unusual this month, three 
unusual and valuable contributions 
to this department came to us from 
individuals indirectly connected 
with our industry. They are avid 
OFFICE APPLIANCE readers, being as- 
sociated with business administra- 
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tion departments of large eastern 
schools, and each requested a pre- 
viously listed IDEA-EXCHANGE 
item in return. These we promptly 
dispatched (incidentally, due to 
press of correspondence, we can 
only send yours on an exchange 
basis at time of your writing, pre- 
cisely as always offered) ... and 
here are the clear-cut timely offer- 
ings: 


Yours for your idea-exchanging 
BUSINESS BUILDER No. 11-52-1 
“Basic Motivations and Buying 
Habits of Today’s Customers.” 


Yours for your idea-exchanging 
BUSINESS BUILDER No. 11-52-2, 
“Do you really test YOUR prospec- 
tive and present SALESMEN for 
their aptitudes? Here are a few 
methods:” 


Yours for your idea-exchanging 
BUSINESS BUILDER No. 11-52-3, 
“Let’s put a BUSINESS EDGE on 
BUSINESS CORRESPONDENCE.” 
This treatise truly sparkles with 
sprightly clear thinking, creating; 
and all for the price of your own 
IDEA, and remember YOUR IDEA 
at the time of requesting to keep 
THIS INTERCHANGE TRULY 
I-N-T-E-R-C-H-A-N-G-I-N-G! So 
be sure to send your own worth- 
while idea along at THE TIME OF 
REQUESTING; otherwise we can- 
not send your selection promptly. 


om * * * . * * 


You'll agree that this month’s 
winner in BUSINESS BUILDERS’ 
Terse-Trailer department truly 
packs a worth-while punch and 
challenge to your own thinking and 
DOING .. . here it is brightly tele- 
vised for you Mr. and Mrs. Office 
Outfitter, direct from Massachu- 
setts: “When you can correctly say 
things about your stationery store, 
that cannot be said of others, then 
you are on the way to establishing 
an identity your buyers will clearly 
see, act on, and patronize!” 


. . * . * * . 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


* > . . . . * 


3, 3b 3B, 


Office-efficiently yours! 
RALPH B. ORTEL 
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How much security do you have 


under Social Security? 


by HAROLD J]. ASHE 


tax counselor 


@ NOW THAT OFFICE appliance 
dealers have paid their first year’s 
old age and survivors’ insurance 
tax, they may conclude they have a 
realizable equity in an old age pen- 
sion. A good many older dealers 
may already be making retirement 
plans looking toward the day when 
they can start taking it easy, 
thanks to the thoughtfulness of 
government. 


Take a Second Look 

However, before any irrevocable 
steps are taken in respect to retire- 
ment, it may not be amiss for deal- 
ers to take a second, hard look at 
their Federal old age insurance. 

While government publicists have 
been busily engaged advising pros- 
pective beneficiaries of the advan- 
tages accruing to the self-employed 
in being covered, there has been a 
noticeable silence from the same 
sources regarding certain disad- 
vantages in the coverage. 

In fact the act has one joker in 
it which may effectively bar a very 
large section of the self-employed 
from ever drawing any benefits. In 
practice, this provision may even be 
unfairly weighted against the self- 
employed and in favor of many 
employees covered by the act 


Here’s the Catch: 


This gimmick in the fine print is 
a proviso that in order to be eligible 
for old age pension benefits, the 
insured must not be gainfully em- 
ployed in an amount exceeding $50 
a month. That is, in order to draw 
old age benefits, an insured must 
virtually retire from all gainful 
employment. 

This is another example, as Amos 
and Andy long ago pointed out, of 
the large print giving it to you and 
the small print taking it away. All 
too often those retiring don’t ex- 
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amine the fine print until after 
retirement. Then there isn’t much 
they can do about it, except com- 
plain they’ve been robbed. 


Not Like Insurance 

Unlike old age assistance pro- 
grams jointly paid for by Federal 
and state governments out of gen- 
eral tax revenues, the OA&SI 
system is supposedly a form of in- 
surance in which the insured has a 
firm and undisputed interest, just 
as with any private form of an- 
nuity he might carry. 

Actually, the law, while compul- 
sory for those covered, makes no 
provision by which all insured 
MUST be paid pensions regardless. 
In this respect it differs radically 
from private plans. 

Thus, the insured must contribute 
his tax assessment for maintaining 
the OA&SI fund, and without any 
qualifications or loopholes. On the 
other hand, the qualification that 
a beneficiary must not earn more 
than $50 a month effectively bars 
many from benefiting. 

In order to qualify for the bene- 
fits, the maximum of which are $80 
for the insured and an additional 
$40 for his wife, the beneficiary 
must sharply reduce his earned in- 
come. That is, he may not have a 
combined earnings and pension of 
more than $130 for himself, or $170 
if his wife is 65 or over. 

Thus, a beneficiary of OA&SI is 
permitted to have somewhat more 
than enough money to prevent 
starving to death but too little to 
decently live on 


Employers Suffer 

Ironically then, many employers, 
as self-employed, may have less 
prospect of retiring on a Federal 
old age pension than wage earners. 
More and more employees are de- 
manding and getting private pen- 
sions from employers in addition to 
their Federal pensions. In some in- 
dustries these combined pensions 
range upward to $200 or $300. The 
self-employed will be in the un- 
enviable position, in many indi- 
vidual cases, of being obliged to 


support a pension fund from which 
they cannot benefit while others 
who have contributed no more, or 
even less, will draw pensions. 

Still another joker in the act pro- 
vides that unearned income does 
not count in determining whether 
a beneficiary is eligible for a pen- 
sion. Thus, the more fortunate 
self-employed may, by the time 
they reach retirement age, have 
substantial income-producing prop- 
erties, stocks and bonds. 


Why Discriminate? 

These well-fixed people are under 
no restraints in collecting the pen- 
sion benefits they have paid toward. 
Nor should they be. But, why the 
discrimination against those who 
have not been so successful in lay- 
ing by for their old age? The end 
result of such a policy only forces 
many 65-year-old prospective bene- 
ficiaries to pass up their pensions. 
The price tag is too high, even 
though they’ve already paid in for 
years and, otherwise, are eligible. 

Apparently, the Old Age and Sur- 
vivors’ Insurance is a double piece 
of “social legislation.” It was not 
only designed to provide at least a 
minimum cushion against old age. 
The restriction against gainful em- 
ployment was presumably written 
into the act to force out of gainful 
employment those reaching 65. Cer- 
tainly there appears to be no other 
logical explanation for this joker. 


Shares the Labor 

This exclusion clause gives legis- 
lative approval to the “lump of 
labor” theory widely expounded in 
some economic circles. The “lump 
of labor’ idea conceives of there 
being only so much useful labor to 
be performed, and that this must 
be shared. Ergo, the aged must be 
forced out of their jobs and their 
businesses to make way for the 
young. 

So, for many self-employed, as 
well as a good many employees, old 
age pensions may prove to be illu- 
sory. However, from here on out 
there is nothing illusory about the 
old age tax 
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Does your stock-turn rate give you 
maximum profit? 


by V. N. VETROMILE 


feature writer 


g THERE HAS BEEN a constant 


debate in the councils of advertis- 
ing and selling with regard to the 
minimum gross annual dollar vol- 


ume of transactions necessary for 
the continuously-profitable invest- 
ment of a given amount of capital 
in various kinds of business. 

Closely related to this perennial 
trade subject, if not actually part 
of it, are the stock discussions, in 
both speech and print. They con- 
cern whether volume or profit is 
the more indispensable to financial 
success, and what is the true eco- 
nomic influence of stock-turn- 
that is, the turn-over rate—on 
profit-making 

The amount of the original capi- 
tal investment of a stationery es- 
tablishment is chief and foremost 
among all other factors and con- 
siderations determining the mini- 


mum gross annual volume of 
business required to operate suc- 
cessfully at the standard mark-up 


of the trade 


Volume Differs 


The $50,000 or $60,000 investment 
in a full-line stationery and appli- 
ances outlet will obviously require 
a larger constant volume at the 
same mark-up than would a 
$25,000 investment in a _ smaller 
business in order to achieve a com- 
mensurate net profit 

The annual volume of the larger 


outlets, furthermore, would have to 
be sufficiently larger to absorb the 
larger overhead charges and still 
return the same percentage of net 
profit 

It is exceedingly trite and aca- 
demic to say that a store can never 
have too much volume. Volume is 
one of the broad abstractions of 
the art and science of business 
investment, and the profitability of 
any given amount of volume can 


not be measured arbitrarily and 
mechanically by any device com- 
parable to a thermometer. 
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In each kind of retail trade, there 
is a certain immutable minimum 
gross dollar-volume of yearly busi- 
ness—variable with the _ capital 
invested, the nature of the mer- 
chandise, and the operating over- 
head—short of which solvency is 
impossible. If this were not true, 
there could never be too many 
stores of a given kind in any given 
territory and no retailer could ever 
fail. 


Two Classifications 


There are two broad general 
classifications of volume, and either 
can be successful and profitable, 
according to the character of the 
business—namely: the number of 
transactions, and the aggregate 
dollar-value of sales. 

For illustration, dealers selling 
such merchandise as pianos and 
organs, automobiles, motor boats, 
costly jewels and furs, or refrig- 
erating and heating equipment, can 
hardly expect to make the same 
number of sales in a year as a 
metropolitan supermarket, yet they 
may be able to achieve equal an- 
nual volume in dollars of sales. 


The financial success of such 
dealers depends upon a relatively 
large profit extracted from a rela- 
tively infrequent stock-turn as con- 
trasted with the multiplicity of 
transactions and the frequent turn- 
overs at small profit characteristic 
of the grocer, the druggist, and the 
stationer. 

It is clear, therefore, that the 
smaller the profit on the average 
dollar-unit of sale, the more vital 
frequency of stock-turn becomes 
and that the ability of manage- 
ment to maintain profitable opera- 
tion is measurable by both the rate 
of stock-turn that can be achieved 
and the gross annual dollar volume 
of business. 


Stock-Turn Decisive 


Persons who are well indoctri- 
nated in mercantile economics are 
in agreement that the maximum 
profitability of a retail inyestment 
depends upon the amount of busi- 
ness that can be transacted each 
year on the fixed capital and the 
rate of stock-turn. That means, 
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how often the average current mer- 
chandise inventory can be turned 
over throughout the year; this rule 
presupposing, of course, that a rea- 
sonable and definite profit is taken 
on everything sold. 


A profitable rate of stock-turn 
can not be achieved and main- 
tained by skimpy inventories, which 
may mean lost sales, any more than 
it can be achieved by top-heavy 
inventories which require an un- 
duly protracted interval to sell all 
the goods. 

Efficient stock-control aims to 
have in stock just enough of every- 
thing to meet experience-deter- 
mined demands with a little extra, 
perhaps, of any items that are a 
little more difficult to obtain than 
others because of distance from the 
supply factors, seasonal rush, and 
similar circumstances. 

It is futile to argue whether profit 
or volume is the more vital. A def- 
inite unit-profit is the prerequisite 
for financial success in selling any- 
thing. Profit and volume are inter- 
dependent in the financial picture 
of investments, subject only to the 
common-sense requirement that 
the profit be commensurate with 
the volume. 


Management Pays 


This is where the skillfull man- 
agement of a stationery business 
demonstrates itself best—that is, by 
the ability to keep the ratio of ex- 
pense to sales lower than the per- 
centage of increase in dollar-value 
of sales. 

Although circumstances do de- 
velop in which the stationer must 
dispose of certain merchandise at 
less than the standard mark-up of 
the industry, no profit can ever be 
rung up until the merchandise is 
sold. 


To say that turn-over is not 
basically and inherently the im- 
plement of profit-production is the 
same as telling a man that there 
is no difference between working 
for $300 a month and working for 
$300 a year. 

Let me cite an actual illustra- 
tion from experience in the drug 
trade to exemplify the importance 
of intelligent stock-control directed 
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ultimate sale of those goods. 


costs $.96 a year, or $.08 a month. 


too long retarded. 


average dollar inventory. 





How “Stock-turn’’ Can be Defined: 


The term “stock-turn” is simply a measuring rod of the time which elapses 
between the purchase of goods for resale at an anticipated profit and the 


No profit can be made until the merchandise is sold, and meanwhile there 
is always a carrying cost against the anticipated profit. This is bound to 
diminish that profit, or even destroy it, if the goods remain unsold too long. 

Probably there are many stationers who have never actually figured what 
that cost is. A statistically-minded prober of this subject has estimated 
that the average dollar invested in inventory in the average retail outlet 


The cost of carrying an item, therefore, is $.08 a month for every dollar 
of its value, according to his formula which was concerned with low-priced 
merchandise of demand-frequency comparable to drug and grocery products. 
In Mr. Vetromile’s opinion, the figure would have to be at least doubled for 
anything in the price range of a desk or an office safe, but it serves to 
illustrate the risk of this diminishing net-profit return when the turnover is 


In most lines of retailing, the average dollar invested in inventory produces 
$4.00 of sales in one year, which is at least a yardstick by which the 
thoughtful stationer can measure the profitability of the stock-turn of his 








at acceleration of stock-turn, in 
extracting the maximum possible 
net profit from the gross annual 
dollar-volume of business. 

This druggist had a large store 
with an average merchandise in- 
ventory of $15,000. His sales for the 
previous year had amounted to 
$107,143. _His cost of merchandise 
was $75,000, or 70% of sales. He 
had turned his stock five times, 
grossing $32,143, or 30% of sales, 
well covering the standard over- 
head mark-up for the grocery and 
drug trades. 

His operating expenses amounted 
to $25,000, leaving him a net profit 
of $7,143 or 6.6% of his sales. The 
next year, as a result of more- 
intensive merchandising, including 
dynamic displays, _ traffic-pulling 
newspaper advertising, and all-out 
effort in the salesroom, he man- 
aged to turn his average inventory 
six times, and by good manage- 
ment, he succeeded in doing this 
without adding a single dollar to 
his operating costs. 


Rewards Are Good 

He was well rewarded for the 
effort. His total sales for the year 
amounted to $128,889; his cost of 
merchandise was $90,000, but it still 
remained at 70% of gross sales. 
However, he realized a gross margin 
of $38,889, which, although still 30% 
of the year’s sales, produced for 
him an increase of $6,746. 

This achievement increased his 
net gain for that year, percentage- 
wise, from 6.6% to 10.7% of sales— 
all accomplished solely by the 
one extra-turn—the enviable plus- 
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profit that rewards expert manage- 
ment! 

I doubt that this merchant could 
have scored a seventh or an eighth 
stock-turn without increasing his 
operating expenses mentionably, 
but he accomplished the most- 
profitable rate of stock-turn pos- 
sible for that particular’ store 
without increasing his operating 
costs and thereby earned for him- 
self an extra gain equivalent to a 
good extra year’s salary. 


Advertising Pays 

Doubtless the same thing could 
be accomplished by the average 
stationer—at least, in current good 
times. This is not to say that a 
stationer now enjoying five or six 
complete stock-turns annually can 
necessarily increase his stock-turn 
and maintain his net-profit per- 
centage. But it certainly would 
seem to suggest that stationers 
having only three or four complete 
stock-turns could do much better 
with a conservative investment in 
advertising and other promotions 
and with very little increase in op- 
erating costs. Especially is this true 
in instances, of which there are 
undoubtedly many, in which pres- 
ent operating costs have not been 
strictly controlled and are a little 
on the “heavy” side, anyway. 

Furthermore, it is probably a fact 
that there are many instances in 
which, if the stationer himself were 
more omnipresent in the salesroom, 
instead of focused on less-produc- 
tive matters in the office or in the 
stockroom, he would find it a com- 
paratively simple matter to achieve 


the increased sales volume that 
would accelerate his stock-turn 
rate by personal stimulation of his 
selling crew as well as by direct 
contact with his customers. 

There is, of course, an inseparable 
relation between judgment and 
ability in stocking a stationery out- 
let and the expedition with which 
the stock can be turned into money 
so as to achieve the best profit on 
each rotation of the inventory in- 
vestment. 


Watch “Bargains” 

Sometimes, stationers are “talked 
into” buying considerable quantities 
of unpedigreed and unpopular 
items or lines of goods on the lure 
of special quantity discounts or 
other trade “deals” being promoted 
by salesmen in order to get their 
goods into stationers’ stores. They 
are placed alongside those nation- 
ally advertised and trade adver- 
tised supplies and specialties that 
practically every buyer of station- 
ery and office accessories knows. 

The sales of such little-known 
merchandise are likely to be slug- 
gish because of the very fact that 
they have so little prestige and 
publicity momentum, as one might 
call it. The fault is not because 
they are, perchance, “new” special- 
ties, but entirely because they have 
not been introduced with sufficient 
advertising to send buyers to the 
stationer’s store in quest of them. 
They are one cause of frozen in- 
vestments in stock that dilutes the 
profits of retailing. 

It is impossible, of course, to 
escape entirely making some mis- 
buys, intelligence and years in the 
business regardless. The expensive- 
ness of such misbuys, however, is 
necessarily increased in a station- 
ery store the average rate of stock- 
turn of which is abnormally slow. 


Peril Defined 

In addition to the carrying costs 
cutting into the anticipated profit, 
there is the additional hazard that 
the stock-bound items may become 
obsolescent before they can be sold 
—even at a reduced price—and 
salesman have a tendency to lose 
all interest in shelf-bound mer- 
chandise, regarding it simply as a 
nuisance or a “headache.” 

No intelligent stationer would buy 
a carload of this or that, even if 
offered at 25 and 10 off, if he knew 
it would take him five years to 
sell it. Always buy merchandise of 
name-certified value—no terms or 
“deals,” is good advice for any sta- 
tioner. 

(Turn to page 185, please) 
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Planned program brings sales increase 


by AL P. NELSON 


special writer 


gw A CAREFULLY worked-out sales 
training program, backed by sales 
promotion, is helping the Blied, 
Inec., printers and stationers of 
Madison, Wis., attain a satisfactory 
volume of business from its trade 
area, a 14-county territory sur- 
rounding Wisconsin’s state capitol 
city 

A little over a year ago, Blied, 
Inc., managed by Leo Blied, son of 
the late founder, Frank Blied, 
opened a big, modern building in 
Madison. The firm used two large 
sales and display floors, and now 
has the facilities to serve its wide- 
spread clientele more effectively. 

When a man is hired by this firm 
for its office supply division, with 
the understanding that he is to be 
a salesman after a period of train- 
ing, Mr. Blied may let the man 
work a month or two in various 
departments of the store. Later, he 
may drive one of the firm’s trucks, 
so as to become familiar with com- 
pany delivery and customer contact 
problems 


Knowledge Grows 


All this time, too, this man is at- 
tending monthly sales. training 
meetings. He is given a chance to 
absorb all details about Blied oper- 
ations. He listens to factory repre- 


sentatives tell their stories about 
their products, and sometimes he 
even visit factories for further 
raining 

You cannot have too much mer- 


handise knowledge today,” reports 
Mr. Blied, a very keen-minded ex- 


ecutive ‘The salesman must al- 
ways know more about the mer- 
chandise we sell than the customer. 
If he can give the customer this in- 
formation, including ways in which 
this merchandise can be used prin- 
ipally to reduce costs or increase 


profits, he is usually very welcome 
at most offices. We try to train our 


salesmen to help prospects study 
their office problems and _ solve 
them profitably 

As an example of how this pro- 


the Blied firm has 
numerous offices 
14-county trade area. 


gram works 
Standardized 


throughout its 
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Night and Day .. 


Salesmen study needs of the vari- 
ous companies, then try to sell ex- 
ecutives on a long range standard- 
izing plan. The wisdom of this 
program is readily seen and appre- 
ciated by many companies. 

The four Blied salesmen are re- 
quired to turn in daily reports, 
listing the names of companies 
called on, names of officials inter- 
viewed and products discussed. 
These reports are studied at the 
Blied Madison headquarters. Direct 
mail on the products discussed by 
salesmen with certain prospects is 
then sent to these prospects, along 
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. The Blied, Inc., Madison, Wis., store building as it appears 
during the day (top) and at night. 


with a letter. In this way there is 
direct mail followup on salesmen’s 
calls. 

This practice has been followed 
for years and is very productive of 
extra sales, reports Mr. Blied. 

This firm also sells to the school 
and institutional field, and secures 
considerable business from such 
sources. Special office machine and 
furniture problems of individual 
customers in this category are 
studied carefully, and sales ap- 
proaches made on the basis of the 
findings. 

Blied, 


Inc., has an extensive 
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newspaper and radio advertising 
program, in addition to the direct 
mail activities already mentioned. 
The firm sponsors the Fulton Lewis, 
Jr., 15-minute news program every 
evening, and also has spot an- 
nouncements on the three Madison 
radio stations during the day. Mr 
Blied states that local radio sta- 
tions have a wide listening audience 
in the Madison area, and such ad- 
vertising pays. There are numerous 
instances of sales that can be 
traced to such advertising, 

The new Blied building has a 44- 
foot front and is two stories high. 
The windows on both floors are 
from floor to ceiling which allows 
traffic to see deep into each floor 
level and note the merchandise on 
display. 

There is a string of spotlights 
across the window areas on both 
floors, in addition to fluorescent 
ceiling lighting. Such splendid 
lighting makes the store very at- 


tractive both night and day. 

Most of the office furniture and 
equipment is located on the big 
upper floor. The printing depart- 
ment is at the rear and is managed 
by Ray Blied. 

Some office equipment is also 
carried on the first floor, along with 
stationery, greeting cards and other 
office supplies. The firm has 15,000 
square feet of space in this building 
and is also renting another 5,000 
square feet for storage space. A 
total of 35 persons is employed in 
the printing and ‘office supplies 
divisions. 

The Blied firm was founded in 
1891 by Frank C. Blied, father of 
Leo and Ray. The elder Blied 
started a weekly newspaper and 
also sold stationery and office sup- 
plies. In fact, there is good evidence 
that the firm was first in the office 
supply business in Madison. 

The weekly newspaper was dis- 
continued in 1920 and the energies 


of the company concentrated in the 
office supply division and job print- 
ing. Both divisions have flourished 
ever since. The elder Blied, besides 
being active in business, was also 
a leader in Catholic charities. For 
his work in this field he was dec- 
orated by the Pope. A large picture 
of the elder Blied hangs on the wall 
above Leo’s desk today. 

There are many persons in the 
office supplies division at Blied’s 
who have been with the company 
for many years. Included are Au- 
gust Skolaski, purchasing agent, 27 
years; Robert Fischer, office man- 
ager, 25 years; Chas. Hoffhene, 15 
years; Ned Fauerbach, store man- 
ager, 12 years; Hank Turveille, 9 
years; Bud Schmidt, manager of 
service department, 9 years; Vic 
Hart, machine maintenance, 8 
years, and Herman Liebtrau, ware- 
house foreman, 10 years. Leo Blied’s 
daughter, B’Ann Blied, is manager 
of the greeting card department. 








THE SALT LICK 
Monthly Musings on Salesmen 
and Their Problems 








by L. R. ADDINGTON 


Vice-president, 

Dealer Sales, 

Art Metal Construction 
Company 


@ WE ARE IN the busi- 
ness of selling better meth- 
ods, better work benches, 
better working conditions, 
and better service to cus- 
tomers through the sale of the products which this 
industry supplies to American business. 

Equally important to American business are the 
ideas and suggestions which the salesman in our 
industry make to their customers which help them 
become better businessmen and better business or- 
ganizers. 

Obviously, all of these are plus qualities and as 
such reflect credit upon our industry. The challenge 
of this article is to ask salesmen whether they do 
things each day in the presence of their customer 
which might create a negative reaction in the rela- 
tionship at the time a call is made. 

Item No. 5 as noted in the first article in this series, 
stated that the salesman should equip himself with 
clean, up-to-date price lists and catalogs. This seems 
a fairly obvious and simple statement, probably ac- 
cepted as something which every salesman does 
naturally. 
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Let's take a second look and ask ourselves some 
questions. When you see a person traveling first 
class, you unconsciously look at his baggage to ob- 
serve its quality and condition. 

When a salesman walks into an office, the pros- 
pect invariably (if you will notice) takes a look at 
the salesman’s briefcase or bag the minute he walks 
through the door. 

The second question which we would like to ask 
is: Is this bag or briefcase ever set on the customer’s 
desk or table where it is doubly conspicuous? 

Before it is even opened, the prospect registers the 
following impressions: 

1. Whether it is clean or dirty. 

2. Whether it is well or badly cared for. 

3. Whether it is old or new. 

4. Whether it is quality or sham. 

If his observations register a plus on these counts, 
the salesman has taken the first step toward a good 
interview. 

The second act which the customer is waiting for is 
to find out “what's in the bag.’ We must again ask 
some questions. 

1. Does the salesman know ‘what's in the bag?” 

2. Is the material arranged so that he can remove 
from it quickly, pertinent information on the subject 
being discussed? 

3. When it is removed and handed to the prospect, 
is it fresh and clean so that it can be left without 
apology as to its condition? 

As an observation, we believe we can say that one 
of the most important phases of a salesman’s daily 
activity is that each morning, almost as a habit and 
a ritual, the salesman should spend a few moments 
carefully checking and arranging the contents of his 
briefcase. He must have immediately available and 
in clean condition, supporting circulars and infor- 
mation to supplement and keep alive the interest 
created on his daily calls. Last, but not least, his 
catalogs and price lists should be as well groomed 
as he tries to be when he is calling on his best girl. 
Next Month—lIt Pays to Be Clean and Well-Groomed 
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Brock Press Officials . 


office furniture section. 


. . Jerome H. Wallston, president; John E. Levis, head of 


Public showing dramatizes new products 


by ALBERT S. KESHEN 


feature write! 


g@ SHOWMANSHIP in announcing 
an important new item that has 
just come on the market means 
getting the sales campaign off to a 


good start. That specialized group 
if the public who would be most 
likely to be interested in the prod- 
ict must be immediately impressed 


handise. Glamorize it 
if need be, but give them every op- 
portunity to look at it. 

An enterprising dealer who be- 
lieves in virtually rolling out the 
red carpet when an outstanding 
piece of equipment arrives, is Brock 
Press of Stamford, Conn. There, a 

rganized campaign 

invite a certain 
business community 
look over the item 
wing during which a 
entative is on hand 
features 


with the mer 


oncerted 
carried 

egment of the 

into the st 

at a publi 

factory re} re 


» explain 


Issued Invitations 

This build-u is preceded by 
ition to executives 
through the mails, newspaper ad- 
talking it up by the 
sales force. Such an occasion, of 
‘ourse, should not be overdone as 
constant call ipon the business 
people to come in and look over 
something new might get tiresome 


persona! 


vertising 


and sparing of time for this purpose 
is often difficult. 

Therefore, Brock Press limits its 
public showings to three or four 
occasions during the year and then 
only on the most selective mer- 
chandise. 

The success of such a campaign 
with Modular desk units aptly illus- 
trates the usefulness of such an 
effort. At that time, the public 
showing was staggered out for two 
days during normal business hours 
so that everyone invited had a 
chance to come over. 

The basement showing was espe- 
cially set up for that purpose with 
the desk units arranged for easy 
inspection. A salesman was always 
present to supplement the running 
commentary of the factory man, 
and refreshments were served. 


Color Slides Help 

Lending a further air of interest 
was showing of three dimensional 
color slides of the desk at various 
angles along the wall and in dif- 
ferent types of rooms and offices. 
This further helped to visualize the 
product as it was actually in use. 

Brock’s also believes in demon- 
strating merchandise by actually 
using it for the firm’s own office 
purposes and visitors to the estab- 
lishment had another opportunity 
to see the desk in action by merely 
walking over to the store’s execu- 
tive rooms. 

The public showing of the desk 
was well attended and considerable 
interest aroused leading to future 
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sales because the affair was so well 
advertised. 

In the invitation letter to key 
executives, a line-cut of the desk 
was printed on the letterhead along 
with an outline of the main fea- 
tures. This was above the signature 
of John E. Levis, head of the office 
furniture section. The hand-picked 
group invited included doctors, 
lawyers and executives of large in- 
dustrial firms, who were recom- 
mended by the staff’s salesmen or 
picked out of the directories. 


Use Other Publicity 

Supplementing the mailings was 
an announcement of the affair in 
newspaper advertising, also illus- 
trated with an open invitation for 
those interested in the product to 
come in. Another tie-in was the 
window display on Stamford’s main 
street which drew the attention of 
passing traffic. 

A similar type of public showing 
has also been found useful in ad- 
vertising office chairs. For that 
equipment, however, Brock’s went a 
step further and arranged a movie 
film on the subject at the Stamford 
Exposition of Progress. 

Held for one week, this color film 
with sound track was an additional 
treatise on the subject explaining 
the proper chair for each type of 
occupant, the different models 
available and so on. After the film 
preview, the audience was invited 
over to Brock’s showroom to see the 
chairs described. 

This company relies heavily on 
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direct-mail for outside promotion 
but sees no value in sending out 
letters promiscuously. They must 
be addressed to a particular execu- 
tive in order to assure proper read- 
ing. Therefore, the mailing list is 
built up by sending form letters to 
the companies asking them to fill 
in the names of their executives 
from president down to purchasing 
agent. A _ self-addressed, prepaid 
envelope is addressed. When this 
information comes in, then Brock’s 
mailer can pin-point the letter to 
the executivé most likely to be in- 
terested in the merchandise de- 
scribed. 

Every attempt is made to wrap 
up the entire promotion campaign 
—direct-mail, newspaper advertis- 
ing and window display—around 
one item at a time. For example, 
if letters and advertising space 
are concentrated on visible record 
forms, then the window showing 
will also carry out this theme. 


Outgrew Services 

Established originally as a print- 
ing firm some 30 years ago by the 
late Harry Brock, the firm soon out- 
grew its original services, branching 
out into publishing, stationery and 
office machines and furniture. 

With 28 employees, the firm occu- 


some years ago. The street floor is 
used for sales of gift cards and sta- 
tionery, basement for office furni- 
ture and appliances, with the print- 
ing department and warehouse in 
a separate building in the rear. 

To provide for sales specialization 
and better executive control, the 
four principal departments are 
headed by their own staff officers: 
printing, Jerome H. Wallston, who 
is president of the firm; office fur- 
niture, John E. Levis; commercial 
stationery, Paul B. Maravnick; and 
office machines, Herbert Devon- 
shire. 


Salesmen Stay 

Brock’s has been experiencing a 
slow employee turnover, possibly 
because the firm controls certain 
desirable lines or due to its good 
reputation for service to customers. 
Another important factor, however, 
is management policy in treatment 
of salesmen. 

“We hold a sales meeting every 
Saturday morning at which all of 
our five outside representatives are 
asked to attend,” explains Mr. Levis. 
“There are no holds barred at these 
open forums. If the salesmen think 
that management is doing some- 
thing wrong, they speak up and tell 
us so. And we hash out the ques- 


ing. A situation that one salesman 
has had, may easily come up to 
bother another. Sometimes, we 
have some pretty hot arguments— 
but when the meeting is over, 
everyone’s mind is clear, the ques- 
tions are settled, and there is a 
great feeling of mutual confidence.” 


Are “Sold on Job” 

If a salesman is not making ade- 
quate progress with any account or 
prospect, he is often the first to 
Suggest that another man take 
over the calls. And when an ac- 
count is taken away from a sales- 
man, he is always compensated 
with other equally good calls. 

“The secret of a good sales staff,” 
comments Mr. Levis, “is happy 
salesmen. Before we put a man on, 
we are convinced that he is sold on 
the job and prefer a family man 
with a happy home. Then we do 
everything possible to make his 
business life happy as well. A man 
with a grudge—against his wife or 
against his boss—cannot be a good 
salesman. 

“By the same token we would 
never think of employing a man 
who applied to us while he was 
working for a competitor. If he is 
unhappy elsewhere, he may become 
unhappy here. If we can tempt him 





pies its own two-story building, tion. 
fronting the main street in the city, 
and rebuilt after a disastrous fire 








(Case Histories Reported 
by Albert Woodruff Gray) 


THE MONEY OR THE FURNITURE 


@ A PURCHASE OF furniture and fixtures in California was made 
by a conditional sales agreement with the usual provision for 
payments by monthly installments. The contract also provided 
that if the purchaser failed to pay as agreed the seller could 
terminate the contract and take back the furniture. 

When the purchaser failed to make his payments on time the 
seller sued, asserting that he elected to end the agreement and 
take possession of his property, asking at the same time that he 
be adjudged the owner and decreed immediate possession of the 
goods. 

In the action he also asked damages for the unlawful with- 
holding of the furniture by the buyer and judgment for the balance 
still unpaid on the account. After he had brought this suit, how- 
ever, the seller seized the goods. 

Of this seller's effort to recover the unpaid balance the Cali- 
fornia court said, The law seems well settled that the seller un- 
der a conditional sales contract is given an election of remedies. 
He may terminate the contract, retake the property and retain 
the momey theretofore paid or he may treat the transaction as a 
sale and sue for the balance of the purchase price. There is 
no disputing this rule but the remedies being inconsistent he 
could elect which he would pursue but he cannot have both. 

When the contract is terminated and the property repossessed 
the buyer is released. Obviously the vendor cannot then pursue 
the alternative remedy of recovering the unpaid balance of the 


account.” 
x *k * 
Reference: 


Cocores v. Assimopoulos, 15 Pac. 2d 892, California 


“In the same way, all individual 
problems are discussed at the meet- 


what the courts say— 


with more money, somebody else in 
the future may tempt him away 
from us!” 


SELLER LOSES CASH REGISTER 


@ A CASH REGISTER was sold to a New York state buyer. The 
buyer received a credit of $275 for a used machine, paid $120 
on account and contracted to pay the balance of $975.48 under 
the terms of a conditional sale agreement. 


Later when the seller became insistent in demands for pay- 
ment the officer of this corporation who had signed the purchase 
contract, said he was getting out of the corporation but that an- 
other officer of the company would personally sign a second con- 
tract if more time could be given for paying the past due install- 
ments. This was done and the new contraci signed by the secre- 
tary of the company. 


The first contract, however, had not been filed as required by 
the statute in that state. When the company became bankrupt 
shortly afterwards both the trustee in bankruptcy and the seller 
claimed the cash register. 


The Federal Court of Appeals last year pointed out in its hold- 
ing that the seller has lost its ownership and right to the pos- 
session of this cash register, that the officer of the purchasing 
company when he signed the second agreement, was actually 
acting for the company and not as an individual purchaser. 


Hence, even though this contract was filed, it failed to comply 
with the law requiring that such a contract state the name of the 
real buyer, which this contract did not do, but instead stated the 
name of this individual who was not the real buyer but merely 
signing for the ccrporation. 


“The contract which omits the name of the buyer is as in- 
effectual against his trustee in bankruptcy as one which omits 
the description of the goods sold.” 


x *k * 


Reference: 
Newfield v. National Cash Register Company, 186 Fed. 2d 883 
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by Irving Settel, authority on retail advertising 


m= BECAUSE of its simplicity, the package in- 
sert is often overlooked by office appliance deal- 
ers. Nevertheless, this unique promotional piece 
offers extra opportunity for low-cost merchan- 
dising. 

The package insert is any type of promotional 
literature which can be included with items of 
merchandise being sold. 

It provides an excellent means of creating 
repeat business in your store. You sell an item 
to a customer. You insert a simple leaflet or 
flyer into the package as you wrap the mer- 
chandise. The “advertisement” travels with the 
product. It is read at the moment the customer 
unwraps the package .. . with consciousness 
of your store name at its peak. This is the per- 
fect psychological moment. 


Has Little Competition 

Important too, this insert has little or no 
competition fighting for the reader’s attention. 

As contrasted to newspaper and magazine 
advertising, there are no stories, no comics, no 
editorial matter to divert attention. It stands 
and falls upon your advertising message. If 
the message is effective, repeat business is the 
result. If you offer the right merchandise at 
the right price, the customer will probably re- 
spond. 

As an advertising and selling medium, the 
package insert is extremely versatile. Here are 
just a few of the many jobs it can do: 

THE PACKAGE INSERT CAN SELL AND 
PROMOTE THE STORE IN AN INSTITU- 
TIONAL MANNER—Here is an excellent and 
inexpensive way to sell your store as a worthy 
institution. It offers an opportunity to tell the 
customer about your quality merchandise, your 
economy prices and your service. It gives you 
a chance to explain your credit offerings, your 
guarantees and your courtesy. 

THE INSERT CAN SELL RELATED ITEMS— 
No matter what items have been sold, it is pos- 
sible to tie in some related item. These items 
can be effectively promoted with your package 
insert. 

THE INSERT CAN PUBLICIZE YOUR OTHER 
ADVERTISING. Many office appliance retailers 
have had printed a simple leaflet, describing 
their radio shows, or simply saying “Watch 
for our weekly ads in the Daily Gazette.” It 
offers a reminder and a semblance of co-or- 
dinated advertising. It publicizes publicity. It 
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26. Package inserts help in advertising 


advertises advertising. This will stimulate even- 
tual business. 

THE INSERT CAN SELL GENERAL MER- 
CHANDISE—Any items can be sold and have 
been sold with package inserts. As a matter of 
fact, many manufacturers have long recognized 
this fact. They have spent large sums of money 
to print elaborate package inserts selling other 
items which they manufacture. As far as the 
office appliance retailer is concerned you can 
remind him that the next time he goes shopping 
he should buy this or that item. 

THE INSERT CAN SELL SPECIALS—“Spe- 
cials” are somehow ideal for package inserts. 
With this medium, you can effectively offer 
special sales and promotions. 

This is a good way to get the customer to 
revisit your store after having made a purchase. 
If you offer something really special, he will 
come back to participate and perhaps buy items 
other than those offered. 

PACKAGE INSERTS ARE EXCELLENT FOR 
PUBLIC RELATIONS—A progressive retailer 
constantly builds public relations. This requires 
consistant campaigning and an effective method 
of presentation is with package inserts. For ex- 
ample, thanking the customer for the purchase 
is of great importance. Do so with the insert. 
You will be building good will. You will be im- 
proving customer relations. 


Physical Construction Important 

The appearance of the package insert is 
probably just as important as the contents. The 
layout must be striking and interesting. It must 
get immediate attention. It must maintain that 
attention. It must promote action. 

All of the basic principles of good advertising 
and salesmanship must be applied. For exam- 
ple, large, bold and simple headlines will help. 
Illustrations are always good. Short copy is im- 
portant. If you are selling merchandise, prices 
should be used. Color always helps. 


Variety is Necessary 
A series of different inserts is helpful. New 
messages should be offered constantly. Change 
your package insert at least once a month to 
eliminate the possibility of the same one twice 
to a customer. Have enough on hand to meet 
any situation which may arise. Usually three 
or four different leaflets are sufficient. 
(Turn to page 235, please) 
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MODERN DISPLAY 
CONSULTANT DIES 


George D. Taylor, who since April of 
1948 has conducted a department on 
modern display for OFFICE APPLIANCES, 
died on Sunday, September 28. 

A daughter, Miss AlVerna Taylor, re- 
ports that his passing came very suddenly 
and was a shock to his immediate family 
as well as his associates in business and 
on this journal. 

Early in the Spring of this year Mr. 
Taylor severed his connection with the 
Western Office Furniture Company and 
accepted a position in a promotional 
capacity with Belcher & Schacht, dealers 
in office equipment and supplies af 251 
American Ave., Long Beach, Calif. He was 
happy in his new work and broadened 





The Late George D. Taylor 


opportunities in the field of display which 
he knew so well. 

In this and succeeding issues OFFICE 
APPLIANCES will present articles which 
were completed by Mr. Taylor before his 
untimely death. Arrangements will then 
be made for continuation of the depart 
ment under new direction. 
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Baby Pictures Feature This Window Displaying Parker Pens 


Combine traffic stoppers 
with merchandise 


by GEORGE D. TAYLOR 
display specialist 


@ OUR PHOTOGRAPH ILLUS- 
TRATES a combination display 
used during Father’s Day week at 
Belcher & Schacht’s, Los Angeles, 
Calif. The main “traffic stopper” 
was provided by the cunning babies 
photographed in various poses ex- 
pressing their opinion of the “21” 
pen manufactured by the Parker 
Pen Company. 


There were very few window 


shoppers (if any) who could pass 
by these clever kids. Most people 
were stopped cold and the photo- 
graphs, mounted five to each piece 
of black showcard board, were the 
center of much merriment and 
comment. Best of all, from the 
management’s viewpoint, the pen 
business was stimulated and a 
great deal of favorable promotion 
resulted. 

The purpose of the current arti- 
cles in this column showing photos 
and presenting comments on the 
windows installed by the writer is 
to show our readers how many dif- 
ferent types of displays can be pre- 
sented without change of basic 
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props. Used in many different po- 
sitions and with many various types 
of merchandise, a different appear- 
ance to the front of your store is 
possible if you plan what your next 
move is to be. If the reader has 
saved, and will continue to save 
these photographs as they are pre- 
sented, he will be able to see for 
himself how these changes are af- 
fected and much of what he sees 
will be applicable to his own win- 
dows. 

The current photograph empha- 
sizes still another use of the back- 
eround, drug store stands, and the 
Decca Poles which have been the 
center of these discussions. Busi- 
ness building displays are a possi- 


Mass display of reconditioned portables 


bility with the right approach to 
the problem and suitable fixtures 
are the first move. The merchan- 
dise must be shown before it can 
be sold and this is not an easy 
thing to do under any circum- 
stances and certainly an almost im- 
possibility without props. 

Before the photograph was 
taken, greeting cards were dis- 
persed among the various items 
which ordinarily are not accepted 
in the public mind as being “gift 
material.” 

The display of drafting equip- 
ment was given the card treatment 
and as a result Dad received that 
Slide rule he had been wanting for 
Father’s Day. Atmosphere helps to 


build sales and there is nothing 
simpler than the greeting card to 
supply this atmosphere. This is 
true, in fact, all the year around 
and if you want to promote any 
article as a gift, a birthday or an- 
niversary card will add that extra 
appeal which many times will 
cause the customer to purchase the 
merchandise. 

There will be several more pres- 
entations of window display units 
built by means of these props. It 
is the sincere hope of Orrice ApPLi- 
ANCES that you will get some prac- 
tical ideas for display in your store. 
Inquiries will be welcome and any 
advice requested will form the basis 
for discussion in this column. 





steps up sales of new typewriters 


by ROBERT LATIMER 


staff writer 


g@ MAINTAINING A HUGE “mass 
display” of perfectly-reconditioned 
portable typewriters has proven the 


ideal means to boost new portable 
sales for the Woodliff Office Ma- 
chines Company, Waco, Tex. 

M. W. Woodliff, head of the firm, 
has spent 10 years in portable type- 
writer merchandising. Comparing 
the results of every promotion and 


display idea, with others, he has 
come up with what he believes 
is the most consistently effective 
profit-building system. 

“Portable typewriters are a field 
all to themselves,” he indicated 


with a smile ‘To capitalize on 
the two major sales opportunities, 
which are, of course, the back-to- 
chool period, followed by the 
Christmas holiday season, the deal- 


er must Keep his promotional efforts 
ip the year around.” 


A Good Market 
Woodliff Office Machines Com- 
pany in downtown Waco carries one 


of the largest selections of portable 
typewr.ters in the state. There are 
plenty of reasons, in the fact that 
Waco is the home of football-fa- 
mous Baylor University, has five 
major high schools, with typing 
classes for students, and a number 
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of seminaries and religious-training 
institutions, which are likewise 
jammed with students. 

In addition, recent militarization 
of the area has brought in thou- 
sands of young air force personnel, 
who are also good portable type- 
writer prospects. 

The stock, made up of all four 
major lines, has been kept turning 
over because Mr. Woodliff has 
consistently campaigned for a 
“portable typewriter headquarters” 
reputation. 


Keeps Windows Stocked 

The most effective means of 
accomplishing this, he found, was 
to keep the window stocked at all 
times with at least a dozen models 
of portables of varying ages and 
makes which have been perfectly 
reconditioned in the repair depart- 
ment, refinished, and which are 
offered at attractive prices. 

The display, while it changes con- 
stantly, is not only profitable in its 
own right, but is responsible for 
most of the new portable typewriter 
sales made. “We actually hate to 
see a used machine go,” it was 
pointed out, “because this leaves a 
gap in the window display, one 
which must be filled in again, and 
the chances are that that portable 
might have sold us a dozen new 
machines in the space of a year.” 

While the Waco office machines 
dealer makes no effort to “over 
sell” his student customers, he 
manages to “trade up” at least 75% 
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of those who come in interested in 
a used portable into buying a new 
machine. Pointed out is simply the 
fact that the portable represents so 
many years of use, and that in pur- 
chasing a reconditioned machine, 
the student is actually buying less 
“use time” rather than actually 
saving money. 

With liberal credit plans made 
possible through the relaxation of 
government restrictions, Woodliff’s 
is likewise able to work out “tailor- 
made” payment plans to meet the 
varying income situations in which 
students find themselves. There is 
no such thing as a “no down-pay- 
ment” sale, but, the Texas dealer 
gladly shifts the down-payment 
around to suit the student’s needs, 
so that there is no danger of re- 
possession, or of credit risk in- 
volved. 


“Trade-Up” Machines 

As soon as a high school or col- 
lege student enters the store, and 
asks to see a used machine, the 
“trading up” process begins. While 
the student, of course, is shown the 
machine he asks for, he is immedi- 
ately steered to a new one, and 
asked to try it out as well. 

There are bound to be several 
differences between a new and old 
machine which provide a favorable 
comparison for the new, and it is 
not difficult to put over the idea 
that the student’s work will be ad- 
vanced proportionately. 

“Most teachers and college pro- 
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fessors nowadays make an issue of 
preferring typewritten themes, les- 
sons and essays,” Mr. Woodliff said, 
“Which, of course, is well in our 
favor. Indicating that the new 
machine will turn out the most eye- 
appealing, neat copy possible, like- 
wise carries much weight with 
students, particularly those who are 
taking liberal courses which involve 
a great deal of composition.” 

Wherever possible, names and ad- 
dresses of students who for some 
reason or another, were not sold, 
are taken down, and they are fol- 
lowed up by direct mail through 
the remaining months. 

Students who are still unsold at 
Christmas-time, provide the ideal 
“prospecting field” when letters go 
out to the parents, suggesting that 
a portable typewriter would make 
an ideal “Christmas gift which 
keeps on giving.” Follow-ups of 


Approaching the Christmas 


by GEORGE D. TAYLOR 
display specialist 


@ HERE ARE A FEW pointers fre- 
quently overlooked or discounted by 
the busy office supply dealer at this 
most important time of the year. 
All too often the Christmas business 
is not promoted because of the er- 
roneous opinion that the season is 
of itself sufficient promotion. 

This idea would be true, perhaps, 
in the small centers of the nation 
but in the large industrial areas 
competition is so keen that promo- 
tional aptitude is a must if one 
wants to get the most out of the 
Yule business. 

It is an error to just crowd the 
show window with about everything 
you have purchased for the Christ- 
mas trade, hoping that in some 
magic fashion the public will see 
everything you have to offer in this 
one mass (or mess) arrangement. 
It is wrong, too, to think that 
this trim (usually installed just be- 
fore Christmas opening time) will 
suffice for the entire 1952 Christ- 
mas season. 

Your merchandise should be in- 
telligently arranged in your show 
window from plans drawn up in 
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this sort show a very high per- 
centage of return for Woodliff Office 
Machines Company. 

Used portables have just about 
as strong an appeal during the 
Christmas season as at other pe- 
riods of the year, it is likewise 
found. Gift purchasers, who toy 
with the idea of presenting their 
youngsters or friends with a used 
portable typewriter, are often more 
easily sold on “trading up” to a new 
machine than the students them- 
selves. 


Repairs Important 


Ability to turn out handsome, 
impressive gift packages, right in 
the shop, has helped to win a lot 
of good will, and circulated news 
of the Woodliff portable typewriter 
line far beyond the city’s confines. 

Lastly, the repair department is 


detail and followed to the letter. 
The Christmas display should be 
changed every week and a different 
article of merchandise should be 
featured in the gift arrangement. 

The business of the show window 
is to attract attention and this can 
only be done to your advantage 
by featuring the slow-moving and 
long-profit items in attractive 
and different showings during the 
Christmas season. Be sure that 
your windows have that gift look; 
keep them fresh and clean and in- 
teresting. 

It is very important to make your 
store distinctive at this season of 
the year. This can be done by use 
of a theme that cannot be found 
in any other store in your city. 


Must Stress Theme 

There are many ideas that can 
be used to convey the gift mes- 
sage and the more unusual you can 
make the scheme used in your store 
the more attention you are going to 
get from Mr. John Q. Public. The 
big stores know this and the reason 
they emphasize their theme is be- 
cause they know that the public 
connects that theme with the mer- 
chandise seen in the window. 

Quite often, customers tell the 
wife or the husband about “that 
store on Third and Locust” or about 


of extreme importance. “We have 
sold a heavy percentage of our port- 
able typewriter volume year after 
year to customers who brought in 
an old machine for repairs,” Mr. 
Woodliff said. 

“Pointing out that the machine 
will quite likely require similar re- 
pairs time and time again, and in- 
viting the customer to take advan- 
tage of low monthly payments, has 
convinced many of them of the wis- 
dom of trading it in. We keep our 
prices moderate, make instant ad- 
justments to satisfy the customer 
whenever there is any question in- 
volved and offer fast delivery serv- 
ice. Frequently, we have often 
taken students on tour of the re- 
pair shop, merely to impress them 
with its neatness and efficiency. 
Combined, these operational ele- 
ments make up our portable type- 
writer merchandising program.” 


that location, “the one that has the 
Chinese Santas in the window.” 
Yes, a distinctive, different theme 
has a lot to do with the amount of 
items you sell at Christmas time. 
Another point of importance is 
the signing of the items featured 
for Christmas. It is important to 
have embellished cards featuring 
the theme, you have chosen and 
each one carrying your name. 
Repetition is an important method 
of good advertising and if you want 
the “just looking” customer to re- 
turn and make the purchase it is 
important for you to keep your 
name before him at all times. 


Not Always Known 

Don’t make the common mistake 
of thinking that because you have 
been in that same location for 10, 
20 or 200 years that everyone in 
the community knows you and your 
store. This is far from the truth 
and even at Christmas time, in fact 
more so than at any time of the 
year, you have a chance to add 
new customers to your list who 
otherwise would have forgotten 
where they saw that cute desk 
lamp or box of stationery. 

Your name on each and every 
reader card many times forms a 
link between the customer and the 
merchandise which assures you of 
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the sale. Remember to place on 
your signs the theme, the item, the 
price, and your store name. This 
is very important. 

Now a word about price. At this 
season of the year you need have 
no doubt in your mind about the 
price question. Be sure to ticket 
everything in your show window. 
The shopper is looking for a gift 


— J 





One Way to Effectively Show Three Different Groups of Merchandise 


he can afford and price is very im- 
portant to him. 

The man who is going to buy an 
expensive gift for a friend, or for 
the one he loves, will be encouraged 
rather than discouraged by the 
price revelation because he started 
out to buy the best anyhow. Use 
small cards with a tiny Christmas 
poinsetta or embellishment. I have 





Balanced groupings 
in window displays 


by GEORGE D. TAYLOR 
display specialist 


@ THE ACCOMPANYING photo- 
graph shows a display installed in 
a narrow window showing three 
distinct groups of merchandise in 
a well-balanced, well-lighted ar- 
rangement. When your display 
space is limited it is all the more 


important to use more unit trims 
in arranging your merchandise 
trims. 


As can be readily seen, three 
floor-to-ceiling groups were used in 
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this small window to promote three 
separate departments in the store. 
This is a splendid idea for a store 
with just one small window with 
which to work. One more depart- 
ment could have been represented 
in a window such as this by means 
of the covered, winged, boards ad- 
vocated so repeatedly in this col- 
umn. 

When you stop to consider the 
average display in the office furni- 
ture windows throughout the coun- 
try, arranged in these long narrow 
windows, it will gradually dawn on 
you just how important it really 
is to smarten up those inadequate 
windows and to freshen them from 
time to time so that they, in spite 
of their inadequacy, will do a maxi- 
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found the gift tag sold in most 
stationery stores very handy for 
this purpose. It will pay you to 
put forth a special effort towards 
outstanding Christmas windows. 
Plan them—spend some reasonable 
money on them—keep them ap- 
pealing. It will pay you to pay at- 
tention to them when appealing for 
Christmas trade. 


mum selling job for you. 

The repetitive sign idea shown 
in the photograph is another very 
valuable idea for you to use. You 
cannot get your name in front of 
the public too often. In this par- 
ticular case the three similar signs 
all bear the name of the dealer, 
but in each case connect it with 
another product. Repetition is very 
valuable from an advertising stand- 
point because it emphasizes the 
name of your place of business and 
couples it with the various products 
presented. 

Don’t neglect those narrow, seem- 
ingly-useless display windows of 
yours. They do a perpetual job for 
you year in and year out. Many 
merchants would love to have more 
newspaper advertising and yet feel 
they cannot afford it and yet these 
same merchants fail to take advan- 
tage of the 365 days and nights 
per year advertising which their 
display windows afford. This is 
short sightedness personified and 
is costing these men more than 
they ever would dream. 


Use Modern Approach 

Don’t allow your thinking or lack 
of it to lose that attainable busi- 
ness. Work out that display prob- 
lem for your store. Present the story 
of your merchandise and your serv- 
ice by means of a modern approach 
to the problem. Purchase those fix- 
tures which heretofore you have 
felt are not necessary. 

Always keep your eyes open to 
the fact that you might be wrong 
in your unbending attitude. Men 
are often their own jailers and this 
is true in a business sense as well 
as in other pathways of life. Nar- 
row your train of thought and your 
business chances will narrow with 
it. Broaden your thought channels 
and put new ideas into action. This 
is the way that leads to successful 
store operation. 
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But, what is service? 


by MARIE GRANT 
special writer 


@ OFFICE FURNITURE dealers 
have long accepted the fact that 
service is the answer to building 
and holding customers. But, just 
what is service? Webster defines it 
as being an “act of helpful activity.” 
That definition, while clear, leaves 
extension to the individual 

While most progressive firms have 
incorporated a comprehensive dec- 
orating service for customers, is 
this, plus expeditious delivery and 
a co-operative attitude, sufficient? 

The Kelly Company of Salt Lake 
City, in business since 1874, believes 
that the firm rendering the special 
service is the one to build customers 
consistently year after year. Each 
concept in operation is constantly 
adjusted to meet changing business 
needs. 

“We believe that a successful op- 
eration is dependent upon having 
the desired merchandise in stock 
for immediate delivery,” says Louis 
D. Davis, manager of The Kelly 
Company. 


Stock Under Control 


“Shortages have been resolved in 
our experience, making it feasible 
to meet the merchandising ideal of 
having what the customer wants, 
when he wants it, and at a price 
comparable with that of the compe- 
tition. The small demand item, we 
believe, should be stocked as well as 
those items which move rapidly. 
That is an important part of service 
and any customer has the right to 
demand it. 

“With such avid concentration on 
stock control in recent years, many 
firms have cut stocks of rarely- 
requested items; have endeavored 
to build a turn-over of nine to 10 
times a year. It may be good as far 
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Furniture Display at The Kelly Co., Salt Lake City, Utah 


as capital investment is concerned, 
but it backfires in customer confi- 
dence and good will. 

“Shallow, over-controlled stocks 
are equally disastrous in our ex- 
perience. We believe in ordering 
a 90-day supply on all items and in 
limiting ourselves to two to three 
turnovers a year. To us, the great- 
est single factor in service lies in 
having the merchandise required in 
stock.” 

The salesmen in the field are 
trained to be more than mere sales- 
men; they are good will ambassa- 
dors. Each is taught to understand 
the particular business; its prob- 
lems, its requirements. Talking 
with business men, they unearth 
the appliances needed for efficient 
operation. 

With changing business trends, 
needs will vary. This awareness re- 
sults in a very close working agree- 
ment with Shaw-Walker. Twice 
each year, a Kelly Company repre- 
sentative takes the suggestions of 


firms in the field to the research 
laboratories. It is frequently true 
that an appliance or piece of furni- 
ture required for one business will 
meet the requirements of many 
other firms throughout the country. 
It is expedient for Shaw-Walker to 
satisfy this need. Through Kelly 
Company’s co-operation it not only 
holds customers, but builds new 
ones. It is a method of contributing 
something tangible not offered by 
the competition. 


Here’s Co-operation 

The Kelly Company does not op- 
erate a used department, but quite 
frequently a salesman will find in 
his visit that a firm is remodeling, 
making replacements, and wishes 
to dispose of the furniture now in 
use. The salesman keeps this fact 
in mind and tells the other sales- 
men in regularly scheduled meet- 
ings of the availability of such 
items. 

The majority of the time, one of 
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the salesmen will find another firm 
wanting to purchase second-hand 
furniture or equipment. He places 
the two firms in contact with each 
other. He does not make a dime, 
directly, but it pays dividends indi- 
rectly 


Help on Personnel 

The salesmen even go as far as 
helping in personnel placement. In 
this specialized business, to employ 
any person who is not trained 
means a long, expensive training 
period. Frequently, the salesman 
will learn of a firm that is over- 
staffed; an individual planning to 
move to another city in the terri- 
tory. Other companies will indicate 
an opening. The salesman tells 
each of the other, placing them in 
direct contact. The competition is 
not generally willing to co-operate 
to such a degree. With quality and 
price comparisons comparable, as 
they are in this type of business. 
they will give the orders to the com- 
pany contributing the extra meas- 
ure of helpfulness. 

While the Kelly Company has a 
very attractive three-story opera- 
tion in downtown Salt Lake City, it 
finds that only 10% of the business 
comes from drop-in trade. 


The outside salesmen, on salary 
and commission, are the life’s blood 
of the organization. These men are 
chosen carefully, well trained, and 
given complete backing from the 
company. The six men, covering all 
of the states of Utah and Wyoming, 
plus parts of Idaho and Nevada, 
are given appointment cards to be 
mailed. 

These are the individual option 
of the salesmen. If they find, 
through personal contact with their 
customers, that business men pre- 
fer to know precisely when to ex- 
pect their call, they mail the cards. 
The schedule is in any case fairly 
stable with business men able to 
depend upon the call and to order 
accordingly. Mail orders, expedi- 
tiously filled, naturally supplement 
personal order taking. These ord- 
ers are generally the result of addi- 
tions being made in furniture and 
equipment following a remodeling 
program. 


Use Direct Mail 

Direct mail is also used to assist 
the salesmen. Mr. Davis explains, 
“We've believed it is impossible to 
estimate an accurate return. Our 
mailings, going to from 1,000 to 
5,000 customers — depending upon 


content — are a combination of in- 
dividually printed material and 
manufacturers’ literature. The di- 
rect return runs 14% to 2%, but the 
assistance given our salesmen is 
impossible to evaluate. It fre- 
quently results in selling, sugges- 
tively, several months after the 
mailing has gone out.” 


Charm Is Employed 

The second-floor furniture sales 
room incorporates the latest in ef- 
fective merchandising with dis- 
creet decorating themes; a charm- 
ing atmosphere. All merchandise is 
clearly marked according to brand 
name and price. This sales room is 
another factor in assisting the 
salesman. A business man entering 
this room will see a cross section 
of merchandise. He may choose at 
the moment from diversified stocks 
or make future plans accordingly. 
It simplifies the job of selling 
through direct contact. 

The Kelly Company, 23 W. First 
S., Salt Lake City, is true to its 
slogan, “For Real Quality and Serv- 
ice Order from Kelly Company.” 
This format for operation results in 
initial customers still on the com- 
pany books since 1874 and a con- 
stant increase in new business. 


Central Texas office furniture market 


by BERT MERRILL 


staff writer 


mg JACK HENSON, president of 


Henson’s, Waco, Tex., a veteran of 
many years in office furniture sales, 
and covering a territory which de- 
scribes roughly a 100-mile circle 
around the city, feels that “the 
office furniture retailer of today is 


ip against a new situation.” 

Whereas, before the Korean War, 
his market was confined largely to 
larger, solvent business firms, small 
industry, schools and the like, to- 
day’s market is extremely more di- 
versified 

“By that I mean that the old 
market is now a relatively small 
segment of the entire potential,” 
Mr. Henson said 

“We are selling a heavy per- 
centage of office furniture to buy- 
ers from small towns, ranchers who 
perate extensive holdings, petro- 
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leum firms, small-town professional 
men, and so forth, who scarcely fig- 
ured in the field at all 10 years ago. 
Most of us are enjoying additional 
profit from government orders, as 
the military forces expand, as well.” 

Nevertheless, Henson’s has con- 
centrated more strenuously than 
ever on the “gverage customer” and 
with two salesmen out in the field, 
has followed a policy of more fre- 
quent calls upon potential custom- 
ers, more intimate research into 
the customer’s needs, and better 
presentation. 


Market Expanding 

“While shortages are definitely 
figured into all of our sales efforts, 
we find that it still requires plenty 
of arduous selling and individual 
effort in order to get the pros- 
pect to sign on the dotted line,” 
the Texas office furniture retailer 
pointed out. “Our market has ex- 
panded, it is true, but with expan- 
sion has come the need for many 
more calls.” 

The Henson concern devotes no 
less than 80% of its total first-floor 
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display space to office furniture. 
From wall to wall, the store is filled 
with handsome executive and util- 
ity model desks, tables, chairs, files, 
and accessories. 


Trend Toward Wood 

A large percentage noticeably, is 
made up of steel furniture, but Mr. 
Henson says, “We have found that 
the general buying trend in the 
central Texas office furniture mar- 
ket is toward wood. Professional 
men in particular, are asking for 
fine-finished walnut, oak, mahog- 
any and other deluxe wooden desks 
and chairs. Perhaps a major reason 
for this is that professional men 
in particular appreciate the warm 
friendly nature of wood. For ex- 
ample, a prominent lawyer, who re- 
cently purchased a complete office 
ensemble in walnut, told me that he 
did not like to have his clients sit 
down and place their elbows or 
wrists on the edge of a steel desk, 
when discussing serious problems. 
The cold feel of steel, he was con- 
vinced, acted as a deterrent upon 

(Turn to page 77, please) 
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Making phone inquiries into sales 


by PHIL LANCE 


special writer 


@ ABOUT 90 PER CENT of the 
prospects for office furniture who 
are price conscious will first call an 
office furniture dealer to ascertain 
if he has office furniture in the 
price range wanted. They will not 
go shopping around from store to 
store because they are afraid that 
some dealer may “talk them into 
better furniture.” So, they first 
check by telephone. 

A dealer who has long known this 
fact and has been successful in 
selling better quality office furni- 
ture to such shoppers is Lester 
Haines, manager of Wallace Office 


Supply Company, Atlantic City, 
N. J. 

Uses Telephone 

“I get several telephone calls 


daily from prospects who want to 
know if we have any low-priced 
office furniture to sell, either new 
or used,” explains Mr. Haines. “And 
I give them this information over 
the phone. When the prospect 
hears that prices are in line with 
what he had in mind paying, he 
makes an appointment to come in. 
Once in the store, he is practically 
sold on better furniture than that 
which he questioned me about.” 

Mr. Haines makes sure, however, 
that he doesn’t tell the customer 
something over the phone that 
can’t be backed up, something de- 
signed for “pulling.” If this is done, 
the customer loses confidence in the 
dealer and may not even accept 
the best buy ever offered him. For 
this reason, Mr. Haines shows ex- 
actly the same merchandise as dis- 
cussed over the telephone. 


Three Reasons 

The proprietor has found that 
the usual reason for prospects in- 
terested in price relating to office 
furniture is three-fold. First, they 
may have a limited budget to work 
with; secondly, they don’t attach 
too much importance to quality 
furniture and finally, they may ex- 
pect to use it for a limited time 
only. As these are the main reasons 
for price consciousness, Mr. Haines 
has worked out a merchandising 
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plan whereby they can be over- 
come. 

“I always have available a list of 
used and low-priced furniture in 
stock,” he says, “So that I can call 
them off to customers over the tele- 
phone. When the price seems satis- 
fi.ctory, they arrange to come into 
the store. As soon as we have ad- 
ditional furniture in stock, it is 
immediately added to this list so 
that it is always up-to-date.” 

When the prospect comes to the 
store, the first thing he wants to 
see is the piece of furniture dis- 
cussed over the phone. He is shown 
the item and then Mr. Haines dis- 
cusses the use for which the item 
is intended. As the discussion en- 
sues, he points out other furniture 
along similar lines, explaining the 
differences. 

“The main thing that I want to 
find out is the reason the cus- 
tomer was interested in ‘price’ fur- 


niture to start with,” says Mr. 
Haines. “Once I have the answer, 
I know exactly how to build him 
up to bigger and better quality mer- 
chandise. 


Can Arrange Terms 

“If the customer has a limited 
budget, we can always arrange sat- 
isfactory financing terms. If he 
isn’t well-enough acquainted with 
the qualities of office furniture to 
consider higher-priced items, then 
it is up to us to show him the 
difference in appearance, construc- 
tion, physical qualities and features 
of convenience. And if the cus- 
tomer intends to use the furniture 
for a limited time only, he is told 
of its improved resale qualities. He 
is shown where he can enjoy and 
use quality furniture for the time 
needed and get the most out of it 
in resale. 

“Of course, there are customers 








Take Your Choice . . 
tions by Lester Haines. 





. A prospect with “price” in mind is shown furniture selec- 
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Helping the Customer .. 
ings on the floor. This helps the customer make selections at the Atlantic City, N.J., store. 


who just can not afford better fur- 
niture and will not finance any. 
In such situations, their interest 
is centered solely on price furniture 
and we try to make the most of this 


sales opportunity.” 


. Lester Haines shows general merchandise in group- 


In promoting the sale of better 
furniture, Mr. Haines has set up 
three sample rooms used by the 
store itself for office facilities. These 
rooms are classified as Top Grade, 
Quality and General. All the mini- 


mum-priced furniture and the used 
merchandise is stocked on the floor 
in groups. 

The prospect is always first 
shown the office furniture dis- 
cussed over the phone. Then, he 
is taken through each of the rooms 
and shown the different grades 
of furniture according to price 
category. The Top-Grade Room 
naturally has the highest-quality 
furniture in use, the Quality Room 
has a good grade of furniture cost- 
ing less. This is followed by the 
General Room, where the common- 
ly-priced furniture is located. Pros- 
pects can see the difference of each 
price grade in its own office ‘en- 
vironment. 

“While going from room to room, 
we try to build up the quality sale 
for the customer,” says Mr. Haines, 
“And if we can’t do it, then we 
just return to the floor grouping. 
We then know exactly what we can 
expect that prospect to buy.” 

Mr. Haines maintains a list of 
all his customers and breaks them 
down to those solely interested in 
“price furniture,” those interested 
in new furniture and combination 
customers. As different merchan- 
dise is added to the store from time 
to time, he makes a mailing to the 
prospects for the furniture stocked. 
This keeps his prospect list up-to- 
date and helps him turn over a 
large office furniture stock. 





Central Texas Market 
(Continued from page 75) 


the opening up and frankness of 
legal clients, whereas cheerful wood 
had exactly the opposite effect.” 

Therefore, for every steel desk 
sold in the central Texas area, there 
have been at least two wooden 
desks sold, Mr. Henson pointed out. 
“Perhaps some of our prospects are 
looking forward to the day when 
they will continue to accessorize 
their offices with the addition of 
other furniture, harmonized in fin- 
ish and the basic wood itself,” he 
said. 

All dealers in the “Centex area” 
bounded by Dallas on the north 
and Austin on the south, are capi- 
talizing upon the fact that a build- 
ing boom of all-time proportions is 
in progress in the area, sparked by 
military expansion. 

Central Texas, which contains 
some 75 major flying fields and 
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other Air Force installations, and 
half that number of major infan- 
try training basis, is attracting 
man-power from all parts of the 
nation—and this, naturally, in- 
volves more offices and more office 
furniture. 

Henson’s has equipped over a 
score of business firms which have 
been set up primarily to capitalize 
upon military growth, as well as 
selling direct to a large percentage 
of the expanding military basis. 

“We recently filled an order for 
600 chairs, on one invoice for a 
nearby air base,” Mr. Henson said, 
“And we might have sold the same 
number of desks, had we been able 
to make delivery. We are making 
many larger-unit sales, which in- 
volve numbers such as seven desks 
and seven chairs to match, to 
banks, feed manufacturers, sash- 
work mills, and other industries, 
which normally buy only one piece 
of office furniture at a time.” 





recent 
installations 


Done in Walnut .. . Stewart Office 
Supply Co. furnished this office of the vice- 
president of United Fidelity Life Insurance 
Co. Small, but impressive, the office is com- 
pletely paneled in walnut. It features a 
Doten-Dunton Winchester desk in black 
walnut. Life and a splash of color is added 
by two Gunlocke chairs and a Carlton 
Surrey piece in gold and green. The rug 
is beige. 


Installed by Stewart... This luxuri- 
antly appointed private office of the vice- 
president of Wyatt Food Stores features 
Standard Furniture Co.’s 4600 group furni- 
ture with butt-walnut veneers. The 69-inch 
table has been redesigned with pedestals 
to effect conference style. The Gunlocke 
chairs are upholstered in gold, the swivel 
chair is finished in red, the rug is beige 
and the drapes are gray with a metallic 
stripe. This and other installations on the 
page were made by Stewart Office Supply 
Co., Dallas, Tex. 


G-F Equipped ... The United Fidelity 
Life Insurance Co. general office was com- 
pletely equipped by Stewart Office Supply 
Co. with General Fireproofing Mode-Maker 
gray steel desks, Goodform aluminum seat- 
ing and five-drawer Super-filers. 
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By Ideas, Inc. The executive offices 
of the Monroe Waste Paper Co., Detroit, 








Otfice Mich., were recently furnished by Ideas, 
Peo: Inc., of that city. The executive desk shown 
een here was designed and built in the Ideas, 
she sry Inc., own shor It is created of Korina 
— 2 wood to contrast with the walnut paneling 
be in the office. 
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9-inch Color for the Office .. . Another view 
estals in the executive offices of the Monroe Waste 
locke Paper Co. Here, Ideas, Inc., installed drapes 
wive! in almond green and silver contrasted by 
beige the beige carpet. Chairs are pine green 
stallic and the davenport is in persimmon. The 
n the leather furniture is by Berkey Leather Fur- 
upply niture Co. and is finished to match the 


Korina wood desk. Decoration was han- 
dled by Carl Mithoff of Ideas, Inc. 








* 
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G-F Equipped ... Ten floors of the 
new Employer's Insurance Assn. Casualty 
Building in Dallas, Tex., are standardized 
in General Fireproofing Co.'s 1600 line of 
gray steel desks. Installation was by the 
Stewart Office Supply Co., Dallas. 
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Private Office ... The Shaw-Walker 
theme is used also for this private office at 
the Ralph N. Brodie Co. Oltman’s Office 
Furnishings handled the desks and seating. 
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recent 
installations 


Durable Utility .. . In equipping this 
section of the general offices of Ralph N. 
Brodie Co., Oltman’s Office Furnishings car- 
ried out the installation of Shaw-Walker 
desks and chairs. 


Shaw-Walker Installation . . .Olt- 
man’s Office Furnishings, Oakland, Calif., 
made this installation, and others pictured 
on the page, in equipping the new offices 
of Ralph N. Brodie Co., San Leandro, Calif. 
It's a study in steel—Shaw-Walker desks 
and chairs used for comfort and efficiency. 
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G-W and Mural... “The office—vital 
nerve center of American industry”—is the 
theme of a recently-completed mural in the 
new, ultra-modern foyer of The Globe- 
Wernicke Co., Cincinnati, Ohio. The mural 
portrays a live, growing, free America with 
its soaring skyscrapers, great factories, 
farm lands and transportation systems—all 
contributing to progress and prosperity, 
with the office playing a key role through- 
out the American scene. 


Imperial Wiltshire . . . Pictured is 
one of 13 executive offices of the Shell Oil 
Company, Sacramento, Calif., equipped by 
H. S. Crocker Co. of that city. The desk 
chosen is Imperial Desk Co. Wiltshire mod- 
ern in walnut. 


Gunlocke Chairs .. . Here's an idea 
for dealers to extend their chair business 
to restaurants. A Minneapolis restaurant, 
Freddie's, uses Gunlocke Hanger chairs 
with saddle stitched back. The installation 
was made by Jacobson Furniture Exchange. 
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The Industry Welcomes MacArthur 


@@ IT WAS FITTING that General Douglas 
MacArthur should have been chosen to open the 
New York Business Show, the exposition which 
began its one-week stand as this edition was be- 
ing prepared for the press. 

Feelings of mixed emotions must have filled 
this great American as he fitted in the opening of 
this traditional New York event. It was his in- 
troduction to a large segment of the industry 
which he has chosen following long and dis- 
tinguished service in defense of his country. 
Identified now with Remington Rand Inc., he 
was greeting fellowmen who have a kindred in- 
terest in the arts of peace rather than with war. 

In a sense, however, Douglas MacArthur 
hasn’t been too far removed from the world of 
industry. In his public expressions he has shown 
an abiding faith in an America which marches 
ahead with the best traditions both in business 
and government. His travels, too, as a military 
man must have impressed him with the impor- 
tance of a broadening sphere of commerce in 
foreign lands. 

While he has been both praised and con- 
demned because of the controversial nature of 
policies which he endorsed, Douglas MacArthur 
has not been known to dodge an issue. His niche 
in history is secure and this industry welcomes 
him as he sets out in his new career. 





Another Convention is History 


@@ THE NSOEA CONVENTION just past in 
Chicago outdid even its illustrious predecessors. 
It had breadth of programs and it had record 
proportions in attendance and number of ex- 
hibits. Therein, it made history. 

But this convention should go beyond a mere 
counting of noses. Given the qualifications for 
being the best in a long lineage of NSOEA as- 
semblages it could still fail if those who attended 
have gone home without a new sense of their 
industry’s importance. It could fail, too, if the 
lessons it imparted were not learned—lessons of 
the importance in enthusiasm in selling and in 
the conduct of business. Above all, this conven- 
tion could be only sowing seeds in barren ground 
if the members of NSOEFA failed to realize that 
it costs to do business on Main Street and a day 
of reckoning must be faced without diligent 
study of profit and loss figures. 

Retiring President Grant Howard put the situ- 
ation into deft words when he said: “The tra- 
gedy occurs when—under the hypnotic spell of 
inflated, free-wheeling, loose dollars—we tend 
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toward a correspondingly loose management of 
our business.” 





Let's Get Together, Gentlemen 


© IT IS RECOGNIZED that the traveler in 
this industry must render two basic services— 
a service to his employer and a service to his 
customer. They are both linked up with that 
important factor of selling time as distinguished 
from the calling hours spent by a salesman. 

A salesman is conscious of the fact that he 
needs the dealer’s consideration of time avail- 
able. Similarly, the salesman knows that the 
dealer is perforce a busy man and one who, if 
successful, must abide with a schedule. 

Most enterprising salesmen send out advance 
cards to their customers telling them when they 
can expect a personal call. In a sense, then, an 
appointment is made. Happy is the traveler who 
finds that the dealer has taken stock of his needs 
and is prepared for an efficient meeting of minds. 

The salesman who doesn’t attempt to set up a 
schedule and who has little regard for the cus- 
tomer’s time naturally must be prepared for 
“pot luck.” It all boils down to the fact that the 
two parties involved must have consideration 
for each other. 

Mutual conservation of time is the goal. When 
that is achieved this definition of the traveler of 
today can best be realized: 

“He is serious minded. He recognizes and 
realizes that the job of today is a selling job, not 
just an order-taking job. He appreciates the fact 
that the order he gets from you is not consum- 
mated until the merchandise passes from your 
shelf into the hands of the consumer. He wants 
to contribute to speeding that movement from 
shelf to consumer.”’ 





Recognizing the Dealer 


@¢ SIGNIFICANT to an apparent new recog- 
nition of the role of the dealer in this industry 
have been several recent developments. One was 
the introduction of a dealer plan for handling 
the products of Burroughs Adding Machine 
Company, a step given enthusiastic reception 
at the annual convention of the National Office 
Machine Dealers Association last summer. 

In this issue Monroe Calculating Machine 
Company announces a plan for having its ma- 
chines sold by dealers. 

R. C. Allen Business Machines, Inc., has long 
recognized the importance of the dealer in its 
merchandising set-up. 

Thus the switch to the dealer grows as a key 
factor in a manufacturer’s sales. 
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here and there 


“MECHANICAL MAN” SEEN 
AT VAN’S IN PEORIA 


Scores of Peorians we amused by the 
comic antics of “Oscar, the Mechanical 
Man” when the 39-year-old former actor 
appeared in the display window of Van's 
Typewriter Company at 407 Liberty St., 


Peoria, Ill., as a good-will publicity stunt. 
Howard J. Stevenson in private life, 
Oscar” has been a mechanical man the 


& 





Oscar, “the Mechanical Man’ 
with Van Haverton in Peoria 


past 14 years and has presented his 
unique half-hour stint in 46 states, parlay- 
ng a grotesquely greasepaint-covered face 
and mechanical-like reflexes into one of 
jobs on record. While 
n action, he appears as though electrically 


the oldest promotion 


operated. He was seen briefly in the 
opening scene of Cecil B. DeMille’s “The 
Greatest Show n Earth.” 





MAYOR H. M. WALMSLEY OF 
WINCHESTER, ILL., FINDS 
MUCH OF INTEREST ABROAD 


The mayor Winchester, IIl., H. M. Walm- 
sley, and Mrs. Walmsley are finding a tour 
of the Continent and England an interest- 
ing experience. A highlight of the trip 
tor this former Underwood typewriter sales- 
man in Milwaukee and former Remington 
salesman in San Francisco, promised to be 
a trip to Winchester, England. 

The Walmsleys were invited to the Eng- 


ish city by the mayoress after the Illinois 


mayor asked to use the ancient crest of 
Winchester on official note paper. Win- 
chester, England, dates from 1210 and 
Winchester, Ill., from 1830. The Winchester 
angle has supplied newspaper copy both 
» England and the United States, being 


picked up by the Chicago Tribune cor- 


respondent in England 


Another interesting experience  con- 
cerned a visit to Amsterdam, Holland 
There, they were entertained by James 
Robert Frederic Plant, importer-distributor 


for the Underwood Corporation in the 
Netherlands in a firm serving that type- 
writer concern since 1901. Mr. Plant and 
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his wife proved ideal hosts in taking the 
Walmsleys on a ride to the huge flower 
auction at Aalsmeer, to the Hotel Meerrust 
for lunch and to the outskirts of Amsterdam 
where a beautiful new residence of the 
couple is being built. ‘Their courtesy, 
charm and generosity is to me just another 
illustration of the wonderful comradeship 
that exists throughout the entire Under- 
wood organization,” says Mr. Walmsley. 





ALLOR HEADS COMMUNITY 
FUND UNIT IN CHICAGO 


D. Lloyd Allor, director of sales training 
for Victor Adding Machine Company, has 
been. appointed chairman of the office 
equipment and service section for the 
Community Fund drive in Chicago. 

The Fund has a goal of $9,870,000 to 
provide welfare services for 188 organiza- 
tions. 

Six division managers in Mr. Allor’s sec- 
tion started their campaign to call on 192 
accounts on October 9. 





BILL GOVE TO EUROPE, 
JOINS SEVEN OTHERS FOR 
“OPERATION ENTERPRISE” 


William H. Gove, sales development 
manager of Minnesota Mining & Manufac- 
turing Company, is one of eight American 
business executives who flew to Europe 
from New York October 1 with the third 
“operation enterprise’ team. 

With executives from seven other Ameri- 
can firms, Gove will discuss selling as a 
key factor in a competitive economy in 
visits to Sweden, Finland, Norway, Den- 
mark, Holland, Belgium, France and Great 
Britain. 

National Sales Executives, Inc., spon- 
sors of the flying trips, announced that the 


Bill Gove 
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eight Americans “will point out to our 
European friends that mass production and 
productivity are never enough, that pros- 
perity and employment depend on sales, 
advertising and creative selling to main- 
tain and expand our free economy.” 

Other objectives of the trip: to point out 
that selling is the keystone of our economy 
and gives the consumer a freedom of 
choice as compared to the communist way 
of life, and to exchange ideas with 
Europeans. 

Bill Gove joined 3M as a salesman in 
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1943 and has been in his present position 
since 1947. He is well known throughout 
the country for his talks on successfull sell- 
ing techniques. He averages 125 talks a 
year, travels 80,000 miles to give them. 
This is in addition to a heavy schedule 
working with members of the 3M’s sales 
force in the field. 





INDUSTRY’S SUPPORT ASKED 
IN CAMPAIGN TO FIGHT T.B. 


Attention of this industry is called to 
the annual sale of Christmas Seals to carry 
on the work of the National Tuberculosis 
Association and its 3,000 affiliated state 
and local associations. Objective of asso- 
ciation is a nationwide, year-round battle 





against tuberculosis on four broad fronts— 
education, case finding, rehabilitation, and 
medical research. 

Conducted by mail, the seal sale this 
year will extend from November 17 to 
December 25. 

The first Christmas Seal sale in this na- 
tion was conducted in Wilmington, Del., 
in 1907 under the leadership of the late 
Emily P. Bissell, who was trying to raise 
$300 to help a group of doctors continue 
their treatment of some tuberculosis pa- 
tients. That first Christmas Seal sale 
brought in $3,000. The following year, 
1908, Christmas Seals were sold nation- 
wide. 

Each year the Christmas Seal wears a 
new “dress.” The design this year, by 
Tom Darling of Amityville, N. Y., features 
a lighted candle and the red double- 
barred cross, emblem of the international 
fight against tuberculosis. 

Of the money raised through the sale 
of Christmas Seals, 94% is used for tuber- 
culosis control projects within the state and 
6% is forwarded to the National Tubercu- 
losis Association, with at least 1% of this 
allocated for medical research. 
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WRITING MACHINE FOR FILM 


Underwood Corporation, 
1 Park Ave., New York 16, N. Y. 


Employing the Elliott Fisher flat writing surface, Underwood 
has designed this writing machine exclusively for titling film 
negatives. An_ illuminated, translucent section of the flat 
writing surface serves as a viewing table and enables visual 
selection of the proper area of the negative on which the 
title is to be typed. The result is permanent negative iden- 
tification. 





STORAGE CABINETS 


Borroughs Manufacturing Company, 
3002 N. Burdick, Kalamazoo, Mich. 


Both sliding doors and sliding shelves are features 
of these Flexi storage cabinets made of heavy gauge 
steel. The adjustable shelves require no bolting and 
the sliding doors are said to be removable without 
tools in a few seconds. Sizes available are 38 x 42 
x 18 inches; 38 x 78 x 12 inches; 38 x 78 x 18 
inches, and 38 x 42 x 12 inches. 
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C-Thru Ruler Company, 
827 Windsor St., Hartford, Conn. 
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aaa! c's Se ee +’ & wy lugs raise the template from paper surfaces to help 
| ae are ee Peskin _j eliminate smudging. A six-inch ruler marked in 16ths 


of an inch is another feature of the template. The 
instrument retails for $1.50. 





VEEP SAFE 


Protectall Safe Company, 
926 S. Salina St., Syracuse 4, N. Y. 


Engineered to protect vital records against 
fire, the Veep is compact and features the 
same heavy-duty combination locks as are 
used on the company’s higher priced safes. 
The safe has passed the standard labora- 
tory 1700 degrees Farenheit one-hour fire 
test. It retails for under $60.00. 








INSTITUTIONAL CHAIR 


Wells Chair Corporation, 
Michigan City, Ind. 


Just introduced by this firm is this 
institutional chair of all steel construc- 
tion. The seat and back are of foam 
rubber, upholstered in elastic Nauga- 
hyde in green, gray or brown. Metal 
parts have satin finish. 
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DRAWING TABLE 


Stacor Equipment Company, 
768 E. New York Ave., 
Brooklyn 3, N. Y. 


Latest Stacor four-post drawing table 
is constructed of steel with a soft 
wood top which may be tilted by 
means of a back adjusting device. 
Square tubular steel legs have 
rubber feet and the steel base in- 
cludes a footrest and drawer. Fin- 
ished in hard baked groy hammer- 
tone enamel, the table is available 
in two heights and four board sizes. 





| UNO DESK SYSTEM 


Art Steel Sales Corporation, 
170 W. 23rd St., New York 63, N. Y. 


The Uno all-in-one desk office system, incorporating the 
Steelmaster build-as-you-go-along system, allows for almost 
unlimited office combinations, functions and services. There 
are 19 interchangeable units which fit into the desk. All 
sections, units, partitions and panels are fabricated of 
furniture quality steel and electrically welded. Basic sizes 
in the system are 3012 inches high, 18 inches deep, 40% 
and/or 58% inches long, with partitions 50 inches high. 

res The basic unit No. U-1 sells for $98.50, knocked down. 
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STYLINE MACHINE STAND 


Weber Bros. Metal Works, 
108 N. Jefferson St., Chicago 6, Il. 


Recently introduced is this line of machine stands 
designed to harmonize with modern office in- 
teriors. Tubular steel construction eliminates 
sharp edges and corners. Finished in gray 
hammerloid, the stand is available in four 
models of various sizes. Model MS-150 has a 
drop leaf with drop leaf arm support and con- 
VERSATIL HOLDER tinuous piano hinge; model MS-200 has oa 
non-skid top and an extension leaf which may 
be used either end of the table; model MS-250, 





Koh-l-Noor Pencil Company, Inc., 


Bloomsbury, N. J 


A push-button operated lead holder is knurled 
specially to help add comfort in use. It can be 
used with either Koh-l-Noor graphite leads or Flexi- 
color leads. The size of this 5612 Versatil holder 
is % inches and the lead is held in a grip said not 
to slip. All parts of the holder, including the chuck, 


a deluxe style with elevator base, has a drop 
leaf with drop leaf arm support and continuous 
piano hinge; model MS-300 is equipped with 
an elevator base, non-skid top and extension 
leaf. Elbow type arms at the sides of Models 
MS-250 and MS-300 permit foot level support 
to be raised and locked into position. 


are easily disassembled 


BUG-GIT BUG ERADICATOR 


Lindavap Corporation, 
Ann Arbor, Mich. 


Claimed to be different from any other commercial 
vaporizer, the Bug-Git employs pellets of Lindane 
forming a porous bed in a shallow retaining cup 
supported on a housing or chimney. A small 
insulated electrical resistance heater is located 
near the bottom of the housing which permits a 
conti sp ge of heated air to pass upwards 
through the pellets, thus vaporizing them. On 
colder days, when insect activity is low, the rate 
of vaporization is decreased. It is said that the 
Lindane will not decompose into toxic compounds. 
The vaporizer is hung on a wall and plugged in 
to an electrical outlet. It is finished in baked 
hammered silver. 
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TRANSLUCENT PLATEN 


c/o Van's Letter Service, 












BRIEF CASE 


Bristol Manufacturing Company, 
385 Harrison Ave., Boston, Mass. 


This firm’s new Fall line includes the brief case 
illustrated here. Made of Tolex, the bag comes 
in 17- and 18-inch lengths only, but is said to 
be two inches higher than other cases of this 
type. It has four gussets and four pockets and 
is lined with Tolex. The bag is finished with a 
zipper closing. List price is $23.00. 


PLASTIC LEAD HOLDER 


Joseph Dixon Crucible Company, 
167 Wayne Ave., Jersey City 3, N. J. 


Here is a new plastic holder for the company’s 
Phano marking leads. It grips the lead to 
prevent turning, yet propels, repels and expels 
the lead by manual operation. There are no 
mechanical parts in the holder. It is equipped 
with a nickel, slip-on, pocket clip, and is avail- 
able in red, green, blue and black to match 
colors of the leads used. Phano refill leads, 
three to a pack, twelve packs of one color to 
a box, are also being marketed. They come in 
red, yellow, green, blue or black, and are 3% 
inches long. 


86 


DRAWING BOARD 


Engineering Mfg. Co., 
619 N. Commerce St., Sheboygan, Wis. 


This solid basswood drawing board is finished 
with heavy gauge metal edges, attached by 
mechanical means, permitting full use of each 
side of the board. The metal provides extra 
strength and is a deterrent to warping. All 
popular sizes are offered. 
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C. Minogue & William F. Kottmeyer, 


1344 E. 63rd St., Chicago 37, Ill. 


This self-illuminating, translucent typewriter platen is designed especially to 
be used when cutting stencils. The platen is made so that a fluorescent tybe 
may be inserted through the center, providing a source of light. When a 
piece of stock, identical with that to be run on the duplicating machine, is 
back beneath the cushion sheet and then 
inserted in the typewriter, the guide copy is clearly visible. This facilitates 
accurate registration between illustration and typewritten copy. The platen 
is also useful in correcting stencils which have been inked, or which have 
been removed from the duplicating machine. The platen is adapted for use 
with either AC or DC power supply. 


SAMPLE Ol 
It TRABSLOSCENT 


JOHNSTON ADDING MACHINE 


Johnston Adding Machine Company, 
10939 Vanowen St., 
North Hollywood, Calif. 


Features of this new machine are a 
10-key touch method keyboard, 10-column 
listing; 11-column total; direct subtraction; 
automatic credit balance; two color ribbon, 
and electric back space and feature keys. 
The machine weighs 19 pounds and meas- 
ures 8% x 12% inches. The finish is 
non-glare gray. The case is made of steel 
lined with sound proofing material. A 
transparent tear-off bar permits perfect 
alignment of tape. The machine consists 
of six separate and distinct assemblies 
which are joined together, thus, it is 
claimed, making servicing and cleaning 
easier. 
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" PANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 


There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 


for a specific purpose, is planned and 





produced by skilled technicians working to 






a careful formula. These are PRECISION 





ribbons and carbons ... and that is why 


their national popularity grows. 
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: MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N. Y. 


o Coast to Coast Distribution 

lies 

| cs — 
"9 CARBON PAPERS - HECTOGRAPH * UNEMASTEESTEUINREDRISBONS.. 
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SWITCHMAT 


The Recora Company, 
7419 S. Western Ave., Chicago 26, Iil. 


These extended area electrical switches in the form of sheets 
or thin mats are for use in the office, factory or the home, 
Foot pressure on any part of the mat closes the circuit, and so 
it may be used in the office as a standard floor switch on 
dictating equipment, or as an entry alarm, while in a store, 
the pad may be used to animate, light or activate displays. 
Available in any size or shape from 2 x 2 inches to 36 x 44 
inches, the switches are actuated by pre-determined pressures 
ranging from a few ounces to several tons. Measuring 3/16 
inches thick, they may be used on floors, platforms, stairs and 
so forth, without interfering with foot or vehicle traffic. The 
mats are hermetically sealed with vinyl, rubber or neoprene. 
The plastic coverings are said to be highly resistant to wear, 
oils, acids and most other chemicals. 





PR-JUNIOR DESK 


Haskell, Inc., 
303 E. Carson St., Pittsburgh, Pa. 


This single pedestal desk has both a storage drawer 
and deep file drawer and may also be ordered 
with three storage drawers if preferred. There are 
built-in drawer stops and heavy channel runners 
that operate over flat nylon bearings. The desk 
has a standard linoleum top bound with aluminum, 
a baked enamel finish, electrically welded construc- STAPLING PLIER 


tion and sanitary leg bases. 
Neva-Clog Products, Inc., 


506 Logan St., Bridgeport 1, Conn. 


Revised anvil design is said to improve 
the Neva-Clog stapling plier J-60, to 
provide feather-light shift of the anvil 
from permanent to temporary fastening 
and a more perfect pinning (temporary) 
action. This is achieved by a button on 
the bottom of the stapler. Handle spring 
tension accurately positions the anvil so 
that it delivers either a permanent clinch 
or a temporary, pin-like staple. Staple 
ends do not stick up, thus lessening the 
chance of tearing other papers. 
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VP VOICEWRITER 





Thomas A. Edison, Inc., ; plu: 
West Orange, N. J. : 
acti 


Claimed to be the smallest and lightest all-purpose VENUS EXECUTIVE PENCILS 


dictating machine on the market, this machine weighs ei ne oo 





12 pounds and may be carried in a brief case 
or under the arm. The machine features a micro- 
phone, which may also be used as a speaker; 
Vinylite discs with a recording capacity of 15 minutes 
on each side; a 4-in-1 control which sets the instru- 
ment for recording, affords complete playback, instant 
recall of the last few words dictated and audio 
scanning of the entire disc surface; back spacing 
mechanism and lefter-length indicator, and an end-of- 
record warning which ticks progressively louder 
during the last minute of recording. It uses 115 
volts, 60 cycles A.C., with 25 watts power consump- 
tion. The machine, which measures 11 15/16 x 
9 7/16 x 27/16 inches, is finished in gray beige 
with polished aluminum trim. 


500 Willow Ave., Hoboken, N. J. 


This new group of pencils includes the Venus Commentator, a 
bold black pencil; the Venus President, a medium type pencil 
for making notes, general writing and so forth, and the Venus 
Treasurer, a firm lead for extra fine writing. The three pencils 
are packaged in the Venus Executive case, which has a green 
velour cover and is die-stamped in silver foil 
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1 hoal" 
says the new PAGE GAGE 


“you're only 2’ inches from the 
bottom of the sheet!” — 













Amazing Smith-Corona feature... 
TAKES THE GUESSWORK OUT OF PAGE-END TYPING ! 


“HAVE YOU SEEN 
THE SMART 
LUGGAGE-STYLE 
CARRYING CASE 
THAT GOES 

] WITH IT?" 


™, 


NOW! On the world’s first... 
and fastest portable—PAGE 


GAGE! Saves retyping,insures 





neatness. Red figures on gage 











keep showing you how much 





space is left. This is just one of 
many big machine features— 
plus the keyboard, touch and 


action of an office typewriter! 





Smith-Corona . PASE, 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario, Makers 
also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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COMPUTYPER INJECTOR STAMP KIT 

Benson-Lehner Corporation, Edmar, Inc., 

2340 Sawtelle Bivd., 309 S. Farwell St., Eau Claire, Wis. 

West Los Angeles 64, Calif. This complete stamping kit, containing up to 14 different rubber 
Said to be the first office-size machine operated electronically, stamps, takes only 4 x 6 inches of desk space. All stamps have colored 
the Computyper combines in use a Friden calculator and an tabs, coded to their use, blue tabs for all envelope and mail directions; 
IBM electric typewriter by means of automatic control circuits. red tabs for warning directions, and so forth through the set. The 
In this way a calculator may be operated and the results are basic set includes the case, made of two-tone gray molded plastic, 
printed automatically. It is claimed that by actual test, cal- an injector handle, a choice of eight stamps from 16 standards, a 
culating and tabulating may be done four times faster by this one-ounce bottle of stamp pad ink, and a No. 1 stamp pad. Other 
method than by standard operations. The Computyper, which blank stamps are available. List price is $4.98 


has been used by the armed forces for over a year, is now 
available to private business. 


CROWN PRINTING KIT 


R. A. Stewart & Company, Inc., 
80 Duane St., New York 7, N. Y. 


Designed especially for super market pricing, 
this new Crown De Luxe marker is said to 
give sharp, easy to read imprints. The roller 
bushings on the frame and yoke rods permit 
frictionless mechanical movement, while one 
piece construction adds to the rigidity of the 
machine. The bands contain two standard 
arrangements of five bands and are available 
with a departmental code band or a stock 
rotation band. Complete kit costs $9.00 
marker only, $6.50. 





MEM-O-LITE In d 
All-Purpose Supply Company, off. . 
7309 Ash, Kansas City 15, Mo. Seri 
Removal of the pencil to write a message ‘@STS 


on the pad operates the light switch on mot} 
Mem-o-lite. When the pencil is replaced 


the light is turned off. The lamp is avail. port 


EVA-PRESS able in three base colors with matching meet 
shade. These are green, chartreuse and 
American Evatype Corporation, wine. The pencil and replaceable pad is 
749 Osterman Ave., Deerfield, Ill. included. The plastic base measures 5 x 7 
inches; overall height of the lamp is also 
This restyled rubber plate and stamp mak seven inches. List price, less bulb, is $3.95 


ing press is said to be the largest and 
strongest available within its price range 
Electrically heated and equipped with 
adjustable thermostats, it exerts a 50-ton 
pressure. The platens measure 11 x 13 
inches, with the inside chase measuring 
10 x 12 inches. The press requires 17 x 28 
inches of floor space and mounts on a 
bench 23 inches high. Shipping weight is 
600 pounds; price $847 F.O.B., Deerfield 
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nile and More nallresiiie 
Adopt “Exsinr to Ube” 
SoundScriber’ 


DICTATING EQUIPMENT ef 


4 





SoundScriber simplicity 
ap saves time and money ey 


Ss for American Trans- & 
portation. ee 


+ 








& 


by freeing yourself and your secretary from 
personal dictation. 

Today. more and more busy executives look to 
SoundScriber to streamline their working day. 
Learn how this versatile, always ready “secre- 


In dictating equipment simplicity really pays 
off. And that’s exactly what you get in Sound- 
’ 


Scriber. Simplicity plus efficiency! Business 
tests prove SoundScriber requires 50% fewer 


motions. You save time dictating letters, re- _ tary” can make important savings of time and 
ports, memos; recording ‘phone calls, sales money throughout your organization. Mail cou- 
meetings, interviews ... plus the hours gained pon today. 











Only SoundScriber Offers You: 
New Haven 4, Conn. 


1. Automatic On-the-Dise Indexi 4. “Televisi Indexing”. 
aT ete a ae Please send me Motion Study Charts. 
2. Two Arm Flexibility. ... and it’s the only dictation 


disc useable on long-playing Name. 


Ww 
> 


Chute Size Discs phonographs— it’s 33'4 rpm Address 


SEND TODAY 
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SoundScriber Corp., Dept. OATI, 














Company, 














size paper. 














MULTI-COVER & FLEX-LEAF 


Institute of Modern Business, 
6941 Merrill Ave., Chicago 49, Ill. 


The Multi-Cover offers two covers in one, 
with or without gussets or fasteners and 
provides a spare cover for extra punched 
or large folded sheets. The Flex-leaf 
equipped with prongs, anchors or hooks, 
allows sheets to be inserted or removed 
without bending two or three single anchor 
ing devices. The FLEX-leaf covers come in 
a choice of sizes and colors of leatherette, 
with a capacity of from 25 to 150 sheets. 
Various types of embossed borders and 
panels may be specified. 


TYPEWRITER DEVICE 
Shipman-Ward Manufacturing 


325 N. Wells St., Chicago 10, Ill. 
This firm is now installing its Page 
End-icator on all B. F. Goodrich type- 
writer platens recovered. 
helps simplify end-of-the-page problems 
by indicating exactly how many typing 
lines are left on the page. 
green figures on a bright yellow back- 
ground are said to add to visibility of 
the Page End-icator, which is calibrated 
for use with standard letter or legal 


The device 


NEW continuea 


Red and 





ADJUSTABLE TYPEWRITER BED 


The Globe-Wernicke Co., 

Norwood, Cincinnati 12, Ohio. 

A typewriter bed with a two-inch vertical adjustment of the typewriter 
platform has been built in to this firm’s Streamliner Soundguard steel 
stenographic desks. This is said by the manufacturer to provide in- 
creased typing speed and the maximum accuracy and comfort for 
the average typist. 





Monroe Launches Dealer Sales Program 


Like the washing machine, the refrigerator and the 
typewriter, the figuring machine is now a commodity. 
At least that is the viewpoint of William G. Zaenglein, 
president of the Monroe Calculating Machine Com- 
pany, who announces the launching of a dealer sales 
program. 

After 40 years of selling adding, calculating and ac- 
counting machines exclusively through its own sales- 


Sam Smith 





men, Monroe will make available to office machine 
dealers a line of adding and calculating machines. 

Explained the Monroe president, “Where once even 
the simplest kind of figuring machine called for spe- 
cialty selling, aimed at making a person aware that he 
needed such a machine, we at Monroe are convinced 
that certain models of adding and calculating ma- 
chines are now business commodities. They have be- 
come regularly accepted tools of business.” 

Pointing out that dealers have become an increas- 
ingly important factor in the office equipment field, 
Mr. Zaenglein stated that although the sale of figuring 
machines through dealers has been a marked trend for 
some time throughout the industry, Monroe is the only 
office machine manufacturer to offer both full key- 
board adding machines and full keyboard rotary cal- 
culators. “We feel that by selling a line of machines 
through dealers, we will be better able to keep pace 
with the increasing demand for the product,” he 
explained. 

Heading Monroe’s new dealer sales division will be 


Sam S. Smith, well known author of numerous articles 
on management and selling, and speaker at many 
conventions of the office equipment industry. 

First identified with the industry in 1939 when he 
became a salesman for the Victor Adding Machine 
Company, he soon progressed to the post of regional 
sales manager. For the past seven years he has been 
sales manager for adding machines in Remington 
Rand’s dealer sales division. His new book, “How to 
Ask for the Order,” will be published this winter. 

Under his direction, Monroe plans to establish dealer 
connections in all sections of the country. “The com- 
pany’s 230 sales offices will continue to sell a complete 
line of adding and calculating machines,” stressed Mr. 
Zaenglein. 





NSOEA Convention Records Missing 


Metalcraft, Inc., Mason City, Ia., asks that all cus- 
tomers and friends who visited the Metalcraft exhibit 
at the recent NSOEA convention at the Conrad Hilton 
hotel in Chicago write to the firm restating their re- 
quests for information about Metalcraft products. 

A brief case containing valuable records and conven- 
tion notes was “removed” from the Metalcraft booth 
immediately following the close of the convention. A 
thorough search and a check with guards and hotel 
officials failed to uncover it. 

Among the missing records were the registration 
cards of several hundred dealers and manufacturers 
who visited the Metalcraft display. Many of the cards 
contained requests for additional samples and descrip- 
tive literature, specifications for quotations on special 
nameplates, requests for more information on Metal- 
craft’s expanded dealer program, leads furnished by 
visitors, requests that a salesman call, and data having 
to do with delivery schedules on orders already in pro- 
duction. 

Orders written during the show were not in the miss- 
ing brief case, however. They will be produced and 
shipped on schedule. 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA NEW YORK 
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Old. Jimors’' Party. 


This 45-year salesman on inks 
pioneered the open display idea 


Fred C. Schaefer 


@ Genial Fred C. Schaefer has 
been selling Sanford ink for a 
span of 45 years beginning in 
1907. 


Stationery stores of the North- 
west — especially Wisconsin and 
Minnesota—have found this 
sprightly traveler a welcome 
caller. He has been a textbook of 
information for the stationer, a 
salesman with a precise knowl- 
edge of his products. Thousands 
have been proud to call him 
“Fred” and welcome him into 
their stores as a friend as well 
as purveyor of merchandise 


And he has been an ambassa- 
dor of many good things for the 
industry, for NSOEA and its 
predecessors and the Northwest 
Travelers Club which he helped 
charter. 


The “land of the sky blue wa- 
ters” has long known Fred, a 
resident of St. Paul, Minn., for 
40 years. Dealers who once “hid” 
their wares behind counters have 
recognized him, too, as one large- 
ly responsible for bringing their 
business out in the open 


He was truly a pioneer in “open 
display,” one who spread the gos- 





pel about how better to tempt 
customers to buy merchandise 
that they can clearly see, feel 
and appraise. 

Way back in 1910 this sales- 
man for the Sanford Ink Com- 
pany (since 1947 a vice-presi- 
dent but still on the road) was 
talking “open display.” It was an 
uphill job to sell the stationers 
on the idea because of the doubt- 
ful reputation—at that time—of 
the so-called dime store. 


idea Took Root 

But his constant repetition of 
the idea, his “rolling up sleeves” 
and helping the stationers to set 
up an appealing display, took 
growth and resulted not alone in 
the sale of more ink but of other 
stationery products as well. 

Fred was appointed chairman 
of the National Stationers’ Asso- 
ciation bureau of open display 
and store arrangement in the 
fall of 1930, serving members in 
the United States and Canada as 
a one-man committee for two 
years. 

Born in Milwaukee in 1885 he 
grew up in Chicago and as a boy 
of 15 he was employed in a bro- 
kerage house and recalls that he 
was “marking up the board” on 
the day of the “Northern Pacific 
Panic.” 


Saw Lines Broaden 

Starting with Sanford in Au- 
gust of 1907 he has been part and 
parcel of the industry ever since, 
witnessing a broadening of the 
ink manufacturers’ lines to in- 
clude stamp pads, adhesives, ink 
solvents, and so forth. 

The Northwest Travelers Club 
has provided many a happy in- 
terlude in the life of this sales- 
man. It has been his hobby in 
many ways. He was one of the 
five charter members and organ- 
izers of the club in 1927, teaming 
up with Al Skibbe, Jim Lacy and 
the late Karl Castle and Harry 
Murdock. 


In 1928 and 1929, he served as 
president of the NWTC and dur- 
ing that term of office promoted 
the stationers’ sales meeting plan 
which was the first organized 
effort along such lines. Monthly 
luncheon meetings, too, were de- 
veloped for the club in the Twin 
Cities. He long served as corre- 
spondent of the Northwest Trav- 
elers, keeping trade journals con- 
scious of their activities. 

A plan originating in the 
fertile brain of Fred Schaefer 
was tried successfully at the re- 
gional convention last spring in 
St. Paul, Minn. Known as the 
“Northwest Mounties” idea it in- 
volved having each member be 
responsible for at least one sta- 
tioner, who otherwise would not 
have been persuaded to attend. 


Served NSOEA 

Always diligent in association 
affairs, Fred was named field 
division vice-president of the 
NSA, serving the 1936-37 term. 

And so the career of this per- 
ennial salesman goes. He has 
sold ink and “made ink” for the 
trade journals recording the in- 
dustry’s progress. 
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Fred’s Scrapbooks 
Tell Long Story 


Since the Northwest Travel- 
ers Club was organized in 1927, 
Fred C. Schaefer has filled two 
and a half large scrapbooks 
with vital statistics and news 
notes from Office Appliances, 
Geyers Topics and the Na- 
tional Stationer. 

This has been a satistying 
hobby and the notes are now 
quite valuable in arranging 
such affairs as the 25th anni- 
versary of the Northwest Trav- 
elers Club held last spring at 
the St. Paul regional. 

“Some day I hope these 
scrapbooks will be No. 1 in the 
historical archives of the 7th 
District NSOEA,” says Fred. 
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better for industry and business 








The “CHALLENGER” 
Rigid Back 


You can get immediate delivery 
on this popular office chair. Back rest has 
three point two and one half inch height 
adjustment, self balancing adjustable back rest 
and adjustable seat. Write today 
for complete details on this fast-selling 
“gal Friday” chair. Priced low to you for 
a profitable mark-up. 


$28.45 ea. List 


slightly higher in zones 2 & 3 
IN DURAN ONLY 


PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 





q No. 3271 
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nomda 
news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 
ea 


Steinke Named NOMDA Convention Chairman 


Harold Steinke, popular member of the Penn-Jersey- 
Del OMDA and doing business in Upper Darby, Pa., has 
been named general chairman of NOMDA’s 1953 con- 
vention and trade exhibit to be held at the Ambassador 
Hotel in Atlantic City, N. J., June 18-20. 

Mr. Steinke has been spearheading the drive to get 
the convention to come to the seashore community and 
presented the local association’s invitation both at 


Harold Steinke 





Detroit and Dallas conventions. The bid was accepted 
in Dallas. 

“We are greatly pleased that the National Associa- 
tion is coming to our area in 1953,” stated Mr. Steinke 
at Dallas. “We have a great many points of interest 
for people to see when in Atlantic City and we know 
the folks will be well repaid for their journey to the 
world famous resort city. Philadelphia, with all its 
great historic interest, is only a few miles away and 
New York is just a whoop and a holler to the North. 
Yes, we expect another record-breaking turnout at 
Atlantic City and we will do all in our power to see 
that everyone has a good time.” 





Members Are Mailed NOMDA Roster 


Nearly 600 pounds made up the mailing recently of 
NOMDA’s fourth edition of its “Who’s Who in the 
Office Machine Industry” which went to the post office 
on August 29. This year’s issue carried 16 more pages 
than the 1950 edition. 

A new feature of this issue was the inclusion of the 
photos of all the former presidents of the Association. 
The book took a total of eight months to produce and 
contains the listing of every member of the Association 
together with the products they sell new, sell used, 
those for which they are authorized agents, what they 
repair, and so forth. 

A cross-index of trade name articles enables the user 
to find who manufactures a product if he knows only 
the name of the product. In addition to the listings 
by cities and states, the book contains an alphabetical 
listing of the entire membership with city and com- 
pany name. 





Assemble NOMDA Trade-in Price Book 


One of the current projects of the National Office 
Machine Dealers Association is its Blue Book of trade- 
in prices on used office machines. The new edition of 








this Blue Book will be mailed to the members before 
the end of the year. 

“The beauty of our Blue Book is the fact that it 
has no connection with a commercial organization,” 
stated Harold Mann, executive secretary. “It is a com- 
pilation of all the prices of the industry and is pub- 
lished as a service to our members and to the buying 
public. We feel we are doing the consumer a great 
service in making these Blue Book prices available 
to our members for their use in dealing with him. It 
provides a positive basis from which the members of 
the association can work.” 





NOMDA Membership Interest at Peak 


Not in years has the interest of the dealers of the 
nation been as great as it is today in NOMDA mem- 
bership. According to the association office, hardly 
a day goes by but there is received an inquiry as to the 
steps necessary to become a member. 

These inquiries come from all over the nation and 
show the place the organization is maintaining in the 
industry. Dealer interest is indicative of the fact that 
dealers on the outside are beginning to wish for the 
many benefits to be derived from being on the inside. 

“We feel that the awakening of the dealers to what 
NOMDA has to offer is one of the healthiest signs we 
have seen for a long time,” declared Jack Weiner, 
president of NOMDA. “We have been working like 
Trojans for the good of our industry as well as for our- 
selves and we are pleased to see that dealers all over 
are taking cognizance of what we have been doing 
and they are enrolling. Many, are returning to mem- 
bership and this is particularly an excellent sign.” 


NOMDA Announces Third Annual Contest 
in Trimming of Christmas Windows 


Members of NOMDA are getting set for the third 
annual Christmas window trimming contest which has 
been announced for this year. It is expected that in- 
terest will be even greater than it has been for the 
two preceding events as the entries vie for the $100.00 
in cash prizes to be awarded. 

First prize will be $50.00, second place $25.00 and 
the next five places $5.00 each. 

The only regulations of the event are that each 
entry must be accompanied by a full description of 
the material used together with the color schemes. 
All judging is done from photos of the contesting 
windows. Professionally trimmed windows are not 
eligible. Judges are sélected from three of the largest 
stores in the Los Angeles area. 


NOMDA Mid-Winter Meeting Set 
for January 17-18 in New Orleans, La. 


January 17 and 18 have been selected as the dates 
for the Mid-Winter meeting of the NOMDA board of 
directors in New Orleans, La. The southern city was 
chosen at the Dallas meeting. 

The Jung Hotel will be the site for the meeting, to 
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mae ~ «The Royal Portable 
= Prize Contest is rollin’! 


<: For bigger profits, freshen up your displays... NOW! 


ike  popgyan pomtan’™® 


tI 


Make these displays work harder! 








~ Be sure students know you are 
" contest headquarters. 
Give a big boost to your local newspaper 

ird advertising! Run these mats again! 
has 
in- 
a Heavy up your 1-minute spot schedule 

P as the contest’s end approaches! 
in 
ach 

of 
« Contest closes Nov. 17th! 
— Royal's High School Contest off to a flying start 


est For bj er rofits ive it Royal’s nationwide junior and senior high school con- 
GG p 7 Jj test has gotten off to a good start. We are getting many 


comments from dealers throughout the country, such as 


9 “‘Royal’s contest is terrific,” “I think Royal’s contest is 

everyth i ng you ve got! one of the best ideas yet. I expect to follow through in a 

big way”’ and “I should sell quite a few Royal Portables 

tes as a result of this contest.”’ These are just a few of many. 

of Ask your Royal Portable district repre- Have you identified yourself as Royal contest head- 
vas sentative for additional contest materials quarters in your city? 


if you need them. 








to 
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start on Saturday morning, the 17th. It is expected 
that considerable sight-seeing will be enjoyed after all 
the official business has been cleared from the slate. 
A dinner at world-famous Antoine’s will undoubtedly 
be on the docket. 





Texans Have Largest NOMDA Local 

With 99 members on its roster, the Texas Office 
Machine Dealers Association has the honor of being 
the largest local association among the nearly 30 that 
are affiliated with NOMDA. 

When NOMDA’S big drive got under way last year 
the Texans were down the list a distance in the mat- 
ter of size but by their strong determination to enroll 
the state’s good dealers, they wound up with the 
coveted distinction. 

“We are pleased no end with the progress of our 
association in the last year in the matter of growth,” 
stated former President D. L. Keeney, Jr. of Dallas, 
under whose term of office the increase materialized. 

“I think the fellows did a great job. Everybody 
worked. They just wanted the other dealers of the 
state to enjoy and share the benefits of local and 
national membership so they went out and brought 
them in. Another fact of which we are most proud 
is that nearly all our members attended the Dallas 
convention. That’s a record showing, too.” 





R. C. Allen Appointments Announced 

The R. C. Allen Business Machines, Inc., recently 
announced that W. H. Duetting of the Grand Rapids 
office has been promoted to sales manager of the 
company. 

At the same time it was announced that Byron Gaar 
had joined R. C. Allen Business Machines, Inc., as sales 
manager of the typewriter division. 

Mr. Duetting started with R. C. Allen as a salesman 
in the Grand Rapids branch office and within a short 
time became branch manager. Later, he managed the 
cash register division, holding this position until his 
recent appointment as sales manager. 

Mr. Gaar began his career in 1919 by handling the 
agency for Woodstock typewriters. In 1921 he became 
a district manager for Woodstock and served in that 
capacity until 1938 when he opened his own business, 
the Louisville Typewriter Company, Louisville, Ky. 





NOMA Chapter Plans Exhibit at York, Pa. 


The fourth biennial business equipment exhibit of 
the York Chapter, National Office Management Asso- 
ciation, will be held in York, Pa., November 11, 12 
and 13. 

Space on the main floor and stage of the Valencia 
Ballroom was sold out three weeks after announcement 
to the exhibitors was made. 

The exhibit committee is headed by S. R. Leach, 
chairman, with F. H. Werner secretary-treasurer and 
E. A. Spangler, co-chairman. 





Bill Tonkin, an energetic sales representative carry- 
ing such lines as Sturgis posture chairs, Tiffany stands, 
Johnson chairs, Polar desks accessories, Stanley leather 
goods and Central desks in the territory from Denver 
west, was a welcome visitor on September 30. Arriving 
in Chicago a little early for the annual convention of 
the National Stationery & Office Equipment Associa- 
tion, Mr. Tonkin found opportunity to make a number 
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of business calls and dropped in for a pleasant chat 
with us. 3 


George Long and his son John, manufacturers’ rep- 
resentatives with headquarters in Cincinnati, Ohio, 
dropped in on Wednesday afternoon, October 1, for a 
short visit between trains while enroute to Aurora, Il. 
In the “little steel” city west of Chicago they were 
scheduled to participate in a sales conference with 
other representatives and the officials of All-Stee] 
Equipment, Inc. Then back to Chicago for the dizzy 


whirl of the NSOEA convention. § 
; ¥ 


Merrill D. Hasty, Wayzata, Minn., manufacturers’! 
representative, signed the Guest Book on Wednesday, 
October 1. As correspondent for the Northwest Trav- 
elers Club he brought in a batch of news for the No- 
vember issue. Another early arrival for the NSOEA 
convention, Merrill was, as usual, full of information 
about what is going on out in the field. His calls are 
always welcome interludes in busy days. 


Len C. Jacobs, who operates Len C. Jacobs Company, 
Los Angeles, arrived in Chicago October 1 for the sta- 
tioners convention and made his first call at Orrice 
APPLIANCES. Mr. Jacobs is a manufacturers’ representa- 
tive concentrating on California, Nevada and Arizona. 
He planned to visit with a number of manufacturers, 
perhaps make some new acquaintances and then re- 
turn to his territory. Having relatives in Chicago, the 
unusual demand for hotel space was of no concern to 
him. 


Art Carrow, Houston, Tex., enthusiastic salesman for 
Speed Products Company, and busy news correspond- 
ent for the Texas Travelers Club, was a Guest Book 
signer on Thursday, October 2. Accompanied by Mrs. 
Carrow, Art drove up from his sales territory and ar- 
rived in Chicago early enough to make a few pre- 
NSOEA convention calls. Another of the clan gather- 
ing for the big show. 


Tom Riendl, Detroit, long time salesman for Peerless- 
Imperial Company, Inc., favored OFrricE APPLIANCES 
with a visit October 3. Tom is well known among the 
dealers throughout the Fifth District NSOEA. He is a 
regular attendant at district gatherings and includes 
national conventions of NOMDA and NSOEA in his 
program. 


R. C. Hurnell, director Twinlock Export, Ltd., Beck- 
enham, Kent, England, favored the publisher of Orrice 
APPLIANCES with a visit October 8. His impending visit 
to this country was announced in an earlier issue of 
this journal. He already had established contact with 
wholesale stationers in several cities and planned to) 
visit with others following the stationers convention, 
Mr. Hurnell is a delightful gentleman whom we hope) 
to see again on his next American trip. : 


j 

James H. Davison, manufacturers’ representatives 
with headquarters in Los Gatos, Calif., was an Orricel 
APPLIANCES visitor October 9. To the office furnituré® 
trade from Denver west he is Jim. Long engaged in the} 
sale of loose leaf, Jim for more than a decade has beet 
specializing on desks and chairs. He came to Chicag@ 
to attend the NSOEA convention 3 


Ben Katz and Sam Gunn of Canada Photo Company 
Winnipeg, dropped in at OA headquarters October 9% 
They had visited with Amberg File & Index Compangy 
one of their suppliers, and were on the lookout for 
other merchandise appropriate to their business. 


Robert B. Frier, editor of Pacific Stationer, compli] 
mented OFrrice APPLIANCES with a visit on October 10 
Like some seven thousand others, he came to Chicago 
to attend the stationers convention and merchandisé” 
exhibit at the Hilton. He remained a couple of days 


later to make some calls in the interest of Manchestet) 


Publications, the Pacific Stationer being one of thal) 
group. Bob has many friends in the western states. 
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is the most a 
complete ling 
we Know 0k 


says CHARLES A. STOTT i} ¢ & 
Charles G. Stott & Co., Inc. 
Washington, D. C, 














‘The Columbia line is the most complete line we 
know of and Columbia Sales Cooperation and sales 
instruction are the best and most effective we re- 
ceive from any manufacturer.” 


“We are certainly getting our share of the ribbon 
and carbon business.” 

“Our inventory turnover of Columbia Ribbons 
and Carbons is about four times.” 


“‘We have always found Columbia service very 
good.” 





PROFIT WITH CSC 


The Columbia Sales Cooperation plan 











You can have real profits from ribbon and carbon 
sales—the Columbia way! A few retail areas 
open—write today! 


CoLuMBIA Rippon & CARBON Mra. Co., INc. 
1022 Herb Hill Road, Glen Cove, L. I., New York 
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FILING SUPPLIES 


Dealers who handle The GUSSCO Complete Line of filing 
supplies are always in a strong competitive position be- 
cause -l- Every item in the Line is a sound value guar- 
anteed to give satisfactory performance -2- Every item is 






priced right -3— The Line includes all the items you The GUSSCO Complete Line of 


need to fill all your customers’ requirements. Add to this 


Filing Supplies includes folders, 
guides, index cards, card indexes 


the fact that The GUSSCO Line is sold through dealers : wea 
. ; in all standard and special sizes. 

only and you have a sales and profit combination hard to 

beat. A post card will bring you full information, samples 


and catalog. Write today. 


Trademark 


Trans 





Many of your customers have long ago discovered 
the value of using this low-cost, clean, safe and or- 
derly way to store their semi-active and inactive 
records to keep them available for instant reference. 
However, most dealers find in their surveys that 
there is a large market still unsold. TRANSFILE 
Transfer Files, made of fibre board, are steel re- 
inforced so that all the weight is supported on steel. 
Steel fronts enhance their appearance and increase 
their life. There is a TRANSFILE for every purse 


and purpose. 


GUIDE SYSTEM 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 


file 


STEEL FRONT FIBRE BOARD 
TRANSFER FILES 








a a 


> researc 





3 STYLES 
13 SIZES 


& SUPPLY CO. 


NEW YORK 13, N. Y. 
337 WINSTON ST., LOS ANGELES 13, CAL. 
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GUIDE-O-FILE 


WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, 
where information may be 
kept instantly available. 
The Slid-O-Matic top com- 
pletely disappears at a 
slight push of the finger. It 
slides back into place with 
equal ease. Gray or green 
finish. Sturdy all steel con- 
struction. Mounted on 
rollers, the Guide-O-file can 
be moved about as re- 
quired. 

The Guide-O-file is equip- 
ped with 25 Guide-O-fold- 
ers complete with adjust- 
able metal tabs and an as- 
sortment of inserts for tab 
headings. Guide-O-file is 
also available without the 
stand 


GUIDE SYSTEM 


335 CANAL STREET 


WEST COAST REPS. 
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Gute O feller 


— GUSSCO SALES INC., 





THE HANGING FILE WITH ADJUSTABLE 
METAL TAB 


A single demonstration of Guide-O-folders 
in your customer’s files proves the facility, 
ease and accuracy of filing and finding by this 
modern method. Gone are the days when file 
clerks have to push and haul sagging, over- 
loaded folders to file and find. Guide-O- 
folders just glide along on the metal frame 
with finger tip ease. The adjustable metal 
tabs enable you to install Guide-O-folders in 
every filing system. The metal strips are 
anchored securely to the folders and are 
always in position. 


Install Guide-O-folders in all your cus- 
tomers’ files to increase their efficiency and 
make life pleasant for the file clerks as well. 


GUIDE-O-TRAY 


STEEL DESK DRAWER UNIT 


Made to fit the lower 
drawer of all standar 
desks. Using this unit, the 
desk worker always has im- 
portant and vital data at 
the finger tips—always in 
an upright position. In- 
stantly available and in- 
stantly replaced. The unit 
consists of a metal tray and 
25 Guide-O-folders com- 
plete with adjustable metal 
tabs and an assortment of 
inserts for tab headings. 


a od od Oe LO 


NEW YORK 13, N. Y 
LOS ANGELES 13, CAI 





337 WINSTON ST 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 
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NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


(Pictures will appear next month) 
Manchester, September 30 

The Business Efficiency Exhibition which the Deputy 
Lord Mayor of Liverpool, Alderman V. E. Cotton, C.B.E. 
T.D., opened on September 23, was in effect a special 
show window for the benefit of Northwestern business 
men, industrialists and others. 

The exhibition was organized by the Office Appliance 
& Business Equipment Trades Association, the national 
body of the £40 million-a-year British office equipment 
industry. 

On exhibition were the products of more than 50 
manufacturing firms from all over Britain, and a fea- 
ture of the exhibition included the several new devel- 
opments which have taken place since the previous 
exhibition of this nature. 


Show New Policy Duplicator 

At the Roneo stand was a new policy duplicator 
evolved from the well-known Roneo “500” machine. 
The unique system is entirely automatic and requires 
no control or supervision. One important advantage 
is that extra wide typewriters are unnecessary with 
Roneo policy model. On an ordinary 18 inch carriage 
typewriter it is possible to type 1634 inches wide on 
Roneo policy stencils, the right way up. 

The machine feeds automatically from octavo to a 
sheet 18 x 14 inches. The standard printing area is 
163%, x 13 inches. Foolscap and smaller work may be 
produced without masks or ink build-up. 

The special inking system gives twice the number of 
copies per pound of ink. The first copy is usable and 
interleaving is unnecessary, even on double-sided 
work. This gives a clean color change in 25 seconds. 

The National Cash Register Company Ltd., 206-216, 
Marylebone Road, London, N. W. 1, displayed its 
latest type of accounting machine. This is a com- 
pletely all-purpose machine with 10 totals of add- 
subtract, completely flexible and fully automatic. 


Factory is Expanded 

The company, of course, has a very large factory 
at Dundee, and our representative was told that ex- 
tensions now mean the factory covers many thousands 
of square feet. The new blocks have been erected and 
further additions are being built. 

The firm also makes the National “31” machine, 
which is designed primarily to simplify those more 
complex forms of accounting and statistical work 
which modern conditions have made essential to sci- 
entific management. Automatic selection and control 
is possible. The machine simultaneously adds and sub- 
tracts—or transfers balances. Features include an 
electrified typewriter keyboard, fluid-drive carriage 
and instant positive reversal. 
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London, 
W. C. 1, showed a new development which offers addi- 


Roneo-Neopost Ltd., 34-35, High Holborn, 


tional aid to the busy executive. The signature, ac- 
cepted by the banks, is produced on a plate and this 
is fixed into the machine in such a way that it cannot 
be removed, once fixed, until the signatory or 4 
trusted person, removes the plate. 

It is also impossible for any other plate to be fitted 
into the machine, and it may well be that this repre- 
sents the fool-proof system, for once operation has 
started the opening to the container housing the plate 
cannot be removed. 


New Safe Offered to Trade 

Milners Safe Co., Ltd., 58, Holborn Viaduct, London, 
E. C. 1, had a variety of safes on view but one which 
took the eye was a strong room safe for banks and 
the like. This safe, which is having a very large sale 
in Canada, weighs 3% tons and has a bolt-type door, 
fitted with a “crane” type hinge. Watertight sealing 
is obtained and the “arch” is all stainless steel. 

A local firm exhibiting was that of D. Matthews and 
Son, Ltd., 14-16, Manchester Street, Liverpool. 

D. Matthews told OrricE APPLIANCES that people 
today in Britain, as well as other countries, were going 
in for good quality office fittings and furniture. A 
man today believed in furnishing his office in the same 
way as he furnished his home. 

Mr. Matthews referred to the American-type vene- 
tian blind fitting for offices which is proving enor-/ 
mously popular and two new types of embossed designs 
for paneling seen displayed. And very effective they 
were, too, both circular and square design. | 


Can File Without a Key 

Kalamazoo, Ltd., Northfield, Birmingham, 31, ex- 
hibited its new device, Kalamazoo “Keyless Invisible” 
which is a device for filing without the necessity of 
a key. (This is the visible binder with, of course, no? 
key). Complete safety is assured and it is claimed} 
that this is the first time such a device has been 
developed, anywhere in the world. Completely locking, 
the device is absolutely rigid. 

The Kalamazoo firm also exhibited a posting box 
which is new. An advantage is the accessibility of 
contents and the visible nature of the contents with 
minimum of delay, yet complete security. 

Standard Office Supplies Co., 57, Farringdon Road, 
London, E. C. 1, showed a new electrically-operated 
stapling machine, which, Orrice APPLIANCES was in- 
formed, owed its original conception to the United 
States. The machine is known as the “Ace.” 

Abbott Bros. (Southall), Abbess Works, Southall, 
Middlesex, displayed a new chair with adjustable auto- 
matic spring back and seat. This is a really well- 


| — 
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Partial List—Shaw’s 
Ruled Bound Books 


Account Books 
Multi-Column Books 
Figuring Books 
Cash Books 
Counter Books 
Time and Payroll Books 
Memo Books 
Index Books 
Invoice Books 
Merchandise Stock Books 
Delivery Books 
Order Register 
Receiving Record 
Shipping Record 
Check Register 
Insurance Register 
Hotel Register 
Tourist Register 
Scrap Books 

Law Abstract Books 
Tally Books 
Engineers’ Field 
& Level Books 


1952 





CUSTOM BUILT QUALITY 


Shaw’s Line of Ruled Bound Books, established in 
1831, has for many years been an important part of 
Wilson Jones Record Keeping Essentials. This affords 
the Stationer the advantage of combining orders for 
Ruled Bound Books with Loose Leaf Products. 


During more than a hundred years since its estab- 
lishment, the Shaw Line has kept pace with every 
new requirement and today offers a complete selec- 
tion of Ruled Bound Books for every accounting and 
record keeping need. A partial list of Shaw’s Books 
is shown in the column at the left. 


See Catalog No. 149 
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Fountain Pen Millions are switching to Carter's full size, smartl Spreader Top Here’s a handy, fast-acting, firm-sticking adhesive that 

._, Styled ovals which sell for only a dime . . . by all been well up in the “Hit Parade” since it was intw 

ak odds today’s best ink “bargain.” This 10¢ line actuall Mucilage duced more than 20 years ago. Uniquely constructefy § 
“taps” a new group of ink buyers . . . increases in spreader top opens at a touch, yet keeps the bottk) 
sales. Permanent, washable, and in colors. tightly sealed between usages. ; 





. 
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PAPER STiCKINY 





pat 


Rubber This very finest rubber cement has made an equal hit Cico Outsells all other liquid pastes combined. Spreadi) pass 
in offices, studios, homes and schools all over the smoothly, grips instantly, dries quickly . . . STAYS 

Cement country. Sized just “right” for desk use, with handy Liquid Paste STUCK. Top quality rubber spreader built into cap 
brush spreader. The even spreading quality which only for convenient application. All sizes from 2 oz. & 
pure crepe rubber offers. gallons. 


* 
-«- And here is a newcomer Here ar e just G fevB r 


destined to reach the (and Most of them, too, the 
Carter “Big League” 
within @ year or so. To meet the many varying needs of today's @shed ‘ 

nesses ... homes... schools . . . Carter sugible tu 
more than eight hundred different items fdtores o 
kinds of writing, “sticking,” stamping, markin 


wee ma 
eradicating uses. rt 


— Sasier-t 
CARTER’S () yo” os S. pA Yet year after year certain Carter items and@or year 
— od top all others in all around popularity right @orman 


FOAM RUBBER Pov a, the country. Here are about a dozen of these ough 
STAMP PAD 






Ask for our latest Catalog 


Pump Action Year after year, largest selling, most popular pads on 

the market. Quieter, they last longer, require re-inking 
Stamp Pads j-<; frequently. Every pad carries unique Carter guaran- 
. » . and means it. 


tee “Good for 100,000 Impressions” 
All popular sizes and colors. 


a ~~. 2° ae 


reads 
AYS into the 
Cap Ink Carter s 
L. dee 


Foam Rubber Stamp Pads. 


Rubber Stamp Ninety-four years of ink-making experience have gone 
formula of this “hard-to-make” kind of ink. 
applies easily, smoothly and uniformly, makes 
h impressions. For both Pump-Action and 


Almost 
end of il. 

and oa « blots pa + 
very stubborn “old” ink markings 
Two Solution Ink Eradicator. 


Rytoff 
ink Eraser 


* ‘ 
a ee SS 


Cleaner 


Most for the money, too. Handy a 
the type clean without spattering. 
and 8 oz. 


vBest Sellers” of the 1952 Carter Line 


the Largest Selling Items of their Kind... ANYWHERE!) 


ys@shed “best sellers” that 
supa ble turnover to 
faltores of all types, 


are bringing steady, profit- 
nery and office equipment 
small as well as large. 


eR mart up-to-date styling, and more convenient, 

®asier-to-use package: have been Carter hallmarks 
ind for years . . . but constant improvement in per- 
ht Mormance is just as much a Carter watchword, 
se @hough less immediately apparent. 


During the last year alone, several of the best 
known Carter “leaders” have been greatly improved 
by new laboratory discoveries. Cico, for instance, 
has been made whiter, smoother, evener spreading 
than ever. Carter's Type Cleaner dries more rapidly 
without any loss of cleaning power, and the muci- 
lage has a new sparkle due to an improved filtration 
process. 


_ Tue Carter's Ink ComPANY 


CAMBRIDGE 42, BOSTON, MASSACHUSETTS 


Rene Gas coated o0 dhe cnet qm OS 
pe Just a touch of the glass ily. Fo 


quickly and completely. 
recommend 


Instant Type Loosens dirt on the type more quickly than other 


cleaners, and dries almost at once. No muss or 


7m just wipes 


wo sizes—4 OZ., 
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“Velvet Touch” Electric 
Model 410 
Monroe Adding Machine 


If you’re an office machine dealer here’s 





your big chance to cash in with one of the most popular, 





S a , 
gs fast-selling lines in the office equipment industry. 
Only Monroe offers you, the dealer, a fine full keyboard 
adding machine plus a full keyboard rotary-type 
calculator —both in a wide range of hand 
and electric models and capacities. 
You and your customers know Monroe 
quality and workmanship. Tops in per- 
formance and appearance ... Monroe is the 
line that’s bound to mean more business, 
more profits, more volume for you. 
Act now while opportunity knocks! 
Mail that e¢oupon today! 
‘World-famous Electric 
’ Model LA-5 
Monroe Adding-Calculator 
Pet 3 es 2 ER 
Monroe Calculating Machine Company, Inc. 
Dealer Sales Division, 555 Mitchell St., Orange, N. J. 
Please tell me how | can become a Monroe dealer. 
a CALCULATING, ADDING & ACCOUNTING MACHINES | —_ 
MAGNROE CALCULATING MACHINE COMPANY, INC. | Company 
General Offices, Orange, N. J. 
Dealer Sales Division, 555 Mitchell Street, Orange, N. J. | Street 
| City 
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designed chair which is claimed to be unique. The 
firm also displayed a new development for typewriter 
leaf-tray. Instead of the usual action the leaf is re- 
leased, pushed down, and then slides into place. When 
in the “up” position it locks itself automatically and 
is perfectly rigid. 


* « * 


Powers-Samas Accounting Machine (Sales) Ltd., of 
Powers-Samas House, Holborn Bars, London, E. C. 1, 
displayed its new 40-character unit, numeralpha print- 
ing, and with simplified alphabetical punching. The 
punching code for each letter is straightforward and 
easily memorized; there are now no “exceptions to the 
rule” to learn and remember. 

Advantageous too, are the automatic notes on the 
alpha unit. 

The Muldivo Calculating Machine Co., Ltd., 49, Queen 
Victoria St., London, E. C. 4, exhibited a fully-auto- 
matic calculating machine which, we understand, had 
not been shown previously. This is the Model 20 ATG., 
which has two 20-figure revolution register No. 11 
split into two 10-figure registers, so that the automatic 
clearance of the right hand half can be disengaged 
if accumulation of individual multipliers or quotients 
is required. 

An important feature is that a product in register 
1 can be automatically transferred to the multiplier 
setting register by simple depression of a key with 
simultaneous clearance of registers 1 and 11. A third 
factor can then be set up, and multiplied in the normal 
manner, by the figure thus transferred 

Remington Rand Co., Ltd., 1-19, New Oxford Street, 
London, W. C. 1, displayed its new plastic key-covers, 
and also the Remflex photo-copying system which is 
having such a wide success in Britain. 

The Imperial Typewriter Co., Ltd., of Leicester, ex- 
hibited, among other things, the new carbon paper 
ribbon attachment. This is illustrated. A description 
has been given in these notes previously. 


+ * + 


The Addressograph-Multigraph Limited, London, ex- 
hibited the Addressograph with roll feed attachment, 
by which paper, either plain or printed, is fed from the 
roll, and imprinted with any style of Addressograph 
card index plate and guillotined automatically to 
length, the imprinted matter falling into a hopper in 
the same order as that of the plates. 

Constructors, Ltd., Tyburn Road, Erdington, Birm- 
ingham, 24, displayed the “Seldex” Visible recording 
equipment. These unit containers have been designed 
to allow the small business to have the advantage of 
visible systems, and make provision for the expansion 
of the system, or its application to other aspects of 
the activities, as the usefulness of such systems is 
appreciated. 

The trays within the Seldex unit containers are 
standard in every way. 

Features are that the Seldex pockets are suspended 


from piano wires, which are fitted with brass spacing 
pieces and hinges, thus giving a metal to metal opera- 
tion. 

The flexibility of the piano wire suspension provideg 
the perfect answer to the problem of speed in adding) 
new records in correct sequence and the use of %4-inch 
diameter spacing pieces guarantees the visibility of 
each “pocket.” The card holders are claimed to be 
unique in design. The holders are fitted with a roller 
bearing at each end ensuring perfectly smooth opera- 
tion within the tray. 

. Sd * 3 

Addressall Machine Co., 11-13, Southampton Row, 
London, W. C. 1, showed continuous roll-feed with 
label attachment and it is understood this machine 
is going exceedingly well at the present time. 

Twinlock-Percy Jones, (Twinlock) , Ltd., 37, Chancery, 
Lane, London, W. C. 2, displayed the Vetro “Mobil”) 
which is now in process of being introduced to they 
American market. 

It is understood that this form of suspension filing 
is one which is finding increasing application. No 
frame surrounds the tab title on this model, and the 
tab is suited to the angle of vision. The tabs accom- 
modate six lines of typing, and the tough manila 





folders withstand heavy wear. The tabs in ranks of 
five, too, cannot wander out of position. 

There is no doubt but that a big future exists for | ' 
this type of filing, and a feature is that existing cabi- 7 
nets may be converted to suspension filing with — 
or no difficulty. 

The company’s new postage box, too, is one which ig} 
believed to be the largest of its kind, being available 
up to 18 inches wide and is ideal for stores’ reference, 7 
personal history cards, and so on. : 

As readers of OFFICE APPLIANCES will recall, Mr. R. C7 
Hurnell is at the present moment in the U.S.A. on a 
business trip. 


Ae: RNR 


‘arcane 


* * > 


Duplicating braille by the Gestetner—a new system 
of the stencil duplicating process—was shown by Ges-¥% 
tetner Limited, Aldwych House, London, W. C. 2. ; 

The Gestetner process of making copies of Braille? 
makes use of the standard Gestetner duplicator and= 
stencil. : 

No special equipment beyond some form of heater? 
is required and copies can be prepared at very low? 
cost and distributed within a few minutes. 


eee 


- * « 


While the Olympic games at Helsinki were in prog- | 
ress, the agents of Ellams Duplicators Co., Ltd., Wat-7 
ford, Herts., supplied equipment for the duplicating) 
of results and general news information for the com-) 
petitors. 

Thirty-two Ellams M. 100 Electric and D. 100 dupli- 
cators were used in the information room during the 
course of the games. 

These duplicators used 228 pounds of ink and 6,5 
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Exhibit at Marseille ... This modern 
presentation of office equipment was made 
at the 1952 International Fair of Marseille 
France. French, American and German- 
made machines were exhibited at the “Hall 
of the Modern Office.” 
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*& CLEAN EDGE, CUT-CORNER 
CONVENIENCE 


* SLIP-PROOF MIRACLE TONE 
CURL-LESS BACK 


* SUPERB FOR DEEP-DOWN 
MULTIPLE COPIES 


* SMUDGE-FREE 


* GREATER DURABILITY 
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Superb Features 
+ New Merchandising Aids 


= Bigger Profits for You! 


578 


se) 








Completely new! Entirely different!—and little wonder. M & V 


MITTAG & VOLGER INC technicians asked thousands of users around the country “What 
td * 


features do you want in carbon papers?” 





drereendnreterrond The result is the revolutionary new M & V line . . . carbon papers 
Fine Corbon Papers and Inked Ribbons . eas ' 
as lovely to look at as they are exciting to use! 
yale BOSTON 10, MASS CHICAGO 6, TUL. The biggest news, though, is yet to come! M & V is now preparing 
26! Broadway High Street 558 W. Washington St _ ; ‘ : 
a great new merchandising program designed for you. Inquire now 
KANSAS CITY 6.™ N FRANCISCO 5, CALIF LOS ANGELES 13, CALIF : . 
1013 Grand Ave Mission Street 406 So. Main St for full information. 
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38TH ANNUAL M.D.A. CONVENTION 
STAGED IN CHICAGO, SEPTEMBER 23-27 


Registration Nearly 300—Jack T. F. Bitter 
Re-elected President—Association 
Awarded Certificate of Merit 


With a total registration of 287 (205 men and 82 
ladies) the 38th annual convention of the Marking 
Device Association, held in the Edgewater Beach Ho- 
tel, Chicago, September 23 to 27, was one of the best 
of recent years. An exhibit of industry products, after 
a lapse of several years, was an attraction that con- 
tributed to the increased attendance at this year’s 
assembly. 

In accordance with the expressed desire of members, 
most of the business program time was allotted to 
round table discussions on the principal products of 
the industry. Three formal addresses, two by outside 
men and one by an industry member, were the only 
“speeches.” 

At the board of directors’ meeting on Tuesday, Sep- 
tember 23, the following officers were elected: Jack 
T. F. Bitter, Parker Stamp Works, Hartford, Conn., 
president; E. M. Mellgren, St. Paul Stamp Works, St. 
Paul, Minn., vice-president; C. W. Gribble, Gribble 
Stamp & Stencil Company, Houston, Tex., treasurer; 
Joe Pardi, Sr., American Seal & Stamp Company, Chi- 
cago, Ill., assistant treasurer, and Elmer F. Way, 
Chicago, secretary and general manager. Messrs. Mell- 
gren and Gribble are new officers. The other four were 
re-elected. 

A pre-convention event was a golf tournament at 
the Edgewater Golf Club. Fine weather attracted quite 
a number of players. 

On Tuesday the exhibits were open for inspection 
from 10:00 a.m. to 6:00 p.m. Most of Wednesday was 
assigned to meetings of products committees and 
others to discuss problems and prepare material for 
presentation at the round table conferences scheduled 
for Thursday, Friday and Saturday. The exhibit area 
was open from 8:00 a.m. to 10:00 a.m., and from 4:00 
p.m. to 6:00 p.m. The same exhibits schedule was fol- 
lowed on Thursday and Friday. 

The first formal business session was called to order 
on Thursday morning by President Jack T. F. Bitter 
The first report heard was that of Charles O. Lee, Sr., 
Superior Seal & Stamp Company, Detroit, Mich., chair- 
man of the credentials committee. New members and 
guests were introduced and then a representative of 
the Chicago Convention Bureau made an address of 
welcome. For a few moments the assembly stood in 
silence to honor the memory of departed members. 

In succession followed the reports of Chairman of 
the Board Frank H. Eyman, Art Novelty Manufacturing 
Company, Chicago, Ill.; President Jack T. F. Bitter, 
Parker Stamp Works, Hartford, Conn.; Treasurer Aus- 
tin P. Winters, Winters Stamp Company, Elizabeth, 
N. J., and Secretary and General Manager Elmer F 
Way. 

President Bitter expressed the belief that the United 
States stands on the threshold of the greatest era of 
prosperity it has ever known. The marking device 
industry, he indicated, has “never had it so good.” 
Yet there will be occasional “sick spells’ for which 
members of the industry should prepare themselves. 
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MDA can play a big part in helping members weather 
any business or financial storms that may come. 

General Manager Way reported that the association 
has had a good year. Financial and membership gains 
were made. Regional meetings were numerous and 
successful. MDA standing committees all worked ef- 
fectively. The association’s group insurance plan js 
advancing. An indication of the activity within the 
association is the greatly increased work load of the 
secretary’s office. 

With justified pride, Mr. Way then displayed the 
“Distinguished Service Award” presented to MDA by 
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the American Trade Association Executives. Accom- 
panying this report is a reproduction of the award. 
At the luncheon, Orville E. Reed, mail promotion 
specialist, gave an informative address on the prit- 
ciples of direct mail advertising. Among the point 
he stressed were the following: 1. Write to an ind- 
vidual, not a list. 2. Write to prospect in terms of wha 
your product or service will do for him. 3. Write = 
terms that the prospect understands. 4. Be brief. 
Returning to the east lounge for the afternoon se& 
sion, the registrants heard the following committe 
reports: Government Affairs, by Chairman Arlie L 
Fox, Jas. H. Matthews & Company, Pittsburgh, Pa. 
Sales Education and Training, by Chairman Alan Jef- 
fries, Volk Stamp & Stencil Company, Detroit, Mich, 
Publicity, by Chairman Milton Wright, Universal Fount 
tain Brush Company, St. Petersburg, Fla.; Manage 
ment, by Chairman Fred L. Johnson, Western Stamp 
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a matter which you prefer, you get the same business-like 

ar as 

sotior features—the same color beauty and easy cleanability—the 
pri} same adaptability in reception room, office or board room— 
Doing} P : P - 

ind-| the same in satisfaction and prestige. Whether you buy or sell 
whaty office equipment, Masland Duran is right for your business. 
ite I ? 

f When specifying Masland Duran with fabric-back, ask 
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nite, /0r upholstery grade 3085. Write for samples. 
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Now you can get furniture covered with Masland Duran 


plastic upholstery with fabrie-back or without it. And no 
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& Stencil Company, Omaha, Nebr. A round table dis- 
cussion on rubber stamps, with James F. Miller, De- 
troit Stamp & Stencil Company, Detroit, Mich., as 
moderator, concluded the day’s program 

At eight o’clock on Friday morning, past-presidents 
gathered for breakfast and reminiscences in the Sheri- 
dan room. A little over two hours later the general 
session was called to order in the east lounge. Homer 
Willard, Toledo Stamp & Stencil Company, Toledo, 
Ohio, gave his report as chairman of the membership 
committee. Of the 40 new members added during the 
year, 28 are regulars and 12 associates 

For the next half hour, C. W. Gribble, Gribble Stamp 
& Stencil Company, Houston, Tex., distinguished him- 
self as an expressive and convincing speaker. Titling 





his remarks, “Why Are We Here?” Mr. Gribble traced} 
the origins of marking devices, referring to the Ten 
Commandments, which were engraved in stone tablets 
Then he told the story of his own experience in em. 
ployee-employer relationships. Back in 1949 he calle 
his 14 employees together and told them that the net 
profit for the year was only 2.8%. In consequence there 
would be no raises and no dividends. A committee of 
four employees and the boss met later and developed 
a profit sharing plan. Profits immediately began go. 
ing up. Everybody benefited. He assured his listeners 
that, from a management as well as from a worker 
standpoint, use of a profit sharing plan is a profitable 
way to do business. 


Two committee reports followed: Standards, by 
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Table Shots at the MDA Convention Banquet, Edgewater Beach Hotel, Chicago 
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=) How can you meet the rising costs of office work 
lets, bd 
em- 
alled , : 
net HE PRODUCTIVITY of any group of Yet experience shows that good 
here f peste costes depends on the human metal business furniture alone, such 
€ Of energy they apply to their work and as Goodform adjustable aluminum 
Opes the tools they are given to use. chairs, Super-Filer mechanized filing 
aul The amount of human energy so equipment, Mode-Maker and 1600 
rker spent can be influenced very slightly Line desks can increase productivity 
table by management. anywhere from 10 per cent to several 

be Therefore, the answer to rising _ times that amount! 


600D metal business 
furniture is @ 
GOOD investment 


costs must be found in the use of 
better tools, better methods, better 
surroundings. These factors are under 
the control of management as evi- 
denced by the practices followed in 
our factories for many years. 

It costs any company at least 
$3,000 a year per employee —for sal- 
ary, floor space and overhead —to 
operate its office. In an office of only 
10 employees, this means $300,000 
over a ten-year period. 


For only one or two per cent of this 
fixed expense, you could outfit your 
office with the finest, most modern, 
most efficient metal business furni- 
ture, plus the best in lighting and 
decorations. 


In addition, the attractive and 
pleasant appearance of offices so 
equipped provide the intangible val- 
ues of improved employee morale 
and greater customer prestige. 

The purchase of good metal busi- 
ness furniture should be decided upon 
—not on the basis of first cost — but 
on the basis of what it will do to 
bring a greater return on your fixed 
expense for salary, floor space, and 
overhead, 

Call your local GF distributor 
today or write The General Fire- 
proofing Co., Dept. X-11, Youngs- 
town 1, Ohio, and find out why Good 
Metal Business Furniture can be a 
Good Investment for your office. 
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OGF Co. 1952 1902 1952 
FIFTY YEARS OF PROGRESS 


Foremost in Metal Business Furniture 
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Chairman Don E. Forrester, Acme Marking Equipment 
Company, Detroit, Mich., and Industrial Rubber Dies, 
by Chairman Ray Ginn, Jas. H. Matthews & Company, 
Pittsburgh, Pa. 

As chairman of the resolutions committee, J. R 
Swift, Superior Marking Equipment Company, Chi- 
cago, Ill., received unanimous approval on the follow- 
ing: 1. Approval of all actions of officers and directors 
of the association during the past year. 2. Thanks to 
all who shared in the work of staging the convention 
3. Thanks to the officials of the Edgewater Beach Hotel 
4. Thanks to the National Production Authority for 
allocating the marking devices to the category of 
essential service industries. 5. Convention put on rec- 
ord as approving the adoption of the 23rd amendment 
to the United States Constitution, an amendment that 
would prohibit the federal government from going 
into business in competition with private enterprise. 

The Stencil Round Table discussion, scheduled to 
conclude the morning session, was held in Room 845 
for those interested. Henry J. Hanson, The C. H. Han- 
son Company, Chicago, was the moderator 

After luncheon the meeting was re-convened in the 
east lounge and George W. Nachtrieb, chief, specialty 
products branch, service equipment division, National 
Production Authority, gave an interesting and in- 
formative address under the title, “The Working Re- 
lationship Between the Marking Device Industry and 
the NPA.” 

Asserting that the ability to meet change is a virtue 
of the American businessman, Mr. Nachtrieb asked the 
question, “Is there apathy or danger of it in the mark- 
ing device industry?” He urged that the association 
keep its mobilization up to date. Then, if or when 
changes occur they can be met effectively 

The speaker outlined the CMP regulations as they 
apply to the marking device industry and then re- 
ferred to the staff setup of the service equipment 
division of NPA. He said that for the most part the 
men are experienced and on loan from private in- 
dustry. 

The seal and sundries round table discussions were 
cancelled. The steel marking tool and die round table 





On Display at the MDA Convention. Products 
of Time, Date & Number, Inc., are Shown 


session was held in Room 201, under the guidance of 
Erick Novak, Cadillac Stamp Company, Detroit, Mich 

A coc!:tail party in the ballroom mezzanine started 
the evening activities. At eight o’clock the annual 
banquet began in the ballroom. Good food was fol- 
lowed by an excellent floor show and dancing 

On Saturday morning activities started with a gov- 
ernors’ and secretaries’ breakfast in the Sheridan 
room. The final session of the convention was held 
in the east lounge. Most of the time was devoted to 
round table discussions, as follows: plastics, under 
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Moderator R. W. Terry, Dixie Rubber Stamp & Sea] 
Company, Jackson, Miss.; pressed metal plates, under 
Moderator Charles M. Reed, and checks and badges, 
under Moderator Charles O. Lee, Sr., Superior Seal & 
Stamp Company, Detroit, Mich. 
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Formal convention adjournment was followed by a } 


luncheon with the ladies in the south terrace. 





Exhibits at MDA Convention 
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Model 15-5 
Secretarial Chair 
retail—$32.50 
($33.50*) 


Model 20-A— 
Arm Chair, retail— 
$27.50 ($28.50*). 


Cushioned with 
» Your sales volume will be greater when you 
feature Cosco Office Chairs because, in Cosco, 
your customers get far greater VALUE. Check 


Cosco Chairs in every detail and see if this 


Note their sturdier, all-steel construction . 
handy comfort adjustments—all made without 
tools and | inches some found on no other 
chairs . . . their large, foam rubber-cushioned, 


saddle seats . . . the Du Pont “Fabrilite” 


Firestone 
Foamex ® 


@ today’s best value 


in Office Chairs 





or foam rubber latex 


upholstery in all popular office colors . . . their 
long-wearing, Bonderized baked-on enamel fin- 
ish in harmonizing colors. 

Then note the price tags and see how much 
less Cosco Chairs cost than anything compa- 
rable on the market. 

Give your customers the benefits of these 
greater Cosco values by featuring the complete 
Cosco line . . . there’s a model for every office 
seating need. 


HAMILTON MANUFACTURING CORPORATION © COLUMBUS, INDIANA 


LUSCO 
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OFFICE CHAIRS 


Nationally advertised — custom-built comfort at mass-preduction price’ 


*Zone 2—Texas, Florida and 11 Western states 
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Pomerantz Dinner Honors W. P. Reinhardt 


A dinner was held on September 8 at Old Book- 
binder’s Restaurant in honor of William P. Reinhardt, 
assistant treasurer of A. Pomerantz & Company of 
Philadelphia, Pa., to celebrate his 50th anniversary of 
employment with the company. 

The dinner was attended by 40 members of the 
Pomerantz “Half-Score or More Club,’ composed of 
employees with 10 or more years of service with the 
company. 

Mr. Reinhardt was presented with a television set 
for his new home by Richard D. Pomerantz, president. 





New York OMDA Holds Clary Night 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, September 9, in the Governor Clinton 
Hotel. President David C. Silvers, American Business 
Machines, Inc., New York, N. Y., presided. 

President Silvers introduced Fred T. Carpenter, 
United Typewriter & Adding Machine Company, Wash- 
ington, D. C., and Len Hayes, Hermes Typewriter di- 
vision of Paillard Products, Inc. He also introduced 
the following new members: S. J. Belle Isle and J. A. 
Castellanos, both of Clary Multiplier Corporation; A. Y. 
Wilson and Fred Geiger, both of Burroughs Adding 
Machine Company. 

Membership Chairman Edward Moore, Longacre 
Business Machine Company, New York, N. Y., an- 
nounced that 14 new members have joined the asso- 
ciation since March. They are: Abbie Office Machine 
Company; A. & B. Typewriter Company; Ajax Type- 
writer Company; Beacon Typewriter Company; City- 
Wide Typewriter Company; National Office Equipment; 
Stentor’s, Inc. and Union Office Equipment, all of New 
York City; Edgar Richardson, Brooklyn, N. Y.; Allied 
Commodities, Inc., Bridgeport, Conn.; Bergen Type- 
writer Service, Hackensack, N. J.; Broadstreet Business 
Machine Company, Hillside, N. J.; Clary Multiplier 
Corporation and Burroughs Adding Machine Company. 

The guest speakers of the evening were then pre- 
sented. S. J. Belle Isle, branch manager of Clary 
Multiplier Corporation, after a short talk, introduced 
his associate J. A. Castellanos, branch sales manager, 
who after giving an outline of the history of the Clary 
organization, covered the functions of all departments 
from engineering to top management. He covered 


Many Attend E. W. Curry Co. 
Third Annual Outing 
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A. Pomerantz & Co. Dinner Held 
September 8 in Honor of ; 
William P. Reinhardt 


each stage of its growth from a single office in Calky 
fornia some 13 years ago to its present size with some 
30 branch offices in cities where service can be pro 
vided. 

Stressing the fact that each member of the orm 
ganization gives unstintingly of his time and skill, he 
went on to tell of the painstaking care that goes ints 
the manufacture of each machine. He then demon 
strated an eight-column electric adding machine 
which, he declared, has a cruising speed of 188 cycle 
per minute. He called attention to various advan 
tages such as its orderly arrangement of keys with 
automatic jump-up control for easy operation, ig 
thumb bar located in front similar to typewriters for 
speed and convenience of operation, its light weight— 
only 19 pounds—A. C. or D. C. current and tripod base, | 

In stressing economic maintenance, he called atten-} 
tion to the machine’s four-unit construction as he took 
the machine apart showing the keyboard unit, print- 
ing section, accumulator and motor base plate. 

In conclusion he pointed out to dealers the value 
of demonstration and the strong possibilities for sales 
of the Clary machine by that method. He urged them 
to take advantage of the opportunity to increase their 
sales. 

At the end of Mr. Castellanos’ talk pamphlets were 
passed out and a question and answer period followed. 

The balance of the evening was devoted to discus- 
sion of topics of interest and importance to the asso- 
ciation and the industry. 


SIME SIREN. F 








E. W. Curry Company Holds Annual Outing 


The employees of E. W. Curry Company, Pittsburgh, 
Pa., held their third annual picnic on Thursday, Sep- 
tember 4. Attendance was 52 including members of 
the employees’ families. 

The highlight of the day was the softball game be- 
tween the inside workers and the outside salesmen 
with the former winning, 12-10. 

This was followed by a get-together and the serving 
of refreshments and a delicious chicken dinner. Mr. 
Curry welcomed the outing attendants and told of his 
enjoyment of the opportunity for fellowship. 

Tom Stout of E. W. Curry Company, president of 
Stationers Association of Western Pennsylvania and 
lieutenant governor of NSOEA District No. 3, was in 
charge. 
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IT’S THE SWINGLINE 
STAPLER DEPARTMENT! 


sales A history-making, profit-making 
hem first’! A unit to systematize, simplify 
heir and speed your stapler selling opera- 
tions! A unit that displays and sells 
every stapler in your Swingline stock! 


alue 


were 

wed A unit that invites customer selection 

cus and testing! A unit of flexible use, 

8S0- superb styling, fine construction! And 
—a unit that COSTS YOU NOTHING! 

LIGHT—PLUS ACTION— 

] MOVES MORE MERCHANDISE! 

irgh An illuminated, continuous-action, 

Sep- full-color photograph in headpiece 

s of dramatizes famous Swingline open- 
channel. Lift-load-close action “comes 

» be- to life’’ as customer moves before 

men display. Shelves also illuminated. 
Effective with lights on or off. 

ving 

Mr TEST-TABLE TOP GETS CUSTOMERS 

f his TO STOP—LOOK... TRY—BUY! 

t of Test area on top eliminates counter 

and crowding and clutter—a real customer 

s in convenience! Unit meets every store 


need fits against wall, showcase, 
counter, on open floor or in window. 
Measures only 19” deep, 34” wide, 
44” high. Features 16 different items, 
with slots for price changes, pockets 
for “pick-up” literature. Solidly built 
of blonde wood, gleaming chrome. 


“i 


STAPLER DEPARTMENT 


WRITE FOR DETAILS....... SPEED PRODUCTS COMPANY, INC., 32-01 Queens Bivd., Long Island City 1, New York 
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Art Metal Construction Co. Dealer Division Holds Sales Conference September 4-5 


Fall plans were discussed in a sales conference of the dealer 
division of the Art Metal Construction Co. held at the home office 
September 4 and 5. In attendance, left to right, were: FRONT 
ROW—E. J. Young, S. D. Bradner, H. B. Walker, R. C. Gage, 
E. G. Knight, W. M. Rachman and C. W. Simpson, advertising and 
sales promotion manager; SECOND ROW—R. L. Morgan; M. H. 





Rife, Wabash Filing Supplies, Inc.; C. H. Bowen, vice-president of 
branch sales; E. M. Williamson; A. T. Hunt, dealer service; W. E 
Green. THIRD ROW—J. A. Johnson, stock sales and export may 
ager; L. R. Addington, vice-president, dealer sales; A. J. E. Larson 
president and general manager; F. J. Link; J. P. Eeds and D. 
Larson. 





Major George Fielding Eliot Addresses OEA 


In a speech before the Office Executives Association 
at New York City recently, Major George Fielding Eliot 
said that the most important question facing the next 
president would be: Can America continue to main- 
tain a reasonably high level of defense spending, and 
at the same time begin a reduction in taxes. The 
noted author and news analyst, in a talk titled 
“What’s Ahead for Business—After Elections?” de- 
clared that the solution to his question was largely “a 
problem of management.” 

He said the new chief executive, whether he is a 
Republican or Democrat, must first take a “long, clear 
view” of the national and international situation, by 
gathering together and studying as many relevant 
facts as he is able. According to Major Eliot, the new 
president must then: 1) “define what our resources 
are,” in short, determine what we can reasonably ex- 
pect from the American people in the next few years. 
2) Determine our objectives. The president must de- 
cide what the nation is to do about the present situa- 
tion, and decide in concrete terms. 

The occasion for Major Eliot’s talk was OEA’s first 
dinner meeting of the 1952-53 season, held in the 
Skytop Room of the Statler Hotel. OEA is the New 
York chapter of NOMA, the National Office Manage- 
ment Association. 


The speaker suggested that better management 
needed throughout the governmental chain-of-coms- 
mand, but especially, as he phrased it, “way up the 
line’”—most particularly in the defense department. 

We must start here, he said, not only because proper 





defense is today vital to our very survival, but because 
the greatest budgetary savings, and the greatest ad-} 
vances in efficiency seem possible in this branch. He} 
pointed out that approximately 80 per cent of the 
current budget is earmarked for defense. By implica- 
tion, Major Eliot criticised the administration for not 
providing the incentives to management to use its 
superior know-how for the betterment of governmental 
procedures. 

OEA inaugurated a technical information service at 
this meeting. Members had a chance to submit-queries 
on personnel recruitment, mail room procedures, and 
tabulating machines to specialists in these subjects 
during the “fellowship hour” which preceded the din- 
ner. Other subjects to receive consideration at future 
sessions include general organization problems, ad- 
ministrative planning, office machinery and equipment, 
methods and procedures, reproduction, salary surveys, 
and others. 

It was announced by Chapter President Bob Cam- 
eron that a new NOMA chapter was forming in White 
Plains. 
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Penn Banquet... Pictured at the an | 
nual fall banquet of the Stationers Assn. of | 
Western Pennsylvania held September 9 at 
the Chartiers Country Club are: TOP—Mrs. 
Charles G. Lovig; Bill Vogel, Sengbusch 
Self-Closing Inkstand Co.; C. G. Lovig, 
Eagle Pencil Co.; Tom Stout, president Ste 
tioners Assn. of Western Pennsylvania, and 
Mrs. Stout; Mr. and Mrs. Bill Waskow 
Sanford Ink Co.; BOTTOM—Part of the 
crowd of 150 in attendance 


— 
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These new 





“100,” “200” and “400” Series Mosler Record Safes’ establish new standards in both styling and protection features. 


Here they are! The new safes that antiquate 


all 


Now every businessman is a potential 

customer... with the introduction of... 

these handsome new Mosler Record 

Safes, every other safe in existence 
becomes obsolete! 


WHAT YOU'RE LOOKING AT is the most im- 
velopment in record safes in 
rtant to the industry. 
inessmen everywhere. 


ortant ae 
30 vears. It’s 


Important 


But it’s rtant of all—to you! 
You can see irself the opportunity 
these hand e new Mosler Record Safes 
present here is nothing on the market 
that even <¢ ires with them—your 


that at first glance. 
‘mblance, here, to the 
al ‘ironsides” many of 


IF IT'S MOSLER ... IT'S SAPE 


“ Mosler Safe 


and Bank Vaults 


Largest Builders of Safe 
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othere in America ! 


your prospects still use. Even today’s 
so-called modern safes are now obsolete 
in appearance. 


And the distinguished Raymond Loewy 
styling is just part of the exclusive selling 
advantage these safes give you. For each 
has the same proved protection features 
that have made Mosler the world’s largest 
builders of safes and vaults. And each 
has exclusive new Mosler convenience 
and security features, too, including hori- 
zontal handles and the new “Counter 
Spy” Lock. 





NEW EXCLUSIVE SALES FEATURE. The new 
Mosler “Counter Spy” Lock—with numbers 
on edge of dial instead of face, visible only from 
top and only to person working combination 


GET SET, NOW, to take fullest advantage of the vast new market these Mosler 
Record Safes are opening up. There’s an important reason for getting your stocks 
ready and your sales force primed for action, now. For Mosler has something BIG 
coming up. And it pays to prepare for this kind of promotion. Mail the coupon, today, 
for a catalog of the new Mosler line and full particulars on how to cash in! 


Please rush me a catalog showing the new “100” and “200” Series 
Mosler Record Safes, and complete information so I can be in 
time to take advantage of Mosler’s big promotion 


a Myfltiny 


NAME POSITION 
Since 1848 

FIRM NAME 

ADDRESS 

cITry ZONE STATE 



















NOFA Officers Convene in New York 


President V. L. Caldwell presided at the NOFA Offi- 
cers Conference held September 12-13 at the Hotel 
Statler in New York City. The message of welcome was 
given by Ben Itkin, president of the OED of New York, 
N. Y. 

In his report on the “State of the Association,” 
President Caldwell said that the association was em- 
barking on a long-range program including sales train- 
ing schools. He announced that the Northern Ohio 
Office Furniture Association had just completed ar- 
rangements for a sales training school to start in 
October at Cleveland, Ohio. 

Various area conferences were reported on the 
schedule for this Fall and Winter. They are the North- 
ern Ohio at Cleveland, Western New York at Buffalo, 
N. Y., Western Pennsylvania at Pittsburgh, Florida 
State at Miami, Virginia State at Richmond and New 
England at Hartford, Conn 

Executive Director John Gray made a report in 
which he urged the extension of a public relations 
program, a monthly advertising program, classified 
telephone directory advertising assistance, sales train- 
ing schools and broadening of the insurance program. 
Mr. Gray told of the need for a planning committee, 
a program for the manufacturer members and a com- 
plete program for chapters month by month. 

Daniel Waldner, chairman of the NOFA insurance 
fund program, reported that the association now has 
more than $4,000,000 worth of insurance covering close 
to 2,000 members and employees. 

John E. Mossman, chairman of the NOFA Bulletin, 
told of the addition of more advertising and stated 
that it is hoped to add eight more pages of copy to each 
issue. 

Gilbert Sternberg asserted in regard to the 1953 con- 
vention, “Cleveland is going to put on a show that 
should be one of the finest in NOFA history. We have 
the ideal auditorium for it. We know we are ideally 
situated between the East and West and will have a 
larger attendance than NOFA has ever had.” He told 
of the tentative program opening on Saturday, April 
25, with an officers’ conference 

Bernard H. Nemlick reported on the plans for Na- 
tional Office Furniture Week October 19-25. 

Boston will be the site of the 1953 conference in 
September. 





Golf and Gayety Mark Eastern Outing 


The Boston Stationers Association and the New Eng- 
land Travelers Club conducted a joint golfers’ outing 
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at the Marlboro Country Club, Marlboro, Mass., on 
Monday, September 29. About 20 golfers toured the} 
rugged, but beautiful golf course. Some of the heavier} 
members lost a few pounds to the hills and a few dimes | 
and quarters to their opponents. 

The dinner in the evening was attended by about 
40 including about a dozen wives of the members. The 
occasion was used to honor the charter members of 
the New England Travelers Club, which was organized 
on April 30, 1928. Fred Salmen did a beautiful job 
rounding up five of the charter members and bringing 
them out to the dinner. Fred served as toastmaster 
and presented Guy Hart, who must have been a very} 
young boy when the club was organized because he} 
still looks and acts very peppy; Courtland Worth, also 
gets younger every year; Bob Myers, who still looks 
as aristocratic as the Crane papers he sells; Chauncy 
Krotz, who is visiting in the East from California; and 
Bill Greenleaf, who gave us just a small taste of the? 
dramatic oratory which we have always enjoyed s0} 
much. Bill came all the way from New York just to} 
attend this meeting. 

Mr. and Mrs. Walter Concannon played host to the 
ladies and their escorts at their lovely home on Pleas- 
ant St., in Marlboro after the meeting. 

Charles Dwyer, chairman, awarded prizes to the fol- 
lowing golfers: Dean Hall, Roy Leonard, Dave Keir, 
Mike O’Hanian, Walter Concannon, Ray Fletcher and 
Eddie Howard. 
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Blanchard Completes 50 Years with Dixon 

Rounding out a half century of service with thel 
Joseph Dixon Crucible Company, Charles Edward] 
Blanchard, cashier, was honored at a luncheon held 
recently at Bruno’s, Jersey City. 

High point of the celebration occurred when Presi- 
dent E. M. Cabaniss presented Mr. Blanchard with 4 
diamond-studded 50-year service pin and a beautiful} 
five-page embossed resolution. 

During the course of the luncheon President Caba- 
niss also presented Benson H. Rowley and John 0 
Rollins with sapphire pins marking the completion of 
35 years service with the company. 


GLTC Holds Annual Milwaukee Outing 

The North Hills Country Club was the scene of the 
annual golf outing for the Milwaukee area sponsored 
by the Great Lakes Travelers Club and held Septem- 
ber 5. Ninety-four persons were present including 
stationers from Milwaukee, Madison and other south- 
ern Wisconsin communities, from Chicago and Spring- 
field, Ill., also members of the Great Lakes and North-) Filing 
west Travelers clubs. Continued on page 122 aah 
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TRANSFER TIME + Oxford FILES = 
BIGGER PROFITS! 


Starting now, offices everywhere are preparing to transfer 
1952 records. In this big transfer season ahead, Oxford 


Files are your surest money-maker, because only Oxford 





offers files in three models and twelve sizes. 


Here's whal three medels and 
twelue sizes mean to your customers: 


1 Do your customers need transfer files for correspond- 























1 
. ence, for invoices, for dozens of different forms and 
i th records? Twelve sizes of Oxford Files include the right 
avier size file for most any office form. 
imes 
— 2 Do they need transfer files to be set up in the front 
rs of office, where appearance counts? Oxford Steel Front 
ia files stand proudly in the company of the most expensive 
ging current files. 
aster 
very 
e he 3 Do they need transfer files, good looking and sturdy, yet 
be moderately priced? Oxford Steel Clad files, steel rein- 
uncy forced, but without steel fronts, are the perfect answer. 
and 
f the 
d s0 4 Do they need storage files, at rock-bottom prices, but 
“a with all the convenient reference of a pull-drawer file? 
) the Oxford Standard Files provide the lowest-cost method 
—_ STEEL CLAD FILES of storing records so they can be instantly looked up. 
> fol- 
Keir 
’ and 
1 the THREE MODELS TWELVE SIZES 
yard 
neld You're certain to have what the customer wants, 
in size, style or price. 
resi« 
ith 4 
utiful 
= Oxford 
oa } Reg. U. 8., 9 Tat. On. 
FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 
a STANDARD FILES " 
sored oem \ on ef ——— ] 
tem See UY Er cy 
uding 
outh- 
ring- 


ort Filing Folders — Filing Guides — Fiberboard Files — Index Cards — Red Fiber Envelopes — Oxford PENDAFLEX 
2 | 
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The event started with lunch at the clubhouse and 
ended with a dinner, with a full afternoon of golf in 
perfect weather in between. 

Some 45 or more prizes were distributed. The prize 
for low gross went to Norman Seeling of Zillmer’s 
Office Supply, Waukesha, Wis. Second low gross was 
won by Bob Warner of Rockwell-Barnes Company. 
First and second low net were won by Ray Achtner 
of Office Stationery & Equipment Company, Chicago, 
and Harvey Zillmer, also of Zillmer’s in Waukesha. 

Following the dinner Don Sharpe, president of the 
Great Lakes Travelers Club, presided at a brief in- 
formal business session. He expressed his thanks to 
the many who participated to make the event an 
outstanding success. He introduced Ed. Napp of Napp 
Office & School Supply Company, Manitowoc, gover- 
nor of the Sixth District, and Jess Peck of Springfield 
Stationery Company, Springfield, Ill., governor-elect. 


Recognition was given for successful efforts in ob. 
taining new members for the national association ang 
to members of the Northwest Travelers Club who par. 
ticipated in the event. Mr. Napp said that 1952 was, 
great year for the district and a great year for NSOEA 
He told of plans for making the 1952 convention the 
greatest in the association’s history. j 

Mr. Peck extended an invitation to all to assig} 
him as governor for the ensuing year and to attend= 
the 1953 regional meeting to be held in Springfield § 
Folger Fellowes of Bankers Box Company, nationgj 
convention chairman; Glenn Chambers, Weis Manvp- 
facturing Company, co-chairman; Gordon Kickels, Cc) 
L. Barkley Company, and Russ Ragan, American Pagj 
& Paper Company, chairman and co-chairman of the | 
Great Lakes Travelers pre-convention luncheon, ang 
other convention committeemen were introduced. 








Photoflashes at Banquet Following GLTC Golf Outing September 5 at North Hills, Milwaukee, Wis. 


1. One, two, three strikes, you're out. The Hi-Lo Quartette: Webster 
H. Luebtow, William W. Oestreich, H. C. Miller Co., Milwaukee 
Paul J. Alexandroff and William J]. Ronayne 

2. Some officers and committee members.—Seated: Jess Peck, Spring 
field Staty. Co., Springfield, Ill., governor-elect Sixth District; Art 
Finger, $. J. Olsen Co., Milwaukee; Ed Napp, Napp Office & 
School Supply Co., Manitowo governor Sixth District Don 






Sharpe, Reyburn Mfg. Co., president Great Lakes Travelers Club 
Standing: Ray Eichenlaub, Service Steel Products Corp., chair 
man GLT Finance Committee George Schumacher, Siekert 4 
Baum Staty. Co., Milwaukee; and Gilbert Winkelman, H. C. Miller 
Co., Milwaukee. 

3. More committee members: Rus Ragan 


American Pad & Paper 
Co.; Ken Henderson, The Carter's Ink Co Bill 


Jarchow, H. H 
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4. Charles J. Lofye, H. H. West Cc 


6. Ed Napp. Napp Office & School Supply Cc 


West Co., Milwaukee, enjoying his soup; Benny Allen, America 


Pencil Co 
Arthur Schaefer, Sengbus@) 


Self-Closing Inkstand Co.; Walter E. Rossow, H. H. West @& 
Clarke, F . Webster Co 

Bill Jarchow, H. H. West Co.; Harry Hofherr, Kendrick Furnitu) 

Co., Chicago; Earl Hanson and Ha! Johnsen, manufacturers’ mR) 

resentatives k 


Manitowoc; Bi 
Goff, Bill Goff, Inc., Madison. ; 
William Boyd, Art Steel Sales Corp. and Acco Products, Inc: 
George Schumacher, Siekert & Baum Staty. Co., Milwaukee. 
Ed Kuschbert, Kuschbert Office Supply Co., Milwaukee; Hey 
Balch, Quality Park Envelope Co F 
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A PARTORS LIST 
Kitchen Cabine te 

Cabinet Benche 

Storage Cabinet: 
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If .. the average Lyon Steel Equipment Dealer 
dressed to represent every kind of customer he 
serves—he’d be wearing quite an outfit! 


for Lyon makes over 1500 different items 
—and Lyon Dealers sell them to hundreds of 
markets including factories, shops, offices, 
warehouses, schools, churches, hospitals, clubs, 
institutions and homes. (A very few typical 

Lyon Products are shown below. ) 


With so many products to sell to so many different 
markets—is it any wonder that Lyon Dealers 

sell thousands of dollars worth of steel equipment 
every month of every year? 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


METAL PRODUCTS, INCORPORATED 


General Offices: 1128 Monroe Avenue, Aurora, Illinois 








OF LYON STANDARD PRODUCTS 
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0. E. D. Hold Golf Tournament Septemb 


2. M. Lindroth, Macey-Fowler, Inc.. New York, N.Y 


4. Joe Weiner, David Kramer, Inc.. New York, N.Y 


7. J. J. Driscoll, Remington Rand Inc 


8. A. J. Eardensohn, guest; Al .Lakow 


New York O.E.D. Hold Final Golf Meet 


More than 95 members and guests attended ladies 
day, the final meeting of the 13th annual golf tourna- 
ment of the Office Equipment Dealers of New York 
held on Tuesday, September 16, at the Westchester 
Country Club, Rye, N.Y. 

This picturesque course, one of the finest in the 
New York area, was in splendid shape and a goodly 
number of golfers arrived early to take advantage of 
the balmy weather which prevailed throughout the 
day. Plenty of diversions were available for those who 
did not play golf—putting on the green, tennis, swim- 
ming, horseshoes and cards 


1. Joe Galen, H. W. Crane and A. J. Kuhn, all Peerless Steel Equip 
ment Co.; Gordon Meyer, Duradex, Inc 

Angus Gordon 

Penny & Gordon, New York, N. Y.; Charles Stettler and R. J. Berry 

Berry, Dickie & Stettler, New York, N. Y 


3. A. Strumlauf, guest; Mrs. Henry Levy. Silver Stationery Co 


Mrs. Martin Moldow and Martin M. Moldow. Martin Moldow 
Associates. 

Charles Gunter 
berg, Blanchard Bros. & Lane; Sam Katz, Art Steel Sales Corp 


5S. Hugh Ward, Geyer Publications; Jim Wray, quest; Alex Burk 


hardt, Victor Safe & Equipment Co Ted Patton, Patton Office 
Equipment Co. 


6. Jack Levis, Harold Polis and Paul Maravnick, all Brock Press 


Inc., Stamford, Conn. 

A. Matthews, Harter Chair 
Corp.; L. Clark and Al Love, Dancker & Sellew. Inc., New York 
N.Y.; L. Hendrickson, Harter Ch Ce 







1 Lakow, Samuel 


Lakow & Sons, New York, N.Y H. K. R leff, quest 


9. David Kohansky, Aetna Safe Co Charles Lundgren Dancker 


& Sellew, Inc.. New York, N.Y 


10. Nat. M. Plaine, Columbia Stee! Equipment Co I O. Lasner 


Goldsmith Bros., New York. N.Y S. Schectman, Joe Wallace 
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16. Mrs. M. S. Zich, O.E.D. executive secretary 


At the end of a perfect day all adjourned to the 
dining room where they enjoyed a delicious roast 
beef dinner. President Ben ItKin, Itkin Brothers, Inc., 
New York, N.Y. extended a hearty welcome and ex- 
pressed his pleasure at seeing such a large attendance, 
After thanking co-chairman of the golf committees, 
John E. Mossman, Desks, Inc., and Bernard H. Nem- 
lich, Regan Furniture Corporation, New York, N.Y. 
for arranging a splendid series of golf outings during 
his term of office, he also thanked Joe Weiner, David 
Kramer, Inc., New York, N.Y. for helping with the 
ticket and financial arrangements. Announcement was 


Turn to page 169, please 





er 16 at Westchester Country Club, Rye, N. Y. 





New York, N.Y T. 


Associates; Samuel Fish, S. J. Fish 
Mestel, Parker Steel Products, Inc 

John J. Langer, Penny & Gordon, New York, N.Y hn E. Moss 
man, Desks, Inc., New York, N.Y Philip Dameo, Security Steel 
Equipment Corp.; Jack Schwander, Desks, Inc., New York N.Y 





12. J. Munro, NOFA; Graham Cleaves, Blanchard Bros. & Lane 


John R. Gray, NOFA executive director; M. Geyer. The Globe 


Wernicke Co 


Sam Itkin, Itkin Bros., Inc.. New York. N.Y Martin Smith, quest 
Harry Kaufman, Kaufman Carpet Co Ben Itkin and Abe Itkin 
both Itkin Bros., Inc., New York, N.Y 
14. Dan Waldner, D. Waldner & Co., Minneola, L.l N.Y Harvey 
Bright, Bright Chair Co. 
15. Hugh Morgan, manufacturers’ representative; John Broere, Lack 
Bros. & Lane 


v J 
awanna Leather Co.; Charles Gunterberg, Blanchard 

y Mrs. Harvey Bright 
Bright Chair Co.; Mrs. Dan Waldner, D. Waldner & Co., Mix 
neola, L.I., N.Y. 


17. Irving M. Levy, Art Steel Sales Corp B. H. Nemlich and David 


S. Fisch, both Regan Furniture Corp.. New York, N.Y George 


B. Wray, manufacturers’ representative 


18. Victor Scheinman, Cole Steel Equipment Co ind Jerome H 


Wallston, Brock Press, Inc., Stamford, Conn 
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“) REVOLUTIONARY NEW TYPEWRITER SHELF 
ACCLAIMED FOR EFFORTLESS ACTION! 


ie * 


Dealers from coast to coast are acclaiming Shelfomaticas one of the most important 
improvements in secretarial desk design in recent years. This new typewriter shelf 
glides smoothly and easily into typing position . . . and remains absolutely rigid until the 
operator releases it. What’s more, Shelfomatic’s simple, rugged design eliminates unsightly 
extended levers, brackets and latches that can pinch or scratch the operator. 
This new development in secretarial desks is just another example of the progressive design 
engineering and outstanding craftsmanship which have made Steel Age one of the nation’s 
fastest-growing lines of steel office furniture. We'll gladly supply further details about 
Shelfomatic—or any other member of the STEEL AGE family of 
quality office furniture. Call or write today! 


* Patent applied for 


CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 
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Ames Supply Changes Export Set-up 

Hazen R. Ames, president of the Ames Supply Com- 
pany, recently announced that due to the expansion 
of business the formation of a company wholly owned 
and operated by Luis de Olazarra as an exclusive dis- 
tribu‘or in the export field has become necessary. This 
business is located at 9 S. Clinton, Chicago. Some 


L. de Olazarra E. W. Staats 


time ago, the domestic and export sales were consoli- 
dated under the direction of Mr. de Olazarra, who 
also held other positions in the Ames organization. 

Mr. de Olazarra’s duties as vice-president in charge 
of sales and advertising of the Ames Supply Company 
will be assumed by Edward W. Staats, who was for- 
merly vice-president in charge of the eastern division, 
located in New York City. 

Mr. Staats has had more than 20 years experience 
with the Ames Supply Company, and is well qualified 
to assume charge of all domestic sales. He is familiar 
with the dealers’ problems, and will make his head- 
quarters at the home office, 564 W. Randolph St., 
Chicago. 

By these changes the Ames Supply Company will be 
able to concentrate their efforts more closely in the 
domestic field and Mr. de Olazarra will have more 
time to devote to the foreign end of the business and 
to direct the Ames International de Mexico, S. A. 

Consistent with the 50-year policy, the Ames Sup- 
ply Company announces it will always take steps which 
will mean progress and improve the service to the 
world-wide dealer organization. 


W. Neill Stewart, Jr., Advances with Firm 

At a recent meeting of the board of directors of 
Stewart Office Supply Company, Dallas, Tex., W. Neill 
Stewart, Jr., formerly secretary of the company, was 
elected vice-president and secretary. 

Mr. Stewart, who currently is lieutenant governor 





W. Neill Stewart, Jr. 


from Texas of District No. 9 of NSOEA, joined the 
Stewart organization in 1939. Except for a three and 
one-half year absence during World War II, he has 
been in continuous service since that time. In 1946 he 
was elected secretary of the company and held that 
title until his recent elevation to the office of vice- 
president and secretary. 
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General Fireproofing Names District Managers 
The appointment of four new district managers we 
recently announced by The General Fireproofing Com 
pany. These men are P. E. Mullen, A. F. Harris, J. J 
Seaman and J. J. DuBusky. ; 

Mr. Mullen takes over the managerial duties of 
District 14, the state of Texas. Mr. Harris becomes dis 
trict manager for the New England territory. 

Mr. Seaman has begun his new duties as district 
manager for the states of Virginia, North Caroling 
and South Carolina. Mr. Dubusky assumes the duties 
of district manager of Territory 12 after serving asa 
branch salesman at Washington, D. C. since January 
of 1947. 

Each of these men served in the Armed Forces dur- 
ing World War II. 





Mathien Heads Plus Computing Machines 


Plus Computing Machines, Inc. of New York, a sub- 
sidiary of Bell Punch, Ltd. of England and exclusive 
national distributors of the Plus adding and calculating 
machines, announces the election of Henry R. Mathien 
as president of the corporation. 

Mr. Mathien succeeds W. B. Sheldon, a director of 


Henry R. Mathien 


Bell Punch, Ltd., who will serve as chairman of the 
board of Plus Computing Machines, Inc. Mr. Mathien, 
prior to his new appointment, was assistant export 
manager of Bell Punch. During World War II he 
served for two years with the 88th. U. S. Infantry Di- 
vision in Italy. 

Mr. Mathien was to arrive from London on October 
7 to assume his new duties. 





Enter Judgment in Patent Suit 

Judgment has been entered by the United States 
District Court at Chicago in a ball pen patent infringe- 
ment suit brought by Eversharp, Inc., against L. E 
Waterman Company, holding Biro patents Nos. 2,390,- 
636, 2,397,229 and 2,416,896 valid and infringed and 
directing the issuance of an injunction against Water- 
man. 

The judgment resulted from a settlement between 
the parties which involved the payment by Waterman 
of damages for alleged past infringement and the issu- 
ance to Waterman of a license to permit it to continué 
with the sales of its ball pens. 

Eversharp, holder of basic patents on ball pens sincé 
1944, reports that to date it has issued 12 licenses @ 
other companies permitting them to manufacture the 
ball writing instruments. 





Grant Charter to Firm in Houston 

Houston Duplicator Company, Inc., has been granted 
a 50-year charter of incorporation at Houston, Tex, 
listing capital stock of $10,000. Incorporators are R. G 
Emmert, C. A. Barkley and C. W. Road, Jr.—EEG 
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_fits everybody's business 


Male 
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high quality, low cost, 


LIFETIME STEEL 





"4 LIST 


_ Attractive dealer discounts 


> ==? ra 


made in 4 sizes trom 


PARTITION TRICKS = S30] comma 


FOR EVERY TRADE 


The Stakmaster is all you need to 
fit the needs of almost any business. 
When partitioned the drawers are 
ideal for storing (cloth swatches, 
small parts, costume jewelry and 
countless other items). All drawers 


are pre-punched for dividers. 


STAKE YOUR CLAIM FOR PROFITS 
IN A BROADER FIELD OF SALES! 


= =—5 LEG BASE 
7, = iy 
CLOSED TOP—NO CAP iam 


Stakmaster is the one rigid lifetime steel unit that offers more 
design appeal . . . more in every quality feature . . . and 
more low-cost efficiency, with more fields to conquer. Units can 


be added as needed and stacked to make one compact file. 


Four-drawer filing cabinet holds drawings, tracings, blueprints, 
artwork, cuts and paper up to 38” x 50” e Heavy gauge steel 
welded to form e Drawers roll smoothly on case-hardened ball 
bearing rollers e double hinged depressor and back hood on 
each drawer protects tracings, etc., from curling @ Drawers will 
not pull out accidentally e Handsome hardware e Precision built. 


All blueprint cabinets available with locks 


Write for catalog sheets and complete 
information on the full Stacor line TODAY 





Here Are Four of the Fastest Growing Items 


NOW CARTER OFFERS YOU FACTS BASED ON A RECE 


The faster, sharper strokes of the electric typewriter put the toughneg 

and wear of carbon paper to a new test . . . in fact require specially ee 
made carbons. Carter offers these ‘ ‘right across the board” so that you > 
customers can enjoy their favorite Carter brand with electric typewriters 
as well as with standard typewriters. 
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With spirit vapor duplicators rapidly becoming the “number oné 
method of office duplicating . . . and consuming annually some $1 

to $300 of supplies per machine . . . progressive stationers are giving 
major attention to this growing department of their business. The Carte 
line of duplicating supplies is complete, and of course, tops in quality 


Duplicator Supplies 


With nearly a million electric typewriters already in 
use, and with spirit vapor machines rapidly displac- 
ing other types of duplicating equipment, stationers 
are faced with new problems in servicing their cus- 
tomers’ needs. More than ever must supplies be 
fitted to their intended use more than ever 
must the stationer be a list” in modern office 
procedures. 


Carter's thorough study of these new types of 
equipment has developed a simple, yet unusually 
practical and complete line of supplies for electric 
typewriters and spirit vapor duplicators . . . and, 
in addition, has brought out significant facts about 
the truly amazing profit potential in the market 
re hogs se supplies, facts which Carter will gladly 

its stationer “partners in distribution. 
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the Entire Field of Office Supplies Marketing 


| NATION-WIDE ANALYSIS COVERING SOME 1500 STORES 


Ribbons, too, must be able to “take” the heavier pounding and higher 
7 ey Ribb typing speeds of these new machines. It’s not unusual to find ribbon 
sales to offices equipped with electric typewriters from 50% to 60% 
ecir [ C I on $ higher than before. Carter's electric ribbons, of course, have been “out 


in front” from the very start. 


Carter’s Nylon ribbons have set the ow ever since the first use of this 
nally pioneered as a “special” 


e new fabric for typewriter ribbons. F 
N lon Ribbon S$ ribbon, Carter’s Nylons are now available right through the Carter 
y line. Many offices, however, standardize on the famous Carter “Super 
Nylon” . . . the leader in any league. 


We invite you to send for the new Carter Carbon and Ribbon Catalog 


Tue Carter’s Ink ComPANY 


CAMBRIDGE 42, BOSTON, MASSACHUSETTS 




















Unveil G-W Steel Techniplan for Offices; 
President A. C. Howard Tells of Advantages 


New modular office furniture known as Steel Techni- 
plan was unveiled in New York City September 11 as 
the scientifically-designed answer to four basic prob- 
lems which must be solved for overall business office 
efficiency. Simultaneous showings of the new furniture 
were scheduled for Cincinnati, Ohio, Washington, D. C., 
Chicago and Los Angeles. 

The Globe-Wernicke Co. officials present at the 
unveiling ceremonies in New York City were Alfred 
C. Howard, president and general manager; Elmer G. 
Rahe, vice-president and director of sales; and W. 
Kesley Downing, sales promotion manager. 

After short talks by President Howard and Vice- 
President Rahe, both of whom explained the advan- 
tages of the new offering, those in attendance were 
conducted throughout the entire display where the 
demonstration took place showing that assemblage of 
each unit can be made without the use of tools. 

Introducing the new furniture line, Mr. Howard said 
efficient office planning must be tailored around: 

1—Adequate accommodations for employees and 
their office visitors. 

2—Easy handling of papers, letters, and other docu- 
ments. 

3—Efficient and lasting office equipment 

4—Full space utilization. 


The lack of full efficiency in any of the four classi- 
fications, President Howard said, can upset the routine 
of any office—and the problems grow as the work-load 
increases. 

He said the company’s Steel Techniplan is designed 
to meet both the fixed elements in office procedure 
space and equipment requirements, and the mobile 
elements—paper handling and employee functioning. 

“Globe-Wernicke’s system of modular office equip- 
ment,” he said, “actually is ‘custom built’ in the end 
result, with none of the accompanying high charges 
of the custom furniture maker. Utilizing ‘L’ shaped 
combinations, Techniplan components can easily be 
switched into various forms as each new work require- 
ment arises.” 

The Globe-Wernicke executive—who has led the 
office equipment and supply company in its advance 
to the point where it now produces more than 4,000 
office needs—pointed out that a good office appear- 





Selling Techniplan ... A. C. Howard (seated), president 
of The Globe-Wernicke Co., discusses the time and space ad 
vantages of steel Techniplan with Elmer Rahe, sales vice-president 
of the Cincinnati firm, during a recent press preview of the new 
idea in New York City. 
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Introducing Globe-Wernicke Steel Techniplan ... 

TOP—Steel Techniplan with partition panels making possible 
variations in office layout to provide maximum efficiency in 
a given amount of space. 

CENTER—tThe flexibility of the plan is demonstrated in this 
“production line” office arrangement 

BOTTOM—tThe basic L-shaped Steel Techniplan unit with its 
easy-to-reach drawers and ample work surfaces. By merely 
shifting in her chair, this young lady can leave her typing 
and take up another office task requiring a flat work surface. 


ance is a far-reaching asset with employees and vis- 
itors alike. It builds morale—and confidence 

In any office planning, Mr. Howard stated, it is 
important to consider the need for future expansion 
as a business grows. Other problems which must be 
resolved include: 

A—The easy flow of work at less cost in time and 
money. 

B—Overall employee comfort and resultant effi- 
ciency. 

C—General office appearances 

D—Making the best possible use of space, accommo- 
dating more personnel in a given space or reducing 
current space needs to cut operating expenses. 

Steel Techniplan equipment, Mr. Howard asserted, 
is ready to solve any problem involved in those guides 
to full efficiency. It helps departmentalize workers 
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NO REFINISHING—EVER! 


Let the janitor drop a chair or bang one 
against another—nothing will disfigure or 
dent or deform this fiber glass base. Here 
is ao base that is virtually maintenance-free. 
A wipe with a cloth and clear polish will 
always make it look like new. 


You can’t see oll 
the quality that's 
engineered into 
Sturgis chairs. 


SELF-LEVELING— 


Believe it or not! The flex choracteristics of 
this fiber glass base are such that regard- 
less of the unevenness of the floor, the 
weight of the occupant keeps the chair 
automatically and absolutely level. 
















S.C? UGHTER THAN ALUMINUM! 
_ . _——~ \ 
‘ ‘“ Three-quarters of a pound lighter than the 
{i ~ mS) same Sturgis base in aluminum—over four 
Or pounds lighter than a similar base in steel. 


NOISELESS! 


L 
The sound deadening characteristic of is) 
fiber glass insures virtually noiseless move- 


ment. 





SMART, BEAUTIFUL PATTERNS 


The glass fiber formations produce a pat- 
tern of distinctive beauty—introducing a 
brand new decorative note into office chairs. 





Note: the new fiber glass bases are optional on the following choirs: 
Nos. 1800, 1805, 1200, 1210, 1255, 1255WA, 972, 672. 
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NOW, AT LAST, A TOP QUALITY 
Spirit DUPLICATING MACHINE 


* BUSINESS That 8 Out Of 10 Organizations 
es =, OFFICES Can Afford 


Old Town “Cyclomatic Action” Copymaker has all the 
high-priced features of machines costing twice as much 
— the same precision engineering, rugged construction 
that highlights Old Town's time-proved heavy duty ma- 
chines — yet it costs only $175.* 


i 
| 
i 
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This new cyclomatic machine is especially constructed 
and equipped to handle a// of the many and varied dupli- 
cating jobs of Small Business and Industrial Concerns, 
Schools and Institutions and as auxiliary equipment in 
Big Organizations. 


Here’s the finest little duplicator that money can buy — 
featuring ‘Cyclomatic Action” which assures faster, more 
brilliant reproductions. Produces 1 to 6 colors at one 
time and in split seconds. Actually makes over 
140 clean, clear copies a minute, of anything 
you type, write, print or draw — on varying 
weight paper or card stock; 3” x 5” up to 
9” x 14”. Write for illustrated brochure on 
this revolutionary COPYMAKER. 





DEALERS — OLD TOWN’s lower-priced duplicating 
machine can increase volume — add materially to 
your profits. The many unique and exclusive features 
of this new OLD TOWN Copymaker 9S can mean 
extra profitable, year-round, repeat business for you. 
Write TODAY for dealer franchise information which 
shows you how just one machine can bring you thou- 
sands of dollars of business every year. 


















* PLUS FEDERAL EXCISE TAX 


PROFESSIONAL 4 
OFFICES _@ AUXILIARY 
_@ EQUIPMENT 


NEW CYCLOMATIC ACTIE ;,. 
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10 Town $ COPYMAKER 


Has ALL the usual 

Duplicator features PLUS:— 
CYCLOMATIC ACTION-—Seoled-in beoriqgs 
and high-tension gears give greater speéd, 
efficiency, economy and a lifetime of service. 
FLUID CONTROL— Prevents excess moisture 
and results in instantaneous drying. 
SINGLETTE—Patented sheet seporator pre- 
vents waste and blonk sheets and jamming. 
WIZARD COPY CONTROL — Regulotes 


, , GOVERNMENT “= x brightness of copies or length of run. 
* AGENCIES 









Manufactured To The Same High Standards 


10 That Have Made OLD TOWN Carbons, 1 
ré@ Ribbons and Equipment World Renowned lft OWT 


RATION, 750 Pacific Street, Brooklyn 17, N.Y. KOO" > °"*™' 8% 





























whose output is generally interdependent and reduces 
employees’ traffic congestion through office aisles. 

Some of the roadblocks to full efficiency in many 
out-moded offices, he said, are evidenced by work 
piling up on one desk, the temporary “loss” of im- 
portant files, stacks of books, and other documents 
stored on window-sills, employees bent into awkward 
positions because of poor lighting or poor equipment, 
and the problem of quick access to filed material. 

The solution, the Globe-Wernicke president claimed, 
lies in arranging straight line flows of work, providing 
proper and enduring equipment—files, desks, book- 
cases, better lighting, effective acoustic control, and 
the tasteful and practical use of colors in decorative 
treatments. 

All, he demonstrated, can be achieved through the 
use of Steel Techniplan. 

Mr. Howard showed how in certain cases it is possible 
to accommodate up to 36 per cent more people in 
a given area by the use of Techniplan equipment. 
Through its “L”-shaped principle of space economy 
Techniplan can be arranged to provide full space utili- 
zation. Hundreds of arrangements are possible for 
offices that either grow or contract. 





Bixby Office Supply Takes New Location 
and Stirs O. C. Grant to Colorful Tale 


Seeking further information on the move of the 
Bixby Office Supply Company to a new location in the 
Michigan Trust Building, Grand Rapids, Mich., Orrice 
APPLIANCEs wrote to Orson C. Grant of that firm. Re- 
plying as Minister of Propaganda, Mr. Grant described 
the change in this colorful manner: 

“The move (to the general warehouse district) was 
made just a fortnight before Michaelmas last and 
at the time we debated, with no little trepidation, the 
wiseness of such a radical departure from the tenets 
governing the locations of businesses such as our own. 
We had no alternative, however, being forced to move 
by a most peculiar combination of circumstances. For 
years we had been plagued with termites at our old 
location and our local pest control man had been in 
turn plaguing them with highly toxic dusts, liquids 
and pastes. These poisons worked beautifully at first 
but as time traipsed on they built up a tolerance for 
the stuff and eventually developed into a hard-mandi- 
bled, pot-bellied mutation which could drill through 


bieryy 











glass and had an insatiable thirst for ink—lack of iron 
in their diet, probably—and it wasn’t until our ae. 
counts payable to Sheaffer and Parker for Skrip and 
Quink reached undreamed-of sums that we learned 
the horrible truth. 

“It was either quit selling ink or move—we chose 
to move, and the warehouse district was the only sec- 
tion available at the time. 

“We were, as I said before, a little apprehensive 
about the move, but time and skillful management 
and advertising has made it an even more lucrative 
ground than our old one. 

“The location is a peculiar one in that it lies right 
where the warehouse district ends and skid row be- 
gins. At first we were troubled by D-hounds and weed- 
heads milling around the store all day long. These 
people, of course, have no need for office supplies, but 
a bit of brilliant brainwork by our vice-president and 
sales manager, John J. Baker, transformed this every- 
day nuisance into merry tunes upon the cash register. 
He merely put in a supply of handkerchiefs, canned 
heat and reefers. A simple solution but would yoy 
have thought of it. 

“Likewise the bubble gum and runny-nose set was 
lured into our store by the installation of 40 feet of 
penny candy counters. 

“Likewise, we pay $.01 each for empty beer bottles 
which we resell at $.02, thus realizing a handsome 
profit—and the third floor we have furnished with 
army cots, renting these out at two-bits per night. 

“We have left no stone unturned in our never-ending 
quest for new customers (and that’s where we find 
many of them) and for ways of giving them better 
and faster service. 

“The accompanying photo shows our modern new 
store and a few of the members of our driving sales- 
force. They are all outside salesmen with the exception 
of those with the poles who are inside men—poles are 
for counter vaulting. 

“The rather smallish man (top left) is in charge 
of the afore-mentioned penny candy counter. We fig- 
ured he should meet his customers on their own level. 

“Only one more item of interest: Our company 
psychiatrist found, through exhausting research, that 
the work output of all male sales personnel was in- 
creased by 9.9% if there were women around the office 
We, therefore, hired a comely female for every male 
in the field. 

“Incidentally the psychiatrist costs our company 
nothing, his salary is paid by the female employees. 

“The man in the foreground wear- 
ing the straw Stetson is Floyd R. 
Mayo, president of our fair firm.” 

That’s Mr. Grant’s story and Or- 
FICE APPLIANCES believes it will be 
interesting. 


Bixby History .. . See accompanying 


story for details of this picture 
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Creme of 


FREE! New price list and catalogue of complete SUPREME line. 


Write today 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 











SUPREME’ *150 


'WIDE—18' DEEP—78 HIGH 


The Most Outstanding 
Cabinet Value Today 








STURDY CONSTRUCTION—Heavy Gauge Welded Door and Frame Assembly 
with Incorporated Dust Check and a Sanitary Base! 3-point locking device, Die-cast, 
Polished Chrome Door Handles with Built-in YALE Paracentric Lock! 


AMPLE STORAGE ROOM—Four shelves easily adjustable on 2” centers. 
[RIM SMART STYLUING—In green or grey baked on an enamel finish, 


KNOCK DOWN SHIPMENTS—Properly packed in safety-guarded cartons. Saves 
you transportation and warehousing costs. 


EASY TO ASSEMBLE—Unusual design features permit assembly without visible 
bolt heads on fronts, sides and tops of cabinets. 


PROMPT DELIVERY—You'll appreciate Supreme’s delivery made possible by our 
large inventory backed by the facilities of our vast, modern manufacturing plant. 


Also made in 24” depth and as wardrobe and combination type units. 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 



































SUPREMACY IN STEEL . PRODUCTS 
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H-H-M Appoints Bradley as Representative 

N. Carter Hammond, central division sales manager, 
has announced the appointment by Herring-Hall-Mar- 
vin Safe Company of James M. Bradley as dealer 
representative in the states of Iowa and Nebraska. 


J. M. Bradley 





Mr. Bradley, of Des Moines, Iowa, has had consid- 
erable experience in dealer business and served for 
some time as merchandising manager of Zaiser’s 
Equipment Company in Des Moines. 




















Stewart's Uses T-V Show... A 
new television show, entitled ‘Sports Figures” 
has been introduced by Stewart Office Supply 
Co., Dallas, Tex. This is a 30-minute football 
scoreboard, purchased in a 13-week con- 
tract with WFAA-TV, channel 8, in Dallas. 
The show goes on the air at 6 every Saturday 
evening and appeals to the avid football fans. 
Principals of the show are Jack Sherman 
sportscaster, and two lovely assistants, Miss 
Lee Darnell and Miss Judy Basden. Sherman 
reports football scores hot off the wire, extolls 
the merits of Stewart merchandise sold over 
the counter, and the girls post the scores. 

VE: on set with “Sports Figures.’ Miss 
Lee Darnell demonstrates merchandise. AT 
LEFT: Miss Judy Basden shows an office 
installation. 


Smith-Corona Appointments Revealed 


J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., has announced the appoint- 
ment of Robert H. Butler as manager of the Portland. 
Ore., branch office, succeeding James H. Sait. 

Mr. Sait, who entered the employ of Smith-Corona 
in 1929 as a salesman, was appointed manager of the 
Portland Branch on April 1, 1940. He is now retiring 
under the provisions of the company’s retirement plan 
and is planning a trip to Europe to visit friends and 
relatives in the British Isles. 

Mr. Butler joined Smith-Corona as a retail salesman 
in the San Francisco branch in 1947. He was appointed 
a home office field representative in July 1949 and 
has held that position until his recent promotion. 

Gordon W. Evans has been appointed Home Office 
field representative to succeed Mr. Butler. First em- 





ployed by Smith-Corona as a retail salesman in Okla- 
homa City, Mr. Evans was later placed in charge of 
the Tulsa, Okla., district office. He will make his head- 
quarters in San Francisco. 

James M. Droney has been appointed a home office 
field representative with headquarters in Syracuse, 
N. Y. He succeeds Milton Watson who has been pro- 
moted to sales manager of the adding machine divi- 
sion. Mr. Droney joined Smith-Corona as a retail 
salesman at the Hartford branch in August 1949, and 
was placed in charge of the Bridgeport district office 
in August, 1952. He will assist dealers associated with 
the Albany, Rochester and Syracuse branch offices. 


J. M. Droney 





File Name of Buffalo, N. Y., Firm 

A business name has been filed in the Erie County, 
N. Y., clerk’s office for the Robertson Staple & Supply 
Company, 1472 Main St., Buffalo, by Fred Herbert Rob- 
ertson.—GET 
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“| FOR THE OFFICE OF 
"| THE JUNIOR EXECUTIVE 


New thoughts in both styling and grouping 
—a new promotional idea for the dealer. 







Any of our fine executive and 
junior executive posture 
chairs, including the two new 
designs illustrated at the right, 








of can be used most effectively 
d- with any one of the “pull-up” 
ce chairs shown below, provid- 
ing the ultimate in Modern 
Mf office styling—striking in 
ail appearance—the perfect 
a visitor’s chair. 364'4-AF 
th Other chairs illustrated in 
our current catalog, such as 
1938R and 4332, also lend The chairs illustrated at the bottom 
ty themselves as suitable com- of this page, as well as other new 
oly f panion chairs. chairs displayed, attracted most 
Ib- F favorable comment at the recent 
NSOEA Convention at Chicago. 








2896 
1988 2890 


THE B. L. MARBLE CHAIR COMPANY 
Bedford, Ohia 


* Gor such an intimate piece of furniture at a chair, there is no satisfactory substitute for WOOD! 
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Art Steel Tells How to Sell Via Mail 


Joseph Burger, top man at Art Steel Sales Corpora- 
tion, manufacturers of Steelmaster office equipment, 
is showing dealers and jobbers how to use not only- 
run-of-the-mill order-taking methods, but how to 
originate promotion methods and follow through to 
maximum sales potential. 

Working with Janet E. Gibbs, New York sales and 
promotion consultant on direct mail advertising, 
Mr. Burger has just produced another Steelmaster 
brochure. It’s a “how to” book, titled “Direct Mail 
Promotion,” a round-up of direct mail promotion 
methods, how to sell via mail. 

This brochure enables the dealer to set up his own 
direct mail department without making any financial 


Janet E. Gibbs 





investment; it tells him how to mechanize that depart- 
ment as his mail order business grows. 

The book, copyrighted by Miss Gibbs, shows how to 
compile mailing lists and how to select prospects. It 
outlines sources for names and for purchased lists and 
tells methods for keying and maintenance of lists. 


KEEPING YOUR MAILING LIST ALIVE! 


The New York Post Office handles about 750,000 removals 
in one year. This same story applies to all of the United States. 
Americans move around! People will retire, firms go out of 
business. Changes are constant. You must keep up with them 
and keep your mailing list “alive” (no dead wood). You can't 
expect a prospect to buy your product unless your mail 


reaches him 





Make one person in your organization responsible for the 

\ ‘s upkeep of your lists—they should be “cleaned” and checked 

‘ O° at least twice a year. Keying lists is an aid to easy mainte- 

nance. There are many methods but we'll cover one simple 

plan that is easy to use if your list is on perforated labels in 
s *. 


Use initials or numbers to code source of list (its title!, and 
numerical sequence to indicate sheet number on which ad- 
dress appears. All 24 or 3% addresses on one sheet (and 
carbon copies) carry the same number 


For example 


Your list is compiled from Standard Adv. Register. 11,200 


names, typed 33 on a sheet. Sheets are numbered by your 
typist in consecutive order—1 to 334 (multiply 334 x 33 
to equal 11,200 names) 


Your code key is SAR for Standard Adv. Register 
Your code key is SAR-1 for Standard Adv. Register page 1 
Your code key is SAR-2 for Standard Adv. Register page 2 


Here's the address format to follow 


OFFICE MANAGER or Buyer of Staty. (Office Equip.) 
Smith Jones & Co 

1 Maiden Lane 

Smithtown, L. I 

SAR.3 


or the code key can be on the same line as city and state 





It’s easy to locate addresses to be corrected when remov al 
notices come in, if they re code keyed. Kill the incorrect label. 
address new ones, using new numbers. ( Use Form 3547 on 
your mailing pieces—to request information on removals etc 

from the Post Office 


Keep a card inventory of mailing lists (naturally in a Steel 
master card cabinet). The card should carry the date, when 
list was bought or compiled, the title, source, number of 
copies made, date of use, date “cleaned” and present inventory 
of lists. Always retype productive lists when your inventory 
gets down to a single copy—don't wait until you're ready to 
use it for mailing 





Here's How ... The Art Steel Sales Corp. book contains 50 
pages of factual “how to” information for the dealer or manufac- 
turer setting up his own direct mail department for promotion 
and sales. 
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SATISFACTION 


SEND RG MONE GUARANTEED! 


THE MEW IDEA IN SPACE-SAVER OFFICE 

© These volves for you—eorde new! 

© Three (3) full width Bling cabinet drewers equipped with 
compressors, cory roll bell bearings. Tep line 














© Three (3) pert specious sefety sterege section 
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Ready for Imprint... Art Steel Sales Corp. has prepared 
a series of 30 self-mailers, ready for the dealer's personal im. 
print—featuring proven successful sales leaders. 





Sources and prices for mechanical equipment, postal 
regulations on third class mail, some do’s and don'ts 
on selling copy and format are included. 

Art Steel tells dealers and jobbers how to install and 
maintain a follow-up system. Prepared mailing pieces 
are offered but the book was designed to give the 
dealer all the modern mail sales methods he can use 
if he sends out pre-planned Steelmaster mailers or 
designs his own. 

The book is now being distributed free by Art Steel 
Sales Corporation as an industry service, without cost 
to its dealers and jobbers. It is available on request 
from Art Steel Sales Corporation or from Janet E. 
Gibbs, 320 E. 42nd St., New York 17, N. Y. 





Taylor Chair Company Makes Appointments 


John M. Lawrence of Cleveland, Ohio, is now rep- 
resenting The Taylor Chair Company in the states of 
New York, Pennsylvania, Maryland and Virginia. 

Mr. Lawrence knows the Taylor line well, having 
served in every department in the factory, followed 
by service on the order desk, and a period as customer 
service expeditor. 

Before joining the Taylor organization Mr. Lawrence 
attended Western Reserve University and graduated 
with a degree of Bachelor of Business Administration. 





Jim Scott 


J. M. Lawrence 


Dealers will find Mr. Lawrence well qualified t 
render assistance in job work, sales meetings and al 
phases of co-operative service. 

Jim Scott of Atlanta, Ga., has been appointed Tay- 
lor Chair representative, starting October 1. 

Mr. Scott is well known to office furniture and sup 
ply dealers in this territory and has made many friends 
during the six years he has called on them. He has 
had fine experience in the contract field. 

His background also includes service as Flight Offi- 
cer in the Air Transport Command. He is a gradu- 
ate of the University of Kentucky. Mr. Scott is married 
and hives in College Park, Ga. 
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1 | Somebody’s product must be the best in every 








field. In office equipment, nothing so clearly 
shows how completely superioris A*S*Eequip- 


ment as a point by point comparison with all 





















red 
im 
others made. In beauty, strength of construc- 
. tion, and efficiency of function, A*S°E equip- 
al 
‘ts ment stands at the top in any fair appraisal. 
ll There never has been and never will be any com- 
~ promise with the standards that keep A*S-E 
c 
se the top quality equipment in all the world. 
or 
>] 
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st 
E 
p- 
of 
ng | 
ed 
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The famous A-S-E Line of Desks 
é and Tables is unexcelled for con- 
ot vertibility and flexibility. 
—_ A-SE Files are made in a size or 
style for every need—all the finest 
y- in their class. 
p- 
ds 
ALL-STEEL EQUIPMENT INC. 
ut RES A RTS 
ed | 





600 CLEVELAND AVENUE AURORA, ILLINOIS 
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Wire Inserts Form Strong Threads of 
Magnesium for Marchant Side Covers 


In converting the side covers of their calculating 
machine from aluminum to magnesium castings, the 
engineers of Marchant Calculators, Inc., Oakland, 
Calif., reduced the weight of their design. But to ac- 
complish this change they found it desirable to im- 
prove the characteristics of the tapped holes. 

This was done by installing Heli-Coil thread inserts 
into the prepared thread bosses of the cast side covers. 
Three inserts are used in each cover, forming 5/16/-18 
internal threads 5/16 in. long. 

The inserts, helical coils of diamond shaped stainless 
steel wire, serve three purposes. First, they provide 
internal threads having a tensile strength up to 50% 
greater than is possible in magnesium alone. Second, 
the tight fitting and specially treated stainless steel 
inserts prevent the electrolytic action that would re- 
sult in corrosion if standard steel threaded fasteners 
came into direct contact with the magnesium. Third, 
in case the side plates are removed for cleaning or 
servicing the inner parts of the machine, there is no 
risk of damage and wear to the protected tapped 
threads, since the inserts are hard and tough. 

Marchant Calculators, Inc. is using magnesium side 
covers fitted with Heli-Coil inserts for all models now 
in production. 





Royal Names New Southern Portable Man 


As of October 1, D. H. Coleman took over the duties 
of southern portable representative for the Royal 
Typewriter Company, Inc., it has been announced by 
W. H. Beckwith, portable sales manager for the com- 





” é D. H. Coleman 


pany. Mr. Coleman’s territory will include South 
Carolina, Florida, Georgia, Alabama and parts of Mis- 
sissippi. 

A resident of Panama City, Fla., before this appoint- 
ment, Mr. Coleman was deputy commissioner and was 
slated to run for mayor there when he joined Royal. 











Magnesium Use Reduces Weight ... By casting the 
two side covers of the Marchant calculator (above) in magnesium 
instead of aluminum, weight of the machine was reduced. Each 
cover has tapped blind holes, fitted with helical wire thread 
inserts by which it is fastened to the frame. View below shows 
thread insert of stainless steel diamond-shaped wire partially 
installed. 





He was born in Pittston, Pa., and for 34% years served 

in the Air Corps. 
Formerly a sales manager for a large office supply 
house in Panama City, Mr. Coleman’s selling experi- 
ence will stand him in good stead 
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in assisting Royal portable retailers 
in his territory. He is headquar- 
tered at 342 Peachtree St., N. E,, 
Atlanta, Ga. 








Lit-Ning Featured .. . This recent 
window display was placed by Stationers 
Corp., Los Angeles, Calif., to feature the 
lines of Lit-Ning Products Co., Far West 
manufacturer of metal office equipment. 
Stationery racks, file card cabinets and var- 
ious desk accessories are shown. 
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a regular order for office supplies into a $4,000 
ypportunity to mention “Y and E”’’s complete 


» sell this firm desks for years. I was writing up 
ing supplies orders, when I noticed that he had 
transcribing department. Same old conventional 
irranged differently 
I said, “‘we’ve got an All-Purpose Machine Desk that 
unscribing department really efficient. It’s a type- 
that the operator always faces forward .. . light- 
for the best effect at all times. Her work is al- 
ind her supplies are at her side, not in back of her 
ny standard typewriter, and is built rigidly to reduce 
rilled for electrical wiring. 
girls work more efficiently with this desk, but they 
shielded knee space and comfortable leg room.” 
looked at our floor model...and that week 
Within a month, every typist was using a 6600-03 
Y and E” desks became standard for replacements. 
lar customer into a $4,000 sale... thanks to “Y 
mplete line of specialized and general-use desks. 
ne of “Y and E” desks which includes this exclusive 
nly one reason you'll find the “Y and E”’ fran- 
profit for you. Tough ““Y and E” desks are built 
e satisfaction—and this means more business for you 


The franchise that means quality merchandise 


of Quality Filing Systems and Supplies 





YAWMANA’D FRBE Mre.(. 


1015 Jay Street, 
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Scripto Buys Seech Ink Formula 

Scripto, Inc., has bought outright the formula for 
the Fran Seech original ball point pen ink approved 
by American bankers for its permanent, non-trans- 
ferring qualities. President James V. Carmichael re- 
cently declared that his company will expand its pro- 
duction, with this ink, to move into a dominant 
position in the ball point pen market. 

At the same time, J. Wally Brooks, vice-president 
in charge of sales, revealed that George J. Lewis, for- 
mer vice-president in charge of sales of Paper-Mate 





Lewis Joins Scripto . . J. Wall Brooks, Scripto’s vice- 
president in charge of sales, plots his company’s future with 
George J. Lewis, who has joined Scripto, Inc., as director of new 
product sales. Mr. Lewis was formerly vice-president in charge of 
sales of Paper-Mate Pen Co., Inc. 


Company, Inc., has joined Scripto as director of new 
product sales. 

The Scripto announcement was made in Chicago at 
the convention of the National Stationery & Office 
Equipment Association at the Conrad Hilton Hotel. 

A similar announcement was made in New York 
city at a press luncheon at the Toots Shor Restaurant 
J. W. Brooks, vice-president in charge of sales, was 
introduced by J. Rosenthal of the Donahue & Co., Inc., 
advertising agency. He told the story of the progress 
of ball point pens and Scripto, Inc., also of the acquisi- 
tion of the Fran Seech ink formula. 

“This is the matchless ink the ball point makers 
have been trying to duplicate since its creation three 
years ago,” Mr. Carmichael said. “Scripto tried to get 
it as soon as the industry realized it was the product 
we had all been looking for ... an ink that did not 
thicken, blot or smear, that made a permanent record 
acceptable for legal documents, that did not leak from 
a@ pen and was washable from fabrics and skin. We 
couldn’t get it. Fran Seech was unable to sell any 
portion of his limited output because his ink was con- 
tracted solely to another ball point pen company. The 
minute his contract expired, we frankly outbid all 
other ball point pen makers who were trying to get it.” 

The Seech ink, made by an immigrant chemist, in 
a modest little second-story laboratory in Los Angeles, 
was credited by Mr. Carmichael as the “fluid that 
saved the dying ball point pen industry.” 

“Ink is the lifeblood of the ball pen business,” Mr. 
Carmichael said. “Anybody with precision engineering 
and production can turn out a pretty good ball pen. 
The distinction has always been the ink that powers 
the pens. Now we have all rights, sole ownership and 
will be the only maker of the ink that was the final 
answer in the ball point pen business.” 

Commenting on his new connection with Scripto, 
Mr. Lewis explained that he had “sold Seech ink all 
over America.” “I told my customers it was the finest 
ink ever made, and proved what it would do. Now 
that it is going to Scripto, I guess you might say I am 
following it.” 

Chemist Seech, who worked three years to develop 
his secret ink, has custom-produced every drop of it 
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himself. Having sold his business he will devote his 
time solely to his creative chemical interests. A grad- 
uate in Chemical Engineering in France, holding a 
doctorate in Analytical Chemistry from the University 
of Strasbourgh, Seech and his wife came to America 
from Occupied France 11 years ago, arriving here with 
$2.00 in their pockets. His retirement, with a tidy 
fortune, is one of the most encouraging examples of 
opportunity in American business seen in recent years. 





Victor Adding Utilizes O. Sundstrand’s 
Services in Research, Development 

Oscar Sundstrand, who gained early fame as the 
inventor of the first 10-key touch system adding ma- 
chine, has been appointed to direct research and 
development activities for a new laboratory of the 
Victor Adding Machine Company in West Hartford, 
Conn. 

In making the announcement, A. C. Buehler, Victor 
president, said, “I consider Mr. Sundstrand one of the 
great men of our industry. His vast experience and 
tremendous capacity for mechanical know-how will 
be utilized to their fullest in product improvement and 
new machine development.” 

Mr. Sundstrand is one of the pioneer inventors in 
the industry and has devoted nearly 40 years to busi- 
ness machine invention and development. It was back 
in 1913 when he introduced the first adding machine 
from his plant in Rockford, I. 

“T became interested in adding machine inventions 
because I believed that a simple keyboard with only 10 
keys would be the fastest and easiest for the operator 
to use,’ Mr. Sundstrand stated. Taking design one 
step further, he originated the “touch” keyboard that 
proved then, as now, a time-saving feature. 

Through the years, Mr. Sundstrand continued to 


Oscar Sundstrand 





develop a line of adding machines until 1926 when the 
Underwood Corporation purchased the business. It was 
then that he began work on the more complex figuring 
machines for accounting and bookkeeping purposes. 

He estimates that he has designed and developed 
upwards to 100 different models of business machines. 
Many of the ideas and features for which Mr. Sund- 
strand obtained the original patents are still in use 
in present day figuring machines. 

The research laboratory in West Hartford is in addi- 
tion to the research department located in the Victor 
factory in Chicago which is under the direction of 
Thomas Mehan. President Buehler pointed out that 
the new laboratory was part of Victor’s $2,000,000 
expansion program that includes a three-story plant 
addition that will more than double the manufacturing 
area of the Chicago factory. 





Chicago OMA Announces Business Show 


Office Management Association of Chicago has an- 
nounced that the 14th annual business show will be 
held March 2 through March 5 in the Conrad Hilton 
Hotel. 

This show is held concurrently with the annual 
management seminar. The Chicago Chapter of NOMA 
and Northwestern University will present three days 
of sessions during which prominent speakers will dis- 
cuss techniques to aid management in achieving more 
economical office operations through improved pro- 
cedures and sound personnel practices. 
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Thomas Furniture vered with Kalistron—Green-Griff ord Motor Co., Norfolk, Va 


MORE SELLING POWER Decause... 





| NO OTHER furniture LIKE IT! 


One look shows customers that Kalistron-covered Thomas Furniture 
e is different. For Kalistron* color, fused to underside of extra durable 








ye Vinylite sheet creates a “third dimensional” depth of color unlike anything 
gv 
. | ever seen before. And color on underside means nothing can ever touch 
d | Kalistron’s beauty. It never shows wear—brings customers back for more! 
- | Kalistron resists scuffs, scratches, spots . . . waterproof, yet cleans easily 
e with damp cloth. Won't chip, peel, crack or check. 
La See and Test Kalistron for yourself. Send coupon below for Nail-File 
ir proof test and complete information. 
yf 
it 
0 
it *TRADEMARK 
g | 

@ SEND FOR FREE “NAIL-FILE’’ PROOF TEST 
\- . nr 
- Thomas Furniture Company, Dept. T-21 
n High Point, North Carolina 

Please send me FREE nail-file test (sample of Kalistron 

a] and actual nail-file) and other information. 





‘| FURNITURE COMPANY 


e HIGH POINT, NORTH CAROLINA 


NAME 





ADDRESS. 
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Castle Printing Company in 50th Year 
REPORTED BY ART CARROW 


Way back in 1902 when the Castle Printing Company 
announced that it was in the job printing business, 
Shreveport, La., was little more than a village with 
one-story frame buildings housing business firms along 
Texas St. Printing was done on hand presses and 
under gas lights. 

Things have changed during 50 years. Castle now 
does more printing in one day than it did in a month 
in 1902. Today, the store is air-conditioned, the shop 
has the most modern machinery and a complete line 
of office equipment and supplies is carried. 

And so today, Castle is proud to celebrate its 50th 
year in business and give thanks to the courage of 
its founder, Walter D. Castle, who established the 
Castle Printing Company in Shreveport in 1902, after 





After 50 Years .. . Three views of the Castle Ptg. Co., Shreve. 
port, La., a firm observing its 50th year of business. TOP—part of 
office supply department; CENTER—office furniture section; BOT- 
TOM—office on mezzanine. 
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serving several years in various printing establishmen 
when he bought the Sheegog Printing Company 
changed the name to Castle. 

W. Barrow Castle joined the firm in 1924 and 
sumed the presidency in 1940 when his father di 
The firm has been in the same location since 19 
Assisting in the management are Mrs. W. D. Cast 
vice-president, and Mrs. Elinor Castle Smith, secreta 
and treasurer. T. R. (Sonny) Smith is store manag 
and purchasing agent. 

Castle Printing Company is exclusive distributor fof 
Shaw-Walker, Master Craft and The Leopold Company 
and features among other lines Swingline staplers. The 
company occupies a three-story building with the first 
floor devoted one half to an office supplies department 
and the other to the printing, the second floor to office : 
furniture and the third to stock and warehouse. 











Mosler Unveils Boston Showroom % 


The Mosler Safe Company celebrated its 80th year} 
in Boston September 23 by opening a new showroom’ 
at 375 Boylston St. 

Mayor John B. Hynes, guest of honor at opening-day/ | 
ceremonies, cut the ribbon at the entrance to the new] 
quarters. FIG. 

To mark: the occasion, Boston’s first public ne 
teletype machine was unveiled by Edwin H. Mosley 
Jr., president of the 104-year-old Hamilton, Ohio fir 

Serviced by one of the nation’s largest press a 
ciations, the machine is stationed in the front of on 
of the showroom windows. Pedestrians strolling along 
Boylston St. can now read the latest news bulletins in 
terse, telegraphic style. By whetting the news appe- 
tites of Bostonians, Mosler predicts that the novel win- 
dow display will help boost local newspaper circulation. 

Also on hand to greet a large turn-out of local civic, 
banking and industrial leaders were Harry H. Lynn, 
Mosler’s board chairman; John Mosler, vice-president; 
Martin S. Coleman, treasurer, and other key Mosler 
executives from Boston, New York, and Hamilton, 
Ohio. Edwin and John Mosler are fourth generation 
members of the Mosler family. 

A permanent showroom feature that attracted con-] 
siderable attention is a life-size bank vault, complete 
with steel vault linings, safe deposit boxes, ventilating) 
system, grill gate, burglar-alarm system, and massive 
10-ton fire and burglary-resistant door. Despite its 
weight, the huge steel door is so precisely tooled that 
even the touch of a child’s hand can move it. The 
door is so heavy that extra steel girders were installed 
to support that part of the showroom floor 

The vault door is actually thicker than the two 
famed Mosler doors which withstood the atomic bomb 
blast at Hiroshima, said Mosler engineers 

Another highlight is a working model of Mosler’ 
newest drive-in window for banks which has been 
built right into the showroom wall. It is designed t& 
help banks give faster service to motorists. Electrically 1 
operated, the new drive-in window features finger- 
tip, push-button control by the bank teller. 

Vice-President John Mosler pointed out that the 
8,000 square feet of remodeled space is about twice 
the size of the firm’s old showroom at 84 Sudbury St 
where it had maintained a Boston headquarters for 
60 years. 

The showroom is ultra-modern in design, even t 
the featherlight telephone receivers and streamline¢ 
dials. White plastic letters three feet high spell ow y 
the Mosler name on a Stainless steel sign that spans [J 
the 40-foot front. To eliminate glare, the large plat@ 
glass windows slope downward and inward. Photo 
graphic murals circle the showroom walls. Continuow ¥\ 
runs of fluorescent lights, set flush with the ceili 
provide shadowless lighting. 

Heading the Boston staff of 40 are co-manageé 
Arthur F. Anderson, in charge of the fire-proof dive 
sion, and E. L. Parker, manager of the bank divisioly |W 
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FIG. 1 shows a cross-section of 
an ALL-ROUND steel wire. 
ACE uses only premium preci- 
sion-made, accurately drawn- 
to-size steel wire. 





ACE PILOT 


ACE STAPLE REMOVER 
and STAPLES 


ACE STANDARD 


FIG. 2 shows the all-round 
steel wire after being treated 
by the ACE PROCESS. This 
gives maximum strength on the 
outer edge where it is needed 

















ACE SCOUT 





You Can Sell ACE Stapling Equipment With Confidence 


A satisfied customer is the swre result of every ACE Stapler you sell. For in addition to a machine, 


you've sold a never-failing stapling service! ... 





a quick, efficient, economical way to fasten papers. 


The secret of ACE popularity, through more than twenty years, is the absolute watch-like precision 
with which every machine is made. Each one is hand inspected and tested before shipment. And each 


model is correctly designed for the job it’s built to do. You, like thousands of successful dealers, will 


build a larger and more profitable business by placing your confidence in ACE. . 


ACE FASTENER CORPORATION 
IN CANADA @ ACE FASTENER 
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Gunvir Industries Dedicates New Home 
The team of Virginia Wiesner and Hal Johnsen, 
otherwise known to the industry as Gunvir Industries, 
formally dedicated new, enlarged Chicago showrooms 
September 18. An open house was held for the trade. 
The new home is located at 435 N. State St., which 
is within walking distance of Chicago’s famed busi- 





Snapped at Gunvir Industries Open House: 


1. Stan Akers, Meilink Steel Safe Co.; W. E. Krouse, Murphy Chair 
Co.; Ed Daly, Meilink Steel Safe Co 
2. Hal Johnson, Gunvir Industries; Dave Agnew, Office Equipment 


Co., Chicago; Maury Wansky, Aluminum Seating Co 
3. Norman Ginsburg, Jos. Ginsburg, Inc Virginia Weisner, Gunvir 
Industries. 
ness loop and in the shadows of the N. Michigan Ave. 
skyscrapers. 


The new quarters are on the street level and spacious 
enough to permit complete display of the following 
lines which are represented in this area—Meilink Steel 
Safe Company, Aluminum Seating Company, Murphy 
Chair Company, Haskell Company and American Latex 
Products Company. 

According to Hal Johnsen, over 200 guests dropped 
in to say “hello,” look around and partake of refresh- 
ments. 


AMA Publication Tells of Management's Role 


“Red Herrings, Mink Coats and Management” is the 
title of a new article by Robert D. Breth, management 
consultant of Philadelphia, Pa. This leaflet is made 
available for reprints in quantity or single lots by the 
American Management Association, 330 W. 42nd St., 
New York 36, N. Y. Single copies cost 20 cents. 

Mr. Breth discusses the real function of management 
as opposed to “abused” words connected with its 
growth. He compares it to the aura of bad publicity 
suffered by mink coats. He says, “Management is 
everybody’s job and everybody is managed in one re- 
spect or another. It is just too bad that the ‘manage- 
ment’ of American business and industry finds itself 
in the position of being forced to live with a word that 
has such poor general connotations in the public mind.” 


George Mulholland Re-Assigned by Victor 


George Mulholland, who was called into the home 
office a year ago for a special assignment in the nego- 
tiated sales division, has been re-assigned to his dis- 
trict territory by the Victor Adding Machine Company. 

A. F. Bakewell, vice-president and general sales man- 
ager, in making the announcement stated that Mr. 
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Mulholland’s assignment has been completed and he 
would now take up his duties as district manager in 
the Middle-Atlantic States area. 

Mr. Mulholland has been a Victor district manager 
for four years in the Virginia, West Virginia, western 
New York, eastern Ohio, Pennsylvania and Maryland 
area. 

Mr. Bakewell also announced that E. A. “Obie” 
O’Brien, who had been assigned to the territory in 
Mr. Mulholland’s absence, has been re-appointed dis- 
trict manager in the Mid-Western States area. Mr, 
O’Brien for the past three-and-a-half years has rep- 
resented Victor in Illinois, Indiana, western Ohio, 
Michigan, Wisconsin and Minnesota. 





Scheppach & Goekler Occupies New Quarters 


The firm of Scheppach & Goekler, Inc., marking 
steady expansion in the sale of office furniture and 
supplies since the start of business in 1946, recently 
opened modern new quarters. The facilities, first of 
their kind in New Haven, Conn., provide approximately 
7,000 square feet of space. 

Entering from the street the prospective customer 
can visit the main showroom area or a smaller room 
for low-priced items. Also included are a storage room 
for heavy merchandise and a basement for the sup- 
plies. The supply items are not featured on the first 
floor but the firm is happy to service walk-in trade. 

John G. Goekler points out the advantages of the 
new quarters, saying, “Our operation has been con- 
siderably eased in handling and storage. We are ina 
position now to do a real service for our customers 
and potential customers in recommending not only a 
desk and a chair but how to do the job the right way 
in suggesting proper color treatment for the office.” 

This firm opened business in March of 1946 in a 





Scheppach & Goekler Displays Furniture 


space covering approximately 1,300 square feet. Says 
Mr. Goekler, “On our opening day we sat at a kitchen 
table with a telephone and one small shipment from 
Oxford Filing Supply Company. Gradually, merchan- 
dise came in and toward the end of 1946 we had a 
fairly rounded-out line of supplies. We picked up some 
used office furniture, which helped the efficiency of 
our office routine. By the end of 1947 we were bursting 
our seams and took another 1,000 square feet which 
we remained with under adverse conditions through 
the years up to June 1952. 

“During the years 1946 to 1952 we had grief but by 
the same token fun in seeing our little business in- 
crease. Due to the lack of space I well remember one 
time when we were literally loaded with merchandise, 
I with quite a bit more weight than I now pack, had 
to walk sideways and hold my middle in to get through 
a very small aisle space to my desk.” 
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VISIBLE DIALS 


You know totals every instant 
with eye-level dials that give 
you full visibility. 


RED SUBTRACTIONS 


Subtracted items print in red 
and stand out prominently, mak- 
ing the checking of finished 
work simple and fast. 


NEW as tomorrow! 


with amazing 


MODERN AUTO-TOTALER! 


More Automatic Features — More Visibility 


AUTOMATIC CIPHERS 


Saves approximately one third 
of all key depressions because 
all ciphers print automatically. 


SPACE-UP TOTAL 

Tape is spaced to correct teor 
off position when printing totals. 
Saves paper — speeds up work. 


680 Front Avenue, > 





Here is a superior new machine 
that should make adding ma- 
chine history. R. C. ALLEN 
unveils the VisOmatic electric 
adding machine incorporating 
seven improved time-saving, 
money-saving features for easier 
operation PLUS the NEW 
AUTO-TOTALER. 





AUTOMATIC TOTALS 
AND SUB-TOTALS 


SAVES thousands of manval 
operations 

SPEEDS up figure work 
PREVENTS errors 

CUTS operating costs 





“ADD SPEED” KEYBOARD 


Entire amounts can be entered in 
one operation — Saves many key 
depressions every time machine is 
used. 


ess Machines, Inc. 
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Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen ‘Standard’. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
a inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 
| 
| 
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Instant Sight-Set Margin 
if The exclusive WONDER WIN- 
DOW lets you KNOW instantly 
i that your margin is correctly set. 





Now is te time 
Now is the time 


Now isthe time 





Now is the time 











Retyping Is Unnecessary 
“Error correction control” - per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 


Less Time — More Lines 
The R. C. Allen “Speed Lever’ 
lets you set new line in a frac- 
tion of the time needed by other 
standard machines. 








. - » OTHER R. C. ALLEN FEATURES 


Beautiful design 


Long life construction 

® Automatic and manual ribbon reverse 
® Ribbon feeds only when typing 

®@ Tensionized card holder 


® Individual ‘“Key-Action" tuning 











MODEL 6! 


(Six carriag 
widths availab 





Cleaning Problems Ended! 
There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Perfect Type Alignment 
Your typing looks like fine print- 
ing on an R. C. Allen. Type is 
automatically aligned by the 
newly-designed segment ring. 





Less Effort — Less Fatigue 
There's no “reaching” for the 
properly positioned R. C. Allen 
carriage. Paper handles easier, 
there's less eye-strain. 


Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you. 





R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Michigor 
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Teleprompter Depends on Underwood Machine 


One subject which had complete accord on both the 
Republican and Democratic platforms at the recent 
conventions in Chicago was the Teleprompter. Thou- 


sands of typewritten words readable up to 30 feet away 
and prepared in quadruplicate in a matter of minutes 


were available to assist speakers. 

The idea of the first practical prompting system 
was first conceived by Fred Barton, an actor who 
recognized the peculiar demands of television, partic- 
ularly on the nervous systems of speakers and actors. 
Mr. Barton who appeared in such Broadway successes 
as “A Bell For Adano” and “Mr. Roberts” as well as 
countless radio shows, Horatio Algered his idea but 
was originally stymied by the need of a speedy and 
accurate method of renvroducing written words. 

He checked existing typewriters and found that none 


of them had type larger than a quarter of an inch, 
put remembering a giant typewriter he had seen at 
the New York World’s Fair he approached the Under- 


wood people who had constructed this 14-ton writing 
machine. Recognizing the possibilities of Mr. Barton’s 
idea, Underwood began designing and constructing a 





The Underwood Video Typewriter in Use 


typewriter with letters 52 times larger in area than 
conventional machines. From then on his idea began 
to take shape, and it was not long before the Tele- 
prompter was a reality 

With the searching eye of the television camera 
revealing in detail every facial expression, it was im- 
portant that the speaker or actor be relaxed and have 
his cues available at all times and from various direc- 
tions. A complete Teleprompter unit consists of four 
electronically synchronized script machines that are 
controlled by a single operator from a master unit. 
Three of these machines can be moved in any direction 
about a set or stage so as to follow the action and 
dialogue. Proper placement of these units makes it 
impossible for a television viewer to tell that a speaker 
is reading 

The writing machine behind the Teleprompter is 
an Underwood Electric Typewriter, specially designed 
to produce letters that can be read at distances up to 
30 feet. In addition, the machine had to produce copy 
rapidly as in the case of an important 15-minute 
speech which v typed in the 45-minutes before it 
was delivered at the Republican convention in Chicago. 
J. A. B. Smit Underwood’s commercial engineer 
and W. F. Arnold, vice-president, who first realized 
the importance and value of this machine, sparkplugged 
it through the various stages of development. In 
designing this video typewriter for the Teleprompter, 
Underwood engineers were first faced with the prob- 
lem of constructing a concave type to strike evenly 
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Successor to The Hall's Safe Co., Cincinnati 






more.. 
-- 


Mui, 


TAL 
more.. 


than 2 
filing 
cabinet.. 


Hall’s Gulu 


RECORD FILE 


WITH UNDERWRITERS’ LABORATORIES LABEL 


Ordinary filing cabinets don't provide proper pro- 
tection for valuable records. Here's the modern 
solution—a safe and a filing cabinet all in one— 
each drawer as effectively insulated as a standard 
office safe. 


Three-drawer and four-drawer cabinets—letter and 
legal sizes—key or combination locks. Caster base 
at small extra cost. Choice of gray, walnut, oak and 
mahogany finishes. 


certified protection The Class ""C™ (one-hour with 


impact test) label of the final authority—the famous 
Underwriters’ Laboratories—is your assurance of 
dependable protection. 


Catalogue and prices 
on request. 






HALLS 


SAFE CO. inc, SAFE CO. 


811A — 10th St, N. E. 


CANTON 4, OHIO ° 
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SWAPS / 


Improved production facilities, re- 
sult in lower prices on MULTI- 
SNAPS. Even greater savings are 
possible for your customer when he 
buys these popular standard size 
forms with copy to suit his needs. 


Apecef ications 


Now available up to 8 part sets! 
Your customers will find MULTI- 
SNAPS are truly economical one- 
time carbon unit forms. 


PHILIP HANO 
a] 


oryvoKe, MA 


150 


pues 


Check MULTI-SNAP prices against 
competition. They’re low! Remem- 
ber too, they’re better working, 
better looking, yet lower than ever 
before. 


.. far you! 


Don’t pass up this “low-priced” form 
market today. Get your share of 
these orders now—Hano quality will 
help you get the repeat orders later. 


by 


COMPANY, INC: 


ssacnuserts 


Established dealers wanted in 


the South, Southwest and Mid-west. 


against the curved cylinder which is common to all | 


typewriters. Torsten Baudin, chief of the type design- 
ing department of Underwood’s Hartford Works solved 
this problem and produced the over-sized type. The 
anany other details under the direction of W. J. Gove, 
chief typewriter engineer, involved redesigning the 
electric typewriter to accommodate the large type and 
still maintain all the essential typewriter characteris- 
tics. 

The machine uses 1,760 feet of paper in one loading, 
and a special pin feed platen insures the accuracy 
and registration of the original and three copies neces- 
sary for Teleprompter use. Special large ribbons, devel- 
oped’ in Underwood’s supply plant, are used in the 
typewriter to give the clear block characters needed. 

The Teleprompter is gaining significant importance 
as an aid to television news programs, and is regularly 
used as the prompting system for television and tele- 
vision films, public speakers, commercial and enter- 
tainment films, the legitimate theatre and wherever 
the written word is used before audiences. 





Ideal System Heavily Stocks Its Warehouses 


The Ideal System Company is heavily stocking its 
warehouses in Los Angeles and New York City in order 
to give prompt service on all orders. 

W. E. Nevis, general manager and owner of the Ideal 
System Company, stated that the primary objective is 
to give its many wholesale and thousands of retail 
office supply dealers who sell Ideal Systems prompt 
service through the coming fall-winter rush period. In 
line with this aim, the company’s plant and facilities 
in Los Angeles has again been expanded and produc- 
tion has been increased on the complete line of Simpli- 
fied bookkeeping systems and tax record books. 

Mr. Nevis further stated that the present quality and 
values of Ideal systems will continue and that they will 
not be sacrificed for increased production. 





Named Standard Duplicating District Agent 
Robert C. Altier has been appointed district agent 
in Rochester, N. Y., for the Standard Duplicating Ma- 
chine Corporation, with offices in the Burke Building. 
Mr. Altier has been with the company in Syracuse, 
N. Y., four years, under A. L. Tice, district agent.—GET 








Texas Visitors at Meilink .. . This group, representing 
Stationers Distributing Co. of Fort Worth and Houston, Tex., spent 
two days recently for a sales conference and visitation of Meilink 
Steel Safe Co. facilities. Meilink officials who welcomed the guests 
and conducted the conference were S. R. Akers, president; E. F. 
Daily, sales manager, and C. C. Penske, assistant sales managet. 
Left to right are Bill Putnam, P. D. Holloway, A. O. Bucanan 
George Johnson, Nick Carter and Dave Reed. Stationers Distrib 
uting Co. is sole distributor of Meilink and Hercules products i 
the Southwest. 
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Here's a value you can't afford to overlook! 


NEW “Flexi” STORAGE CABINETS 


... the cabinets with the double feature 








SLIDING SHELVES 


Adjustable without bolting 


SLIDING DOORS 


Removable in 3 seconds 








4218 SD—38’’W.x42’H.x18’D. 


7812 SD—38’’W.x78"H.x12”"D. 
7818 SD-—38’’W.x78"'H.x18"D. 


4212 SD—38’W.x42"H.x12’'D. 


Never before — such flexible and practical storage cabinet units! Exclusive double feature . . . (1) adjustable, 
sliding shelves that absolutely require no bolting . . . (2) sliding, gliding doors that can be removed in less 
than 3 seconds, without tools. These heavy gauge steel cabinets are in a class all by themselves! Each and 
every unit is a real sales booster and profit maker for you. Write or wire Joe Davis for more details. 


FRODUCTS 





BORROUGHS MANUFACTURING COMPANY 


AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alii KALAMAZOO, MICHIGAN 
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How bo 

Nell More 
arbon Paper 

with Less Stock 


Forget all about ordinary methods of merchandising carbon paper. Forget 








STEP 1 you ever had to tie up capital in umpteen varieties, many of them use- | 


less. Forget the studied “problem-selling” of the past, the hocus-pocus, and the endless 
outside service trips. 


STEP 2 Find out about the Flagship line — not just a different brand but a whole 
new kind and concept of carbon paper. Find out how Flagship’s gleaming 


patented metallic back makes it so clearly superior in looks, feel, and action—and how 
it does more jobs! Find out how this matchless versatility leads directly to bigger sales— 
from perhaps half the inventory you've been carrying! 





Write today. The lower-inventory, richer-profit Flagship line is sold only 











CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIE General Offices and Factory: 165 Duane Street, New York 13 
> Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 
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through protected dealerships — you may be sitting on one right now! | 
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Minimizing the Cost of 
Breaking in New Personnel 


By H. S. Hall 
Business Management Service, University of Illinois 


g BREAKING IN NEW employees is almost always 
costly. However, it can cost less if you recognize the 
problems and provide simple, logical instruction for 
your new workers. The best place to do the training 
is usually the employee’s regular work place. “Vesti- 
bule” schools—that is those conducted away from the 
work place—or separate training departments are eco- 
nomically justified only under very unusual conditions, 
since they are likely to be costly and not particularly 
effective. 

The learner’s immediate supervisor should do most 
f the instructing whenever the number of employees 
per each supervisor is sufficiently small and the labor 
turnover not excessive. If the ratio is high, the super- 
visor may need a qualified assistant to help with the 
instruction. Scrap materials should seldom be used for 
practice during training; new workers, if properly su- 
pervised, can be put directly on production work during 
the breaking-in period. In training new workers, speed 
and accuracy should be given equal emphasis. 

The most productive method of instruction is or- 
linarily the “learning by doing’’ approach, stressing 
early formation of useful habits. 

Seldom is an individual, at the time that you hire 
im, fully qualified for the job he is hired to do. Gen- 
rally, he lacks some knowledge or skill which must be 
earned before he can perform his job in exactly the 
way you want it done. 

Manifestly, the sooner the new employee becomes 
well qualified for his tasks, the shorter the period of 
is ineffectiveness, and the less the cost to you. It is 
n the best interests of both you and the new employee 
iimself that he become efficient in his job in the short- 
est possible time. 

The length of the employee’s breaking in or learning 
riod will vary according to: 

a. the requirements of the particular job or assign- 
ent given him (the total knowledge and skill required 
for effective performance of the job). 

b. the employee’s past experience (the amount of 
knowledge and skill he brings to the job). 

c. the employee’s ability to learn the things he needs 
n order to become reasonably skillful in the job. 

d. the conditions under which the employee must 
earn and the help given him. 

You have some influence or control over each of 
these variables. The cost of the breaking-in period 
for a new employee will depend largely upon the extent 

which you exercise your controls 


Control of the Job or Assignment and the Workplace 


The cost of the learning period often can be reduced 
y “de-skilling” and simplifying the job. The amount 

knowledge and the number of manual skills an 
mployee must have can be minimized by subdividing 
work; by providing jigs, fixtures, holding and locating 
levices, and special tools; by establishing standard 
procedures; and by providing simple reference charts, 
tables, diagrams, and other visual aids. 

Providing a well-designed, convenient workplace 
ind eliminating unnecessary, awkward, or fatiguing 
iotions also will reduce learning time and, in addition, 
increase the productivity of your worker after he has 
learned his job 


Control Through Selection Based on Experience 

You should make every effort to recruit persons 
whose previous experience will at least partly qualify 
them for the jobs to be filled. The new employee then 
heed learn only the “difference” between what he 
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Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 
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already knows and already can do, and what he needg 
to know and be able to do to hold the job. The more 
applicable knowledge and skill he has as a result of 
previous experience, the less he must learn at your 
expense. 

Time, effort, and money spent in determining the 
previous experience of applicants will pay dividends 
in reduced breaking-in period costs. 

Comprehensive application blanks, letters or tele- 
phone calls to previous employers and schools attended, 
and oral or written tests and try-outs are often useful 
devices for determining applicants’ past experience. 


Control Based on New Employee’s Ability to Learn 

Each individual can learn some things more easily 
than others. To cut the cost of the learning period you 
should, as far as possible, select applicants who can 
acquire readily the specific kinds of knowledge and 
skill required. 

School records, intelligence quotient, and the point 
at which an applicant discontinued his formal school 
ing may to some extent indicate his ability to acquire 
abstract information and knowledge. Such bench 
marks, however, while helpful for certain types of jobs 
are far from being infallible. Lack of interest or prog. 
ress in formal schooling is not necessarily an indication 
of a lack of ability to deal with concrete ideas and 
situations. 

The type of previous employment and the progres 
made while so employed may be particularly revealing 
in appraising the individual’s ability to gain the knowk 
edge and learn the skills involved in the job for which 
he is being considered. 


Control of Learning Conditions 

You can have relatively tight control over the con- 
ditions under which your new employee learns. Careful 
attention to these conditions will materially reduce the 
learning time and result in lower breaking-in cost 
plus more effective training. 

It seldom happens that no attempt of any kind § 
made to help the new employee learn. It does oftel 
happen that the new employee gets so little oral guid 
ance that his breaking-in period is unduly long ang 
costly. 

High cost is likely when the new employee is put 
work with merely a few hasty and sketchy directio 
from his supervisor. The supervisor’s statements pro 
ably are only partially understood. Certainly not al 
are accurately remembered. Under such condition 
the trainee learns mostly by trial and error, with pos 
sibly some help from a neighboring employee. On thé 
other hand, high cost can also result from a formali 
training program or “vestibule” school which is incon 
sistent with your organization’s actual training ne 
as measured by the number of trainees and the amount 
of instruction required by each individual. In mos 
organizations, the lowest training costs are usua 
achieved if the trainee is given friendly instructia= 
right at his workplace. Such “on-the-job” training & 
likely to be the most effective and least costly ap 
proach. 

Another control you can exercise is over the amou 
and effectiveness of instruction given on-the-job 
elsewhere. The more effective the instruction—eff 
tiveness being judged by the degree to which real h 
is given, the extent to which learning is made e 
and the learning period reduced—the lower the break 
in cost. 

You also can exercise control by specifically assi 
ing the responsibility for instructing your new e 
ployees. Similarly, you can, to a large extent, cont 
the degree to which those responsible for instruct 
are effective as teachers. If those who are to gi 
instruction are not well-qualified, you should arra 
to have them trained as instructors. Many universi 
and most State departments of vocational educati 
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BATES quality products are always in season 


Now is the season to enjoy 
an all time record sale of 
famous Bates List Finders, 
Dialists and Pressalists, 
beautiful and useful items 
— and marvelous gifts to men 
or women in office or home. 


These non-breakable home 
and office aids can be had 
in handsomely designed, 
exciting finishes. 


Illustrated . if 
Bates List Finder 


Model K. 
Perforator 
Easiest action, lor 
container. 


Automatic 
Bates ; . Eyeleter 
Model C Stapler Botes Feeds, penn ond 
Mokes its own staples Mercury Staplers Deri crimps we ets ‘ 
One loading—5000 staples Bates Refill Wide range of models for in one aulomane 
. 5000 rustless Brass every requirement. The world’s action 
staples each loading Standard for excellence 


Leckey -4-neapaionn incrtaeiipintnl a. 


Botes 
Botes ; Samson 
Munkee Hand Punch 
Silent Stamp Pads Powerful, easy to use— 
Reversible, renewable filler perforates up to 
for long life, clear V4" of paper 
impressions. 


Bates Staple 

Remover and Punch 

Instantly removes any staple. 
Punches a hole up to 

@ thickness of 

eight pieces of paper. 
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Dealers are establishing a 
profitable reorder business 
with Master-Craft's good- 
looking, new Thong Binder. 
This exclusive Master-Craft 
product is rapidly replacing 
post binders because it has 
proved to be “the best binder 
ever built for pen-written ac- 
counting.” Equally important 
—Dealers need not carry 
double stocks, because this 
Binder holds standard 
punched forms. 





Increase Your Loose Leaf Sales and Profits re 


Your profits are bigger when you are an estab- 
E 88 : Master-Craft Corporation, Kalamazoo, Michigan 


lished Master-Craft dealer, for Master-Craft 


: : Please send me immediately full information cbout the 
products are unique in the loose leaf field. y 


many profit making advantages of the Master-Craft exclu- | Tecl 
sive franchise. 
Name 


through such fast selling specialties as the new 
’ Address 


thong binder pictured above. 
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Master-Craft helps you hold your customers 
through its 100% protection on repeat business = -———————————————~—————— 


Master-Craft’s high quality staple merchandise M ‘a STE IQ w I Q CT fe 
| step 


is styled, packaged and priced to attract new 


~—_ CORPORATION 


Master-Craft’s sectional catalog and house or- 
gans help your salesmen sell. 


| 
| 
| 
| 
Master-Craft helps you develop new customers 
| 
| 
| 
i 


3 
Lei 


; , 2. 
Master-Craft’s extra profit franchise may be LOOSE-LEAF DIVISION OF SHAW-WALKER : 


available in your city. Mail the coupon today. KALAMAZOO, MICHIGAN 
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ean provide instructor-training courses at the plant 
when requested by a commercial or industrial organi- 
zation. The ability of your staff members to give 
effective instruction is a must for economical training. 


Effective Industrial Instruction 


Those responsible for controlling training costs and 
those in charge of the actual instruction of employees 
need some understanding of the nature of learning and 
the means by which it can be made easier. 

Learning is a natural process for the normal person. 
It consists essentially of acquiring habits, good or bad. 

Industrial instruction may be defined as the act of 
helping an employee to acquire the specific desirable 
habits necessary for the performance of his task. The 
function of the instructor is to speed up the acquisition 
of the necessary habits and to bring about desirable 
modifications of any bad habits the learner may al- 
ready have. 

Habits result from practice, from repetitive “doing.” 
Desirable habits result only from the practice of the 
correct procedure. The learner must start with the 
correct method and practice it without deviation until 
he has formed a strong habit. It is the instructor’s 
job to see that the learner’s first and subsequent prac- 
tice methods are all correct, and to prevent any de- 
parture from the accepted procedure during the learn- 
ing period. 

Before he can start practicing, the learner must 
have a clear mental picture of what he is to try to 
accomplish. Otherwise, he will waste much time in 
trial and error and partially learn some bad habits 
which must be overcome before the proper habits can 
be acquired. 

Therefore, whoever is responsible for instructing 
must be able to get across to the learner a clear under- 
standing of what he is expected to do and precisely 
how he is supposed to do it. This is usually best accom- 
plished by a combination of telling and showing. The 
new billing clerk, for example, must be told and shown 
just how and where to get the data, how to operate the 
billing machine, and what to do with the finished 
forms. She should be shown how the work is done, step 
by step, each step being explained and demonstrated 
fully. She may also be questioned to check her under- 
standing before she actually tries to do the job. 

The tendency of people to learn, if conditions are 
favorable, should be capitalized on by business and in- 
dustry. Individuals will learn if given a chance. The 
more they are helped, the faster they learn. The 
environment of the workplace—office or shop—is usu- 
ally conducive to learning. Consequently, every effort 
should be made to instruct the learner in this favorable 
environment. More often than not it is a mistake to 
attempt to train a new employee away from his work 
area, especially in manual skills and jobs involving 
teamwork and co-ordination between two or more 
people. 


Technique of Instructing 


A simple technique based on the application of the 
principles of habit formation has been developed as a 
guide for instructors. The technique has been in gen- 
eral use for over 30 years, and was advocated by the 
“Training within Industry” section of the War Pro- 
duction Board during World War II. An instructor 
employing this approach will be of real help to the 
learner. 

The technique is usually described as having four 
steps as outlined below: 


Step 
l. Preparation 


Purpose or objective of the step 
To create in the learner a desire to 
learn the specific task, habit or habits. 
2. Presentation To set a clear pattern for learner to 
follow, giving learner clear under- 
standing of task to be done. 
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UNLIMITED 
EVERY BOTTLE WITH AIR-TIGHT, 


YOUR SALESMEN can help office workers 
clean up their typewriters. ..and 


“MAKE OFFICE LIFE 
MORE LIVABLE” 


Suggest SANFORD’S SOLVENE! 


THE MAGIC TYPE CLEANER 











The boss is happy now with 
bright, clean letters! And the 
office gang is all agog over this 
iy, Sanford magic type cleaner! 

/\ Soivene keeps every typewriter 
clean as a whistle, getting in and 
out of smallest crevices, loosen- 
ing dirt in type and typewriter 
parts! 


Cleans “letter-perfect’’! 


Office workers can count on clear, 
sharp “/etter-perfect™ impressions 
with Solvene Typewriter Cleaner! 
No more blurring—no pitting of 
metal. Solvene dries instantly ; leaves 
no gummy residue to pick up more 
dirt. Makes every typewriter per- 
form at its best! 











Sure it’s smart business to sell every 
Solvene benefit—pleasant odor; in- 
viting, clean bottle; added use in re- 
moving spots from clothing—BUT 
FOR PLUS SALES—also push the 
¥4 oz. size Sanford’s Penit Ink; each 
bottle a fresh, clean inkwell. All the 
ink average person can keep fresh! 








SHELF-LIFE FOR 


PATENTED 
Film-A-Seal! 





4 oz. 60¢ 
8 oz. $1.00 
And Other Sizes 











NO-SPATTER DAUBER 
Smooth, felt dauber pre- 
vents excess fluid on type. > 
Norough fabric to splash. 


| SANFORD INK COMPANY © BELLWOOD, ILLINOIS 
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To provide practice by learner under 
supervision of instructor in order to 
develop habit. 

To make a more or less formal check- 
up of the learner’s knowledge and 
ability to perform. 3 


The sequence is used in connection with each task 
to be learned; that is, each task is considered as a sep- 
arate learning operation which progresses through the 
four steps. 

Steps 1 and 4 are minor from the point of view of 
time consumed. Step 1 is often unnecesary; for in- 
stance, when a learner requests instruction or is 
obviously anxious to get started. Step 4 is often 
automatic, since the close supervision given by the 
instructor during Step 3 enables him to know when the 
learner has mastered the task and acquired the neces- 
sary strong habits. 

Steps 2 and 3 are by far the most important ones. 

In Step 2 the instructor, by demonstrating, telling, 
and questioning, helps the learner understand thor- 
oughly what is to be done and how it is to be carried 
out. In this way, an accurate, detailed pattern is estab- 
lished for the learner to follow. 

The instructor, however, cannot build up an ade- 
quately detailed pattern unless he has analyzed the 
task and broken it down into its component elements. 
Remember, too, that it is often difficult for a highly 
skilled individual to analyze the job which he can do 
almost automatically. His own habits have become so 
strong that he acts with little conscious effort. It is 
difficult for him to realize how much is involved, how 
many things he does, and how many judgments he 
makes in doing what appears to him a simple task. 
Hence, it is absolutely essential that the instructor 
make a careful analysis of every task he teaches in 
order to identify all the points that must be called to 
the learner’s attention. Without such a survey he will 
not be able to develop a complete pattern for the 
learner to follow. 

The following is a typical analysis of a simple task: 


TASK: Cutting off small square bar stock with a 
hand hack saw (right hand man). 


3. Application 


4. Test 


Steps Points to be emphasized (if any) 
1. Place stock Cutting must be done near vise; clamp 
in vise solidly; don’t crush or mar stock; have 


stock horizontal; place long end in vise. 

2. Mark cut-off Measure or gauge length; mark plain-) 

point ly with scratch awl, file or saw. 

3. Start cut Hold saw by handle in right hand; put 
left thumb at mark; move saw with 
short stroke using light pressure; hold 
saw at angle with the horizontal. 


4. Saw off stock Feet spread; right foot back; avoid too 
much pressure on blade; 60 strokes per 
minute; ease up on final strokes. 


5. Remove None. 
stock from 


vise 


6. Return sur- None. 
plus to stock 


It should be stressed that the instructor must include 
all the details necessary to build up the complete pat- 
tern. The notes in the “Points to be emphasized” col- 
umn above indicate the care which was used to identify 
the necessary details or “teaching points.” 

The instructor will seldom, if ever, have an analysis 
sheet in his hand while actually instructing. He 
should, however, have the analysis clearly in mind as 
he teaches. After a little experience with written an- 
alyses, a competent instructor can often make his 
analysis mentally. He must, however, make some kind 
of analysis for each job he teaches. 

Step 2 of the technique of instructing may requiré 
5-15 minutes during which time the instructor must 


OFFICE APPLIANCES, November, 1951 


eg ee 


en Ow 


i a 





= 


a 








+ Ree mre 





app 


> || 


|| 





naer 


ny?) 


1 Vise 


= ~~ 
a. & 


1953 


7 











TORTORT oFtO 



































—and the Most Desirable Dealer 


THE EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 4,000 items matched in 
appearance and matched for results. All bear the 
symbol of quality — “Built Like a Skyscraper” — 
the best-known trade-mark in the office equip- 
ment industry. 


The exclusive Shaw-Walker Dealer leads the 
field with products not available elsewhere, exclu- 
sive items that buyers want. 








er 


Sas r 


Franchise 


You can fill all demands for time-saving, space- 
saving and fire-insulated products when you have 
the enormous Shaw-Walker franchise. It’s the 
trade’s most valuable! Ask about it. 


“Buik Likea 
Skyscraper” 


GHAW-WALKER 


Home Office ... MUSKEGON, MICH. 
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LARGEST EXCLUSIVE 


BAKERS OF OFFICE Fueantivess 





AND FILING EQUIPMENT IN THE WORLD 
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The complete MILWAUKEE 


METAL-LUX line is a solid 
selling success. If you haven't yet 
shared in METAL-LUX profits, 

get the full details today. 


masticioes join the dutinguisted, 


METAL-LUX LINE 





more to sell with these outstanding new numbers. 


all of MILWAUKEE'S superior comfort and construction 


features. Your metal chair sales will show a 


and display these all-new, 


Write for complete descriptive literature 
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MILWAUKEE METAL FURNITURE COMPANY 
120 S. La Salle Street, Chicago 3, Illinois 
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America’s de luxe metal chair line now gives you 


that “selling look,” and, of course, they embody 


They live up to MILWAUKEE'S reputation for creating 


definite boost when you stock 


user-appealing numbers .. . 
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give the learner his almost undivided attention. The 
time so spent will pay big dividends. 

Step 3 of the technique consists of supervised prac- 
tice. Here, the learner under the supervision of the 
instructor, attempts to imitate the pattern set for him. 
Almost certainly he will make some mistakes which 
should be pointed out and corrected before they be- 
come a partial habit. It is essential that the practice 
adhere in every detail to the established pattern. 

Sufficient opportunity for practice must also be pro- 
vided. In the early stages of this time-consuming step 
the instructor will more or less have to stand over the 
learner. Once the learner demonstrates that he knows 
what he is trying to do, less intensive supervision may 
be needed. Gradually, the learner will get along with 
less and less supervision as the proper habits develop. 

Since the learner is closely guided, it is usually worth 
while to let him work on production. He will make 
little scrap if properly supervised. Practice on scrap 
materials is almost invariably an expensive procedure. 
On the one hand, the learner knowing that he is work- 
ing on scrap, is often not too concerned about spoilage. 
On the other hand, the instructor is inclined to take 
the attitude “it’s only scrap,” and not hold the learn- 
er’s workmanship up to acceptable standards. 

It is a serious mistake to assume that speed and 
accuracy cannot be learned at the same time. Experi- 
ence has shown that many workers are low producers 
or make excessive scrap merely because quality and 
quantity were not emphasized equally during their 
training period. 





His Business is Different 


mw PRACTICALLY every man believes his business is 
different. There is at least enough truth in the state- 
ment that it pays the office appliance dealer or sales- 
man to study these points of difference in the various 
lines of business on which he calls. 

You cannot hope to be an expert in all the industries 
and businesses represented in your territory—not if 
you expect to have any time left for selling! How- 
ever, you can secure a rather accurate slant by reading 
a few issues of the trade magazines covering the par- 
ticular field where you are trying to break in. The 
material in such periodicals can furnish you endless 
background information to establish your contacts. 
Best of all is the fact that you gain timely ideas on 
which to base your discussion. 

Your public library can supply many of the trade 
papers. Or ask your friends in the business to save 
you a few issues. If you wish to concentrate in one or 
two specialized fields, it will be a good investment to 
subscribe to the leading journal in each. It is almost 
impossible to name an industry or business that doesn’t 
have its own magazines today: being acquainted with 
them is a fine introduction to the occupations they 
represent. Modern business literature holds so much 
interest that we think you will soon learn to enjoy 
this part of your office appliance selling. 

Reading one or even all the trade papers in any 
field does not qualify you as an authority. Never get 
the idea that it does! But it does give you a common 
meeting ground with the men to whose offices you wish 
to sell. It imparts a bit of knowledge on current prob- 
lems, and perhaps a hint on how you might help solve 
them. Most important, it flatters the customer by 
proving you were so eager for his orders that you went 
to special pains to acquaint yourself with his require- 
ments, and that you realize his business really is dif- 
ferent, yet fitting in with what you have to offer—GMD 





Open Office Equipment Store in Chattanooga 

Announcement has been made of the formal opening 
of a new store of Office Equipment Company at 801- 
803 Broad St., Chattanooga, Tenn. Woods White states 
that the quarters were “designed to display the newest 
and best in office equipment and supplies.” 
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Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD .. . a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


ACT NO 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 





“oe D8 ee 8 ee ee ee 
{ VICTOR ADDING MACHINE CO., Chicago 16, fll. Dept. O.A. 1152 | 
1 om interested in the new Victor Champion line of adding machines. 

! Please send details to: i 
| Nome :... ———— a Ee | 
} Address: eucccasssees —— auascasees — | 
| ee . meeninimansiiisi State: penencniiidian i 
\ Territory where | am now selling: _____— nels 
A os ce een'tens Gin Gest eis Gen Glin tl en 
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A New Profitable 


With the 
automatic, 
electric 


opens 200 to 
300 Letters 
per minute 


without notice.) 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 

fast. Designed to handle from 100 to 200 up to 

2000 letters per day. Small, compact — readily 

used on any desk or table. ‘Scottie’ weighs only 

9 pounds,—it’s easy to carry from desk to desk, 

can be put in any convenient corner when not in 

sizes of envelopes,—no clipped 
Takes a clean slice off 


use. Opens all 
corners or damaged mail. 
tops of envelopes, with adjustment from 0 to “% 
for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 

look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


from es- 


SEND ME THE DOPE ON SCOTTIE 


ARNOLD MacKENZIE, Inc 
3133 Overicok Drive, Minneapolis 20, Minn. 


I am experienced in sales of apoctalty office equipment 
information on Scottie Letter Opener My territory is 


Name 

Street Address 
City .. 

ee 
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Patents 
Applied For 


F.O.B. Factory 


Stacker optional at 
nominal price. (Prices 
subject to change 


Box Company Displays Ticonderoga Pencil Box 

More than 600,000 passengers commute on the main 
line of the New York, New Haven and Hartford Rail- 
road every month. As they look out the windows, 
going through New Haven, Conn., they are almost 
certain to see a giant neon sign atop the warehouse 
of the National Folding Box Company. 

This sign, 132 feet long and 25 feet high, illuminated 


NATIONAL ma) . 


eee 


Yes NATIONAL MAKES THIS BOX! 


Lae ne A Pencil Message Carried by 
National Folding Box Co., Day and Night 


by fluorescent neon and sealed beam flood lights, car- 
ries the message “Dixon’s 125th Anniversary.” The 
Ticonderoga pencil box, made by National, is featured. 

The Ticonderoga box is shown in a space 25 feet 
square. The message, “Dixon’s 125th Anniversary,” 
is displayed in letters five feet high, occupying a space 
of 108 feet. Illuminated at night, an electric eye 
mechanism automatically switches on the lights on 
dark or rainy days. 

Joseph Dixon Crucible Company, manufacturing the 
Ticonderoga pencil, is celebrating its 125th year of 
successful operation. Few companies in America can 
claim such a long and honorable career, dating back 
to 1827. At that time pencils were made, for the 
most part, by hand and were sold by peddlers who 
traveled from village to village exhibiting their wares. 
Advertising, if any, was done with handbills. Today, 
Dixon’s advertising reaches millions of people and 
the sign on the box company illustrates how varied 
and far-flung it is. 





Strawn Heads Bushong Reorganization 

In an overall reorganization of the executive per- 
sonnel at Bushong & Company, long established Port- 
land, Ore., printers and office furnishings, Harold S&S. 
Strawn has been appointed general manager and exec- 
utive vice-president, it was announced by Ernest Mar- 
kewitz, president of the organization. Mr. Strawn took 
up his new duties on Monday, September 15. 

In the new set-up, Arthur Markewitz will head the 
printing and manufacturing departments; Ernest Mar- 
kewitz furniture and stationery, and Leo Ryan will 
have charge of sales and act as assistant to Mr. Strawn. 

Mr. Strawn’s background includes experience in 
office management, accounting system installation and 
selling. He will serve as both manager and as custom- 
ers’ consultant, President Markewitz stated. 

Bushong’s, an outgrowth of the original Lewis & 
Dryden Company, was organized in 1879 and has been 
operating under the Bushong name since 1897. It was 
moved to its present location at 1909 N. E. Union Ave, 
in July 1951 
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The Weis Manufacturing Company 


& 
NES 


Monroe, Michigan 


NEw YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
OKLAHOMA CITY 1 Fort WorTH 1 Houston 2 












Get it all... Get it always 


Sell PEERLESS IMPERIAL and get all your Customers’ Business 






Another PEERLESS IMPERIAL Profit-maker: 









If you get around—and what alert Dealer 
7 doesn't—you know that recently there has 
been a tremendous increase in the use of 
carbon paper ribbons. 


























Your customers are using carbon paper 
ribbons for record work, for tabulating re- 
production, for photo offsetting office forms, 
catalogues, sales literature, etc. 

PEERLESS IMPERIAL makes a com- 
plete quality line—in fact, we have a special 
department devoted to carbon paper rib- 
bons. We use only the finest rag tissue, 
strong enough to prevent cutting through. 
Our ribbons produce cleaner, sharper, more 
uniform impressions. Available in 5 weights 
and 3 finishes for all requirements. 


The advantage of being a PEERLESS 
IMPERIAL Dealer is that you get many 
such exceptional profit opportunities. If you 
are not yet handling this rapid seller, our 
experience will help you get this business 
a from your customers. In fact, we'll be glad 
to help you.. . “GET IT ALL....GET 
Z IT ALWAYS!” 

This is a sample of the work turned 
out by PEERLESS IMPERIAL 
Carbon Paper Ribbons. 
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PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





“AA Great Name WM Carbons ” Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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For your most discriminating 

customers .. . for buyers who want the 
finest wood office furniture made at a 

reasonable price . . . Imperial brings you 

THE METROPOLITAN GROUP. Acclaimed by dealers 

and buyers at the NSOEA Convention, this sophisticated 
addition to an old, respected family makes the Imperial 

line complete and well-rounded. 






Every feature, every curve and corner of THE METROPOLITAN 
GROUP has been impressively designed to make this office 
furniture noteworthy for appeal to discriminating buyers. Be among the first 
to display this prestige line. 


Write today for complete information. 


—a a 


desk company 
EVANSVILLE 7, INDIANA 
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Meetings, Dinners, Conventions 
(Continued from page 124) 


then made that the O.E.D. first Fall meeting would be 
held on Tuesday, October 14th at the Brass Rail Res- 
taurant, New York, N.Y. 

President Itkin then called upon John R. Gray, ex- 
ecutive director of NOFA, for a few words. Mr. Gray 
informed his listeners that a considerable number of 
pooth and hotel reservations have been received for 
the 1953 NOFA convention to be held in Cleveland, 
Ohio, and urged all to be sure and attend the event 
which promises to be bigger and better than ever. 

The next order of business was the distribution of 
the golf awards conducted by both Mr. Mossman and 
Mr. Nemlich as follows: Low gross, Charles Lundgren, 
Dancker & Sellew Inc., New York, N.Y.; runners-up, 
A. J. Kuhn, Peerless Steel Equipment Company and 
J. J. Langer, Penny & Gordon, New York, N.Y. 

Ladies awards were received by Mrs. H. Levy, Mrs. 
D. Waldner, Mrs. J. E. Mossman, Mrs. J. R. Gray, Mrs. 
M. Moldow, Mrs. I. Nemlich, and Mrs. A. Newman. 
Other awards went to J. J. Driscoll, Remington Rand 
Inc.; Jim Wray, guest, Joseph Weiner, David Kramer 
Inc., New York, N.Y.; S. Schactman, Joe Wallace 
Assoc.; B. H. Nemlich, Regan Furniture Corp., New 
York, N.Y.; A. Gordon, Penny & Gordon, New York, 
N.Y.; Jack Schwander, Desks, Inc., New York, N.Y.; 
H. K. Rachleff, guest; Martin M. Moldow, Martin 
Moldow Associates; John E. Mossman, Desks, Inc., 
N.Y.; Peter White, guest and Irving Kramer, David 
Kramer, Inc., New York, N.Y. 





Chicago Stationers Hear Harry Horder 


After the usual summer layoff, the Stationers Club 
of Chicago met in the Merchants and Manufacturers 
Club on Monday evening, September 15, for dinner 
and a business program. President Art Olsen, Olsen’s 
Office Supplies, Inc., Forest Park, Ill., called the meet- 
ing to order and immediately asked Ed Hooper, Stuart- 
Hooper Company, Chicago, to introduce the speaker of 
the evening. The introduction process was hardly 
necessary, however, because Harry Horder, president 
of Horder’s, Inc., Chicago, was well known to all present. 

Asserting that it is wise to look at the past for the 
purpose of charting the future, Mr. Horder pointed out 
that most of the important developments in the indus- 
try have occurred during the last 30 or 40 years. He is 
convinced that the leveling off time has not yet been 
reached, contending that there will be just as much 
development in the next 30 or 40 years. The big prob- 
lems so far as individual enterprises are concerned is 
to build personnel that will carry on with the same 
drive as the founders of the businesses. 

On the premise that the commercial stationery in- 
dustry follows business trends in general very closely, 
Mr. Horder referred to the fact that the national econ- 
omy started down in April, 1951. It kept going down 
for 14 months, but is now on the way up. Mr. Horder 
believes that business will be 5% to 10% better for 
about a year. A fly in the ointment is that expenses 
are going up faster than profits 


Price and Profit Problem 

One way of solving price and profit problem, ac- 
cording to Mr. Horder, is to get more money for the 
19,500 items stocked by the average stationer which 
are not in the competitive category. The approximately 
900 competitive items, of course, must have prices 
determined by conditions. 

Mr. Horder concluded his comments by stating that 
the present total tax is just about 52% of the sales 
dollar, which means that the government is a partner 
in every business enterprise. It is Mr. Horder’s belief 
that the government will be a business partner for a 
iong time. 

Two special guests at the meeting were Ed Napp, 
Napp Office & School Supply Company, Manitowoc, 
Wis., governor of District No. 6 of NSOEA, and Jesse 
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This year - save money for your customers, 
make more money for your store, 
by selling steel storage files. 


It's a fact. In the long run, steel storage files save 
money by doing away with frequent replacement of 
old-fashioned wood or fibre containers. They save 
space wasted by shelving. And they save lots of time. 


RIGID-STAK FILES 


lock together, stack safely. They have smooth-slid- 
ing drawers (follower block optional). They keep 
records clean, safe from vermin and mold, reduce 
fire hazards. They 
are available in 16 
popular sizes. 


NOT THIS... 


Inquiries are invited from 
dealers in unassigned terri- 
tories who may be interested 
in securing an exclusive fran- 
chise for the sale of H.H.M. 
equipment. 


Herring-Hall-Marvin Safe Co. 


OHIO 


HAMILTON 


DERS OF THE U.S. SILVER VA 
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HP.702 Handi-pen Desk set 
is one of many models available. 


Sengbusch HANDI-PEN - 


tee wile te bi 


el 
}( 
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5 “HANDI-PEN Desk Sets are “just right” Christ- 


mas Gifts — that’s why they're so easy to sell. 
Colorful styling makes gift shoppers pause and 
look. And Handi-pen’s exclusive features help 
close the sale. 


Your customers like Handi-pen’s tremendous 
ink capacity—equal to 100 fountain-pen fillings. 
They also like its “Capillary” inking action that 
ends ink spoilage and waste — always keeps the 
pen ready for instant, effortless writing. 

The complete Handi-pen line enables you to 
offer a choice of colors and models for every 
desk — and for every shopper's pocketbook. A 
large stock of these good-looking, efficient desk 
sets — properly displayed — means you're ready 
for a profitable Christmas business. Imprinted 
circulars, blotters, and display cards are furnished 
free. So check today and order the desk sets you 
need to fill in your inventory. 





352 SENGBUSCH BLDG. * MILWAUKEE 3, WIS. 
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Peck, Springfield Stationery Company, Springfield, IIL, 
governor-elect of District No. 6. Both spoke briefly, 
asking for co-operation in support of activities at the 
national convention and in District No. 6. 

Just before adjournment Clarence Reynolds, Rey- 
nolds Office Supply & Equipment Company, Lansing, 
Ill., made an announcement about the breakfast meet- 
ing that was to be held on Sunday morning, October 5, 
in the Conrad Hilton Hotel during the National Sta- 
tionery & Office Equipment Association convention. 
The Stationers Club of Chicago was to be host to offi- 
cials of stationers associations from various parts of 
the country. 





Chicago Office Machine Dealers 
Resume Evening Meetings 


With an attendance of over 50, the Chicago Office 
Machine Dealers Association started its fall series of 
evening meetings in the Maryland Hotel, Chicago, on 
Tuesday, September 9. President Jack Teetor, Ham- 
mond, Ind., called the meeting to order following an 
excellent dinner and introduced a number of notables 
present. The last man he presented was Jim Ward, 
Ames Supply Company, who gave one of his informal, 
instructive talks. 

Because of the recognized shortage of office machine 
mechanics, Mr. Ward offered a number of suggestions 
to save the time of mechanics for the more important 
categories of work. He said that a government survey 
has shown that 40% of all repair calls are because 
typists did not know how to put on ribbons. Another 
40% is accounted for because typists did not clean 
machines. By teaching typewriter operators the simple 


things about caring for the machines, repair calls that} 


cost the dealer money can be cut down substantially. 
One way to do the teaching is to distribute copies of 
a government bulletin called “Typewriter Care.” 


Notes from Dallas Convention 

Mr. Ward reported briefly on the Dallas convention 
of the National Office Machine Dealers Association. He 
concluded his remarks by giving the following ideas 
which came from lobby conversations: 

1. One dealer reported using side posters on his de- 
livery truck. The posters were changed each week. 

2. Another dealer features three-days sales. Ex- 
tending them usually results in a lower return on the 
same effort. 

3. By putting a low value machine on display in his 
window a dealer evoked interest and was able to sell 
a better machine from stock. The low price machine 
was equipped with checkwriter type, which was the 
primary reason for its low price. Finding that unsuit- 
able, inquirers were easily led into considering a more 
expensive typewriter equipped with standard type. 

4. By resurrecting advertisements used in former 
years and re-using them currently, another dealer got 
good results. 

Before sitting down Mr. Ward introduced Ed Staats, 
who was recently transferred from New York to Chi- 
cago by the Ames Supply Company. Mr. Staats is now 
vice-president and director of sales for Ames. 

Jack Weiner, Belmont Typewriter Sales & Service, 
Chicago, new president of the National Office Machine 
Dealers Association, was the next speaker. After giving 
credit to the associations, both local and national, for 
his personal success in business, Mr. Weiner made 4 
strong plea for increasing the membership of the Chi- 
cago association. Then, as president of NOMDA, he 
urged co-operation with and membership in the na- 
tional group. 

Dealing with the problem of current prices of used 
typewriters, Mr. Weiner confessed that he did not know 
when they would come down to realistic levels. He 
hoped that it would be soon. 

Noting the trend among some manufacturers to dit 
tribute certain adding machines through dealers, tht 
NOMDA president wondered if the movement mighi 
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Foam Latex upholstery. 


There's an Art Metal Posture 
Chair designed specially 
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your clerks. All are 
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Put this free self-selling floor display to work for you. 
Follow the lead of the many dealers throughout the 
country who have already enjoyed increased sales of 
pencil sharpeners up to 300% with this potent selling 
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Be sure you have a supply 
of the colorful Christmas 
packages—they’ll dress up 
your counter and window 
displays for that 

Christmas look! 


There's an APSCO Sharpener for 
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Vel ame llelgelali-t-taa' ls elul-tamieliliielallelmelile, 

identifies the world’s finest pencil sharpeners. 
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presage the channelling of standard typewriters 
through dealers. 

Referring to the costs of getting rented typewriters 
pack into the shop immediately following the end of 
the rental term, Mr. Weiner said that he has found it 
worthwhile in his business to put a decalcomania 
transfer on each rental machine carrying the following 
letters, “One day before expiration of rental term, call 
Graceland 2-2340.” It is a simple but effective means 
of keeping control of rental stock. 

Mr. Weiner’s final remarks were concerned with the 
successful joint advertising and merchandising activi- 
ties engaged in by himself and Larry McDonough, of 
the Central Typewriter Exchange, Chicago. 

Following some discussion of the NOMDA life insur- 
ance plan and reference to another hospitalization 
plan available to association members, Kenneth Lar- 
rance, Chicago manager of the Burroughs Adding 
Machine Company, spoke about the new Burroughs 
plan of selling 11 models of adding machines and 4 
models of combination adding machines and cash reg- 
isters by dealers. In plan is a 10-key Burroughs adding 
machine which will also be a dealer item. Mr. Lar- 
rance pointed out that mechanical service on Bur- 
roughs dealer lines will be handled by Burroughs men, 
if desired. 

The final event of the evening was a playback of a 
wire recording of a demonstration of the new H H 
Model Royal typewriter. It was presented through the 
courtesy of Larry McDonough, Central Typewriter Ex- 
change, Chicago, who explained that the voice heard 
was that of John Hokanson of the Kansas City, Mo., 
branch of the Royal Typewriter Company. 





More Members Added to GLTC Rolls 


The Great Lakes Travelers Club in a business meet- 
ing at Toffenetti’s, 65 W. Monroe St., Chicago, ap- 
proved four more applications for membership. They 
were submitted by Ray Clarke, F. S. Webster Company; 
Jack Guntrum, Eaton Paper Corporation, both of 
Minneapolis; Joe Falbo, Codo Manufacturing Corpo- 
ration; and Jerry Henningson, Joseph Dixon Crucible 
Company. 

Guests at this meeting were Walter Wagner, Uni- 
versity of Chicago Bookstore, and Charles W. Gilbert, 
OFFICE APPLIANCES. 

The members were informed that Rus Ragan, co- 
chairman of the pre-convention luncheon, was a 
patient in Evanston Hospital for medical treatment 
and examination. Another member, Wes Wilson, In- 
dustrial Tape Corporation, reported on crutches, hav- 
ing fractured a bone in his leg while returning to his 
former prowess in baseball at an outing September 7. 

An enjoyable feature of a GLTC luncheon earlier 
in the month was a talk by Bill Haarlow, former 
University of Chicago basketball star now in charge 
of basketball officials for the Big Ten Conference. 
Haarlow, presented by Gordon Kickels (a whistling 
brakeman himself) told of the qualifications, training 
and discipline of the Big Ten officials. It was an 
enjoyable address on a subject divorced from the 
industry 





Chicago OFA Hears About Mahogany 


“No one, not even Father Time, has placed an age 
limit on mahogany,” declared George N. Lamb, secre- 
lary-manager of the Mahogany Association, Inc., in 
addressing the opening Fall meeting of the Office Fur- 
niture Association of Chicago. The group convened at 
the Charles P. Harrison Restaurant on Monday ‘eve- 
ning, September 8 

In telling about the age-old qualities of mahogany, 
growing since the time of Christopher Columbus, the 
speaker emphasized his remarks with the showing of 
& movie in color which revealed the methods used to 
cut the costly trees and bring them to market. 

He pointed out that for all its superb physical prop- 
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Fills the growing need for extra 
closet space! Accommodetes 30 
arments, at least 10 hots. 
Seerdy 1” heavy gauge steel 
tubing holds well over 200 Ibs. 
Gleaming chrome plated finish. 
Comes knocked down, assembles 
easily with firm-locking rounded 
hex-nuts. When not in use, stores 
: in space-saving carton. Height 
72”, width 42”, depth 22”. 
Weighs 25 Ibs. 
Handi-Rak shown (T-102) with 2 
shelves. 


$320 


T-101, with one shelf, $24.00 
T-103, with three shelves, 
$40.00 


All items F.0.B., Phila., Pa. 











SATIN FINISH 


Super 
Goat.-Rak 





Beautiful 
chrome with 
black crackle 


crackle base. 
All heavy 
gauge steel 
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SPUN ALUMINUM 


Beautiful 1142" spun 
aluminum upright. 
graceful double hang- 
ers, assembled easily 
with handsome round- 
ed hex-nuts and tipped 
with smooth, black 
plastic knobs for ut- 
most protection. Solid- 


bose, gray, filled, spun aluminum 
green or base assures the 
brown with proper weight for 
matching maximum load, guar- 


antees base will re- 
main in shape. Up- 


tubing with right is supported in 
polished rigid position by 
aluminum “squeezelok” in base. 
hooks... 72” high, weighs over 
on a Pie Ay 20 Ibs. Base diam. 15”. 
Weight 16 

Ibs. 


T-401 
LIST $1g°° 


T-201 
$1400 Write for 
complete catalo 
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All chrome finish! 114” 
steel tubing. 8 compart- 
ments hold 16 umbrellas 
in chrome plated drip 
pan. Assembles easily. 


T-301 $1300 


LIST 





SALES DIVISION 











911 WALNUT STREET, PHILADELPHIA 7, PA. 
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erties mahogany’s greatest claim to fame is its ever 
varied, but always enduring, beauty. 

The speaker was presented by John Smythe, Geyer’s 
Topics, chairman of the activities committee. 

President Henry Otto appointed committees for the 
year. The chairmen are: publicity, Abe Golden; arbi- 
tration, Hy Natovich; golf and social, Marty Hiler: # : 
membership, Hal Johnson; and resolutions, Charles 
Goodman. 

Considerable discussion ensued regarding freight 
rates and it was proposed that a committee meet with 
the Jasper wood office furniture manufacturers during 
the convention of NSOEA in Chicago. It appeared to 
be the consensus of members that an effort be made 
to have these concerns employ their own trucks for 
the hauling of furniture to Chicago and thus do away 
with increasing railroad freight rates. 

The Chicago Chapter ratified the NOFA constitution 
and by-laws as previously submitted. 














68 Golfers Enjoy Horder Outing at Mohawk 


Frank Rainey officiated as chairman of the Horder’s, 
Inc., golf outing at Mohawk Country Club near Ben- 
senville on Saturday, September 6. He was his usual 
efficient self and this proved an enjoyable affair for 
the 68 golfers participating and the 70 or more who 
enjoyed the roast beef dinner that evening. 

Assisting the chairman Frank Rainey were K. W. 











Seen at Horder’s, Inc., Golf Outing... 


The committee: Frank Rainey, chairman, Carl Schultz, Alles 
Atchison, George Bacon and Bob Horder. 

Tony’s foursome: George White, Bob Horder, Glenn Peters and 
his father, Tony Peters. 

To the winner: Chairman Rainey presents the Horder trophy 
to Allen Atchison. j 
Who? Me! John Gilman registers surprise over receiving pri 
for the day’s high score. 


Schultz, A. J. Atchison, E. George Bacon and Robe 
Horder. 
To Allen Atchison, assistant manager of Horder§ 
Dearborn St. store went the trophy for the employe 
having the best score. His 79 was sufficient to carq 
away the honors. 
Many manufacturers and representatives turned ¢ 
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10 DRAWER 
STEEL UNITS 






+ 
16,000 Card 
Capacity 
* 


Built To Last 
A Lifetime 














Electrically welded. Stacking feature for additional draw- 
ers. Olive green and Cole gray baked enamel. 


No Card Height Width Depth Price 
10335 3x5 40%” 12%" 16” $41.50 
10346 4x6 45%" 14%" 16” 46.00 
10358 5x8 505%” 18%” 16” 58.00 
10369 6x9 55%" 20%” 16” 70.00 


With locks $2.10 extra per drawer. 


No. 2712 
LETTER-SIZE 


$3935 





be | 


DRAWER PARTITIONS 
PRICE... 85« PER SET 
Order by Number 


WACLAUCTCSA 
LERULLEGS 


Lock for all drawers ...$10.00 additional 


MULTI-DRAWER CABINET. Contains 27 drawers (let- 
ter-size ). Ideal for office forms, printed matter, photo- 
graphs, etc. Green or Cole gray baked enamel finish, 
Outside dimensions . . 37%” high, 30” wide, 13%” deep. 
inside drawer dimensions. .3%” high, 9” wide, 12” deep. 


LEGAL SIZE No. 2716 
with 16” deep drawers instead of 12” drawers... $49.95 


oradc the Rockies 
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No. 1200 
$950 


The above file equipped with a combination 
dial lock (only YOU know the combination). 









No. 1200Y Letter Size $1450 
No. 1500Y Legal Size... $1575 














LETTER FILE. Made of heavy gauge furniture steel, 
electrically welded throughout. Smooth gliding ball- 
bearing rollers for easy action even when heavily 
loaded. Extra heavy formed reinforced channels run 
full length of case inside. Olive green finish. 


Width Height Depth Price 
No. 1200 Letter Size . 14" 12%" 24%" $9.50 
No. 1500 Legal Size 17” 12%" 24%" 10.25 







No. 854 


‘44% 


PORTABLE FILE. Keep your private papers really pri- 
vate. A compartment with lift cover under lock and key 
for current records and visable data, plus a ball-bearing 
suspension filing drawer for other records. 4 swivel 
castors and 2 spring compressors. walnut, mahogany, 
No. . Green or Gray knotty pine finish 
854—30'9" High, Letter Size $44.95 $53.95 
858—30%2" High, Legal Size $54.95 63.95 
Additional lock for lower drawer add $2.50 
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COLE STEEL EQUIPMENT CO., INC., 285 MADISON AVE., NEW YORK 17,! 
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SAVES TIME... All your records at your finger tips 
SAVES MONEY... Prevents pilfering of supplies and tools 
REALLY PRIVATE... Concealed vault safeguards your valuables 








The “MERCHANTS” File The “EXECUTIVE” File 


: oe Two ball-bearing lefter 
A heavy gauge steel cabinet containing two files Toe pen ot 


ball-bearing letter files, index drawer for periments, unter tock Gane 
key, two index drawers for 


3x5 or 4x6 cards (3200 cap.); 2 adjustable 3x5 or 4x6 cards (6400 co- 
eel pacity). 374" high, 30%" 
compartments under lock and key; steel wide, 17%” deep. Olive 


: , . green or Cole gray, baked 
safety vault with large vault size dial lock cnninth idk 


(only YOU know the combination). No. 1478 ..... $59.95 


With plunger-type lock which 
avtomotically locks all draw- 


32” high, 30%” wide, 17%” deep. Olive ers. No. 1478PL .... $67.45 
green or Cole gray, baked enamel finish. 


No. 1370 The “DIRECTOR” File 
Similar to above except in- 

— stead of the card drawers 

a third letter size filing 

drower has been added. 


With plunger lock which automatically locks The above with plunger lock 
i 7 N 1370PL that automatically locks ail 
all drawers. No. 1370PL......... | drawers. No. 147371. $61.48 


Grained walnut, mahogany or knotty pine finish$12.5Q additional 


htly higher in Texas, Colorado and West of the Rockies 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 
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PRONTO STORAGE FILES 


for less active records.. 


: 55 
OTHER SIZES AND PRICES Letter Size $3 


reavenen | tate [ wager | si 
DRAWER FRONT DRAWER FRONT 


Width Height length om PRICE File PRICE Check Size $2 


Single Carton No. Single Carton 

STURDY CONSTRUCTION — Prontos are b 
275-lb. test corrugated fibre board and 
forced with steel on the shell and the four ce 
of the drawers. 
SAVE FLOOR SPACE — Constructed so that 
interlock into solid units and stack as hig 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files 
get at all records just as easily as in your 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are 
tiful in appearance, finished in an attractive 
green. The steel drawer front matches your 
*These numbers have removable divider partitions. {Packed 6 to a earton—all others 12 to a carton. lor active office files. 


SUGGESTED USES 


at 
ae 
a 
Re 


Letter Size - = ee E210 . . $3.55 . . $3.45 ore * 

Letter Size ._ seems = ee E210S . 3.45.. 3.35 1210S . 
. 43 iS10L.. 

109L . 


108M . 


4 
5. 
3. 
4. 
4. 
3. 
3. 
3. 
2. 
3. 
3. 
3. 
2. 
5. 
3. 
3. 
4. 

. 2 


*» 
Ww 
w 


8 8S3zKsRS ase 


Legal or Cap__ os ~ E510 .. 
Invoices _. os » is oe E10? .. 
©2 Rows 8x5 Forms_ «ss _ Elos .. 
*Invoices or 2 Rows 8x5 a o% EI08M . 


Freight Bills di ou £97 .. 
Checks “e ‘ E04 .. 
Drafts or Checks - . E94... 
Drafts or Checks - »* E94M 

Sx8 Forms —. oe es ees... 
eDeposi? Slips (2 Rows) os bee esss .. 
Deposit Slips ane * ° oe 


ww 
ass 


RBRa RaRSR 


SSSRSRS 


Tabulating Cards __ 
*3x5 Cards F Rows) 


w 
nw 


4x6 Cards (2 Rows) 
®3x5 Cards (2 Rows) 

Vouchers (Upright) _ 
Ledger Sheets —_.__ 
Ledger Sheets ____ 


o 
SSRRASS SBSasKun aURE 
SCLAWWVIN NWWNNWw DAW 


FW WEN NNN NNNN ww 


RARRSRY 
SSaARSR Bsd 


RRRS 


Faweens «| 


eee er . . 
ViBWwWwwhnW NNNNNWw www 


a 





PRONTO FILE CORPORATION 


285 Madison Avenue New York 17,N. Y. 















It’s true that hundreds of dealers acted promptly and are now selling 
» 1 Burroughs adding machines and cash registering machines. The 
response has been most gratifying. 


e bull 

a ‘ However, there are still many opportunities for other responsible 

four com dealers to start making profits right away, with a line of products that 
is highly regarded by users and prospective buyers throughout the area 

© thet’ you serve. 

as higf We urge you not to overlook this profitable opportunity. The Burroughs 

ce. factory branch near you has all the facts. The materials you'll want 

> mor and need are ready for you. Why not get the story today? Burroughs 

les you! Adding Machine Company, Detroit 32, Michigan 

yourr 

es are 

woes WHEREVER THERE’S BUSINESS THERE'S 

Ss your 
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Office of Division Manager, Gulf Oil Corporation, Atlanta, Ga. 


Where sales are made you can sell more fine 
office furniture upholstered in Genuine Leather 


You find leather the favorite upholstery for you to cultivate, for American business 
material in offices of leading executives, in is decentralizing—creating new units in im- 


conference and board rooms, for leather portant cities and sections of the country. 


alone expresses leadership. But you find it Make the most of these opportunities by 


as well in sales offices, district offices, offices showing, recom- 
where the customer meets the manager; mending, fine office 
where favorable impressions are made and furniture uphol- 
orders for goods and services are given and stered in Genuine 


taken. Here is a promising, profitable field Leather. 





THE UPHOLSTERY LEATHER GROUP ~- Tanners’ Council of America + 141 East 44th St. - New Yorkii 


American leather Manufacturing Company, Newark, N. J . The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. . Eagle-Ottawa leather Company, Grand Haven, Michigan ° Garden State Tanning Inc., Pine Grove, Pa 
The Lackawanna leather Company, Hackettstown, N. J . Radel leather Manufacturing Company, Newark, N. J. 
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for this annual outing along with the Horder em- 
ployees. It was a day marred with cold weather and 
threat of rain but the prizes were abundant 


Star Victor Adding Salesmen Honored 

Victor Adding Machine Company's second annual 
“Sterling Star” contest for branch salesmen ended in 
a week of festivities in Chicago for 11 winners. These 
salesmen, who maintained an over-quota record for 


i @! 








Victor Adding “Sterling Star” Scenes 


Sam Schwartz and Adolph Swimmer (right) arrive in Chicago by 
plane for the ‘Sterling Star” festivities. Special honors were ac- 
ed Swimmer, who was the top Victor salesman in the nation. 
Seymour Felker, who claimed to be a golf novice, proved it when 
he lined up on the tee marker. 
Sterling Stars’’ hold posters which marked their way to the home 
ffice of Victor. Left to right: Sam Schwartz, James Kelly, Elmer 
Hartman, Adolph Swimmer, Charles Ford, Arthur Sullivan, Robert 
lrenchard, Seymour Felker, Jim Tibbs, Ed Brennan and (hidden 
but for his eyes) Ed Ulfik 
A. F. Bakewell, vice-president and general sales manager, demon- 
strates how not to hit the ball for some of the first-timers 


> 


2 successive months, were accorded “Star” honors and 
wards by Victor’s top executives for their outstanding 
ules achievement 

They were wined and dined at Chicago’s famous 
eateries and were guests of the home office sales force 
ta golf tournament at nearby Barrington Hills Coun- 
ry Club. Among other activities on their schedule 
vere a tour of the plant, a stop at Matt Schulien’s, 
the master card-manipulator featured in a Life Maga- 
ine article, and an evening at the world-renowned 
thez Paree. 
In addition to their Chicago trip, the top salesman 
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DESIGNED T0 SELL! 


NO. 500 
TRANSFER FILE 


Available in 14 sizes, from 
letter and legel through 
check, ledger, invoice, etc. 
Their constant use by mony 
leading industrial companies 
prove their salability. 


NO 4210 
UTILITY CABINET 


An entirely new innovation in 
practical, working utility and 
storage cabinets. Counter 
height, they cre the perfect 
errangement for all types of 
port and supply maintenance. 


315 LEXINGTON AVE., f 





in each of four competitive divisions received the 

Honor Award of the Victor “Star Club,” an all-ex- 

D isc R |M | N AT | N G BUY E RS penses-paid vacation for him and his wife to either 
Bermuda or Cuba. 

IN S | S T 0 a: Adolph Swimmer of St. Louis, Seymour Felker and 

Arthur Sullivan of New York City, and Elmer Hartman 

of Seattle were the lucky recipients of this extra con- 

test prize. 

The other winners of the “Sterling Star” contest 

were: Ed Brennan, Los Angeles; Charles Ford, Phila- 

7] delphia; James Kelly and Jim Tibbs, Detroit; Sam 

a a " = Schwartz, St. Louis; Robert Trenchard, San Francisco 











Stationers 12:30 Club Begins Fall Meetings 
BECAUSE i Some 76 members and guests attended the first 
DS ® Fall meeting of the Stationers 12:30 Club of New 
Rosoffs’ Restaurant. President Philip G. Tagley, Con- 
solidated Loose Leaf, Inc., presided. 
= SPECIAL FEATURES INCLUDE: — death of the father of Lee Danziger of Lincoln Office 
Supply Corporation and announced that Sid Diamond, 
cuperating from his recent illness. 
* Free of lint David T. Pomerantz, A. I. Goldberg, New York, N. Y. 


ADDING MACHINE ROLLS = 2%¢2¢ vink, New York 
IT AD York held on Monday evening, September 22, at 
President Tagley expressed the Club’s regrets at the 

* Blue white paper Diamond Stationery Company, is now at home re- 
chairman of the outing committee, reported that the 


club’s annual outing held last June was a huge suc- 


* Wooden cores cess. Mortimer Libien, Libien Press, Inc., New York, 
N. Y., called for a rising vote of thanks to the com- 

i j mittee for doing a fine job. 
* Flagging in every roil President Tagley then congratulated Gerard D. 


. . H | White, Acco Products, Inc., on his appointment as 
* Slit to accurate dimensions vice-president and general manager of Acco Products, 
and presented him with a congratulatory card con- 
taining signatures of all present. Mr. White will make 
his headquarters in Ogdensburg, N. Y. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
added a word of congratulations to Mr. White and 
went on to announce that one new member has joined 
the club, Robert P. Jonas, Jr., Oxford Filing Supply 
Company, and concluded with the remarks that the 
annual outing has shown a nice profit. 

The lights were then lowered and moving pictures < 
of the club’s past summer outings were shown by 
Edward Leventhal, Biddle Purchasing Company. Some 
of the pictures shown went back as far as 1939 and 
recalled to many of those present some happy mem- 
ories of past affairs. 














Diebold Names Munster at Houston 
Herman Munster has been named manager of the 





Houston, Tex., Branch of Diebold, Inc. 
Mr. Munster joined the Diebold sales organization 


Herman Munster 





in Dallas, Tex., in 1948. In 1950 and 1952, he was a 
member of the Diebold 100% Club, an organization 
to honor Diebold’s top salesmen. os 
Early in 1952, he became assistant manager in Dal- | 
las under J. Henry Thompson. 








Grant Charter for Firm in Kings, N.Y. 

Metalfiles, Inc., office files and furniture, has been 
granted a charter of incorporation in Kings, N. Y, 
listing capital stock of 100 shares no par value. Dr 


THE WARSHAW MANUFACTURING CO., INC. a eee See, Sa ae 














182 OFFICE APPLIANCES, November, 1952 OF 

















1951 








o iat or 


Lf | 

















Big 4-color page ad featuring 
Bing Crosby, Bob Hope and Dorothy 
Lamour will run in top publications! 


PLUS OTHER INSERTIONS IN WOMAN’S DAY « BETTER LIVING EVERYWOMAN’S « WESTERN 
FAMILY « FAMILY CIRCLE « AMERICAN FAMILY + SCREENLAND « SILVER SCREEN + SUNSET + MODERN 
SCREEN » MODERN ROMANCES « SCREEN STORIES « NATIONAL 4H NEWS 


Novel display material will tie you in with 
the biggest, most colorful Christmas tape 
promotion ever! 









“Scotch” Brand tapes will make more 
money for you this season than ever before 
. better double your last year’s stock! 





| BING CROSBY BOB HOPE | 
DOROTHY ae 


Cellophane and 
ree) ype", se Gift Wrop Tapes 


eS The term “Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, 














Minn.—also makers of “Scotch’’ Sound Recording Tape, “Underseal’’ Rubberized Coating, “Scotchlite” Reflective Sheeting, “Safety-Walk" Non-slip Surfacing, “3M” Abrasives, 
“3M” Adhesives. General Export: 122 E. 42nd St.,-New York 17, N.Y. In Canada: London, Ont., Can. 
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All ROCKWELL-BARNES file folders are 
available FROM STOCK in 

LETTER SIZE—standard height or guide 
height. LEGAL SIZE—standard height. 
Straight cut—and all standard tab-cuts; 
Single top—or double top for extra strength. 


We can furnish to order folders in any special size 
or special tab cut to comply with the 
requirements of any filing system. 


ALL FOLDERS are grained against the fold for added rigidity e 
uniformly die-cut e scored for expansion up to one inch e boxed 
100 in sturdy metal-edge full telescope boxes. 


K a “‘strong”’’ folder stock — well finished, ex- 


cellent quality and color. Also furnished in two weights: 





ll-pt. for “heavy duty” filing, and where folders are 


> 


frequently handled. 9-pt. for “‘average’’ filing needs. 


Federal Tag 


a superior grade of Docu- 
ment Manila—processed 
to comply with Federal 
Specifications UU-F-571d 
Type II. 


Available in two weights: 
ll-pt. HEAVY for “heavy 
duty’’ filing and where 
folders are frequently han- 
dled. 9%-pt. MEDIUM 
HEAVY for ‘‘average”’ use. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 


If you have not already received sample kit 
and price lists WRITE FOR YOURS TODAY 
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Does Your Stock Turn Give You Profit? 
Continued from page 64) 

The irrefutable soundness of the practice of buying 
for current requirements as contrasted with long-range 
speculative buying can always be confirmed by the 
stationer’s annual profit-and-loss statement when it is 
reviewed analytically and compared with his summary 
of inventories. 

Some business counselors are enthusiastic in their 
advocacy of a scheme for stock control calculated to 
maintain a stock-turn rate of maximum profitability 
that sounds unbelievably and alluringly simple. But 
the fact is that it can not be applied dependably to all 
kinds of business nor even to every line of wares within 
the same business. 

Their recommendation is to order one month’s sup- 
ply as soon as the current stock of an article or com- 
modity gets down to 30 days’ demand as gauged by 
experience. This means that the stationer and office 
machines dealer applying this recommendation will 
have a 60-day supply on hand as soon as he has re- 
ceived the monthly replenishment shipment. 

Following this rule, it is maintained, a dealer will 
never find himself out of stock on any staple, known- 
demand item, yet he will still be able (theoretically) to 
accomplish eight complete stock-turns each year on 
merchandise thus handled. 

According to the calculation upon which recom- 
mendation of this system is based, it insures the dealer 
that his average current inventory will be at least 
18 units of any goods of which his salesroom experience 
and purchase account records assure him he can cer- 
tainly sell at least one dozen units every month. 


Thus, there is an annual sale of 144 units which, if 
distributed with approximate monthly turn-over of 12 
units, results, proponents of the idea say, in approxi- 
mately eight complete stock-turns a year—a substan- 
tial and profitable turn-over rate, to be sure. 


inventory is Explained 


In other words, explained as simply as possible, the 
average constant inventory investment of any line of 
wares so merchandised, would consist of 18 units 
which average current investment, rotated eight times 
during 12 months, would account for the 144 sales for 
the year. 

No such scheme could be applied in the stationery 
and office machines business, all the way down the 
line throughout the entire merchandise inventory of 
the business, however, because of the wide extremes 
in both the unit-dollar-value and the sales periodicity 
if much of the stock characteristic of a retail station- 
ery, Office furniture, and office appliances establish- 
ment. 

For illustration: The general idea might be prac- 
ticably applied to such items as fountain pens, letter- 
boxes, and typewriter paper or ribbons, but certainly 
it would not be practical with regard to filing cabinets, 
heck-writers, typewriters, and executive-type desks. 

The reason must be apparent in that there are many 
large and prosperous full-line establishments in this 
industry—firms handling a multiplicity of sales that 
total an impressive annual dollar-volume—who, never- 
theless, do not sell 144 executive desks, posture chairs, 
heck-writers, typewriters, filing-cabinets, or office 
safes in any single year—meaning, of course, 144 units 
if each of these items. 

Therefore, it is obvious that most business houses 
in our industry must base their efforts for acceleration 
of the stock-turn on the rotation of the dollar-value 
f the entire stock investment as differentiated from 
attempting to achieve a uniform rate of stock-turn 
on a particular unit of stock or on a certain line of 
specialties. 

Finally, a thought. In these days of fast supply 
service by means of door-to-door delivery from con- 
veniently located supply factors in the wholesale and 
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aluminum 
chairs 


SALES STIMULATOR 


Our startling presentation brochure, “Gentlemen Be 
Seated” has already achieved amazing results in a very 
short time. 


If you have not ordered enough copies for your sales 
force, you are missing the boat—and sales. This magnifi- 
cent sales stimulator will actually multiply your present 
Fine-Rest business. 


To those dealers who do not handle Fine-Rest, we ask that 
you please contact us for available franchises. 


a 


x 
OUI OUMLEN 
J AKRON B,0OH 





ALUMINUM SEATING 


17 $. CHERRY STREET 





Distributor Sarnovservan a. ooo axboat tdtives 
SAFE & EQUIPMENT wos Sek Eas), Pee 5. fiery oF. PHILADELPHIA 6, PA. 
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FOR VISIBLE RECORDS 
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Signals 
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George B. Graff Company 
54 Washbum Ave. Cambridge 40, Mass. 








jobbing trade, as well as from the regional warehouses 
of all the larger manufacturers purveying to the sta- 
tionery and office equipment trade, there is no sense 
and no monetary gain in any ordinary retail distrib- 
utor attempting to do his own warehousing, so to 
speak. 

Large reserve stocks are not ordinarily necessary, 
even if they were economic, which they are not today. 
If the manufacturers, who are concerned with volume, 
rate of stock-turn, and ultimate net profits fully as 
much as the retail dealers are, feel warranted in en- 
trusting the warehousing functions of distribution to 
accredited wholesalers and jobbers, then certainly the 
retail dealer should find the long-established practice 
satisfactory. 

Almost never can the beguiling discounts obtained 
by heavy advance buying show a profit over the carry- 
ing charges and interest on six-months shelf-warmers 
that may have to be cleaned out anyway on a mark- 
down basis should the article become obsolescent dur- 
ing that six months—a thing that is highly possible 
in these days of rapidly recurring new inventions in 
the office specialties field. 

In one instance known to me, a midnight fire wiped 
out a top-heavy reserve stock stored in the back room 
and basement of a large retail stationery business 
before all the merchandise had been insured—say 
nothing of unpacked and price-marked. 

“Never Again!” that stationer exclaimed to me. 
Smaller reserve stocks, brisker turn-overs, and faster 
profits have been his preference from that day thence- 
forth. ' 





Smead Eight-Pony Hitch Shown at Fairs 


The Smead Manufacturing Company’s eight-pony 
hitch, driven by the famed K. E. Reisinger, is currently 





P / ; — . 
TVa* TORO 


Prancing Ponies Help Advertise Smead 


_—- 


being shown at several large fairs and shows in the 
Midwest. 

Smead is watching public and dealer reaction and, 
if favorable, plans to display this hitch in other parts 
of the country. 

A prominent part of the display features Smead’s 
household file, gift wrapped. 





Rem-Rand Moves Niagara Falls Quarters 


Remington Rand Inc. has moved its business equip- 
ment center from 505 Third St., Niagara Fails, N. Y., 
to new and larger quarters at 1323 Pine Ave. 

Facilities at the new sales center are designed to 
provide convenient demonstrations of the complete line 
of office machines, systems and equipment. Reming- 
ton Rand said the new center is designed “to keep 
pace with the growing needs of the Niagara Falls busi- 
ness area.” —GET 





Charter Corporation in Middleport, N.Y. 

I-Letts Corporation, manufacturing office furniture, 
fixtures and equipment, has been granted a charter 
of incorporation in Middleport, N. Y., listing capital 
stock of $20,000. Directors are Stephen A. Sacca, Earle 
W. Knopf and Howard J. Brewer, all of Lockport, N. Y. 
—EEG 
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Users of metal office furniture have a right to expect 
efficiency, comfort, economy and eye-appeal . . . and they 
get them all by insisting on INVINCIBLE. But Invinc- 
ible also assures the all-important factors of STRENGTH 
and DURABILITY, through extra rugged construction 
ad's as shown in the drawing at the right. Note how a 30” 
desk top is reinforced by 3 big box channels plus the 

2 angle rims at the edges for a total of 5 supporting 

members. A 36” top has 5 box channels and 2 angle 

Li rims for a total of 7 sturdy supports. Each desk slide also 
Y has a ragged box channel support. Each desk island has 

' 2 supporting box channels which combine the strength 
lin of the island intermembers with the vertical reinforce- 
ing- ments shown at the side of the pedestal. Because these 
kee} reinforcements are placed on both sides of each pedestal, 
us any shocks resulting from dropping or rough handling 
are absorbed through the entire framework of the desk. 
For detailed information on other distinctive features 
which convince users that Invincible equipment is a wise 
investment “for better business living”’—write the fac- 


and 
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INVINCIBLE METAL FURNITURE 
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For construction features that attract customers 
let's bring up “REINFORCEMENTS” 

















VIIICE 


Office Equipment 





Commercial 


“FOR BETTER BUSINESS LIVING” 


CO. = MANITOWOC, WISCONSIN 
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Its Easy to Sell 


Gunlocke Chairs 








because the Gunlocke catalog is chock 
full of selling facts on every pattern. 





because the illustrated price list helps 
you to figure retail prices quickly, with 
little chance of error. 








because Gunlocke’s matches any special 
finish and will apply any special upholstery 
cover your customer wants. 








® 


because you find your enthusiasm 

is contagious when you talk of the comfort, 
style and dependability that is built 
into all Gunlocke chairs. 
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Take the easy road to profits 


—Sell GUNLOCKE. 





oboe W.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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in Other Lands 


Continued from page 108) 
stencils from which no less than 3,743,100 duplicated 
copies were produced. 

This is the second occasion on which the firm has 
provided information coverage of this nature for the 
Olympic games. Previously, when the games were held 
in London in 1948, the firm’s duplicators were used for 
the same purpose. 

' . > > 

Over £8 million of office equipment, exclusive of 
furniture, was exported in the first eight months of 
the year, it is announced by the Office Appliance & 
Business Equipment Trades Association, £1%4 million 
more than in the same period of last year. 

Greatest improvement was that made by the steel 
safes and cabinet section. 

Principal importers were Australia, who took nearly 
£950,006 and the U.S.A. £888,823. 

Representatives from 15 countries were among the 
visitors to the Business Efficiency Exhibition at St. 
George’s Hall, Liverpool, when it opened on Septem- 
ber 22. 








— News Notes from Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A. 


Commonwealth revenue for the first two months of 
| the current financial year exceeded expenditure by 
| £19,500,000, the treasury officially reveals. Revenue 
| was £156,600,000 and expenditure £137,100,000. 

» o . 

“There are ample signs that Australia’s economy is 
getting over the scare of the last 12 months,” says 
President M. J. Allison of the Associated Chambers of 
Manufacturers. 

“Conditions have improved recently and there is no 
doubt now that Australia’s economy is fundamentally 
sound. In the past week we have noticed four pointers 
to economic improvement: Australia’s overseas trading 
recovery, an increase in savings bank deposits, a fall 
n unemployment relief figures, and the re-employ- 
ment of workers in New South Wales textile mills. The 
est of the year will not see a spectacular return to 

im times, but we expect a stabilization of economy 

n sound lines.” 





> - * 


It is evident, however, that the Australian employers’ 
irrent efforts, through the Federal Arbitration Court, 
reduce wages and increase working hours, will be 
et with every opposition from the trade unions, and 
lready stop-work meetings are being held throughout 
e country as a protest against the employers’ move 
o * * 
Those who sell office appliances will welcome some 
ve to stability. Expenditure on personal consump- 
n is at an all-time high, the latest figures showing 
year’s total of £2,456,000,000, with retail sales (exclud- 
g those in garages) totalling £1,580,000,000 compared 
ith the previous year’s £1,350,000,000. A particularly 
teresting feature is that between balancing dates in 
46 and 1951, stocks of goods held by manufacturers 
id traders increased by £623 million—a rise of 188% 
five years 
This stock increase must surely have meant extra 
isiness to the man handling office systems and appli- 
‘es. So must the continual imposition of legislation 
verning business as a whole. In general, office 
Dpliance firms here are of the opinion that business, 
hile not what it might be, is far from as bad as some 
ught it would be 
In that regard we well might quote a Melbourne 
siness publication which said recently: “One of the 
t lessons everyone selling office equipment should 
earn is the need for patience. It is important that 
hat is simple to you, because of your long association 
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BETTER DESKS 
ARE MADE OF WOOD 


DESIGN 
FEATURES 
VALUE 











No. 6068-86-F 
(86" x 45”) 


fen 


(6000 SERIES) 


serpentine front and swell 
back design is functional, 
different, distinctive. 


genuine walnut drawer 
interiors in addition to full 
extension drawers, side 
pedestal locks, adjustable 
height, ball bearing file 
drawer, pull out writing slide 
above both top drowers, 
suspension file rails and 
adjustable foot rest 


value that you can promote 
and sell with confidence. 


*In regular or frosted walnut 





MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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WARDROBE RACKS 


BY... AZ 


for IMMEDIATE DELIVERY 





No. 903-4-5 
3-4-5 Feet Wide 


Just Orr Tue Press ! 


Send for Your Copy of Our New Catalog 
Illustrating Our Complete Line of — 


WARDROBE RACKS 
COAT TREES 
UMBRELLA STANDS 
SMOKERS 
SAND URNS 
WALL RACKS, ETC. 
iN ALUMINUM AND 
CHROME STEEL 


Giaro Macuine Propuets Go. Ine. 


P.O. BOX 547 FAR ROCKAWAY, N. Y. 
SS ATS cea 
















with the appliance, is not always easy for anyone els 
to grasp in a few minutes.” 

We quote that because the past post-war years hay 
been “boom” ones with many so-called salesmen ng 
caring two hoots whether a client made a purchase of 
not. But today the appliances have to be really “sold. 

* oe a 







To again quote: “Impatience may lose a sale, o 
worse still, lose a customer. Know all the details . . 
try and sense when a customer does not grasp fully 
the point you are making, or the explanation you give, 
Your real ability as a salesman is tested here.” 

* 


* - 









W. C. Penfold Holdings, Ltd., Sydney, manufacturerg 
of office stationery, has issued 20,000 ordinary share 
of 10s. each as part consideration for the issued capita} 
of R. T. Kelly Pty., Ltd., Sydney stationers. 

*. * * 












Claude Vetter of Vetter’s Business Service has now 
settled into his new headquarters at Oxford St., Leeder- 
ville, Western Australia. He handles a big range of 
office systems, filing and indexing supplies and office 
furniture. 






















* * * 











The Victorian Government Statistician reports that 
during the nine months ended March 31, 1952, imports 
from overseas of writing and typewriting papers weré 
valued at £1,486,000 compared with the £292,000 of the 
nine months to March 31, 1951. 

* 7 * 














The Western Australian Government Statistician re- 
ports that similar imports in the same period we 
worth £214,821 compared with £40,444. 

> * * 











During the recent Furniture Fashions Time held in 
Western Australia, considerable attention was drawn te 
office furniture displayed by local manufacturers. 













British Offset Plates Return to U. S. Market 


Replica Products Corporation, 154 Nassau St., Ne 
York, N. Y., announces that it has been appointed so 
distributor of the Hubex aluminum direct image offse 
plates made especially for the Multilith and Davidsom 
presses. 

These plates are made in England by J. J. Huber, 
Ltd., and are imported exclusively by Replica. The 
British plates disappeared from the American market 
due to shortages and priorities during World War IL 
and are now again available through the Replica Cor- 
poration in unlimited supply. 

William J. Smith, sales manager of Replica Products 
states that the Hubex plates “reproduce sharp and 
clean, are excellent for art work and will give ex- 
tremely long runs. They may be handled with the 
greatest ease. A new exclusive process makes them 
non-oxidizing so that they may be stored for several 
years without fear of deterioration.” 




























Name Dealers for Thomas Mechanical Collator 


W. E. Thomas, president of Thomas Mechanical Col- 
lator Corporation, announces that his firm has just 
appointed seven new franchised dealers to handle the 
Thomas line. The new dealers are: 

PBSW Supply & Equipment Company, Phoenix, Ariz 

Rader Office Equipment, Omaha, Nebr. 

Utica Office Supply Co., Inc., Utica, N. Y 

H. C. Korner, Reading, Pa. 

Harper Brothers, Inc., Greenville, S. C. 

Wyoming Stationery Company, Casper, Wyo. 

Wyoming Typewriter & Equipment Co., Cheyenne 
Wyo. 





Grant Charter to Fort Worth Typewriter Firm 


Typewriter Supply Company, Fort Worth, Tex., ha 
been granted a charter for 50 years. Capital stock & 
$100,000 with the incorporators listed as Liston Jack 
son, Carl D. West and J. Eldon Whalin.—WLF 
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The Efficiency of Modern 


Form follows function . . . and alert American 
business men have shown a keen appreciation for 


the simple beauty of contemporary office furniture. 


Combine the matchless beauty of American hardwoods with the 
functional efficiency of modern design, and you'll find yourself 
admiring the Cosmopolitan series by Jasper Desk. A space-saving, 
eye-appealing example of the cabinet-makers’ art, equalling the 


finest custom-built creations. 


The Jasper Desk Co., Jasper, Ind. 


























BE READY fo meet your 


Customers’ Year-end Filing needs 
with Quality Park Products ... 


FP ~~ Envelopes in nearly 400 styles, sizes, 
< = stocks and weights guarantee cus- 
| tomer satisfaction with the proper 
quality envelope for every purpose, 
| including .. . 


* Flat Filing Envelopes and Jackets 


. . . for carrying or filing non-bulky papers. 
Available in four sizes (9% x 11% or 14%, 
and 10 x 14% or 15) in 90 Ib. Cameo Kraft, 





Flat Filing Jackets 


ml packed 100 to the box. 

| * Vertical Filing Jackets 
. . . double top for durability . . . one 
| piece construction in Cameo Kraft, Quality 
Tag, or Red Fibre stock . . . 1% or 2 inch 

expansion. 

* Vertical Filing Pockets 
. . . five piece construction in Leatheroid, 
a _ i letter or legal size . . . 134, 3% or 5% inch 


expansion. 


Flat Filing Envelopes 
































P : <teer tim ee ete x 
eae ome 
| ies 
Vertical Filing Jackets Vertical Filing Pockets 


SOLD THROUGH DEALERS ONLY 


Pl tt Wt a, 


maa O)uality Pk 
Products 


@ 
General Office and Factory, Quality Park, St. Paul 4, Minnesota = 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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7 NSOEA Exhibits Described 
Continued from page 53) 
yave demonstrations of a line adding, adding-subtracting, and cash 
machines. A selected group of Burroughs specialists was on hand 
w 3 the achines. Robert J. Sanders, manager 
12h r 8 es ws nd Je 
Business Efficiency Aids, Skokie, lil.—Featured was the new Magne-Dex 
t ble ; f with one-line visibility, the ards being housed in 
tub desks and spd record desks. A hown was the Spin-Dex 
ord file E A. Dah Sr E. A. Dah r R. C. Elliott, R. G 
Milne snd «6W a Whetham were in attendance 
C-Thru Ruler Co., Hartford, Conn.—Th jisplay included ruling and 
swing devices such as rulers, protractors, stencils, slide rules, naviga 
al plotters, French curves, plastic adjustable T-squares, lettering guides 
jles, ellipse mputors, lettering pens, fixed-head T-squares (parallel 
jrafting templates and slotted ring-binder rulers. Those in attendance 
M Je e R. Zachs, Elmer Duke. W La >. Herkes, and M. P. 
Cardinell Corp., Montclair, N. J.—On exhibit was a mplete line of 
sfting equipment, drawing material, tracing papers and office supplies 
k eradicators, stamp pad inks, type eaner and adhesives In 
f the exhibit was J. D. Cardinell, president, assisted by Ted Reichard 
‘ nanager. 
Carter's Ink Co., The, Cambridge, Mass.—'nks, adhesives, carbons and 
t and duplicator supplies were exhibited. S. D. Wonders, president: 
Fletcher, general sales manager: Ken Henderson, Austin Waterbury 
Savage, Al Pecor, Art Jansky, George Tarrant and Walter Marston 


. pre ent at the I +h 
Central Can Co., Inc., Chicago, Ill.—Products displayed included cash 
{ site hoves > B. Colby was in harae f the booth 


Changepoint, Inc., Tulsa, Okla.—Fountain per perpetua siendars and 
; t pens were shown by this firm. Present to areet visitors were Mi 
Avery ‘ ret y-treasurer: Wr Ke! y Kerr pres ‘ and Charles J 
) New Y k and New England representative 
Chicago Desk Pad Co., Inc., Chicago, II! mmercial desk pads, home 
k pad mme ) nd home desk accessoric folding pads, work 
tors, chair snd display binders were shown. In attendance 
Krumw Le Ed Williamson. Alfred H. Met Joseph Weiskopf 
Max Keating and Ed. Deacon 
Clemco Desk Mfg. Co., Bloomfield, Ind.—Displayed were office desks 
4 telen} t + silver oray snd wa + f ches Fred D 
’ e-pre j wat in harge 
Clarin Mfg. Co., Chicago, Ill.—A mplete e of rin folding chair 
= new Tal t Arm Chair that f ‘ was n dist , PH. Ear 
: ; aie harae 
Codo Mfg. Corp., Chicago, Ii!.—T exhibit gave emphasis to inked 
f si Seminal it cailadieal ¢ nent. showing clearly 
ents | ; c te ne of 
ra na SUPE 
; 1 an | were < exhibit 
" harge, assisted by W. W. Lenz. W. F 
R nee Snedeay T Vauaha i Joe Fait 
Cole Steel Equipment Co., Inc., New York, N. Y.—A mplete display of 
if ; ; wa n exhibit V Ww ‘ mn wa r harae 





Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, L. I., N. ¥.—This 
5 a Came ted he A. 
y 





Ww k Ready-Master + tograr nite 
‘ ‘ f he-+ yrapt srk ‘ } ; IDE e oOlith 
; é bbons and 
t we R. N president 
5 tre Edwar sales 
=] t ? n 
Columbia Steel Equipment Co., Philadelphia, Pa.—A new tapered island 
: ae , wit ow K aon © ae as of Slee C 
wnG F f na 7 vi e-pre Jent 
iumbian Art Works, Inc., Milwaukee, Wis.—A ; ate slendar d 
‘ , , shtina Jer 
hi Ww e many 
ck P K w 5 
; Ww T * N an Ne N 
comfort Cushion Co., Inc., Malden, Mass.—Featured here were chair 
ye f A foa harae w Harold 
Convoy, Inc., Canton, Ohio—Highlighte here were the Convoy Cher 
‘ } $1, ft T nner er wa ’ 
Cooke & Cobb Co., New York, N. Y jisolay were personal files 
ard » ‘ Kratta ; f file pockets. the 
sk files tudent fils pressboard vers. grip binders 
f and elast rd envelopes Me attendance included 
A bh awry president Harry Tahar , ale manaaer: Bc b E! 
sck Turner and Dick Singer 
Cook's, Inc., Camden, N. J.—Exhibited here was the firm's mplete 
display | wna hime A wi c tect with 
trip + ‘ tar the rig and a mot jisplavy were hiah 3hts 
rt B t and Tom f£ " sttendance 
Corry-Jamestown Mfg. Co., Corry, Pa.—Stee! Age desks and stee! filing 
were exhibited harae wa D A M4 «+ ry y ‘ president and 
yer, assist by C. A. Hillstron e-president and assistant 
; b t “4 B. Ellswortt Pat Whiteside Georae 
Walter R. Ross, William Feisley, Richard H Wilbur Hawkins 
| , , Albert | + and Bert Weaire 
Cram, The George F. Co., Indianapolis, Ind.—f jucts shown included 
phical alobe s! referer ~ snd atlase Harry C 
A. T. Cross Pencil Co., Providence, R. |.—Al! tyr f pencils including 
oui ; . filed +, na be mopar —_ nie key finders 
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has been added to the Flo-master 
National Advertising Campaign* 


to help you sell more 


FLO-MASTERS 


Business Week, reaching more than 250,000 key 
men in Industry, now carries Flo-master advertising 
every other week. This brings. the total up to 16 
magazines on the Flo-master schedule (see list at 
the bottom)— making it, by far, the most widely 
advertised Felt-Tip Pen in Americal 

















Get your share of this business. Stock and sell 
both sizes—POCKET SIZE for general use; KING SIZE 
for big, BOLD, heavy-duty marking. Used with 
Flo-master Inks—Transparent and Semi-Opaque— 
instant-drying, waterproof, smudge-proof! 


Write for new Catalog No. 52 to Cushman & 
Denison Mfg. Co., Dept. H-9, 153 West 23rd St., 
New York 11, N. Y. 


*FLO-MASTER ADVERTISING — more then 5,600,000 
individual messages in 1952 in these magazines: Grade Teacher 
The Instructor * Junior Arts & Activities « School Arts Magazine 
American Artist + Office * Flow * Production Engineering & Menage 

ment © Steel + Americon Machinist + Shipping Monogement 

industrial Equipment News © Design + New Equipment Digest 

Industrial Maintenance * Business Week. 













Flo-master 


FELT-TIP PEN 
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Cushioned 
foam rubber 
pillow 
headrest, 
seat and 

arms 


contoured 


back 


Send 
for 
1952 
Taylor 
Catalog 





A 
Profit-Maker 


for Your 
Christmas 
Crade 


¢HR 





Feature this extra-luxury 
Taylor chair as the 
Christmas gift superb... 
America’s most comfortable 
desk chair for the man 


who has everythin ig. 


The*Jaylor Chair Company 


BEDFORD, OHIO, JU. S. A. 





were exhibited W. R. Boss, president was in charge assisted by Harry 
Neggesmith, Don Bresnahan, Don Birkeland and Al Fellinger. 

Cushman & Denison Mfg. Co., Inc., New York, N. Y¥.—The Flo-master 
Fountn brush and inks were featured, with emphasis on the counter and 
window displays available to the dealers. The Punchless binder, prominent 
in the school field, was demonstrated; also other Cado products were 
displayed including the L. E. B. binder clip, Klutch Clip binder and clip 
board, and the Ke-master key control system. In attendance were R. &, 
Gooley and D. L. Parke and J. P. Dwyre. 

Cramer Posture Chair Co., Inc., Kansas City, Mo. This display consist 
of tubular steel and aluminum posture chairs for executives, sencqvenhall 
clerical and factory workers. A shown were Sas office machine stands 
and several new additions to the line. J. A. Lang, representing the factory 
was assisted by Messrs. McKee, Prisant, Charies, Moore, Sanford, George 
and Cal Long, Shanks, Burmeister and Desmond. 5 

Defiance Calendar & Stationery Corp., New York, N. Y.—This firm fee. 
tured a complete line of Defiance quality calendars, including the Gem, 


Jumbo Gem, Perfection and Deskaid. E. T. Macintyre, president, was in 
charge. 

Dennison Mfg. Co., Framingham, Mass.—A wide variety of merchandise 
commercial and social, was exhibited. The motifs of the display were the 


political emblems of the Donkey and Elephant. As usual luscious ripe 
Mcintosh apples were on hand for visitors. H. E. Gorton was in charge 
while others in attendance included R. A. Maish, J. S. Keir, D. C. Hunt. 
ington, P. B. Hamilton, F. H. Doris, K. S. Bullard, C. T. Mumma, R. 8 
Rector, F. E. Barry, E. P. Hayward, L. L. Dorsey, J. H. Bond, R H. Lew 

and R. A. Maish, Jr. 

Dependable Mfg. Co., Omaha, Nebr.—Instantly adjustable stools, postu 

chairs and draftsmen's chairs were exhibited, also industrial fixed height 
stools, heavy duty machine stands and typewriter stands. Ernest Frise 


president, and H. H. Iversen were present. 

A. B. ne Co., Chicago, IIl.—Duplicating products were displayed at 
this bo which was in the charge of E. L. Tabat, general sales manager 
assisted by member f the sales yanization. 

Diebold, Inc., Canton, Ohio—Two new products were featured here. They 
were the Elevat File, an elect } perated rectilinear file which provide 
capacity for up to 50,000 record six square feet of floor space, s 
the V-Dex record-handling systen As many as 4,000 forms can be file 

each of th . S. P. Flennik was in charge 

ov Inc., Chicago, 1W.—Feat i were Ditto duplicating machines and 
supplie In f th was H. E. Horn and C. H. Ward 

~ esse Peadiorty Crucible ‘Co, y rebicong City, N. J.—Products displayed were 
the Dix r f Ti j 3a Ww j-cased pencils; Enduro and Pointer 
pen harpener Thinline and Visipoint pencils: eraser a complete e 
of « Jf snd Eldorad jrawing penc H. B. VanDorn, L. A 
Be iendé: Ms de. W. Bryzek and J. W. Henn were on hand to areet 
v ito rs. 

Domore Chair Co., Inc., Elkhart, Ind.—C. R. Mack was in charge 
jisplay of posture chairs 

Doppelt & Co., Chicago, IIl.—A mplete display of Dopp-Kits and Dops 
Bilt merchandise, included the new Dopp-Bilt wallet line as well as leathe 
portfolios, brief bag stalog ectional metal binders, ring binders 
and business ses 4 shown were brief case display racks and Qick 
Action catalog holders. President Murry J. Brenner was assisted by George 
P. Wells, Harold W. Kennedy and K Himel, sales representatives 

The Doringer Co., Philadelphia, Pe Featured here were onyx desk sets 
and accessories, with Henry Zelinger, vice-president, in charge of the 


booth, L. R. Ricketts and Hugh O'Neil assisting. 
Dorset Steel Equipment Co., — Pa.—A new, low-priced. stee 


desk was featured together with ju r desks with linoleum tops, and sec 
tional desks Mitchell Gilbert, sales manager; Jack C. Keen, and Len 
Jacobs, salesmen, were in attendance. 

Dorson Corp., Chicago, Ill.—T timers and Dorson time stamps were 
displayed at this booth in the ypge of T. M. Wroble 

C. L. Downey Co., Hannibal, Mo.—fFeatured was a new type of diss 
fixture showing all of the important paper goods products comprising 
style of coin wrapper and bill strap used by the banks of America, includ 
the Styx-Dry bill strap with the American Bankers Association type 


indicia and colors. Also shown was a machine for automatic imprintin 
of bill straps, giving the bank name, teller's initials, symbol, or numbe 
with date of packaging, and packaged currency deposited into standa 


uniform quantities of four thousand bills, such a required for shipment 
to Federal Reserve Banks 
S. Dresner & Sons, Inc., Chicago, Ili.—The firm's line of National Brief 


Case Co. brief cases and an assortment of luggage was featured at this 
exhibit. In charge were E. R. Manning and J. J. O'Malley, assisted by 
J. Hartman, D. T. Ryce and J. Musgrave 


Duplicopy Co., Chicago, I!l.—Displayed at the convention was the com 


pany's line « liquid duplicators, duplicating fluid, unit master sets 
carbons, duplicating papers and cleansing cream. Also featured was the 
new automatic feed Duplicopy. In charge of the booth were Charles Lee 


and Richard A. Miller 
Eagle Pencil Co., New York, N. Y.—Pencils of al! types, erasers, les 


holders, and refill leads were among the items shown here 

Eaton Paper Corp., Pittsfield, Mass.—On display was the company 
of Berkshire Typewriter Papers uding Corrasable Bond and Air Ma 
specialties for business use. Eaton's Fine Letter Papers f socia orre 
spondence and Nascon Week-At-A-Glance products In harge f the 
display were Harry Dutton, | Morr W. G. Oliver, R. W. Heck and 


Henry Bredow 

Ellingsworth Mfg Ce. Chlcage, ltl.—Mr. Duo-Tang, a model of the com 
pany's trade-mark, in r n was the center of this exhibit of a commercié 
line of brief vers. Home office and sales representatives of the firm 
were in attendance 

Eberhard Faber Pencil Co., Brooklyn, N. Y¥Y.—Featured were Mongo! 4 
Colorbrite and Micromatic pencils, also the Paper-Mated eraser line. '* 
attendance were L. M. Brown, president: J. D. Horne, sales manager: A. © 
Van Horne, J. M. Dollens, M. S. Moats, J. R. Hill and J. R. Mislan, Jr 


Emeco Corp., Hanover, Pa.—Various models of aluminum office chai 
were exhibited here In charae f the booth was Fred Hamm 

Ennis Tag & Selesbook Co., Ennis, Tex.—Shown here were filing suppliel 
ommercial stationery merchandise, sch supplies, blank heading sto@ 
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America’s most beavtiful and 
versatile portable filing system 
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Sreclnastes BASIC UNIT 


A Siclmaste masterpiece of modern precision engineering in creating an extremely efficient 
functional business unit. 


Unit made of best grade furniture steel, electrically welded, expertly assembled, quiet easy 
gliding slide top and easy glide casters to bring the unit to any point of service as required. 


Full capacity correspondence section, storage sections and many other specialized uses as indi- 
cated on the facing page. All especially designed to meet your business needs and requirements, 
and permit you to command all of your records under finger-tip instant control. A unit that secures 
efficient service and will be new and in the modern spirit for many years to come. 


Letter (SLR-1, SLR-2, SLR-3, SLR-4, SLR-5, SLR-6) 33. high x 15% wide x 22 deep 
Legal (SLR-1C, SLR-2C, SLR-3C, SLR-5C, SLR-6C) 33'' high x 18%’ wide x 22’ deep 














F.O.B. N.Y. All Prices Order by Catalog Number 
Higher on West Coast AVAILABLE IN Putura Grey OR Sieelmasiter STANDARD GREEN Literature available 


art steel sales corp. Lh ae 2 le oe ee ee ee 
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streamliner rollerway | | 


SLR serces 
































































Desk which permanently attaches to unit selected (as ill.). 
Desk shipped k.d.—easy assembled. Made of best grade 
furniture steel. Overall height from floor 28” —depth 18” — 
width 22”. When set up, casters to be removed. 


YOU CAN NOW MAKE YOUR OWN DESK COMBINATION 
TOP SECTION OF ALL UNITS PROTECTED BY LOCK 


cael = 
_ — ~ 
_ ~ ———s 
































SLRD 
(Attached) 
$18.50 



































Lotter (SLR-1, SLR-2, SLR-3, SUR-4, SUR-S, SLR-6)] 
33%4” high x 15%” wide x22” deep | 

Legal (SUR-1¢, SLR-2C, SUR-3C, SUR-SC, SLR-6C 
33%" x 18%" wide x 22” 














|) seetion (cop. 3000 
| cards) for 3x5 or 4x6 
ge eres 
storage be 
Tel equipped fer hang 
=| = ]) folder filing # desired 
ey at small extra cost. 


$46.95 





















SLRT 
(Attached) 
$9.50 
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SMALL STAPLE 
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Saves Filing Space 






















The Arrow P-98 stapler is attrac- 
tively packaged in this colorful, 
eye-catching display carton for 
quick counter turnover. Packed one 
dozen to a display carton. 


Staples packed 1,000 
— and 5000 per box 


¥ . 
te 4 


FREE! 
NEW ARROW BOOKLET 
NOW READY! 
“Selling thru Knowledge” 


This invaluable selling guide gives =3 








your sales force complete facts, — 2 SST eet 

ustrations, demonstrations and ee aay x 
examples on “how-to-sell” sta- = =) sae thet 
plers. Every sales clerk should = 
Nave one! 


». Jraaw FASTENER [0../Nc 


ONE JUNIUS STREET, BROOKLYN 12, N 





OFFICE APPLIANCES, November, 1952 






the Saree 





ae 
BETTER! 
Orr, 









THE STAPLER YOU'LL SELL TO EVERY- 
ONE BECAUSE EVERYONE NEEDS IT! 


OFFICES WILL LOVE IT because it saves filing space; 
means noiseless stapling. 

CLEANERS NEED IT because ‘flat Clinch Staple” 
prevents snagging when tagging. 

SALESMEN and STUDENTS WILL GO FOR IT 
because it’s so light, compact and portable . . . fits con- 
veniently in pocket or briefcase for handy use anywhere. 


CASH IN ON THESE AND MANY OTHER NEW 
MARKETS WITH THE ARROW P-98. 


send coupon below 
Ce 


Arrow Fastener Company, Inc. Dept. OAX 
| 1 Junius Street, Brooklyn 12, N. Y. 
| [] Plecse enter ovr sample order for.............dozen MIGHTY 
MIDGET plier type staplers and .. boxes $-98 staples. 
| [] Also send.... copies of your new catalog ‘‘Selling 
thru Knowledge” 
| | eS ee 
| compaNy............ 
a ene 8 
| og ee 0 ee Sen 
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Many successful Chair Retailers have 
found the key to greater volume and new 
profit peaks..... by featuring the COM- = nus - a 
PLETE LINE produced by Jasper Chair Co. ae 
This quality line of BETTER 
Chairs meets all the requirements 


demanded by the chair buying 
public of America. 


To boost YOUR chair Sales 
+. Oe . sow... .. and. SEBEL 
the chair line that’s todays BIG- 
GEST VALUE. 

“The 
RIGHT CHAIR 


at the 


RIGHT PRICK” 
9 


A Modern plant manufacturing 


QUALITY Chairs of dependable WOOD. 















JASPER, 


REPRESENTATIVES: Geo. A. Litchfield. Saies Mer. 


INDIANA 





Fred Deutsch (Southwest) Ww. H. Brown, (Chicago-Midwest) R. J. Freeman, ( Eastern) 

Route 7, Box 415, Northaven Rd. 666 Lake Shere Dr. 385 Madisen Ave. 

Dallas, Texas Chiecage. Ill. Space 844 New York, N. Y. 

James 8S. Fowls. (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 

327 Sunset Drive, North 2925 Revere Ave. 538 E. 9let St., 

St. Petersburg, Flerids Oakland, Calif. Seattle 5, Wash. 
A 
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Fisher 
Flexi-| 
Aine 

wee in 
Flo-Ba 
i +] 





d printed salesbooks and restaurant checks. S. D. Denny, general sales 


anager, and Garner Dunker Jr., vice-president, were in charge of the 
hibit 

Esterbrook Pen Co., Camden, N. J.—Merchandise which drew attention 

the Esterbrook booth included Esterbrook fountain pens and Dip-Less 

: ting sets, among them new executive models. A. G. Frost, chairman 

R. N. Wood, vice-president charge of sales, were in attendance. 

Eureka Specialty Printing Co., Scranton, Pa.—Duplistickers, Mail Aids, and 

wide variety of labels packed in bexes, book paks and rolls were featured 

; f th. Decorative seals, such as bird, flower, animal, special 

n seals, as well as a new Christmas line, were 

with Eureka’s long standing custom, Coca Cola 

the booth. Those in attendance were C. K 

yeneral sales manager, in charge: Warren Davis, Bob Crawley, A 


Fred Vahrenhold, 'Seav"’ Seaver and Alberto 


m 
a 


ev 
. — 
Q<= 
> o 
+ 
— 
> 
2 @ 
@ 


has 
Ever Ready Calendar Mfg. Co., Jersey City, N. J.—Desk calendars were 
features of th jisplay f which Malcolm Shields, sales representative 

- n charge. 
Eversharp, Inc., Chicago, I/l.—A new line of desk sets, produced in both 
and colored plast simulated leather, red and green reptile skir 
siligator, was introduced at the conventior There were about 65 differ 


tyles of sets, wh f porate ball point and nventional pens, and 
ks. Another new item shown for the first time was a retractable per 
nt-ink, ball point per Also shown was the firm's ball point Star 
ter. In charge of ft exhibit was Quart Graves, national sales man 


Writing Instrument Division, assisted by Thomas Emerson, general 
nager of Eversharp; Richard Driver and Ray Neifert 
Executive Furniture, Inc., Oklahoma City, Okla.—tHighlighted here were 
ral new iter n executive desks and accessorie in hand to greet 
was C. M. Herz. 
Exyindex Sales Co. and Index Sales Corp., New York, N. ¥.—On exhibit 


a Ezvyindex tabs, shield tat e leaf insertable 

sets. special printed indexes. A-Z sets. trar i stric jnals, student 

ex supplie f sl ce e fabricating for se leaf and visible equip 
were Char o Busk l vd Keenan Arthur Lawless 


eo Johanson 

A. W. Faber-Castell Pencil Co., Inc., Newark, N. J.—Products shown here 
Je rawing materials, pencils, penholders, leads, erasers and rubber 
js. Sales Manager Charlies H. Wyer was in charge of the display. 

Louis H. Farber Co., Chicago, IIl.—Exhibited here were the company's line 
Hang-A-File f Jers the Personal Hang-A-File and other folders in 


and Letter, legal and X-ray size files were also shown 
with ¢ ; ‘ X-ray size. Mrs. Louis H. Farber was in charge 
the t th wh 1 Farber. C Scheffler and R. Lambert were 


Faries Div., General Lamps Mfg. Corp., Elwood, Ind.—Desk, hospital, and 


" e of hotel lamps were featured at this exhibit attendance were 
scksteder Jr.. ¢ t- O. Sacksteder vice-president: Robert 
Ar iA } snd other sale 


‘ 





Fastener Corp., Chicago, Iil.—At this exhibit the pe ze Duo-Fast pocket 
er was featured A Powers sles manager. was attendance 
Faultiess Caster Corp., Evansville, Ind.—Samples of the many varietie 
f tle ycte od ; een here Literature jentifying the orrect 
+ sctar f f the or jucts of the many hair manufa 

able ale ficial Deal counter 

" . featured R. Stallings was 
Buck, K. A snd H. K. Hur 


Ferris Business Equipment, Inc., Stratford, Conn.—The Ferr Rotary File 


Master R here y [ sk sales manager 
Fibre Forming Corp., Olean, N. Y.—C jisplay was the mplete line 
For waste pape eptacies. Jerome J. B esident, wa 
Fisher Pen Co Chicago, Ill she k Wallet-size Pen No 
z p + per it T er Refills were showr Ed. Wilker snd Pau 
Fiexi-Mat Corp., Chicago, IIl.—The Flex-Mat typewriter cushion, adding 
n and office chair <} were show this disola which 
Flo-Ball Pen Corp., New York, N. Y troduced at the show were two new 
thea Autamat Ret tall, nd erar Jesk ate harle Sabe fror 
w York # A Newman. Midwest representative: Byron Nelsor 
Angeles off snd Robert Futterer from Denver were on hand 
Wm. A. Force & Co., New York, N. Y¥.—The F f mbe 3 machines 
ters work 7 machines sna Base k rubber type 
‘ ntain marker aad § j The ¢t ++ 

é perv sid Wiike 
rankel Carbon & Ribbon Co., Denver, Colo.—* Writ juplicating 
k ect f and nylon typewriter ribt were displayed 
Waeichera « harae of the booth. assisted by H. G. Franke 
V. Frank f Ar es office 


anklin Metal Products Co., Chicago, Ill / Frank was 





a ed ¢ 400 office 
waste recepta pidor Hang-a-f 
tne ‘ - baides 
R. Products, Inc., Grand Rapids, Mich wn here were Soundex 
J Rac ts and ‘'f ‘ harae were L. R 
e snager; Fred F Be eny, Sue eny and Betty Murdoch 
General Lamp Mfg. Corp., Elwood, Ind howr w ° new 
The Gibson Art Co., Cincinnati, Ohio—The display featured Git 
box a t t promotion and window display materia 
Sift Craft Leather Co Brooklyn, N. Y A f ¢ t desk pads desk 
es gr ee . meaning leather wes shawn of 
The Globe-Wernicke Co., Cincinnati, Ohio—Presentat f tt ew WwW 
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nui DESK DREAM 
COME TRUE! 
. 


























STEEL OFFICE FURNITURE 


Salesman, typist, secretary, top exec... there's 
a Skyliner desk for every need. Sleek, dignified 
lines combined with rugged strength lend an 
air of distinction to any office. 











Write for Pree Literature! 


illustrated literature, catalog, and com- 
plete information available on request. 


Orna-Metal Products Co., 2412 So. Seventh St., St. Louis 4, Mo. 
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>= Growing 
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Men and women everywhere are 
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finding the take-it-with-you Pocket ,° wv = 
Stapler a real convenience 4 ‘ : 

e 7 
Salesmen, insurance men, doctors, ° 
lawyers, teachers, students, air line “ : Rg 
hostesses, office workers, housewives *. ~ - 
— everybody praises this pen-size "es Ps a 

* 

stapler ‘pe ee* 
The market for the Duo-Fast Pocket Slip off the cap 


and there is your 


Stapler grows larger and larger 
handy stapler 


Profit on Refills — The demand for 
extra staples keeps increasing. They are 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25c¢ each. 
A sure money-maker for you. 





A Gift of Distinction — Someone is 
always looking for an attractive, un- 
usual, useful gift. The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 





— 
Helpful Sales Aid — To help you with 
your selling job, we furnish display cards, 
envelope stuffers, window streamers, and 


\ ’ 
\ ica = newspaper mats 


The Duo-Fast Pocket Stapler is growing more popular 
every day. Why not order a supply? Send this coupon 
for complete information. 





FASTENER CORPORATION 
860 FLETCHER ST. © CHICAGO 14, ILL. 
Please send complete information on the pen-size Duo-Fast 

: Pocket Stapler 


Store Name 
Your Name 
Address 


City — Zone State 
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products was the theme WwW ij and steel Technipla 
p 


office accessorie filing supe 
office chairs and | kcases were displaye 
Howard, Rahe, Sprott, Downing 
Warnock, Hanson and Schneider 


Goodfrend Metal Products Co., Chicago 37, Ili.—8 


Aylward, Garlinghouse, J 


sible record equipment, alumingm 


d. In attenda 


ohnson, Blackburs 


Soodfrend was i 





44 


ce equipment 


nce were Messe 


harge of this exhibit of stee! products, which included personal file 
ecurity boxes, letter trays, card files, typewriter tables and office specialties 
Goodrich, B. F., Co., Akron, Ohio—Rubber bands in var packagings 
freezer band aboratory aprons, floor mats, watch straps and Kuff Kovem 
were displayed. E. B. Keller, manager of stationery and J. F Hogan, 
Chicago div were present at the booth 
George B Grell Co., oe Mass.—The ; ne of signal 
naptack ry 3g5 ngex a peed U an ; ea ter wat 
played wit | treatment uding olortu jiant-size mode la 
arge were Roger B. Thurber, John R. Sand stant treasurer: R. § 
Thurber. tre rer snd Charles W. Lipman. 


Great Lakes Furniture Co., Grand Rapids, 


al office desks and tables were displaye 
representative harge 

{Srogson a ' Co., Liberty, N. C.—A por 

airs and hairs upholstered tc 
new executive posture hair, upholstered 
Jisplayed | yregson was in charge 


Guardsman Safe Co., LaPorte, Ind.—Ext 
writers labeled fire safe ns ate f 


equipment J . ertson was ir harge 


Mich.—Executive and mmer 


i here, with E. H. Hupp, sale 
ularly ¢ f wood offies 
astic or leather was shown. & 
gros fF ta eather was algg 


bited af this C 


es; burglary re tive 


Guide ange & Supply Co., Inc., New York, N. Y.—D 


oth were Under 
hests and bent 


ayed here wat 


Gussc« rrugated transfer files ss we as the Gu je-O. 
Line hanging folder snd equipr t the Guide-O-Tray and Guide-O-Filg 
Irving Kremsdorf was attendance 

W. H. Gunlocke Chair Co., Wayland, N. Y.—New CG ocke leather 
2uNge furniture wa tne Tteature y fn exhibit It was tne narge of 
K. F Davis a ther representative f the company 

Hall Safe & Equipment Co., Hamilton, Ohio—Single and double door fir 
resistive safes: v res of | jlar resistive chests, and the new No. @& 
Home Safe prised this exhibit. Chris Grammel of the Hamilton offies 
and Gordon F tt Tice were in attendance 


me Hall's Safe . ‘Gases aa: Inc., 


Canton, Ohio 


iInsulatea recom 


files with thre four drawer nsulated record files with the receding 
r and w jrawers two- and fou afes: one-half 
e tw t O ; j tee toraa files: stee money 
chests and rotary re rd files were shown here 2.40 Berket e-pres 
lent haras f e was C sent ¢ greet visit 
Hamilton Mfc. Corp Geliaben. ind.—C ecretaria : osee 
executive ch Ce j hairs were the fea f + exhibil 
In charge w k ‘Ba: ett sles manager, Off F re D 
Philip Mess ile. Inc., Holyoke, Mass.—Registers, register for n 
torr with art na nac part sets were exnipited if atten ar wer 
N. L. Hanna s manager. E. David Hinkley. Ear k and Ralph Fren 
Hart Mfg Co , St. Paul, Minn.—Ster jup stors, sur s ar ICCe 
s ries were "1 » + A «< ; 4 juc cat ar 4 
rade name of Wright Dug yt and Supplie Wrig f 3 Ha 
Mfa. C« we wr 
Harter Corp. ‘Sterghs, Mich.—Shown was tt s e xecutive 
executive ¢ typist? nd t jrapr c t 5) t 3 
ostumers harage was E. S. Harter. president A. Sweeney " mat 
ager: R. F. R . sdvertising department. and R tal 
and G. E. Laug f the jJepartment 7 
Haskell, Inc., geese ps Pa. Exhibited w t f plete é 
ee i all taiinn and ob ‘ 
the fc th w K Bud Haske 
Hectographia Corp., New York, N. Y.—Hectographia Mode! AF 
process dur at Jur ating pplie Hectographia gela st 
1 suc w w w ; 
Harris ar S Ste 
hed car Hall Marvin _ Sete Se Hamilton, Ohio—T! hit 
tee storaae ; j ; eA filec fire c+ ate . - 
bir ati r uv + her W € + the + me + b 5 
the Chicaa f were orecent at the bactt 
“The reaper Som. Chicago, IIl.—The outstanding t ‘ . 
+ new He er , r + dur star A < Ww Ww re ab 
sddresser. va Letteraraph ste lunlicatoss @ selat J 
2s well as a ‘ f supplie Present at the exhibit were T. R. Hau 
A. J. Heys t pager, Claude Booth, | P i Ed jer 
Higgins Ink Co., Brooklyn, N. Y.—A yellow a meta et d 
this display of Higgins drawing k ors of wh w availat w4q 
p< yetny ene ir pper stor De < rrize winr r | ? i ?r Na 
Scholast Award Drawing k Section for 1951-52 were als w 
High Point ore & Cheir Co , Siler City, N C. F ature was & 
pany P F stered po Ww 56 je an 
hairs. F. J. B J, president, was assisted by Messrs. K. B Slad 
Wallace, Rey is. Wagoner, Parnham and Trowt } 
Hillside Metal Products, Inc., Newark, N. J.—Se “ udiq 
» new Grad A > ? stee Tiling equipment and Jes 
were * esent es } ; to 
C. Jacobs, | R - T r ta Eugene 
Schwartz w WMeadanes 
eines Rubber Co., Framingham, Mass.—Rubber ba finge 
were hown harae , = T Cutler acct e . of 
Wayne E. Mit Chicag di€ 3 
Homo-O-Nize y a Muscatine, lowa—J. J. Van Lent an Ww amin 
were in charge t this displa t stee mbinat ? s ag abing 
tee c x . ‘ ir jraw susDens ‘ } at " mai 
ard files 
Hoosier Desk Co., Jasper, Ind.—The new Rega 3 wai 
inish was displayed. V. lL sutzweiler, general manager, was a ted 
H. J. Ku assistant gener nanager, and severa! district representatm 


E. H. Hotchkiss Co. The, Serudih, Conn.—On display 


aa af the $ star + equipment 


i 


Jing the Hotchk 5 Director 3n 
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You 
you 
cab: 
acti 
mee 
G/V 


your 








OFFI 





19% 











NEW ow Leijeen ail 


URES Ree ps ae 

Now—another retriever of golden sec- 
nds!—the new G/W trigger action file 
lrawer latch!—activated by the 
mal action of grasping the 

pull. Nothing to look for—feel for 
file drawer opening—countless times a 
iv — automatically latch 

rough the sensitive control of the con- 

ealed trigger, 


simple, 
drawer 


. Every 
releases the 


and when closed is held 
latch. 


IT's ANOTHER G/W File 
lded to 


truction, smooth, easy 


the positive 
Cabinet PLUS— 
reinforced con- 
, quiet drawer ac- 
n—styling and finish to meet the most 
exacting demands of modern offices. 


extra-rigid 


G/W new trigger action responds 
instantly to the simple grasping of the 
drawer pull—automatic latch release 


Your perenpasie G/W dealer can show for easier, faster filing operations. 


you the famous G/W 7000 Line steel file 
ibinets with new, patented trigger 
ction; and file cabinet styles and sizes to 
eet every also 4000 other 
G/W aids to better business. Find him in 
classified book 


under “Office Equipment.” Or 
write.direct to The Globe- 
Wernicke Co., Dept. 12-OA, Cin- 
cinnati 12, Ohio. 


requirement; 


telephone listed 


= a3 
= —— r \ ———— vA . 
E : 


GLOBE-WERNICKE 


ww 











Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 





Cincinnati 12, Ohic 
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DRAMATIC DETAILS 


We know that many retail station- 
ers and office equipment stores hold 
regular sales meetings. Too many 
do not. But those who take selling 
seriously enough to seek improve- 
ment know the importance of build- 
ing up the differences in products, 
dramatizing them. 


The NEW (and exclusive) G/W 
Trigger Action in the 7000 Line 
steel file cabinets is a small but 
IMPORTANT difference. 


You might say that a file cabinet 
does all of its business through its 
drawer pull. That’s the only way a 
file cabinet gets “open for business.” 


With the Trigger Action the 
drawer latch is AUTOMATI- 
CALLY released upon grasping 
the pull. It cannot be missed— 
and does not have to be looked 
for or felt for. It’s THERE, 
willy-nilly. And it saves valu- 
able seconds every time a file 
drawer is opened. 


It demonstrates like a charm! Just 
ask any prospect to see if he can 
grasp the drawer pull without re- 
leasing the latch. Dare him to do it. 
And there you have a “dramatic 
detail.” 


The G/W ad shown alongside 
is telling this story to the busi- 
ness market, the millions of 
readers of NEWSWEEK and 
BUSINESS WEEK. That in- 
cludes your best prospects and 
customers. 


Back up this interest-building pro- 
motion with selling emphasis and 
demonstration on your sales floor— 
in business offices. Add this selling 
point to the wealth of talking points 
already present in the famous 7000 
Line of file cabinets. 






Cordially, 


Eimer G. Rahe 
Vice President— 
Sales 
Globe-Wernicke 
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Four Drawer Executive Desk 
No. 1666-F4— 66” x 36” 


Finished in walnut, mahogany, oak or 
Softone 


Sis 
A 


This 
Hew 
Alma Desk 











Commands Attention— 


7, SPEAKS clearly in the language a busi- 
ness man understands. Its clean functional 
lines and evident value find instant re- 
sponse among those who are known for 
getting things done. 

It's big, impressive and beautiful — a 
prized possession — a proper working 
companion — a compliment to a man’s 


Ya 
or 


——————— 








UL 







and Speaks for Itself! 


| 














Pe... 


Convenience Sli 
tions at back 


good judgment. 

The Alma 1666-F4 is now in production 
with all other models in this series. Order 
your requirements now for early delivery. 





BETTER DESKS ARE MADE OF WOOD 


Alm 





Densified Knee 
silk. Kind to ho 
free of dents or 


ALMA DESK CO. 


HIGH POINT, NORTH CAROLINA 





of abuse can ever mar them. 


Ya 
V 


de of generous 
for dictation of 


cs 













Space Posts. 
se or clothing. 
abrasions. Ne 












for the office: the tac n hamme and the % Trojan tacker for 
ndustrial use sttendance were David McGilvray, W. C. Dickneider, 
F. Reynolds, McEuven, J. C. Williams, and Paul M. Lockwood 
C. Howard Hunt Pen Co., Camden, N. J.—An exhibit showing the lasting 
wality of Boston pen sharpeners was at this booth. The results of 
tests were distributed s brochure entitled ‘36,000 Points in Your Favor 
pens and products were also shown with Hunt pens and clip 
Present were Jot >. Kolb, George E. Bartol, Ili, Charlies J. Stoner, Johr 
MacMorris, Taylor Ke 399, Frank Cognato and George Johnson 
ideal System Co., Los Angeles, Calif.—tThis mpany exhibited its line of 
mplified S and Tax Record Books and Forms. Specia 
were depreciatior harts, specimen sheet and up-to-date tax bulle 
tins which are ir jed in each book. W am E—. Nev general manager 
was in charge of the t th. with Fred Hayford and Boone Gibbons assisting 


imperial Desk Co., Evansville, Iind.—Displayed for the first time was the 


peecda 


Bookkeeping Systems 


Metror tan executive group n three distinctive finishe Gilbert H 
Bosse, president: Norman A. Gerth, secretary-treasurer, and Gilbert 8 
Bosse. plant engines were in charge. assisted members f the fie 


rganization 


indiana Chair Co., Jasper, Ind.—A number of different patterns including 


ec? na é witt matching revoiving errr nar were snowr whe 4 
es f moderr stered hairs were introduced. Raloh F. Schneider 
was in charge, assisted by the sales representative 

Indiana Desk Co., Inc., Jasper, ind.—The 1500 Fleetline series, modern 
sland base desigr 3 quartered walnut veneer n the executive flat 

© desks and mbed grain white oak veneer n the extension flat top 
sna . efaria space JeESKS were showr Representing the company 
were | S B hnert v president - E Krode super tendent and A. W 
Reawur cp retary 3e oe r ager 


N. J.—Texel cellophane tape in 
ck-ups for the stat 6 were featured In at- 
A. A. Hally 


ino, J. S. DeNoia 


Industrial Tape Corp., New Brunswick, 
uding new displays a f 

ndance were B. M. Aust C. K. Bingaman, W 
L. Callahan, W. E. Mayers, G. A. Bat . 2 oe 

W. M. Bullock > B. Tapner and R. B. McMillar 
Intasco Corp., Chicago, Ill.—Displayed were Norfield posting trays, boxe 


e equi sHendance were L. P. Bullat and F. E. Foster 


Invincible Metal Furniture Co., Manitowoc, Wis.—On display were filing 
>} et Jesk snd ed afe units n atte jJance were Jj WwW Lewis 
né — } harae. and salesme from the different ter 
Jasper Chair Co., Jasper, Ind.—Office chairs, wood and leather upt 
ered cheirs were the feature of this Gicpley. ta attend were Arthur A 
Darth manager and : retary Seo. A t+chfield sme C cow R A 
Browne. Lester M. Brow Fred Deutsct e Deutsch R Freema 


hn R - . 
Jasper Desk Co., Jasper, Ind.—The mpany ial suite yenuine 


an Early A turned leg desig r jing an executive 
kt kcase, phone e, wastebasket and tumer was shown. Als 
were a 48 h Chippendale recept st desk in the Embassy 
a SY r mn moder and base sk soft a wainut 
haste ‘ suite. and e ale ta at deck te the 
versal serie Repr ntatives of the mpany were sttendance 
Jasper Office Furniture Co., Jasper, Ind.—On display here were the PT 
9% walnut N 2: F 165 N 3 improved: ST 1759 walr F3066 wa t, and 
F 1743 new desig walnut. J. A. Wallace wa rge 
Jasper Seating Co., Jasper, Ind.—The feature of this exhibit was the firm's 
f atice haire n w J and uph stery Johr Fekert super tendent 
A. F. Krieg. aer neger, were present 
Johnson Chair Co., Chicago, I!l.—Several new patter: f gh grade uf 
tered and w i seat office chairs in walnut and sk were n exhibit 
M. Smal! wa ; srae as ted by severa distr + cale representatives 
David Kahn, Inc., North Bergen, N. J.—Displayed were Wearever 
tain nene mechar . per pen-pen r cate ha + pen and ref 


! attendance were ' s M. Kahn. president: Harry 


Jer and sales snager A = Mueller ar wv 3 ry Levir 
Kay-Dee Co., Lincoln, Nebr.—A new steel front transfer case called ‘The 
. wae beaducad nt 6 booth where Quik k transfer binders were 
w J R ” r ey isive sales agent Mar Herskowit sale 
Felt f jent, and C. Wolf were present 
Kenwood Corp., Washington, D. C.—The line of Econo-Form desks a 
‘ walnut j r-gray finishes was displayed attendance we 
Wade, | nt, and J. Robert Fischel, treasurer 
Keystone Steel Equipment, Inc., Philadelphia, Pa. torage and mbinat 
. sbinets pension files: suspension files and jex card file 
> w 7 sepl Mare wa - charae * the t +} 
King Posture Chair Co., Pasadena, Calif.—Posture chair base stools 
filing st we nder the superv n of Frank Ellworth 
nager 
Kingsley Stamping Machine Co., Hollywood, Calif.—The f stamping 
my Ee . ania sramming end imprintina on Christmas cards 
sper. napk natches. lead per f ta per and punche 


wn. FL A hae nat © Oe Keak, ene pen 
Bloomsbury, N. J.—The firn 


W pner was in 


Koh-l-Noor Pencil Co., Inc 


e was feat 


Elizabeth, N. Y Dn exhibit was a complete display 


Krayer Mfg. Co., Inc., 
en-A dy double action hand cleaner; K. M 


' KM bleniet and saline claanar and Martarnaén 
La Salle Products Co., Chicago, Ill k t i ash ¢ 
exhihited £ the heoth wae £. Rf suer. assisted ty 
Kar 
Lawson, The F. H. Co., Cincinnati, Ohio—Law ‘ jucts Jisplay 
é ff waste basket 1 sandur Smokur spidors. smal! mire 
; r recepta ‘ : £ the ey! bit wa } Harvey manager 
Viv +] ? Dy . Wehrhein Novotny Pat Rott 
naton. W Ward S man a Mik berg 
Lennox Metal Mfg. Co., Maspeth, L. 1.. N. Y.—Max Kurtz wa harge of 
By £ Storack torack Seniors typewrite ewe ffice utility 
Jesk safes and utility shelves 
Linton Pencil Co., Lewisburg, Tenn.—The raw sterials wh jo into the 
/ n and manufacture of Linton w ssed ve wa e? e 





Leade: r 


+ Send m 


MeECO 


SCELPTURED 


j ivy » V4 », 
ny AS LT \ wF Wie 


MODEL 1006 

All aluminum. Compact 
design for maximum seat- 
ing efficiency. “Emecoat- 
ed” anodized aluminum 
surface is diamond hard. 
Will not chip, scratch or 
corrode in any atmos- 
phere. 





OFF tstanding 


~ 


uality 


MODEL 1003 

All aluminum. Upholstered 
seat, top and arms—in 
green, brown 
or gray plastic coated 
fabrics. “Scuffless” alumi- 
num base is diamond 
hoard. Most handsome 
“executive chair made. 


maroon, 


qdaverfised 


CHOOLS. OFFICE 
TORIUMS.HOSPITAL 










RATION, 
EMECO Alum 





EMECO CORPO 
Tell me more abou! 
e catalog 


dealer fr 


| Name 






formation 






anchise in 





Send me 
individua 


‘ 
' 
' 
' 
' 
‘ 
: Firm Name 
' 
' 
‘ 
' 
‘ 





Address 


Hanover, Pa. 


Emeco Corp., 


in Aluminum Office Furniture, 
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REMINGTON * 
“i Cueuler % 


WITH EXCLUSIVE MIRACLE TAB 93} 
+. 






Jt 


§ 






Christmastime or anytime, it’s easier to sell the 
portable typewriter that’s full featured for faster, 
better typing. Here are five of the 37 features that 
make the Remington Quiet-riter the most complete 
portable on the market . . . and your best bet for 
bigger sales and profits this Christmas: 

@ Exclusive Miracle Tab 

@ Larger Size Paper Cylinder 

@ Simplified Ribbon Changer 

@ Full Standard Keyboard 

@ Super-Strength Frame 


BACKED BY ADS IN NATIONAL MAGAZINES 


In December millions of people will read about the 
Quiet-riter in the Saturday Evening Post, Colliers, 
Senior Scholastic and Seventeen. These ads are designed 


to up your Christmas sales and profits. 






FOURTH AVENUE © NEW YORK 10, N.Y. — 
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his exhibit, which was under the direction of Charles W. W jruff, research 
jirector. Also present to greet v was Karl H. Soliman, sales manager 
A. P. Little, Inc., Rochester, N. Y.—The firm's line of typewriter carbon 
paper, including pe arbon, billing carbon, typewriter and adding me 
hine ribbons, for both manual and electric machines, was on display. Alge 
hown was 8 e of spirit master units and spirit dur ating sheet carbon 
Ned Turner, sales manager, wa 

Lordell Corp., Chicago, II/.—Th 
Wellman, president, was 


Maple Leaf Mfg. Co., Inc., New York, N. ¥Y.—Products on exhibit included 


harge 
isplayed aut st kends. L. R 


the booth 





wirebound stenograpt notebooks, memo book books, boxed 
papers, index cards, ruled and plain cards, and table R D. Warne 
and Edward C. W jruff were in attendance 
Marble Chair Co., Bedford, Ohio—Some 2 ew samples wer 
f jed two Queen Anne period chairs; tw nodern uph 
severa w f p cha ; si h-w dern 
€ e chair. Se ; f t ” »stel 
were WiSpiay « 5 it ? e siaent wa 3¢ 
Marion | Homer C. Nix, O. D. Mann, Ernest M. Stewart, Je 
k B wer. Gord Hrach. designer. was also present 
Markwell Mfg. Co., Inc., New York, N. Y¥.—Products shown here ided 
fice and special staplers and staples, as well a ffice specialties such 
3s loose leaf pu es, brush type pens and Dripaint brushless paint. Also 
featured was the BRO stapling machine. Lou Obstfeld and Bernie Gold 
mith were jance together with some of the mpany's itside 
representatives and main office personne 
Marr Duplicator Co., Inc., New York, N. Y.—Electr snd hand operated 
mec graph macht ‘ were hown ncluding the new 2 +} C ntury ry le 
with the Miracle Mara Also shown was a complete line of min jrapk 
tenc n id } ¢ tive nna pnotograpr , Ink ana Ther suppiies and 
sececsorie os Sa n wae n srge of the t 
Marsh Stencil Machine Co., Belleville, IIl.—Shown was n om. 
ete ‘ * £ +f + per mark ; snd jrawing nk k fer ndustria 
mercial. educat st and narkets. In charge of the booth were 
E. J. Marsh and hn Marst 
Maso Steel Products, Chicago, IIl.—Nearly a dozen diferent styles of type 
writer stands. toget with a new ne of executive cha c ture chairs and 
stumers were displayed Ir harge were J. W. Mu J F. Burke 
Master Addresser Co., Minneapolis, Minn.—On d were Master ad 
Jressers and Master dur stors eorae Herrmann was hara the 


r +h 
DO 


Master Products Mfg. Co., 


Los Angeles, Calif.—Catalog filing equipment 
paper punche nd metal tat 


] naexes were jisplayed at this 


b th wh was the harae f hn S. Swe , 
J. L. May Co., The, New York, N. Y.—Displayed was the me s e of 
Maco tag sbels, tickets, folder r abe Indest to tags J printed 
rder ter Frank May } — saer and A x + we ” 
harge. 
McDonald Products Corp., Buffalo, N. Y.—Exhibited w ; mplete ling 
f Duk-It smoking equipment, ir jing table units, h jors, floor stands 
pipe rack snd s water urns and mi ash r T ¥ atta 
wa 3 nrome ar base witl nary ye w piast J attendance 


were E. F. McDonald, F. C. Thomas and Dave Ne 
Joshua Meier, Inc.. New York, N. Y¥.—Shown he was the npany's 
V.P.D ne na pel-Binder presentatior sibums harae f the booth 
was Stanley Geismer 
Meilink Steel Safe Co., Toledo, Ohio jisplay was tt mplete line 


f safes and the yDew us ss rr stured 
was Meilink “ € f Underwriters } - ate Als hown were the 
fier + et and wa ts a € file Sta ey 
Akers, president 1 E. F. Daily, sales manager, w sssisted by C. C 
Penske, Rex Daw Hal Johr Virginia W 

Louis Melind Co., Chicago, III f+ was + m- 
et ne of Justrite products j t 3 amp racks 
rubber band eraser raw | k tamp pads and ks kK Melind 
Ed. Henschel and Dave Sterrett were present at the ; 

Merchants Box Co., Dallastown, Pa.—Desk tray rd Jex and 

ature ceaar + nta } <+ + nery were Ww Ie 4 ber 

was in nar +L. ‘ the t +, 

G & C. Merriam Co., Springfield, Mass. n display was a mpressive 

snaeme + ; W ¢ bste «< Ne Ww tar st na C + ary Cc, nd ig jitior 
ana =f New } : e gs; O nar 
f S$ yms 6 +] 3 Webst 3 3 D 
t ary j ar wo $ M Adriance 
Baker ir Mansfield, M nd Veete 

Metalcraft, Inc., Mason City, lowa—Displayed were ''A RAPHS" and 
SIGNATURES Jividually j ined sdhesive-backed meta name 

stes, used f j ; entif 3 num 
bered AUTOGRAPHS snd NUMBERGRAPHS sdhesive-backed metal 

stes. used ? Senttinn teueaing amen? & . erill 
number n . ss c W eiceth 


nd W ~ Hance 
Metalstand Co., Philadelphia, Pa.—Hi-Lo stands, Harper suspension files 

Howard storace cabine? J the a ; eam f1. 

Bernard Dudnikof, sa manager: W Harper, Mort ene WwW. Goldet 


; 


++ 


ma vack Uste were 3 ) 

Metropolitan Cutlery Co New York, N. Y ff hear jesk sets 
tter opener and en? le -~ ¢ vhibit W_ Finlas 
sles manager, wa 3¢ 

Miami Systems Corp., Cincinnati, Ohio—A nplet wing of Miem 
gut jrapn eqist t Jrapr 31S? ? T pr torm 
snd Miar Rite Type Snag jividual carbon for wa een here 
Frank x Ove x e-pre | T narae ? ; was harge ou 
the booth 

Milwaukee Chair Co., Milwaukee, Wis.—An assortment of al! wood amt 
nh tered ro " ’ was view here P harae was - k 


Milwaukee Metal Furniture Co., Chicago, Il 


> 
» 2 
7 


hairs for ger w whit j Block 

booth 
Minnesota Mining & Manufacturing Co., St. Paul, Minn this 
wing we te tch bra " 2sive 
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ranster Time is 
Frofits Time / 


BERGER 
STEEL TRANSFER CASES 


Here’s a full 25% inches 
of clear filing space. 








These drawers open 
easily. No binding. 





substitute for the Berger 
reinforced channel frame 
construction. 





Oke again, business men everywhere are facing their 
annual problem of finding safe, compact, and easy-to-use 
: ‘ : storage for inactive records. It’s your chance to make big- 
moisture, fire, vermin. volume sales fast. You simply demonstrate how Berger's 
3. heavy-channel frame construction and reinforced drawer 
> Ni heads make Berger Steel Transfer Cases extra strong, extra 

4 


Protect records against 


rigid and extra durable . . . how they allow space-saving 
high stacking . . . how they give a full 25% inches of clear 
filing space. 

way —s _— er . Point out that Berger all-welded steel construction protects 
vertioany one navinentel ly valuable records against damage due to moisture, fire and 

assuring rigid stacking. vermin. Tell customers that Berger has furnished business 
with more channel-reinforced steel transfer units than any 
other manufacturer. 


Make transfer time extra profits time. Stock, display and 
sell Berger Steel Transfer Cases in sizes for ledger sheets, 
legal forms, letters, invoices, checks and tabulating cards. 
Write today for complete information. 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
1038 Belden Ave. ° Canton 5, Ohio 


a > 
. . . REPUBLIC | 
. i i 
STEEL OFFICE 


EQUIPMENT 


How’s this for space- 
saving high stacking? 
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Model L-45-2 


Other units including electric models with 
Underwriters’ Approval—from $167.25 
to $424.50—all plus tox, F.O.B. Chicago. 








’s the Duplicat : 
Here’s the Duplicator ne 
sd 

’ : = 

that’s setting a new Xa 

7 

Everybody in the industry is talking about “‘Copy-rite” ae 
‘ _ ‘ ‘ ore en , and 
Liquid Duplicators. Here’s why: “‘Copy-rite’’ duplicat- lien 
ing equipment is easier to sell and more profitable to ind 
Na 

you because of its overwhelming acceptance everywhere ft 
. omy 

—and because “‘Copy-rite’’ Duplicators are dependable, ts 
simple to operate and built to last, with no service prob- ao 
? Ne 

lems. ‘‘Rite-Copy”’ supplies are popular, heavy selling bet 


items, too, since they insure the finest duplicating work. i ni < dq Pp s qd p p t qd | Phe 


“Rite-Copy” Supplies and ‘‘Copy-rite’” Duplicators— 


including electric models with the UL Seal of Approval 





, . , Nie 

—have the “sales-appeal’’ you need in today’s market. ectio 
abri/ 

Write for complete details today! e 8 





WOLBER DUPLICATOR & SUPPLY CO 


1203 Cortland Street, Dept. OA, Chicago 14, Illinois 
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dispense among them the Scotch Edger and other new dispenser models. 

Representing the firm were C. C. Smith, A. H. Redpath, R. L. Sheppard, 
Mereness, Ray Sulwold, W. P. Erickson, Ralph Lowe. Ken Reister 

snd Bob Clear 

Mitteg & Volger, Inc 


, Park Ridge, N. J.—Presented here was an aggressive 


ew merchandising program for M. & V. dealers. while on display was the 
plete line of the company’s carbon papers, inked ribbons and associated 

t Also shown was the Silk Spun carbon paper. in attendance were 

W. Bergere, genera s manager; J A. Came general manager; 


ther representatives from all United States districts. 
Mohawk Tablet Co., Chlcoge Heights, Ill.—Lines shown here included 

t pad typewr ite t 1, mimeograph and dur ator papers, ruled 
snd legal pads, and other specialties. Dave Golden and M. H. Golden 


mpany executives, and 


harge + the 


Moore Business Forms, Inc., Niagara Fells, N. Y¥.—Stock, sales and record 


were showr jing registers J register forms and mis- 
busine torr to be merchandised by deale attendance 

. F n 
Moore Push- Pin » Co. Philadelphia, Pa.—Ar 3 new ite wn here were 
Maptack play together with the new M jern Na ess picture 
r and Modern stick-on picture mount Theré w ’ an interesting 


ae 





a 7°. 
vas Gh" 





Herb Hooks and Frank Arnott, 


both Moore Push Pen Co. 


maptacks, push-pir push-less hange and thumbtacks 


Jent: Herbert HH k sales 


In charge 

Ww manager, and 

iH vant. western r resentative 

Bert M. Morris Co., Los Angeles, Calif.—Shown was the firm's complete 
f desk top e pment. Bert M. Morris, president: F. L. Schaeffer 


sger; Wallace Jones, sales manager, and Jack Mclean 


Hamilton, Ohio—A new é f fire-res 


' 
>» B ana ybe ynits were show with the le 


tant safes was 


Mosler Safe Co., 
bite xe 400 series 


rd safe 


Mu rhy ‘Chair Co., Inc Owensboro, Ky. play was the company’s 
wh Jes both swive de hairs. H. G. 

go representative, was in charge, assisted by William Crouse 

F New k re t and David Fidler 


Merphy-titter, Inc., Owensboro, Ky.—New styles were introduced, among 
rie 4 « i wa te ture chairs and wide selection of sectiona 


eces A nolete ata 7 was sued at the t +h 


Murray Engraving Co., 


Chicago, lil.—Here were displays of engraved 
ess and rr stationer In charge was Jarvis M. Alexander 
Mutual Stationers Supply om, New York, by Y. entamat punche 
stured here tzman, pre Jent n charge 

Myrtle Dest | Hi we Point, N c The Pacemaker executive series in 
’ 7 Se series both island base and leg desk, and 
sckage sé na plan were n exhibit here T R Pitts sales mar ager 

+ repre: were in attendance 


Myettl Adhesive Products Chicago, Ill.—Featured here was a < 
th tave paper tape and book repairing tape 

e J 7alliaghe and > Purs ey 

National Blank Book Ge. seetyaae, Mass A wide range of record keeping 


m plete 


attendance 


es Ey e Eas ef juipment wa hown F r new devices were 
hey were the Lockmaster post binder, with gray vinyl twist 
hain r «+ | lar D- namaster yv ble binder wit} autor ati chi ft 


were also 
, . were Richard P. Towne Pa B. Buckwalter W 
wne E. W. Patter AE. Farr < rr W ary 


wit ne te binding New s¢a 1 releases 


enberae 
ae, +s sional representatives were present 
Nati onal Cash Register Co. . Dayton 9, Ohio—Three new or improved mode 
al a . which have bee eleased { sale by the 
ween on a + the aventior pa representatives were 
+4 lance + exe 1 demoar strate the er ; ’ 
National Fiberstot Envelope Co., Philadelphia, Pa ng envelope 
supplie pping f e marking tag were jisplay. Charles 
te was in charge, assisted by O. E. Davis and R. B. Lange 
National varconene Fibre Co., Wilmington, Del.—An assortment of Vu! 
e baskets wa splay at th boot} seorae M ang, manager 
r wat harae 56 ted by wv ard Wasson at the 
30 office 
Niagara Duplicator Co., Concord, Calif.—The firm's entire line of 
snd supplies wa wn, Ww s new smal! power operated duplicator 
w Niagara ; were ntrod ad Marr eacter divis 
w R. Beut pres 
Niemann, Inc., Chicago, II! eather upholstere fas and nge cha 
, . , ‘we com wn ther and DuPont 
w N 5 m by a 
Nobema Products Corp.. New York 12, N. Y w . lete 
‘ ia . ++ tour nts Nobe » artic , n sets 
Maral articé ‘ snd Jissect ; trumente High ight of 
twas a “ f stock and display sbinets wh ; mmodate 
raw ; ; ¢ f special divide 
Noesting Pin Ticket Co., Inc., New York, N. Y.—Featured here were paper 
" ‘ tene k pins. staples ers pin ticket 
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YOU CAN DO AN 
ESPECIALLY GOOD JOB 
ON CHAIR SALES 
WORKING WITH 
CHAIR SPECIALISTS 


No. 900—ALUMINUM 
POSTURE CHAIR 


[F REST-ALL office and 
institutional aluminum 
chairs ever slip from 
their front-running posi- 
tion in the matter of 
structural and design 
improvements, it won't 
be because the manu- 
facturer was caught 
looking the other way. 
There is only one inter- 
est, one line of effort at Ohio Chair—and that 
is building constantly improved chairs. 

By the same token, Rest-All Dealers are 
finding, more and more, that it pays to work 
with chair specialists. Getting exactly what 
is needed, when it is needed, often means 
the difference between a closed order and a 
lost order. No, Ohio Chair can't promise the 
impossible. But, if complete cooperation and 
singleness of purpose 
can accomplish the pos- 
sible, in the shortest 
time, the Rest-All Dealer 
is at a real advantage. 
No request is too spe- 
cial for Ohio Chair, as 
long as it concerns 
chairs. 


No. 550—ALUMINUM 
STRAIGHT CHAIR 





WRITE FOR NEW LITERATURE, 
IN NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 





© 
HAIR CO4Y, 
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Look to 


ONGHORN 


CARBONS...:RIBBONS 


fora 


Leaders in 

AMCO's complete 
line of carbons 
relate Male)l-lary 

for the office— 
leaders in sales 
and profits for you! 


Send for Illustrated 


AMCO Catalog 


Am A, 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Enn Texas—Chathai, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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tag fasteners, parce! handles and wire specialties. G. F. Griffiths, Jr.. was 
in charge. 

Norma Pencil Corp., New York, N Y.—The Norma Multik r per was 
the feature of this exhibit at which S uel Jacobs, president, was in charge 
assisted by Martin M. Greene, assistant to the president: Herbert Henry 
and Harry Neggesmith, representative 

Northern States Envelope Co., Inc., St. Paul, Minn.—The entire dealers 
line of Justrite envelopes. ir saing mmercial, window, bank, curren zi fF 
insurance policy jacket, the !00 pack ar pecialty items were show los 
G. Rebholz, vice-president, and Iva Corneliu assistant sales manager 
were in charge 

Nucraft Furniture Co., Grand Rapids, Mich.—W j fice ac ries 
made of walnut were on w here Senge Schad, manager, B. E. Rich 
ardson, president, and C. V R hard sales manager, were in attendance 

Nucraft Products Co., Brooklyn, N. Y.—Products shown here included The 
Champ Gesk tray trays, acd } Machine trays, stamp boxe typewriter 
desks, note cases ssh boxe sorting rack Christmas upon racks. coin 
cabinets, vault units neck ang Ct rters neck ang deposi? Noiders and so 
forth. Harry L. Kautzmann and eph A. Berardi were in attendance 

Oakville Co., Div., Scovill Mfg Co., Waterbury, Conn.—A variety of 
products including paper clips, paper fasteners and washers, O.K. peper 
fasteners: straight pin mn bulk ar Pyramids; T and Handi-Pin Thumd 
tacks and staple yreeting visit were B. B. Brayton, C. H. Hucke and 


N. N,. Short. C. C. Shee, sales manager supervised the booth 


Office Accessories Corp., Encino, Calif.—The Jiffy Mailer, Genie letter 


opener and Genie stamp holder were displayed. Leo G. Genderna 
Norman L. Pearce were in attendance 


Ohio Chair Co., Inc., Youngstown, Ohio—This exhibit nsisted 
minum and stee Hice chairs. A Barber genera nanager was 


Old Town Corp., Brooklyn, N. Y.—Spirit duplicating machines, hect 


and spirit duplicating carbon paper printed forms, dur ating 
typewriter and per carbon paper and 
V. D. Farrell 
Ware, E. C. Talbert, F. C. Grote and K. J. MacDonald 


Orna Metal Products Co., St. Louis, Mo.—The E-72 


k and 


nkeaq ribbon were exhibited 


general sales manager, was in charge as ted by John 8 


executive desk: T-é// 


F companion table; P-30! telephone stand, S-70! Bookmaster: D-3420 utility 





jesk; D-3824 Rocket desk; D-4228 Comet desk, and the S-3420 Utility desk 
sll Skyliner Mode were exhibited here. The new St. Louis folding table 
was also showr sewers D. Hirsch, president, was assisted by Marv Res 
nick, sales manager, and regional! representatives 

Genes Mate Pen Co., Inc., Culver City, Col.—Pro ts exhibited here were 


De luxe Paper Mate pens in black, green and “htt n: standard Paper Mate 


pens in black, blue, red and green; refills for both styles, and a new desk 
set pen. In charge were S. L. O'Ne regional director: F. H. Hinchliff 
Chicago sales manager; E. Ethinger, executive vice-president: J. C. Snyder 
snd J. G. Ba 

Perfect Rubber Seat Cushion Co., Philadelphia, Pa.—Shown were foam 
rubber office chair ishions ar typewriter pad Manuel Davidson was 


n charge of the t 
Oxford Filing Supply Co., Inc 


Garden City, N. Y.—This firm ex 


Pendaflex folder the Pen Jaf ex deskside file in gray and green tee! front 
tsanfer cases in 13 sizes and the mplete line of Oxford filing supplies, 
Supervising the booth were R. A. Jonas, Jr., president, and Charles & 
Reynell, sales manager, assisted by regional representatives 

Parker Pen Co., Janesville, Wis.—New to the Parker exhibit was a display 
of new pen products. Hostesses m the Janesville office demonstrated 
the latest method f pen care istom-built showcases ntained the ex 
panded line of Aerometric 5! the modified 51 special, three new 21 
mode and Parkette pens, Superchrome and Quink inks, Maqnetix pen sefs 
and the new Family Founta Pe were also featured, as well as the 
Flaminaire shter n charge were James N. Black, vice-president: D. H 
Gullett, general sales manager: H. P. Nutley, sales promotion manager and 

egional sales representatives 

Pelouze Mfg Oe. , Evanston, Ill.—Emphasis was on a new Z-5 "'Z ne 
posta cale iced s+ + + The mpan tressed the most 
omplete moder c tal scale e from "A to Z with the new "A" ne 

N" line, °'S and tt Z B P. Adams, president, and 
Ben Philbrick sles manager, we n charge. 

Lewis N. Pemberton Printing Co., Los Angeles, Calif.—The any's 
ine of General Motors, Chrysler and Ford accounting systems was dis 
played Lew N. Pemberton wa harge 

Pittsburgh Cut Wire Ce., Pittsburgh, Pa.—Included this display were 
Arma paper f tar Idea amps and tag wire sreeting tor 
was E. E. Lipsay, vice-president 

Polar Mfg. Co., Philadelphia, Pa.—Three mplete desk set lines, ava 
able from per + k were the feature of this exhibit Mar y jiferent style 
of desk pad hair mats, wooden calendars. drawer trough in an 
miscellaneous off $s were wn in addit H M. Getty wa 
in charge 

Print-O-Matic Co , Inc., Chicago, Iil.—Introduced here was a new aut 
matic letter f j } Machine which w fold any size paper betwee 14/5 x 
8'/, inches down to 4x5 inches in any fashion. Also new was a mimeographing 
nk. Other items shown were a legal and letter size duplicator. a postcard 
Juplicator, the Print-O-Stamp. and a new line of imore egal size ste 
H. P. Sherman wa harge, assisted by Barney Barnett and Richard H 

Protectall Safe Corp., Syracuse, N. Y.—Fire-resistive and burala re 

tive sfes and nm ey hect were exhibited » « w Ves 

afe. A. L. Trayne : sales manager, was in charg sssisted 5 
listrict rec + 

Quality Park Envelope Co., St. Paul, Minn.—The f je fa 
tener wallets ve . file c et tray mpartment ma 3 envelope 
flat mailing wallets and ssp envelopes were show attendance were 
Harry Balch vice-pre jJent, with headquarters in C 3g L mn Wasie 
vice-president and general manager: Ray C. Johnson, M ». Thor and 


William Watt 
Queen Ribbon & Carbon Co., Inc., 


Brooklyn, N. Y.—Queer co 


ne of carb papers and inke ribbons was “ n jing ft 3 
line of carbons and ribbons, spirit master units ul ets f fantola type 
t ling a types * -» cart . ind the new Dentart_C st master uni 
which are soil-proof. Harry Ring snd Arthur L. DuPre were harge 

Rand McNally & Co., Chicago, II!.—A new black and white mar spla 
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Model 3060 
c Model 20 
Pilastite Top Desk Arm Pesture 
Swivel Chair 
Model 21 
Posture Swivel Chair 


You make larger unit Sales 






Model 3570 
Plastite Top Desk 


by Selling the complete 


new Browne-Morse line a | 
3 * 








Model 10 
Stenographic 
Posture Chair 


Practically imperishable — that’s the story on the 
new Browne-Morse Plastite Top desk. It opens the 
door to new prospects. It gives you competitive 
advantages that result in new customers. Your unit 
sales to these customers will be larger when you 
handle the complete new Browne-Morse line. Your 


desk sale will include the chairs or even the files Two, Three, Four and 
Five Drawer Files 
available in four grades 





Model 3160-L 
Plastite Top 
Secretarial Desk 

B® Equipment for Every Need in ssiininlichete, 
: . Single Pedestal 
: + Ye rey . . Plastite Top Desk 
mB Every Size and Type of Business wu 
| ? 






when you show how they combine with the Plastite 


Desk to make the day’s work easier. 


Architects of Efficiency for America’s Offices 


Browne-Mlorse 


MUSKEGON MICHIGAN 
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MAKE MORE PROFIT 
QELS ) SATISFY MORE CUSTOMERS 


CONSISTENT NATIONAL ADVERTISING 


.-- helps you sell LIBERTY PRODUCTS. 

Every month over 1,000,000 key business 
executives see LIBERTY ads in such magazines 
as U.S. News and World Report, Business Week, 
Dun's Review, The Office, Rotarian, Office 
Executive, Burroughs Clearing House, Banking, 
and American Business. This pre-selling of 
LIBERTY PRODUCTS every month of the year 
aids your sales to customers and prospects. 
Capitalize on our promotion... 

increase your sales volume! 






































































RECORD STORAGE BOXES 
































Tie in with our 
national advertising 
by using these dynamic 


pre D 
Gre TWO-COLOR CIRCULARS 


with your own imprint for counter pick-ups or mailing. Remember 


STAXON STEEL 
DRAWER FILES 







. an envelope enclosure rides free. You can insert them 


with every letter, every bill you mail. Ww . 
rite for 


Fre ELECTROS AND SPECIALLY PREPARED ADS our catalog, prices 


and discounts. We 
will also send you 
samples of our pro- 





for your catalogs or direct mail pieces. 





Gree NEWSPAPER MATS motional material copy 
and the complete HOLDERS 
rie FIELD SERVICE story of the LIBERTY 
Our experienced men will conduct instructive meetings with LINE. 7 A 
your sales people. oe @ A: 
a ‘eag 
1 fe 
Gk CONSUMER BOOKLET : 
STRING ) 
“Manual of Record Storage Practice.'’ Tells how long to keep BINDERS 


specific records and the best method of storing them. Booklet 
is available in limited quantities for dealers to send to customers. 


The LIBERTY Line is handied by leading stationers everywhere. 
Now over 90,000 users. Get on the band wagon for volume sales. 


RECORD STORAGE PRODUCTS 


AND OTHER OFFICE NEEDS 


BANKERS BOX COMPANY 


REG. U.S. PAT. OFF 720 SOUTH DEARBORN ST. 
CHICAGO 5, ItLINO'US 
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and white map 


ncluding a complete black 
ounter, was the feature of this exhibit. Po 


nclude the new census figures, the Premier, a new 





department for 
ket 


the stationer's , 
aps tor 4 tates, which 
woric sfies, and & cor 





plete line of new globes were also to be seen. In charge were H. H. Fried AROUND 
snder, Don Eldridgem, Robert Hastey and Car bke 
Random House, Inc., New York, N. Y.—The A ollege Dictionary a T Hi E 
he American Everyday [ tionary and the Ame Vest f ket C t ary i 
were featured. Harr W. Baker was harge 
7 Recordplate Co., Pasadena, Calif.—Displayed were e leaf visit 
ndex book sets and se leaf book set M + he owner. was 
} harge of the exhibit 
Regency Thermographers, New York, N. Y.—Wed 3 invitations, en 
yagement and birth announcement n the new He jyraved process were 
wn, together with business cards etterhead J envelopes printed by 
same process. Benjamin Cohen, assistant saies manager, and Bernard 
Busch, sales manager were hand to greet visitors 
Reliance Pencil Corp., Mount Vernon, N. Y.—Pencils w ncluded the 
mplar 777, Durolead 700, multiple carbor py, Templar colored in 
ble pencils, pent ers, erasers, rubber bands a pe vending 
schines. Lawrence Levine was in charge of the boot 
Remington Rand Inc.. New York, N. Y¥.—On exhibit we the mpany's 
rtable typewriters, TOPflight adding machines, Line-A-Time copy holders 
registers, Inv heracter and Ever 3 art paper and 
n, also Vict & Equipment product attendance at the 
- were H. A. Hicks president and gene snager; L. C. Shoup 
i scup, O. K. L Jers, and R. M. Edwards, all of Chicago; J 
, sckney, H. P sig ee ©. Snow, R. B D. H. £ re and 
A. Blanchard, a New York 
Peplogle Globes, Inc., Chicago, IIi.—1 st globe 
the enter attract »+ + exhibit A we s complete 
f at or el g t globe display 
Tails t f 7: at 5) 3 t 7 ¢£ | 3 a new aie 
. " How ¢t Se be a ..& Rer 3le wa , xe f the t +h 
Rest-A-Phone Co., Portiand, Ore.—The te sde by th 
pany was shown here Lyle H. Va Dyke ‘ was harge ‘ 
a r +h 
Reyburn Mfg. Co., Inc., Philadelphia, Pa.—Feature st the Reyburn ex 
t was the dealer line of shipping tags, 7 } pin tickets 
ed labels. gift sea ending tape ts jex tabs and 
narr zed epe papers Ir attendance R . Schmutzier 
’ harpe = te y Marry Venet 
Riteform Chair Co., Inc., St. Paul, Minn.—Shown w the firm's complete DATING STAMPS 
of steel typist s and aluminum d ve exe hairs Particular | 
hasis was given the new ‘900 Series’ exe weirs, John | MAKE FOR MORE EFFICIENT B8USI- 
Holten, president; R. R. V hee sles and a actory rer 
heaton tim te elintinnnl NESS OPERATION 
Roberts Numbering Machine Co., Brooklyn, N. Y.—Product exhibit 
eC ana numbe } macnine ryt 3 oer 3 schines r 
snd type-high « tr sutomat n j es, and elect 
tn aed onnine Gael soo, | SUPPLY THE DEMAND 
. ssisted by H. Ke 
Robinson Reminders, Westfield, Mass.—Pock ta i Desk Re HAVE A GOOD ASSORTMENT ON 


Rockwell-Barnes Co., 


Chicago, IIl.—Rock-A-f 
Rock-A-File ste sr furniture was 





E. W. A. Rowles Co., Arlington Heights, II! 

t h seating, blackboard t et t 
window shades for s ana educat ] 
prenger sles manager was in chara 

Royal Mfg. Co., Chicago, IIi.—Executive 
snd tumers. were Jisplay K. R. Ker 
Rico Leather Speciality, Inc., Chicago, IIl.—Pr 
¢ secretarie ppe envelope portt 
Richard was in charge of 
Royal Imprints, Inc., Lewisburg, Pa.—Th boot 
na iver tor ? }, anc personalized gifts 
‘ spkir Jesig Robert A. Fredricks was 
Sainberg & Co., Inc., New York, N. Y.—Arrayed 
P £ tiff sible and linoleum desk 
were R bert . bera Ber spd Me 


Sanford Ink Co., Bellwood, Ill.—N 


which exhibi 0,000-word PENit Ink-V 
bber stamp pad bber cement and X e 
Scripto, Inc., Atlanta, Ga.—Among items show 
pencils witt , barre 
nta per TT 13 e were Jame y 
A Little. secretary-t . - snd W R- 


Security Steel 


eg 


Equipment, Avene!l, N. J esk 


ster ay » | jah mana 


4 H Kiet H +4 


Sengbusch Self-Closing Inkstand Co., 


kstands WHandi-t L . 
Kleradesk A++ nts at the booth w 
e A . Senabu } A 
r Voge T , A ; W HH c ma Mik 
Ww M loos? 
Charlies C. Smith C Exeter, Nebr.—Entire 
trips, and forth, a t ew catalog 333, w 
es manager snd WN Whitmore plant Der 
Smith Metal Arts Co., Inc., Buffalo, N. Y n 
nze eck y ‘ exe tive +4 ‘ 


Shepherd Chair Co., Melrose Park, Ili.—Va 
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ar furniture 
De SALES — PROFITS 
beckeatd ‘arenes ORDER YOUR SUPPLY TODAY! 
t was shown. W | 
acinar | gm Write today t 
fot lores ts day | 
wn wore woltete, | for Our 
ela il NEW 
md ts eee Handsomely 
nag Ph Illustrated 
a, Wethe CATALOG No. 96 
i fife + int and 
_Scriptett | ‘Price List 
ynager. 6. | 
I R 2 vi 


Milwaukee, 


woer, wes in | MAND FOR IMMEDIATE DELIVERY 
| WHEN WANTED. 
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That Bee / 


“green stuff” 
is blowing 
your way 







BOOSTS YOUR CHRISTMAS 
BUSINESS «24 tie BIGGEST 
SALES-PUNCH EVER! 


2¢ advertisements in these 
75 national magazines... 


Saturday Evening Post 
Life 

Collier's 

National Geographic 
American Magazine 
Pathfinder 
Scholastic 

Time 

Newsweek 

Business Week 

we Grade Teacher 
Instructor 

Today’s Secretary 


To select or replace 
. here’s all you do 


Tie in with this campaign so you 
get THE MOST out of it! Check your 
stock. Be sure you have enough. 


Gsterbrook 


FOUNTAIN PEN 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


In Canada: The Esterbrook Pen Co. of Canada, Ltd. 
92 Fleet Street, Toronto, Ontario 
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ine of chairs siding executive airs, were on disg Jack Keefe, pres 
Jent; Ken Baker, vice-president; Harold Reinke, Dick Lowe, Bob and Dos 
Hanover, were present at the booth 

W. A. Sheaffer Pen Co., Fort Madison, lowa.—The exhibit featured the 
new line of Snorkel! fountain per as well as a complete assortment of af 
the firm's products, desk sets, Skrip, leads and erasers, and safeguard 
dip sets. In attendance were C. R. Sheaffer, H. E. Waldron, R. H. Whidden, 





Unveiled at the NSOEA Convention... 


Sheaffer's new Imperial desk set adds a distinctive touch to the 
executive's desk. Designed primarily as a prestige item for presenta. 
tions, the new Imperial set is available in three models—the President, 
the Senator and the Executive. Prices range from $235 for the Execy. 
tive mode! shown above to $1500 for the President which features two 
solid gold pens, solid gold pen sockets and solid gold name plate, 
Each set is complete with the two side pieces which may be used 
as paperweights, bookends, or merely for decorative purposes. The 
bronze trophies are available in a variety of figures. 


W. A. Sheaffe Jonn Sheafter Jack Asthalte yae Everett en 
Davidson, Odd Westfall, F. E. Troy, and H. G. Jubenville 

Southworth Co. West Springfield Mass.—Boxed typewriter papers were 
the feature exhib W. Cheney, sales manager, and Evelys 
Pledge Cr 1g brar naae were n charae 

Speed-O-Print Corp. “Chicago, i11.—Duplicating machines and supplies 
for spirit dur ting we J. S. J. Graff and E. J. Ke were ir 
harge, a j Archey and Edward 2 

Swingline, Speed Products Co » Sx nave islond City, N Y¥Y.—On exhibit 
were the new Swing t jepar nt; Se acting staples an 
the new Hi-Pressure Plier; the ‘Tot 50 House’’ display, Swingline stapler 

Jeweltone file fast jex tabs, finger tir binder p 

rubber band snd other item: sck Linsky. president sck Mintzer. Ne 
Lee Litvak, Peter Maus Ha 1 Heyward, were harae 

Spencer Rubber ramer obi Co , Manchester, Conn.—On display was the 
firm's line of rubbe bangs W. Robert Spencer wa harge 

Stacor Smenaet Co., Brooklyn, N. Y¥.—On exhibit was the mpany 
ne of drafting. drewina end tre + tablets sddit on tilue oe 
cabinets, taboret X-ray file tracing boxes and drawing ease n at 
tendance wer M Brer iM Mor hele« 

Standard Diary Co., Cambridge, Mass.—Displayed her were annua 
sna perpetua tive-yea 1a Wire c a Ks pF tment 


c rs 1a 


charge were | ; - ; rae Dykemar ter Mada Jack 
Turner and Kari kK 

Standard Furniture Co., Herkimer, N. Y.—The new nstellation series 
an exec f tur ntemporary design, was the feature 
of this jisplay yrour t f single and mposite ts in Butt 
walnut. In attendance were ¢ ye Stocker, W. H illiva J Hearn 


. R. Rhode A. Towle, Jr . Elwood and George M 
Stanley — Co Fort Worth, Tex.—This firm displayed its line of fine 


eather upholist Swive je and sk irs a arge were 
Mrs Frankie M Jirect f sles Albert A Knaebe product 
manager: Her tech Wr T kin. J. B. Tomk r se Deutsch 
Star Office Accessories, Inc., Bronx, N. Y. Peres was in charge of this 
exhibit ‘ eathe e > acenmat T o 7 Leal ‘ + bur desk 
ets, home tyf jesk sets m desk pads, stiff and flexible type des 
pads, leather ed wastebasket hair cushions and ; ‘ ors 
Stationers’ Guild of America, Philadelphia, Pa.—New items and improved 
packaging were stured he sddit to a ne of Guild 
tationery products Ww. M rmick, Jr.. general manager, was harge 

Stein Bros. Mfg. Co., Chicago, Ill.—Displayed here was the pany 
nost complete ne f busines 7 1 schoc races + ha or ; e The ne 
ncluded zipper ¢ pes, ring binders and brief bags Tufide, deep 
buff split cowhide expensive top grair wh | whide 
ealskin and imported pigskir Edward B. St x } } e 
were in attenda 

Steel Parts Mig. Co Chicago, Ill ter n show jed waste baskets 
vpewriting table ty tables. { 1 stools. portable { » chbinaiee 
file frames for jing type folder The Desk F nit was introduced 
Wassermar ‘ nanaae j Ald Bar ‘ c : + nanaaer 

were harac 

Stratford Pon Corp. _New York, N. Y.—in addit to t stionally ad 
vertised i 4 +» re ba r at mene f har 3! pencil 
nd sets. the Stratoflame butane aa shter with the throwaway cartridge 
was displayed ” F. Sa was e, a 
sted by Oscar M. Blur sles manager, and Bob Sievers, mid-we trat 
flame and Stratf i sale representativ 

Sturgis Posture Chair Co., Sturgis, Mich.—The plete line of executive 
stenograpner ep? ana tituf ] hair wa exhibited sgainst & 
specially desigr ninurr s| backgr | Mann, pr toot 
harge of the t +} assisted | R Ms Matthew Pin the 
sales department. Ff S were s vip 


ment demonstrat 


Taylor Chair Co., Bedford, Ohio.—la fine w ha were show 


mplete lines both aill-w ¢ i wert 
posture rr Jerr y¢ } sna tradift 3 hair th w } on 
steel desk t ided f F. Ta M n Meals 
Robert M. Cripps sles manaaer. James Cre Ray S. Froeba. Paul G 
Harr Holt p kh 7 and J c ; 

Thomas Furniture Co., High Point, N. C.—Feature e was the Dekrot 
tubular furnitu which has plast vered ste — a n tubing & 
natch the c +, mate . A how was ‘ om 
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Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 

. proven... dependable. Rose Products 
are dependable because they rank highest in 


performance and satisfaction. 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 

HECTOGRAPH CARBONS 
Hektowriter Rolls 

Also Duplicating Fluid and Hand 
Cream 


4, 


. 
# & 
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**Solves 
dale 
Storage 
ed aelil itis had 
AVAILABLE IN 72” AND 
78” HEIGHTS AND 
18” AND 24” DEPTHS 
35” WIDTH. 








COMBINATION 





STORAGE CABINET 


MN 


 S FAMOUS 


SPACE SAVERS 


STORAGE CABINETS 








FOR EVERY PURPOSE 





FULL- SUSPENSION TYPE 


Depth Depth 
28” 25 4 


CATALOG AND PRICE LIST UPON REQUEST DEPT. A-9 








K Y STEEL EQUIPMENT COMPANY, INC. 
| STONE 1914 S. WATER ST., PHILA. 48, PA. 
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1952 furniture in both leather and plastic upholstery. Fred A. Thomas, Jr.. 
president, was in charge 
Tiffany Stand Co., Inc., Poplar Bluff, Mo.—On displey was the portable 
business machine stand featuring the patented adjustable top and covered 
retractable casters. The stands are designed to accommodate both electric 
and non-electric typewriters, adding machines, calculators, and bookkeeping 
machines. In charge of the exhibit were Wm. (Bill) Simpkins, general 
manager, and Arnold E. Wolf, sales manager 
Top Flight Products Co., Inc., Chicago, Ill.—Cradile suspension files and 
n-suspension files two, three, four and five drawer sizes, in both letter 
nd legal size; a new ne of double drawer transfer cases and a series 
»f channel type transfer cases in letter and legal sizes; steel clothing 
kers, telephone cabinets and 1!8-drawer parts cabinets, were displayed. 
oe Cellini was in narge 
Triner Sales Co., Inc., Chicago, Ill.—A complete line of mail and parcel 
t scales was to be seen here. In charge were Frank A. Lang and James 
Lang. 
Underwood Corp., New York, N. Y.—Exhibited was a complete line of 
asrbon papers, inked ribbons and other supplies for business machines. 
The Dealer Division featured the Finger Flite Champion portable type- 
writer and Underwood electric Leader adding machine. Representatives 
ncluded W. W. Steiner, Carl Runge, R. Shenton, M. Bak, Dan Earle, Frank 
Dellitt and Loran Parker 
United Cutlery & Hardware Products Co., New York, N. Y.—ltems seen 
ere were shear scissor cash and bond boxes, fire-resistant security 
ves, library sets etter peners end a large variety of imported and 
ew gift lines. Present at the booth were Morris Barbanell, owner, and 
eon Kellman. 
Valentine Safe & Lock Works, La Porte, Ind.—The Leader line of small 
resistive safes and burglar-proof chests was shown, with John Robert- 





charge. 
Vanpe, Inc., Chicago, Iil—A new waste basket with a rubber bumper 
sround the top edge was a feature here. A shown were improved 


ewriter tables, with recessed legs, rounded corners and one-piece top 
i the Dan-Dee typewriter desks. A. Peurye was in charge 
& M., Inc., New York, N. Y¥.—On display were loose leaf 


Vernon, S. E. 


Jers and sheets, t i books, coil wire bound products, columnar pads 
ng binders and fillers, composition books and stenographers note 
k H. Carlson was in charge, assisted by Charles Kuehne, George 


mack, Ed. Cooper and Ray V. Schumacher. Murray Vernon and Fred 
tetensen were in attendance 
Victor Adding Machine Co., Chicago, Iil.—The company's line of ma 
s i sding Champion models and non-exclusive models, were on 
w. E. F. Himebauch and company representatives were present. 
Victor Safe & Equipment Co., Inc., North Tonawanda, N. Y.—Victor Vis 
record equipment, Bestline Steel File Fire Master insulated files 


4 eq prr 
safes, treasure chests, Mak-Ur-Own Indexing supplies, Filing sup 
f i Business Time Savers were exhibited. Allen Murray 
jent; H. W. Barnes, educational director, and district sales man 
ween im attendancs 

B. G. Volger Mfg. Co., Inc., Passaic, N. J.—David Brett was in charge 

lisplay of Excels stamp pads and marking inks 
Wabash Filing Supplies, Inc., Wabash, Ind.—The new Natural system for 
jexing, Airline system for correspondence filing, Wabash Follow-up 


| 


kf 8 x 5 alphabetical quides and 5 x 3 alphabetical guides were 
wn, 2 a new wid teel, tab check file guide. In attendance was 
H. Rife, general manager 
Wallace Pencil Co., St. Louis, Mo.—There was no merchandise on show 
the booth served as a meeting place for visitors and the following rep 
es: N. A. Augur, R. P. Steding, C. E. Miller Voda, E. H. Me 
j ~~ be hne«t ‘ 
John J. Ward, Inc., Long Island City, N. Y jisplay was Ward's 
eady motor re it k, and Gloy paste | harge were John J. 
and Mary K e 
L. E. Waterman Co., New York, N. Y.—The new sapphire point pen was 
red with fountain pe mechanical penc Jesk sets and inks. Charles 
Kernaghan, vice-pr jent in charge of sales; Marc Salzman, sales prome 
nanager; nm 3’ Aennedy vice-president 4ane@ Jirector of Canad an 
haries A 2 as nn Ww. Stewart and R hard E Walker were 


n Mfg. Co., Inc., Jamestown, N. Y.—On exhibit was the company 
A file, misceliane files and Rol-Dex installations. In attendance 
P. Braley, president R. A. Bender, vice-president in charge of 


Watso 


and F. A. Chindgren, sales manager, who had charge of the booth. 
F. Weber Co., Philadelphia, Pa.—The company featured its line of art 


and materia snd painting outfits in various mediums. The 
was in charge of W. Tschudin. vice-president. assisted by R. D 

t and Ben ‘ Pulskame 
Weber Addressing Machine Co., Mt. Prospect, Ili.—Featured here was 
ew Mode A.3 addre with the new automat tape advancer Tag 
bel addressing and marking machines and devices were also shown. 
jance were er Weber, owner: C. £ Ritter, sales manager 
Busse sales epresentative, and James Crassweller advertising 


Weber Bros. Metal Works, Chicago, Ili.—Posting tray tands and covers 


pewriter stand we show Harold White was in attendance 
Weber Costello Co., Chicago Heights, Ill.—The display featured globes 
Ww | r > sriety ‘ ntings r sdinag the 25-inch Aristocrat 
sckboard k t boards. Alpha Quarter-Pak chalk, Omega 
racers we "v with " mplete re ‘ Aloha , pastels 
Earle F. Opie was harae assisted by 


F. S. Webster Co., Cambridge, Mass.—This display featured the nat 


ributior f MultiKog Micrometr Carbon papers; Star brand 

hine ribbor snd related duplicating pplies. F. H. Caswe 

. sie manage was harae assisted by | Krueger 4 y 

win, K. G. Kirk, G. R. Tynan and T. W. Deart 

Weis Mfg. Co., Monroe, Mich.—The genera e of filing supplies in 
jing f 1 folders jexes and quides ndex ard steel and wood 
trave st ; A rate srd and letter file stee snd wood letter 
wa chow HH MePike jyenera manager wa - harge In 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


Bea Lis 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth et Locust Street Philadelphie 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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To such spotless folk, dirt’s no joke. Nor are carbon smudges 
and mistakes in handwriting and typewriting, made worse by 
That’s why, every day in a big, big way, the 
Weldon Roberts — for 


rubber, their 


messy erasing. 
Dutch go for neatest of all erasers 
their spotless-clean results, their super-quality 
convenient shapes. Your many customers are just as eraser- 


conscious. That’s why you should feature—and profit from 


this world’s foremost eraser line! 


1010 HEXO CLEANER— 
Handy hexagonal shape 














plus resilient pink rub 
ber give splendid work- 
ing qualities: broad 
sides clean even the 
thinnest papers; edges 
and ends “pick out 
details and line work 


399 TRI-PLY—The original, superior, 
3-layer eraser for typists. Two 
outer plies of red pencil-rubber, 
for smooth, clean erasures on 
originals and carbon copies, cen 
ter ply of soft gray ink-eraser for 


a single letter or a complete line. 


WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 


World’s Foremost Eraser Specialists 
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Colomb, Stanley 
Leonard Matthews 


Walter Nichols, Lione 
Chambers, John McPike 


attendance were Harry Niche 
Woodruff, Gilbert Weis, Glenr 
and W. L. Whitcomb. 

Weldon Roberts Rubber Co., Newark, N. J.—Displayed were Weldon 
Roberts erasers, with Garrett Roberts in charge. 

Welham Meta! Products Co., Michigan City, Ind.—Office filing cabinets 
including full suspension and suspension types in letter and legal sizes 
were exhibited, with A. L. Welham, Jr n charge 

Wells Chair Corp., Michigan City, Ind.—Shown was the complete line of 
Wells 1953 chairs. In charge was Joseph W. Pritchard, assisted by Edward 
Miller, Helen Kurczewski and Fred Shikany. 

Western Mfg. Co., Aurora, Ill.—Display material available to dealers from 
this firm was exhibited here. Demonstrations of the oilless roller used in 
ts products were given. Robert R. Bentson was in charge assisted by E. | 
Patelski and O Biorseth. A present were Ralph D. Moore, M. D 
Ross Wilson and Ed. Mulvaney 

Wheeldex Mfg. Co., Inc., White Plains, N. Y.—J. E. Grimes was in charge 
f the exhibit wi featured || Wheeldex portable card files. 

M. G. Wheeler Co., Inc., Greenwich, Conn.—Sight Light supplementary 

vision work was displayed here, with M. G. Wheele 


Parish 


ighting for € 
on hand to greet visitors 

Wilson Jones Co., Chicago, IIi.—An attractive display showing a4 repre 
entative selection of a line of new items developed during the year featured 
the Neolite line of ring books, Zippits, portfolios and carrying cases. Buddy 
memo books with Neolite covers were distributed to visitors. Anton Love 
n charge, assisted by other staff 


Roy Faulkner and Harold P. Gould were 
members. 


Wolber Duplicator & Supply Co., Chicago, Ill.—The center of attraction 


here was the L-45-2 Copy-Rite yuid duplicator. A sther popular models 
of the Copy Rite ne inciudeco the electric EL 47 were shown ' attend 
ance were Mess Dacy, S. |. Wolf, Hami Rutherford, Wiley, Young, Bender 
und R. M Wolf 

Yawman and Erbe Mfg. Co., Rochester, N. J.—Feature iter Jisplay 
were ''Y and E"' Stylemaster executive desks in neutra-tone gray finish. Alyse 
jisplayed were matching file sbinets, Sort-O-Mat sorter jirect name 
ystems and expanding indexes n charge was vice-president Harvey P 
Rockwe sssisted by Edward W. Murphy, Wayne Stevens, 1 Jackson 
Sheff eld S$ l sriebe | . c re h + F M sinty F . W srr 
L. R. Klein and C C. Swan 


York Safe & Lock Co., Canton, Ohio—One, two and three hour safes, money 


chests, map and pila files were exhibited | harge were Walter H 
Dautel, sales manager, Burt Ebert, Dick Engel, Stanley Werksman and Rush 

Polgrean 
Zephyr American Corp., New York, N. Y.—Featured were Autodex, Auto 
R jex. and the new f r model Rolodex rotary card file. ts 


jex Rotary 
; 


harge of the ex was Ar i Neustadter, assisted by Martir 
Bert Gord Bot mith, Clint Martin, V Ha Jack Autry and 





Expand Beaumont Rem-Rand Branch Office 


The Beaumont, Tex., branch office of Remington 
Rand Inc., has been expanded into a district office 
under the management of O. D. Horton. It will be 
located at 2795 Railroad St.—JHR 


& 

- 

a 

a 

* 
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e 
November |1-13. Fourth biennial business equipment exhibit sponsored by 
the York, Pa., Chapter of Nat e Management Ass ation. Valencié 


Ballroom, York, Pa 
March 2-5. Annus! business show and seminar 


by the Office Management 


Association of Chicago and Northwestern University. Conrad Hilton Hote 
Chicago, Ill. Organization headquarters, 105 W. Madison St., Chicag 
March 19-21. Distr No. 13, NSOEA, New York City 

March 26-27. District No. 6, NSOEA, Springfield 

April 9-10. District No. 4, NSOEA, Atlanta, Ga 


April 16-17. District No. 9, NSOEA, San Antonio, Tex 

April 23-24. District No. 8, NSOEA, Kansas ity, Mo. 

April 26-29. Nat s| Office Furniture Association's 7th annua onventiot 
and exhibit. Hotel Statler and Cleveland Public Auditorium, Cleveland 
Ohio. John R executive director, 175 Fifth Ave., New York 10, N. ¥ 
May 4-5. District No. 14, NSOEA, San Bernardino, Calif 
May 7-8. District No. 12, NSOEA, Yosemite Valley, Calif 
May 15-16. District No. 10, NSOEA, Colorado Spring 
May 17-22. New York Stationery Show, Hotel New York 
George F. Little Management, 220 Fifth Ave., New York |, N. Y 
May 21-22. District No. ||, NSOEA, Seattle, Wash 

May 25-26. District No. 7, NSOEA, Minneapolis, Minr 


June 4-5. District N NSOEA Portsmouth. N. H 
June 8-9. District No. 5, NSOEA, Columbus, Ohio. 
t No. 3, NSOEA. Wernersville. Pa 


June 15-16. Distr 
June 17-19. District No. 2, NSOEA, Lake Placid, N. Y 

June 18-20. Nationa! Office Machine Dealers Association annua 
and exhibit, Ambassador Hotel, Atlantic City, N. J. Harold W. Mann, execs 
Los Angeles 38, Calif 


nvention 


tive secretary, 1267 N. Wilton P 


September 26-30. Nationa! Stationery & Office Equipment Association's 4 
annual convention. Conrad Hilt Hotel, Chicago, | Pau! Burbank, gee 
eral manager. 740 Investment Building, Washington 5, D. C 
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| by anne Opens P lant . It takes news to make headlines in the nation’s papers, 
| ro Hike Capacity 30%, magazines, business publications—and Sheaffer's new Vy 

| Show ~ Anti-Mess Pen Snorkel is really news! It takes visible value, sales appeo! to 
| —_—— al _ aapTsox. bring in a blizzard of orders—-and Sheaffer's TW Snorkel pen 


has already broken sales records. Now you have something 
really new. A pen that fills without dunking the point, a pen 
that never needs wiping. A self-demonstrating pen that proves 
its superiority on sight—a higher unit of sale for greater 
profits, right at the height of your greatest selling season! 
Feature —display—sell Sheaffer's ale Snorkel pen! 


SHEAFFERS *\ 


white oor f° OIsTINCcTION 





W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA, U.S.A. IN CANADA: MALTON, ONT. 
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[ DUO-TANG: 





)\ 
» 


BIGGEST 
SELLER 

IN THE 
LOOSE-LEAF 
COVER 

_. |LINE 

SE” 
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THE ORIGINAL COVER WITH BUILT-IN FASTENERS 


No wonder dealers across the country are featuring 
DUO-TANG covers to reap the extra profits that 
they bring! 

There is a steady demand for these attractive, 
durable binders. Anyone in the market for covers 
will go for DUO-TANG covers because they com- 
bine eye appeal with practical utility. Customers 
Teeognize immediately how easy it is to use DUO- 
TANG with the original feature of built-in double- 
prong fasteners and reinforced metal eyelets. And 
folks like the wide variety of colors and materials 


DULO-TANG offers. 


EMinguorth 


MANUFACTURING CO. 
200 South Peoria St., Chicago 7, Illinois 
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Act now to give top cover service to your 
customers and watch your profits grow. 
Send for samples and catalog so you can 
put this complete line to work for you. 
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What Is Past Is Prologue 


(Continued from page 60) 


live it’s now known as the pressure cooker. As suc- 
cessful men we shouldn’t spend too much time polish- 
ing our ego because of what we have accomplished. 
We wouldn’t be where we are under any other kind 
of economic system. 

Our free enterprise system has been good to us. 
All of us were born barefooted and some of us remained 
that way for a long time. An economic system that 
gives opportunity and rewards for initiative and effort 
should be supported by more than proxy citizenship. 

Now we come to our last ghost. I fear we have not 
heard his warning because of all the confusion around 
us—notably on moral issues. In Trojan horse disguise 
we have new deals, square deals, and fair deals. The 
real issue is ideals. 


Principles, Not Problems 


Many of our difficulties are labeled “problems” when 
they should read “principles.” We are told that hon- 
esty and righteousness are only relative. In my book 
they are absolutes. There are no degrees in honesty. 
In my Regional message to you I called attention to 
the urgency of our spiritual needs. I'd be a debtor to 
my conscience today if I did not give words again to 
that same conviction. This nation was founded upon 
faith in God. We need to mend our dikes of conviction, 
and return to an old fashioned personal unfeigned 
faith in God. May the words spoken by Benjamin 
Franklin haunt us and echo in our ears. “If a sparrow 
cannot fall without God’s knowledge, how can an 
empire rise without his aid!” 

In summarizing, we have explored three factors: 

1. Management. 
2. Leadership and replacements. 
3. Signs of our times. 

We come now to the fourth and final one: 

FACTOR No. 4. THAT WHICH YOU HOLD IN YOUR 
HAND. From the Bible I think we can find the answer. 
You remember the story of Moses. God had a big job 
for him. He wanted him to lead the people of Israel 
out of their bondage. Moses made excuses—the same 
as we are apt to do today when confronted with a job 
of great magnitude. The Lord offered him proofs of 
his ability. One of them was bound up in the question, 
“What is in thy hand?” That which was just a dead 
stick, his shepherd’s staff, turned into something with 
life and power when Moses released it. 


Power in Our Hands 


What a parable there is in that story for us. What 
do you have in your hand? You have power: you have 
your individual contribution to give. We are just 
average individuals with average talents, but remem- 
ber this country wasn’t founded by intellectuals, the 
rich, the elite. It was founded by average people. Our 
reliance in this country is on the individual. Emerson 
has written “There is properly no history, just biog- 
raphy.” With great urgency today I appeal to you to 
write your biography in the very life of our society. 
Etch it with the acid of boldness and courage. 

In the realm of government and politics, shirk not; 
but maintain a vigilance and dedication that will keep 
our country from the powers of usurpers. Remember 
ever that government is as good as you demand and 
as poor as you permit. 

In the area of the community participate whole- 
heartedly, motivated by the desire to build institutions 
and environment of high standards, to the end that 
you and your loved ones may live in peace and hap- 
piness. 

In the sphere of business is where your contribution 
can be felt most—because that is where you spend the 
most time. With the realization that business is predi- 
cated upon human need, strive to meet those needs 
honestly and efficiently—dictated always by the knowl- 
edge that business is not just four walls, a crew, a 


OFFICE APPLIANCES, November, 1952 








When you offer Vul-Cots to 
your customers, you are 
offering more than a 
receptacle for holding 
waste paper. You are selling 
economical waste handling 
... for years. Every Vul-Cot 
you sell carries with it a 
5-year guarantee. And, you 
are making a good profit 

on a good product that 


New Square Top — 2A 
same os No. 2, but with 
square 10%,” top 


gives your customer the 
utmost in satisfaction. 


es | 
¢ 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off ; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 
corrode. Standard colors; 





maroon-brown and olive- 2 
green. Write today for 

catalog price sheet 

Dept. OA-11. a 


New Rectangular 5A 
15%” long; 10” wide; 
15” deep 
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PERFECT NEW FORMULA 


EXCLUSIVELY FOR 


Gestetner Duplicator Machines 
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GIVES 15% TO 20% 
MORE COPIES 


THAN ANY 
PREVIOUS INKS ¢ 





MAKES PERFECT 


ONNECTION WITH By 
THE INK PUMP ¢ 


~ r~ 

a ~~ 
-*“ f 
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SS 


R 
TURNS ouT BETTE 
WORK THAN ANY 
OTHER INK 





Clean, sharp work on mimeo bond. Mini- 
mum penetration. Fast drying. No smear, 
no offset. Will not pack on distributor bar. 
No drip from silk screen. Safe for stencils 
and silk screens, waver rolls and bakelite 
cylinders. Washes off hands with soap and 
BLACK and COLORS in 12-07. tubes. 


CANODE ADVERTISING in 
THE OFFICE’ presents all these 
to YOUR CUSTOMERS 


It's another profit item in the popular CANODE line 


INK SPECIALTIES CO., INC. 


Dept © 519 N. HALSTED ST 
se \ chewy i a re 


water 


features 
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stock and a bank account. But in the words of Dickens, 
| “Business is mankind.” Manufacturer, traveler, dealer, 


employer and employee, you can become a center of 
initiative and influence for all those forces that are 
right. 

As business people we would then emerge from the 
preconceived limited orbit of business; extend our- 
selves to greater horizons to take our rightful place 
as business statesmen. 

And so, the past becomes increasingly richer, be- 


| cause of what those before us have accomplished and 


what we contribute. My humble, heart-felt words, even 
as I speak them this morning, are inexorably becoming 
a part of the past—a prologue to a feast of ideas, dis- 
cussion and fellowship ahead for us in this great 
convention. 

With thankfulness for our great inheritance, and 
with the acceptance of the transcending challenge of 
today’s responsibilities, I’m confident we’ll aggressively 
move forward—and then not only the past, but the 
present, as we write it, will become a prologue to a 
larger tomorrow. 





Pencil Collecting is Hobby 
That Brings Happiness 


m@ MAY THE HOBBY of Henry DeVoss never grow 
less. Pencil makers and stationers should back this 
hobby of the resident of Tacoma, Wash., to the limit, 
since he indulges in the most unusual pastime of 
collecting advertising pencils. In his hands they have 
come to adorn panels in patterns of grace and beauty 
at his home, 115 E. 56th St., Tacoma, Wash. Such an 
avocation has become a source of never-ending delight 
to himself and his visitors. 

Mr. DeVoss has carried forward this collecting habit 
until he has within his grasp more pencils than a 


| government bureau—some 5,000 variegated specimens. 


They have been worth more than a “million dollars” 


| in the fun, satisfaction and relaxation derived from 


collecting them, he has stated as he rides his hobby- 


| horse. Hobbies are like that. 


| 
j 


Regardless of the pecuniary value of any pencil col- 
lection, be there 5,000 or more, there’s more enjoyment 
and good clean fun from securing a new one and the 
collection as a whole than can be measured in dollars 
and cents or by any other standard. 


Receives Pencils as Gifts 

This pencil collector has found a most pleasing 
means of decorating the walls of his home by the 
fruits of persistent and conscientious pursuit of his 
avocation. 

The pencils are neatly arranged in wheels, circles, 
rectangles, or other geometric figures, forming mural 
patterns in which colors, shapes and sizes have been 
skillfully blended and placed in just a position to 
achieve more artistic results. 

All of the thousands of advertising pencils in their 
diversified beauty and rarity have thus been mounted 
on panels with each selected for exhibition from a 
different company. 

This hobby, moreover, stems from his job, since he 
is the purchasing agent for the Buffelin Manufacturing 
Company, in the Puget Sound community mentioned. 
As such, he has been literally showered with gifts of 


| advertising pencils day by day or week by week. 


Many salesmen who call at his purchasing agent's 


| office—saliesmen who should be encouraged for their 





enterprise—use these imprinted pencils instead of the 
less-attractive business cards when calling on business 
prospects and company or industrial purchasers. 

Such practice on the part of more and more sales- 
men may well have the support of the pencil trade, 
since, as shown by Mr. DeVoss, a pencil saved lasts far 
longer than a business card.—CML 
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~The new ODHNER gives your cugtomere 


the 


= \the 4 thing ¢ they want most in 
= an adding eal 


“| 7, LESS NOME 


The unique rotary drive cuts out back 
and forth vibration that causes the noise 
in ordinary adding machines. The entire 
working mechanism is suspended on 
| rubber shock absorbers to deaden sound. 













mM it 


ai| 2, MORE SPEED 


Fingers can fly over an Odhner keyboard 


because it is made to fit the human hand — 3. EASIER TO OP ERA / E 


key height corresponds with finger length Less pressure is needed to press the keys 
and all keys are within easy reach. and double-duty keys cut waste motion. 


4. EASIER TO SERVICE 


It is built in three sections to make servicing easier 
and faster. Fully equipped factory service. Ten-year 
spare parts supply available. 


> ® | COMPARE ODHNER WITH ANY OTHER ADDING MACHINE ON ALL FOUR POINTS 


ring Odhner is NOT a manual adding machine with a SOME DEALERSHIPS STILL OPEN! 
a motor attached, but is electrically engineered. Write for details. Odhner Division, Dept. 1A 


| In addition to above features, all models have FACIT, INC. 500 Fifth Avenue 
an direct subtraction. There is a model for every New York 36, N. Y. * LOngacre 5-1095 


need, including one with automatic credit bal- 


ne ance, all competitively priced. 
iles Made by the makers of FACIT (made in Sweden), 
"fal world-famous 10 key touch calculator. 


SOLE U. S. DISTRIBUTOR OF ODHNER ADDING MACHINES 
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TORCHIER 
No. 25 





COSTUMER 
No. 17-C 


the 


Valco 











WV, for 





SMOKING 
STAND 


No. 60-S 





line 


of beautiful, functional 


SAND URN 
No. 56-S 


aluminum accessories 


HOTELS 
RESTAURANTS 


and 


OFFICES 


Write or wire for full infor- 
mation and prices today. 


THE VALCO COMPANY 
1311 Ann Ave., St. Louis 4, Mo. 


represented by Taylor Crihfield Co. 
Factory Branch High Point, North Carolina 
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W. R. Browne Advanced by Rem-Rand 


The appointment of W. R. “Bill” Browne as assistant 
advertising manager for Remington Rand Inc., has 
been announced by S. H. Ensinger, vice-president and 
manager, advertising and public relations. Mr. Browne 
has been sales promotion manager for the dealer sales 
division since 1949. 

Mr. Browne joined Remington Rand as an account 


: 





manager in the advertising department in 1945 where 
he made an outstanding record in the preparation and 
production of national advertising, direct mail litera- 
ture and advertising aids. 

A native of Atlanta, he attended the University of 
Georgia. His previous business affiliations include the 
Cloister Printing Corporation, in New York, Solvay- 
Geddes News in Syracuse, the R. H. Macy organization, 
Montgomery Ward, and Allied Stores. 





Recognize R. C. Allen Match Book Advertising 


R. C. Allen Business Machines, Inc., has been 
awarded a “Joshua,” symbolizing first prize for the 
most distinguished use of match book advertising by 
a manufacturer of office equipment during the last 
year, the Match Industry Information Bureau has 
announced. 

The “Joshua,” a bronze wall plaque in the shape of 
a match book, was named for Joshua Pusey, a Phila- 
delphia patent attorney who invented match books, 
and the presentation was made on September 26, 60th 
anniversary of the date of his patent 

The awards, initiated this year as an annual pro- 
gram, were planned to help create standards for 
judging effectiveness of advertising design on match 
covers, aS a model for other advertisers. Winners were 
selected in 43 classifications of products and services. 

The R. C. Allen match books received top award in 
its classification on the basis of the detail of informa- 
tion provided about the products, according to the 
panel of 10 judges made up of top officials of adver- 
tising trade groups and publications. Gene Broene, ad- 
vertising manager, received the plaque on behalf of 
the company. 

Honorable mention certificates in the office equip- 
ment classification went to the Globe-Wernicke Com- 
pany of Cincinnati 





Waterman Integrates Departments in Seymour 


L. E. Waterman Company, 1 DeForest St., Seymour, 
Conn., has announced to its dealers that the order, 
stock and service departments have been integrated 
with other operations in Seymour, Conn. 

All orders and all merchandise for service are to be 
sent to the Seymour address. 





Houston Firm Opens a Second Store 


The Texas Typewriter Exchange & Office Supply 
Company has opened a second store at 1219 McKinney 
Ave., Houston, Tex. The initial store of this company, 
wwned and managed by R. P. Bridges, was opened at 
2114 Telephone St. in 1951—JHR 





Move Salesroom of Bradley & Scoville, Inc. 
Bradley & Scoville, Inc., printers, stationers and 
fice outfitters, has announced the removal of its 

salesroom to 193 Church St., New Haven, Conn. 


OFFICE APPLIANCES, November, 1952 














FOR YOU TO USE 
ONE RELIABLE 
SOURCE of SUPPLY 


For All Your 


INDEXING NEEDS 


For Loose Leaf Materials! 
All These Items Available! 





TABS 


Two popular types. Aico 
Grip Tubular edge in 
6" strips, 8 colors, 
slotted to insert titles, 
cuts to size wanted. Aico 
Shield Tabs, ready cut, 
with linen skirts, slotted 
to insert titles, 3 sizes. 
Always in demand. 








SHIELD TABS | 





INDEX SHEETS 


Sizes to fit all standard binders; with 
or without extended 
tabs of leather, simu- 
lated leather, or cellu- 
lose acetate. A-Z, Month- 
ly, State, numerical, all 
standard tab classifico- 
tions. Also with slotted 
tabs for inserting titles. 


Special Indexes 


Made to order to iden- 
tify loose leaf material 
in catalogs, manuals of 
all kinds, any special tab classifica- 
tion. Write for Special Index litera- 
ture to help you sell this big profit 
item. 


AICO Cellulose Sheet Protectors & Holders 


Protect and preserve photos, data sheets, plans, lists, other 
valuable material from the wear and tear of frequent handling. 
Fully transparent. Are oil and grease resistant. Holders with a 
variety of reinforced edges. Special sizes or designs on order. 
Sheet protectors in standard stock sizes. 3 hole punching, oval 
style. Special sizes made to order. 


Selling Aids To Help You Sell 


Every one of your binder customers is a live prospect for index 
tabbing or index sheets. And Aico has consumer literature, with 
room for your imprint, to clinch the sale. Write for free samples. 









New Catalog Now Available! 
AIGNER INDEXES 


Write 97 Reade St., New York 13, N. Y. 
Dept. D 426 $. Clinton St., Chicago 7, Il. 
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CHALLENGER STEEL PRODUCTS CORP. 


350 
2 wees Gea. 


ad 
Because these Duplex units are precision 
built to meet all exacting requirements for 
almost any type business . . . Because of 
- the tremendous demand for all-in-one units 
- that combine Protection, Efficiency and 
~ Economy . . . These will be easy to sell. . . 
= Double your sales .. . Double your customer 
~ satisfaction! 














No other cabinets, regardless of cost, 
have all these features — 


Asbestos Lined Vault 

Combination Lock 

Heavy Grade Steel 

File Drawers equipped with exclu- 
sive gravity drop — eliminates roll 
back and automatically holds 
drawers firmly closed 


ATTENTION DEALERS: These units are also available 
without asbestos lined vaults. 


SEND FOR LITERATURE ON OUR COMPLETE LINE 


WITHOUT DELAY. 


nen ace a. AVENUE 
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Sheaffer Assigns Lyle S. Turner to Florida 


Dealers in the Jacksonville, Fla., territory have been 
advised by C. E. Everett, southern sales manager of 
W. A. Sheaffer Pen Company, that Lyle S. Turner has 
been appointed territorial manager in that area. Lyle 
will take over the duties which have been performed 
by Bob Wehrman and the latter will work with ac- 
counts in Tampa, the western part of Florida, and 
Alabama. 

Mr. Turner has been with Sheaffer for 26 years. He 
spent six of his early years with the company in Chi- 
cago and for the past 16 years has been in Kansas 
City, Mo. He took over the Georgia-Florida area on 


Lyle S. Turner 


September 1 at his own request, because he wanted 
to make his permanent home in that region. His new 
location is at Daytona Beach, Fla., from where he will 
work a narrow strip of territory running from New 
Smyrna Beach, Fla., to Savannah, Ga. His principle 
cities are Jacksonville and Savannah. 





Harry Anderson Opens Great Falls Firm 


Harry Anderson, for 21 years manager of the office 
machines department of the Great Falls (Mont,) 
Tribune Printing & Supply Company, recently opened 
his own establishment in Great Falls. The firm is 
known as Anderson Office Machines Company, located 
at 8 Fifth St., N. 

The Tribune Printing & Supply Company is discon- 
tinuing its office machines department, including both 
sales and service. Mr. Anderson’s firm will have the 
state agency for Friden calculating machines, with 
agents at Butte, Helena, Missoula and Billings. 

It also will be northern Montana distributor for 
Royal typewriters, Dictaphones, Victor adding ma- 
chines and A. B. Dick mimeographs. A complete serv- 
ice department will be maintained. 

A native of Devils Lake, N. D., Mr. Anderson started 
in the office machine business in 1927 at Fargo. In 1931 
he went to Great Falls. 





Firm Joins in Promotion of Prep Teams 


Office Machines & Equipment Company, Jamestown, 
N. Y., joined with other Jamestown merchants in spon- 
soring a full-page newspaper ad designed to rally 
public support for the area’s three high school football 
teams. 

The ad carried game schedules of the three teams 
and urged residents to support the high school athletic 
programs by attending the contests. 

The ad had more than institutional value for the 
participating stores. Above the name of each store was 
a sketch of a referee’s signal. Readers were urged to 
take the ad to games so that all signals could be rec- 
ognized. Thus, the names of the sponsoring merchants 
were constantly popping into view of the spectator. 
GET 





The Clegg Company Opens New Department 
The Clegg Company, San Antonio, Tex., has opened 

a new mimeograph department and shop at 215 Sole- 

dad St., under the management of Elton Hoese-—JHR 





New Firm is Opened in Albany, N. Y. 


Hardmeyer & Tarbox is a new stationery and office 
supply business, opened at 115 Quail St., Albany, N. Y.— 
GET 
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Maybe you wouldn't 
believe it but there’s an eight-inch 

difference in the heights ot these girls. * The 
girl on the left is 5 feet-1 inch tall; the others range all 

the way to 5 feet-9 inches. Yet they are all seated comfortably 
and correctly in Harter E-Line posture chairs. Simple handwheel 


you always have exactly the right chair for every worker. You 


adjustments fit the chairs to the individual. And in the Harter line rH: 


have the E-32R that’s especially suited for the smaller girl. In the 


E-15R you offer the comfort of extra deep foam rubber cushions Lj —— 
and a new form-fitting metal back. And there also are E-Line rn ry T 
high base posture chairs in three popular heights. rl 


STURGIS, MICHIGAN 
You can get E-Line chairs in several finishes and in many up- POSTURE CHAIRS 


olsteries with a wide range of colors to harmonize with other 
Harter models. It all adds up to this, you build your profit and your 
reputation for quality when you sell Harter chairs. Write for liter- 


ture mm the ym plete Harter line 


HARTER CORPORATION, 1125 Prairie, STURGIS, MICHIGAN 
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SMEAD’S TELL-1-VISION SYSTEM | 























READS LIKE A 800K 
LEFT T0 RIGHT- 
pa GROWS AS NEEDED}: 
~~ 




















Se 
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By using Smead's Tell-I-Vision filing system, you can Of 
reduce filing time. The alphabetical-color signal ~ 
system for finding — and the numerical-color signal with 
system for replacing — make filing easy, fast, and ZY , , / /, i, (, = 
accurate. P 7 R 
a 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


LTHE Csneacl MANUFACTURING CO., INC.-HASTINGS, MINNESOTA | i: 
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Taylor Chair Transfers Ray Froeba 


Ray S. Froeba, who for the past three years has 
represented Taylor Chair Company in the Southeast, 
has been transferred to the Southwest territory which 
includes Texas, Oklahoma, Arkansas and Louisiana. 

Mr. Froeba’s background includes 20 years’ experi- 
ence in the retail office furniture business. He was 


Ray S. Froeba 


formerly associated with Hanson Flotte Company of 
New Orleans and represented the Commercial Office 
Furniture Company in the Southeast and Southwest. 

With this fine background he is extremely well 
qualified to render assistance to dealers in training 
salesmen and in developing contract jobs. 

Mr. Froeba’s home is in New Orleans and he will 
continue to make this city his headquarters. 





Moore Business Forms Assigns Dealer Managers 


The transfer of one dealer manager and the ap- 
pointment of two new dealer managers of Moore Busi- 
ness Forms, Inc., was announced at company head- 
quarters in Niagara Falls, N. Y., by George F. Gleason, 
merchandising manager. 

Jack R. Sayers, dealer manager in the Cincinnati 
region since October 1, 1951, has been assigned as 
dealer manager on the Pittsburgh region. He will make 
his headquarters in Detroit. 

Troy A. Shoemaker has been appointed to succeed 
Mr. Sayers in Cincinnati. Donald E. Bruggemeyer has 
been appointed dealer, manager for the Chicago region. 
He succeeds Eugene J. Moynihan, who has been trans- 
ferred to a direct selling assignment in Rockford, III. 

GET 





Hamilton Heads Bert M. Morris Offices in N. Y. 


Morris Hamilton, New York representative of the 
Bert M. Morris Company, is now in charge of the new 


Morris Hamilton 


offices and warehouse at 381 Fourth Ave., New York 
16, N. Y. The new location is for the convenience of 
the growing trade in Pittsburgh and points east, in- 
cluding the entire seaboard. 





Sell Office Supply Firm in Elkins, W. Va. 

Clifford S. Colebank recently sold the Colebank 
Office Supply in Elkins, W. Va., to Mr. and Mrs. J. P. L. 
McManus. Mr. Colebank had operated the store for 
the past 19 years 

With the change in ownership the firm will be known 
as the McManus Office Supply Company 





Ralph R. Shapiro Opens New Store 


Ralph R. Shapiro, selling office supplies, furniture 
and equipment, announces the opening of his new 
store at the corner of South and Broad Sts., Glens 
Falls, N. Y. 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 


HERE IS YOUR CHECK 











LIST . i 
HIGHEST 
QUALITY CARBON PAPER 
Typewriter 
Pencil 
7 Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
re” Hectograph 
Efficient Stencil 
. Binder 
Service Jecket 
Book 
e One Time 
Special Strip 
. . For Oxalid process 
Specializing 
in INKED RIBBONS 
packaging for 


Typewriters 

Adding Machines 
Billing machines 
Bookkeeping machines 


under dealer's 


private imprint 


Addressograph 
<s Dupligraph 
Speedaumat 
“The Complete Multigraph 
all Multilith 
Line Daters 


Time clocks 
Flat bed presses 
Special purposes 


CARBONIZED ROLLS 
for 


Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Stands the test 


of time 





Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 38, N. Y. 
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DESK SETS ¢ COUNTER SETS 
PERPETUAL CALENDARS 


The New Ball Point 
Units convert Change 
point Fountain Pens 
to Ball Pens with sev- 


eral advantages. . . 


The Ink is non- 
transferable and per- 
manent—-safe for sig- 


natures, 


Increased Ink Ca- 
pacity. Extra large ink 
tube holds more ink 
than any other Ball 


Pens. 


Send your custom- 
ers empty units to our 
factory for refilling 

. only 25e each... 


an exclusive 


Changepoint Service 


that appeals to large 





users, 





Changepoint Perpetual Calendars are available 
in Bronze or Chrome; Single or Double Face. Wide- 
ly used by Banks, Public Utilities, Hotels, Savings 
& Loan Associations, Court Houses and City Halls. 


ao gepoin 4 . 


Telephone 3-7965 544 So. Rockford 
TULSA, OKLAHOMA 








228 


Stuart Coxhead Makes European Trip 


Stuart P. Coxhead of Orange, N. J., president of the 
Ralph C. Coxhead Corporation of Newark, N. J., manu- 
facturers of the Vari-Typer composing machines, left 
recently aboard the Queen Mary. He is on a business 
trip to Europe that will carry him to five of the Western 
European countries. His wife accompanied him. 

As one of the major purposes of the trip, Mr. Cox- 
head will hold meetings with distributors and repre- 
sentatives of the Vari-Typer machines in England, 
France, Germany, Italy and Switzerland, to develop 
further markets for the Vari-Typer composing ma- 
chines. 

Mr. Coxhead also made arrangements to meet with 
various government officials in each of the countries 
to be visited to demonstrate the Vari-Typer method of 
type composition for use in offset and similar processes, 
as a result of inquiry by these government officials. 





New Booklet Tells Embezzlement Guards 


Practical methods of combatting embezzlement are 
described in a new booklet by Lester A. Pratt, CPA, 
nationally-known authority on employee fraud pre- 
vention. 

The 28-page publication, entitled “Embezzlement 
Controls for Business Enterprises,” may be obtained 
without charge from the Public Service Department, 
Fidelity & Deposit Company of Maryland, Baltimore 
3, Md. 


Wading Bellow 





Canadian Bride ... The smiling bride is no stranger to 
members of the stationery and office equipment trade both in 
Canada and the U. S. She is the former Lillian Morelly, secretary 
of the Stationers’ Guild of Canada, Inc., at the Toronto headquar 
ters. Married recently to Thomas McGrath (who stands beside 
her) of Toronto, she is continuing her activities with the Canadian 
Guild. 


Mr. and Mrs. Oscar G. Penegar of Gastonia, N. C. 
recently announced the marriage of their daughter, 
Marilyn Elaine, to Dennis S. Doster, Jr. on Saturday, 
October 15. The ceremony was held at 8 o’clock in the 
evening at Main St. Methodist Church with a recep- 
tion following at Gaston Country Club. The bride’ 
father is proprietor of O. G. Penegar Company, office 
equipment and supplies, in Gastonia. 
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New Hammerloid 


: 


| Grey Model 


7 Swinging 


FOLDERS 












The modern, efficient 
way fo file! 


No. 414 letter size FILE CADDY, 15” wide, 
18%” deep, 2612” high. Packed 1 in car- 
ton, complete with 25 metal tab suspension 
folders. Shipping weight 22 pounds..$28.50 


No. 401 extra set letter size folders. $5.15 





No. 407 package of 25 metal tabs... $1.55 


No. 415 letter size FILE CADDY, similar to 
above but empty and competely knocked 
down. Top and lock. 14%” wide, 18%” 
deep, 27%" high. In carton. Weight 23% 
pounds $25.00 


No. 416 legal size FILE CADDY, same as 
above. Empty, completely knocked down. 
Top and lock. 17'4‘wide, 20%” deep, 2712" 
high. In carton. Weight 24% pounds $28.50 


No. 411 set 25 legal suspension folders with 
metal tabs $6.05 
Extra white paper inserts $1.95M. 
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100 DIFFERENT USES by 
100 DIFFERENT PEOPLE 





1952 








=_ 
a = 
ag > wy = 
- ap - aa =] 
CT =nene = 
== & alg 
= - Se 








It is just right for sorting papers, filing correspondence, 
invoices, shop tickets, etc. Can be pulled up where it is 
needed, rolls out of the way when not in use. Secretaries, 
executives, timekeepers, buyers, shipping clerks, salesmen, 
foremen, shop owners—just about everyone needs the FILE 
CADDY. 


Unit is completely assembled except for legs 
Heavy steel in hammerloid grey finish 
Complete with 25 metal tab suspension folders 
Ball bearing swivel casters 

Easy sliding top with lock and 2 paracentric keys 
Attractive chrome plated hanale. 


25 suspension folders of red fibre with steel tops and metal 
tabs slide easily along the side rails. 


Write for Catalog of complete Amfile line 


AMBERG FILE & INDEX co. 1608 Duane Bivd., Kankakee, Ill. 


Filing Specialists since 1868 
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Ray Milland using , di 
his Meilink safe in = di 
the great new motion 
picture, The Thief 

released through N 
United Artists it 


f. . 3 br 
a ‘ BI 


i af 


}\\ Sensational Tie-In with “Hit” Movie : 
~ — Skyrockets Sales for Meilink Dealers! f 






















Millions of people will soon see Meilink safes featured in the great new Pe 


motion picture, ‘‘The Thief’’, starring Ray Milland and Rita Gam. Gr 


The producers of the picture—and Meilink—are cooperating on a huge, “oe 
nationwide promotion and advertising campaign, designed to make 
everyone anxious to own Meilink products. 


: - : t 
Customers will flock to Meilink Dealers—now’s the time for you to “ 


jump on the profit bandwagon! Write, wire or ‘phone for details. id 
OQ 
bus 


Mo 


STEEL SAFE COMPANY © Toledo 6, Ohio wel 


Warehouses and distributors in: New York-Export Dept. * Philadelphia * Boston + Chicago oa 


SINCE 1899 Washington, D.C. * Detroit « Fort Worth « Houston « Seattle * Los Angeles *« San Francisco Sat 


A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS Pe 
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Oliver S. Bloss, 


former Davenport, Iowa, alderman and head of the 
Woodstock Typewriter Sales Company, died August 22 
in Mercy Hospital, Davenport. He had only recently 
observed his 8lst birthday and was in ill health only 
one day. 

Mr. Bloss, a resident of Davenport for 44 years, was 
porn in Kirkville, N. Y., August 4, 1871. At the age of 
16 he became a clerk in a department store in Syracuse, 
N. Y., and later became associated with the Smith- 
Premier Typewriter Company. Subsequently, he was 
placed in charge of the company’s office in Davenport. 

In 1912, Remington Typewriter Company acquired 
Smith-Premier and a branch opened at 325 Perry St. 
Mr. Bloss remained manager until September 1, 1928, 
when he resigned to open his own typewriter business, 
Woodstock Typewriter Sales Company, which he oper- 
ated until his death. He completed 56 years in the 
typewriter business last June. 

Survivors include a son, Albert Bloss, Davenport; a 
sister, Mrs. Jess Miller, Hendersonville, N. C., and a 
grandson, Wayne Robert, Davenport. 


tr bt + 
Fred L. Coggin, 


a genuine old timer in the commercial stationery in- 
dustry, well into his ninth decade in life, was taken by 
death in Oak Park, Il., on Sunday, September 21, 1952. 

In 1891 Mr. Coggin joined the sales staff of the 
National Blank Book Company. It was his first job and 
it started a connection that lasted for nearly 40 years. 
For much of that time he was manager of the Chicago 
branch office of the company. 

Early in 1930 Mr. Coggin resigned from the National 
Blank Book Company and began operating as a repre- 
sentative for the Sun Rubber Company in the states 
of Kentucky, Indiana, Illinois and Wisconsin. Soon 
after he added the lines of the Boorum & Pease Com- 
pany and the Scripto Inc. In the last few years of his 
life he handled only the Sunruco line in the Chicago 
area. 

A man of integrity and deep loyalty, Fred Coggin 
was welcome wherever he went. He leaves a host of 
friends who mourn his passing. 


- F & 


Louis J. Grumbach, 

1 member of the board of directors of the American 
Pencil Company, Hoboken, N. J., died in New York City 
mn September 18. He was the father of George J. 
Grumbach, vice-president of the company. 

The decedent was well-known in New York banking 
‘ircles and was a prominent figure in philanthropic 
ictivities. 


“ok + 
Alex S. Szafir, 


73, president of the E. Szafir & Son Company, Beau- 
mont, Tex., office supply firm, died at his home %on 
Monday, September 1. A native of Hungary, he was 
brought to this country as an infant and was 17 years 
ld when his father, the late Emil Szafir, founded the 
dusiness. He had been a resident of Beaumont for 
) years.—JHR 


+: - + 
Max Garbell, 


well known as an inventor in the office machine field, 
died of a heart attack at the age of 63 while being 
examined in a doctor’s office in Hartford, Conn., on 
Saturday, September 27. Burial was in Los Angeles, 
Valif., on Friday, October 3. 

At the time of his death, Mr. Garbell was on the staff 


OFFICE APPLIANCES, November, 1952 





TE 
IMPERIAL 


FOR QUALITY ECONOMY -ATTRACTIVENESS | 


FOLDERS 
Finest Quality 
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IT’S HERE! 


$79.50 ITEM THAT SELLS ITSELF 


VOCATRON 


The Portable, ‘’Wire.less’’ Intercom 
for Offices, Homes, Hotels, Farms, Institutions 





ONE OF THE GREATEST NEW SOURCES OF 
DEALER PROFITS SINCE TELEVISION! 


VOCATRON's unique advantages give it a sales appeal and market far 
beyond most inter-communication systems—reflected by literally thousands 
of inquiries and actual sales from such diverse groups as home owners, 
business offices, industrial plants, doctors, dentists, schools, hospitals, ware- 
houses, farmers, garages, restaurants, governmental departments, and 
many, many others. 

These customers and prospects find in VOCATRON a versatile, economical, 
and convenient inter-com system...one that requires no special wiring, no 
installation, and which may be used for a wide variety of practical pur- 
poses. That's why it's a natural, virtually automgtic seller—why you, too, 
should “plug in VOCATRON" for increased sales in the year ahead. 


BACKED BY HEAVY AD AND 
MERCHANDISING CAMPAIGN 


Backed by the enthusiastic response of both consumers and dealers, Vocaline 
Company has launched a national advertising, publicity and merchandising 
campaign to create further interest in VOCATRON and help dealers on 
the local level: Lead-getting ads in BUSINESS WEEK, NATION'S BUSINESS, 
MANAGEMENT METHODS, FORTUNE, NEWSWEEK; WINDOW DISPLAYS 
-»» COUNTER CARDS...MAILING STUFFERS...SPECIAL BROCHURES... 
DEALER CATALOG: 

Get all the facts about VOCATRON. Return the coupon below for com- 
plete information. Do it... today! 


Standard Model CC-2 talk-listen units 
retail at $79.50 a Pair—extra units 
$39.75 each. Extra durable gray 
plastic. Both Models slightly higher in 
the Far West. 


Special Model CC-25 talk-listen units 
(for longer-range operation, greater 
sensitivity) retail at $97.50 a Pair— 
extra units $48.75 each. Extra durable 
mahogany plastic with handle and 
De Luxe knobs. 





Liberal dealer discounts, based on quantities purchased. Ask your 
wholesaler for facts about VOCATRON, or send coupon below. 


Vocaline Company of America, Inc. 
60 Vocaline Building, Old Saybrook, Conn. 





Please send, without obligation, additional information about VOCATRON, 





of the Royal Typewriter Company and was engaged ip 
the work of designing an adding machine. Prior tg 
the Royal connection he was with the Victor Adding 
Machine Company for many years. In his earlier years 
he worked independently as a typewriter designer. 
Mr. Garbell is survived by his wife, two sons and one 


daughter. 
+t + 


William J. Thrasher, 

superintendent of the Maverick-Clarke printing plant 
in Houston, Tex., and his wife were killed in the crash 
of a private plane near Piggott, Ark., on Thursday, 
August 14. They were returning from the Internationa] 
Printing House Craftsmen’s convention in St. Louis, 
Mo.—JHR 

+ + & 


Foresight Saves Valuable Records from Fire 


The farmers around Ogallala, Nebr., are convinced 
that Uncle Sam uses a crystal ball. 

When the U. S. Department of Agriculture recently 
decentralized the state offices of the Production and 
Marketing Administration, it issued a directive that 
all loan records in county offices must be protected in 
fire-resistant insulated record containers. 

The office in Ogallala promptly purchased a Mosler 
insulated record file from Latsch Brothers, Inc., a 
Mosler Safe company dealer in Lincoln, Nebr. 

One week later, fire gutted the PHA building in 
Ogallala. 

The structure was a total loss. But the vital loan 
records were saved, completely protected by the new 
insulated file from the flames and intense heat. 





Peerless Imperial Moves New York Office 


Peerless Imperial Company, Inc., of Newark, N. J., has 
announced the removal of its New York City sales of- 
fice from 321 Broadway to 110 Franklin St. This move 
not only gives the company more badly-needed space, 
but also permits the consolidation of the printing de- 
partment and the sales office. Murray Falk is manager 
of the New York office. 





New Corporation For Wisconsin 

Bruhn Typewriter Company, Inc., has been formed 
in Racine, Wis., with an authorized capital stock of 10 
shares of common of no par value. Incorporators are 
Leonard W. and Maurine Bruhn, and LeRoy and Ger- 
trude Holm. The registered agent is given as Leonar 
W. Bruhn.—_JEH 





Eureka Specialty Appoints Lloyd Olsten 

C. K. Coty, general sales manager of Eureka Specialty 
Printing Company has announced the appointment of 
Lloyd A. Olsten as stationery division representative it 
the Greater Chicago and Milwaukee areas. Mr. Olsten 
served The Ryan Art Company as sales manager fo 
several years prior to his connection with Eureka. 





Dallas Store Adds Office Supplies Line 

The Texas Office Furniture Company, Dallas, Tex. 
has added a complete line of office supplies to its offiet 
furniture and equipment lines. The new departmeni 
has been placed in charge of Ken Kilgore-—_JHR 





Chicago Firm Moves Location 

The Lenz-Oakley Office Equipment of Chicago ha 
moved to larger quarters at 431 S. Dearborn St., Chi 
cago. The new telephone number is WEbster 9-202 





Dallas Firm Appoints Systems Engineer 


Harry Brent has been appointed systems engineer by 
Dallas Business Forms, Inc., Dallas, Tex.—JHR 
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«,e By advantages, we mean profits. A 
limited number of Steelcase fran- 
chises are available in some cities. 


iT PAYS TO FEATURE SVTggCCC ASEH 


METAL OFFICE FURNITURE COMPANY . GRAND RAPIDS 2, MICHIGAN 
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by Metalstand 


A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension — 8 rollers 
to each drawer. Handsome forged alumi- 
num hardware. Beautiful baked enamel 
finish—green or gray. Also available in 
Grained Walnut and Mahogany. Legal or 
letter size—2, 3 or 4 drawers. Style shown 
here: 4-drawer letter file. Height 52”, 
depth 26”, width 14%". Drawer clear- 
ance 12%” x 10%" x 25%”. 


PEDAL TOUCH Hi-Lo 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
Write today for illustrated circular showing com- and lock into firm typing position. Construc- 
plete line and prices with dealers’ discounts tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 


side leaves steady, absolutely level 16'x36" 

METALSTAND COMPANY, %c. working space. Four handsome finishes: walnut, 
7516 to 7524 STATE ROAD ee 

PHILADELPHIA 36,PENNSYLVANIA Other style METALSTANDS for every office use. 





al, 
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The Ad-Viser 


Continued from page 69 
Testing Package Inserts 

It is easy to test the results of package inserts. Spe- 
cial offers can be measured accurately by limiting the 
publicity to package inserts. If we know the course, 
we can determine the results and cause. 

The value of package inserts has been proven time 
and again by successful office appliance retailers. Al- 
though it is but a small part of your advertising plan, 
this medium can be effective far beyond its measure 
of size and cost 





From W. E. Kelsey & Sons, Inc., Hartford, Conn., 
comes a very excellent mailing piece that stands out 
as a Shining example of production proficiency. 

Printed on a 17 x 21 inches coated stock in two 
colors, the mailer employs a unique two-fold arrange- 
ment which keeps the reader interested throughout. 
On the inside, we find the effective “overlapping” fold 
which makes it easy to get to the final center spread. 

The front page starts with “An Introduction To...” 
in an interesting layout that brings the eye to an 





va 


ety 


i 

















Front Cover of W. E. Kelsey & Sons Mailer 


ittractive picture of the Kelsey store and to the trade- 
mark “W. E. KELSEY & SONS.” The interesting ar- 
rangement of the one-half blue/one-half white format 
adds to the distinctive look of the page. 

On the first inside spread, we find five pictures rep- 
resenting firms using Kelsey office and factory equip- 
ment. Each picture is carefully retouched to bring out 
important features of the items illustrated. 

Copy is short and simple, offering an interesting 
nessage in three brief paragraphs. The reverse letter- 
ing on blue is dark enough to make it readable and 
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RONEO 500 ELECTRIC 
Only $69020 Compare! 


Features full ream capacity, pre- 
selection copy counter, automatic 
shut-off, 20 second color change, 
completely sealed automatic ink 
distribution. 





RONEO DOUBLE-WIDTH 
POLICY DUPLICATOR 


Only #99020 Compare! 
Has all of the unique features of 
the famous RONEO 500 includ- 
ing fully automatic ink control . . . 
takes full ream of 14”x18” paper. 





RONEO 150 PORTABLE 
DUPLICATOR 


Only 19750 Compare! 
Packed with plus fea- 
tures found only in 







machines selling at 
far greater prices. Fully automatic inking — entirely 
self-contained — easily carried. Weighs only 27 Ibs. 


AMAZINGLY NEW Mimeographing with- 


out stencil cutting. Ex- 
clusive electronic pro- 
cess produces halftone 
reproductions. Write for complete details. 


DEALERS NOTE: a few choice franchises still available. 


ADDO MACHINE COMPANY, INC 


145 W 57th SS? New York 19 N y Pi 


Exclusive U. S. Distributors f Ade 
Roneo Mimeo Machir 
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CARBON 
PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER e@ TABULATING 
ADDRESSOGRAPH e TIME STAMP 
BOOKKEEPING MACH. e@ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS @ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM e CORRECTION PENCILS 


feleleome Vitel, Micl iit) mre di. lcm ili a4 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


Codo-Mrc. core. * 


Factory: Coraopolis, Pa. 


ALITY o 


an 


401 Wood St. 270 Lafayette St. 
Pittsburgh 22, Pa. New York 12, N.Y. 


564 W. Monroe St. 
Chicago 6, Ill. 
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interesting. The “underlap” page carries a provocative 
headline which arouses the reader’s curiosity to read 
further. 

The inside center spread pictures merchandise in 
effective silhouette and line forms, broken up into 
categories of “Wood Furniture,” “Steel Furniture” and 
“Factory Equipment.” The lower right hand corner 
offers an institutional story of the Kelsey Company. 

On the back page, a simplified map shows the easiest 
way to reach the Kelsey location, another brief mes- 
sage and the logotype. 

As a mailing piece, the Kelsey brochure is effective, 
distinctive and attractive. It successfully handles the 
job of selling in a dignified manner and successfully 
promotes W. E. Kelsey & Sons. 





Traffic Signals in the Store 


mw DO YOUR CLERKS and salesmen fully appreciate 
the value of store traffic in your office appliance and 
supply business? A customer in the store is worth a 
hundred still out on the street. Teaching traffic signals 
can be a valuable aid in creating more volume from 
the opportunity (in concentrated form!) represented 
by the people in your store. 

Most customers come into the office appliance and 
supply store for some specific purpose. Taking care 
of that immediate need is the green light for your 
sales presentation. You alone will determine how long 
the green stays on. Leading from the initial purchase 
into other related items may add minutes to the in- 
terview; uncovering some larger requirements may 
stretch this time into half an hour. 

Most customers have available more money than 
necessary for the office supply or equipment item they 
intended to buy. In their minds they already know 
what they will do with whatever remains beyond the 
order they give you. But a good selling job may con- 
vince them that they should spend more in your store, 
and delay some of the other expenditures. Keep that 
light green by using appealing sales presentations 
until you have achieved the maximum order in har- 
mony with the customer’s needs. 


Keep Customer Posted 


Most customers could use to advantage at least one 
or two products which they may not realize exist, or 
which they did not expect to find in an office supply 
business. There’s no better way to hold a green light 
than to tell customers about new items, interesting 
applications of old products, or the fresh stock which 
just arrived this week. 

Most customers have a tendency toward buying in 
small quantities even when they could well afford to 
place larger orders. A few minutes of the time allotted 
by the green light could be profitably devoted to turn- 
ing your customer into a more efficient buyer by in- 
creasing amounts where it would save him trips, assure 
a constant supply on hand, or result in quantity dis- 
counts. 

Most customers have a lot of things to do in addi- 
tion to buying office supplies and equipment. So soon 
the green light must turn to amber. Time is short 
now. But there are still enough seconds to use & 
clincher on the product in which he showed the most 
interest, thank him for his order, complete any loos 
ends of the transaction. 

Most customers have friends. The light shine 
brightly red now. But as he leaves the store, smile 
and wish him good day. The smile he returns maj 
last long enough for him to meet a friend and start 
a conversation with, “I just bought the most useful 
item for my office. The unusual part is that I had ne 
intention of purchasing it until that clerk in the office 
supply and equipment store demonstrated it. Do you 
have a couple of minutes to spare while I show it to 
you?”—_GMD 
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You get your share of the hard-to-please price 
conscious shoppers. You are sure of getting your 
share of their dollars with Boling 8400 Chairs. 

Even Mr. Stingy himself can see their built-in 
strength — the beauty of their long-lasting finish — 
and that they are worth every last penny of their 
moderate cost. 

You’re always ready for the shoppers when 
you have an adequate stock of the Boling 8400 
Group in walnut, mahogany and oak finishes. 


Order today for early delivery. 
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Z_,_ NIGH POINT BENDING & CHAIR CO. 
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SILER CITY, N. 
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5. G. Adams Company Marks 77th Year 
At Executive Guild Furniture Exhibit 
REPORTED BY E. J. MITCHELL 

Many of St. Louis’ leading industrial and profes- 
sional executives were offered a rare treat last month 
when invited to visit and inspect the beautiful Execu- 
tive Guild Office Furniture Exhibit. The scene was the 
newly-remodeled and decorated, display galleries on 
the fourth floor of the 77-year-old S. G. Adams Com- 
pany seven-story building in St. Louis, Mo. 

There were some 10 rooms set up to show furnishings 
for reception room, several executive offices, directors’ 
room and large waiting room for professional offices. 
These were all complete with floor coverings, draperies 
and glass partitions, as well as beautifully-blended 
colored walls and ceilings. 

All upholstered pieces and desk accessories, as well 
as picture frames containing paintings, prints and 
etchings were of colors to blend with the other fur- 
nishings. 

One typical room pictured has a delightful arrange- 
ment of a secretarial flat-top desk and a working 
table, both finished in a pastel shade of green, grained 
oak, with chairs of leather upholstery in green to blend 
with the desks and walls. The floor is covered with a 
very light green rug; the right hand wall is tufted 
leather, and the back wall is of wood paneling, both 
finished in a pastel green to blend with the furnishings. 

When seen in color this makes a very attractive 
room setting which is most comforting to the eyes, 
and is appealing to the business man who likes to feel 
that his many hours spent each day in his office are 
lived in surroundings and atmosphere comparable to 
those of his home. 


Private Showing Brings Visitors 


The first three days of this exhibit, September 15, 
16 and 17, were given to a private showing for several 
hundred especially invited guests and the whole sales 
organization was kept busily occupied conducting 
small groups of callers through this exhibit and 
through the regular furniture department two floors 
below. There, they saw grouped displays of other 
office furniture lines featured by the Adams Company, 
including matched office chairs by Gunlocke and by 
Jasper Seating Company; executive and matching 
office desks by Hoosier Desk Company; metal office 
furniture by Yawman and Erbe Manufacturing Com- 
pany, showing matched pieces in neutral tones; also 
Fine Rest aluminum chairs. 

The foregoing were all displayed in the long-estab- 
lished office furniture department which occupies 
about 5000 square feet on the second floor of this large 
building which is devoted to the needs of efficient 
offices. 

This department has been under the supervision of 
Walter C. Weihe for many years. Adams’ first, or 
ground floor, and a mezzanine balcony are occupied 
by the retail stationery and office supply department, 
under the supervision of Walter Ruedy and his assist- 
ant, Chester Parrott. 

Attractive counter displays were set up showing the 
many supply lines featured by this firm for secretaries 
and general office use. These lines of merchandise are 
composed of products made by leading manufatturers 
‘f national reputation in the office supply field... 

The featured exhibit was planned and executed by 
members of the Adams organization with the assist- 
ance of the artists and co-ordinators of the Executive 
Furniture Guild of Grand Rapids, Mich., and will re- 
main as a permanent display for all business people 
wo see. 

Included in the September 21 Sunday edition of the 
St. Louis Globe-Democrat was a 20-page special roto- 
gravure section devoted exclusively to colored illustra- 
tions and advertising copy relating to the S. G. Adams 
Company anniversary and furniture showing, and 


OFFICE APPLIANCES, November, 1952 











M40 
WLLL. / 


DESK LAM 


z 
ep, v 


4 
%, 


$ ] 8 9 5 Without Clock, $13.95 Retell. 
Models for 2 Tubes Also 
available — $17.95, $22.95. 
Lustrous Brown or Modern Grey. 
Top Dealer Discounts. 


Shode swings in 180° orc 
Exclusive ILC feature. Un- RETAIL 


' rove 
Gerwriters approved Less tube 











THE §1LC DIRECTOR is America’s first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 
this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/420 volt, 60 cycle, 
A.C. current; uses standard 15-watt fluorescent tube. 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 

Standard model is a 

high quality desk lamp, 
Underwriters’ 

approved. Finished in 

grey or brown. Uses 

15-watt fluorescent $995 
tube. Weight 8 Ibs., RETAIL 
individually packed. ess tube 
Model 4902 for 

2 tubes $14.95 


ORDER DIRECT 
FROM THE FACTORY 


| INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 
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You can make your ofhce quieter 
and more etticient by placing 
Kil-Klatter pads under all of your 
typewriters Your typists will 
make fewer mistakes, and oftice 
eficiency will go up as Kil-Klater 
pads absorb the shoc k and deaden 


the noise of typing 





© Made from genuine long-life 
OZITE felt 

© Dent-proof and ski 

© Fits all typewriters and other 
office machines too. 


d-proof. 


$125 


et your stetioner 


KIL-KLATTER 


~~~ 
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or office supply deoler 


For 
You! 


When you gear 
your sales to kiL- 
KLATTER’S power- 
ful advertising 
campaign watch 
your profits in- 
crease. This ad 
and others ap- 
pearing 
month in leading 


every 


magazines is read 
by office man- 
agers, secretaries, 
stenographers and 
typists. 





Plus 
these extra 
sales 


aids 








aids: 
® CATALOG CUTS 
® NEWSPAPER MATS 


@ COUNTER CARDS 


free sales aids today! 





KIL-KLATTER helps you sell with the following sales 


®@ TWO COLOR ENVELOPE ENCLOSURES 


Order your supply of KIL-KLATTER typewriter pads and 





AMERICAN HAIR and FELT CO. 


Dept. B-211, Merchandise Mart 


Chicago 54, Ill. 
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invited the public to view this showing on and after 
September 22. 

This was written and compiled by the firm’s adver- 
tising department, headed by Frank Osterloh, with 
technical assistance from the newspaper's staff. Con- 
crete evidence of the success of this project is already 
apparent from reports of the sales manager, Harold 
Duffy, that several installations for executive offices 
and general offices were ordered during and immedi- 
ately following the “big show.” 





Dun & Bradstreet Reviews Failure Trend 


“Commercial Failures In An Era of Business Progress 
1900-1952” is the title of a 32-page study just completed 
by Dun & Bradstreet, Inc. on this important barometer 
of economic activity. It traces the growth of America 
from the turn of the century and analyzes the effects 
of the events of the day on the success or failures of 
business. 

Since 1900, with slight variations, trends in civilian 
population and the number of concerns in business 
have closely paralleled each other, although the rate 
of business population has been greater than civilian 
population. But, while the direction of these economic 
indicators has been upward, the pattern of commer- 
cial failures has reflected the pull and tug of short- 
term influences on the economy. 

During the past half century, each year an average 
of 76 out of every 10,000 concerns in business have 
failed with loss to creditors. Failure fluctuations on a 
year-to-year basis clearly show the degree of their 
sensitivity. 

The 1951 failure rate in American business of 31 per 
10,000 concerns is a slight decrease from the 1950 level. 
The rate of failure among retailers is lower than either 
wholesalers or manufacturers. 





Greeson Chosen to Head Firm’s Sales 


Roy Greeson has been named sales manager of Lee 
Office Supply, Dalton, Ga., to succeed Frank Kinzey, 
resigned, who is returning to Birmingham, Ala. 

Lee’s Office Supply serves six northwest Georgia 
counties. 








New Ownership ... Presenting the men involved in changes 
in controlling interest of Alexander Brothers, Ltd., long operated 
in Honolulu, Hawaii, by Fred P. Alexander (right). The changes 
were outlined in a story appearing in the October issue of Office 
Appliances. Pictured with Mr. Alexander (left to right) are Bill 
Eaves, Joe Fatt and Jim Parker. 
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just ahead lies the tices 
to office efficiency... 








Take the steps now that lead to any of the 
modern QUEEN plants in Chicago, Atlanta 

or Brooklyn where the nation’s most wanted 
and finest duplicating supplies are manufactured 
with care and understanding for the needs 

of today’s business firm. 


The most cordial of invitations is extended to 
you to visit any QUEEN plant. By doing so, 
you're headed in the right direction for 
streamlined office operation and, of course, 
streamlined profits. 


RIBBON & CARBON CO., Inc. 
128 Wythe Ave., Brooklyn 11, N. Y. 


Manufacturers of: 


e INKED RIBBONS @ CARBONIZED ROLLS @ MASTER UNITS (PLAIN & PRINTED) 
@ CARBON PAPERS e SPIRIT & GELATIN CARBONS 


FACTORIES: BROOKLYN, N. Y. © CHICAGO, ILL. © ATLANTA, GA, 
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NEW line of 
Lower priced chairs 


outstanding quality - - unbeatable value! 

















NEW...SHEPHERD 


2800” Series 





Low in price—bhigh in quality. Designed 
to give more value for the money than any 
chair on the market. Your choice of 
coverings ... DuPont Fabrilite, Clairmont, 
Gros-Point or top grain leather in a 

fine selection of colors. Write for 


additional information. 





e Square tubular steel 
construction 


¢ Chrome scuff-guards 
and shu-guards 


e Wide roomy seats... 
Comfortable cushions 


OLiehe/ 


OM PANY 











No. 2820 





OFFICE AND FACTORY 1916 MAIN STREET, MELROSE PARK, ILLINOIS 


242 OFFICE APPLIANCES, November, 1952 














15S 


1952 





On the Canadian News Front 


Our Industry Across the Border 
By SPECIAL CORRESPONDENCE 


“Building Business Better” was the theme of a three- 
day business equipment show sponsored by Montreal 
Chapter, National Office Management Association, held 
in mid-October in the Windsor hotel. More than 40 
exhibitors, the largest number in the history of the 
Montreal Chapter, participated. 

The new location for the show was chosen so that all 
exhibits could be arranged in numerical order to give 
visitors easy access to all displays. The motif, “Busy 
Bees of Business,” was effectively carried throughout 
the entire show, with colorful illustrations in advertis- 
ing and printed material, and included actual beehives 
on display during exhibit periods. 

Hundreds of the newest models of business machines 
and office equipment were presented to a record at- 
tendance of executives in business and industry in the 
territory. They were drawn to the show through var- 
jous promotional media, notices having been mailed 
by individual exhibitors to their own present and 
potential customers. 

In addition, the NOMA show committee had pre- 
pared an attractive program which was sent to a 
selective list of executives in the Montreal area. Good 
ise was also made of colorful show cards which were 
displayed in exhibiting companys’ windows for three 
weeks prior to the show’s opening date, October 14. 

J. J. Russell, chairman of the show committee for 
Montreal Chapter, in addressing visitors to the show, 
stressed the fact that the products exhibited were the 
result of long research; their prime purpose being to 
bring greater efficiency to business administration 
generally. 

The show was a splendid idea, he said, because it 
provided executives with the opportunity of investi- 
gating the merits of all products exhibited and to 
select their requirements in a short time, a task which 
would otherwise take many weeks. 

Among the exhibitors: Addressing Machines & Busi- 
ness Systems (Bradma), Ltd.; Addressograph-Multi- 
graph of Canada, Ltd.; Bell Telephone Co. of Canada, 
Ltd.; Block & Anderson, Ltd.; Burroughs Adding Ma- 
‘+hine of Canada, Ltd.; Canadian Marconi, Ltd.; Collins 
Business Machines, Reg’d.; Ralph C. Coxhead Corp. of 
Canada, Ltd.; R. L. Crain, Ltd.; Dawson Bros., Ltd.; 
Dictaphone Corp., Ltd.; Ditto (Quebec), Ltd.; Dominion 
Blank Book Co.; Thomas A. Edison of Canada, Ltd.; 
Felt and Tarrant, Ltd.; Gestetner (Canada), Ltd.; In- 
ternational Business Machines Co.; Kerr-Ellams Office 
Appliance, Ltd.; Maag & Co., Ltd.; R. J. MacLeod & 
Co., Ltd; Marchant Calculators, Ltd.; McBee Co., Ltd.; 
Monroe Calculating Machine of Canada, Ltd.; Montreal 
Office Machine Co.; Ltd.; Moore Business Forms, Ltd.; 
National Cash Register Co. of Canada, Ltd.; National 
Typewriter, Inc.; Office Specialty Mfg. Co., Ltd.; Pit- 
ney-Bowes of Canada, Ltd.; John C. Preston, Ltd.; 
Remington Rand, Ltd.; Revo-File, Ltd.; Royal Metal 


Mfg. Co., Ltd.; Royal Typewriter Co., Ltd.; Seeley 
Systems (Quebec), Ltd.; Sonograph, Ltd.; Speed-O- 
Print (Canada), Ltd.; Standard Duplicators, Ltd.; 


Sunshine Waterloo Co., Ltd.; Underwood, Ltd.; VISI- 
record of Canada, Ltd. 
. > 7 

Douglas C. Harford has joined the sales force of 
Wilson Jones Co. (Canada), Ltd., Toronto. He was born 
and educated in England, serving five years with the 
Royal Air Force during Warld War II. On his return to 
Canada he became affiliated with the wholesale sta- 
ionery industry where he has since had broad experi- 
ence in the trade. 


Termed a dual program to help business keep up 
with its work, a co-operative working arrangement has 
deen announced by two big international organizations 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 
The Bookcase is of 
standard size with disap- 


pearing glass front panel 
for clear visibility, Avail- 


able in three different 
sectional sizes: 
H WwW D 
12" x 35%" « 11," 


1S" x 35%" x 114," 
18" x 35%" x 1114" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 


THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 





LEGAL AND LETTER S$ 


SPECIAL SIZES MADE 
DESIRABLE 


HEIGHT i 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Steel . . . Electrically welded 


construction and completely reinforced throughout . . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STERL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
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THESE CHAIRS WILL MAKE YOU 























The Gregson 160 group 
in Ook and Pecan 
woods, finished in Light 
Ock, Softone Oak, 
Walnut and Mahogany 


You'll be famous for having the best chair values 
in town by selling your customers the Gregson 
160 group. Rigid, top quality construction for 
lifetime wear . . . these chairs can be sold at 
popular prices. 

Seat is deeply saddled; edges well rounded and 
smooth; best materials used in finishing. Swivel 
chairs have full 2 in. double ball-bearing casters. 

Yes ... the Gregson 160 group are good 
chairs for very little money. Both you and your 
customers will be pleased at the quality and price. 


Dealer Inquiries Invited 












GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and Schoo! Chairs 
LIBERTY, NORTH CAROLINA 
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through their Canadian subsidiaries—Gevaert (Can- 
ada), Ltd., and Remington Rand, Ltd., both of To- 
ronto. Gevaert is a Belgian manufacturer of photo- 
graphic supplies and Remington Rand, of course, 
makes office machinery. 

Gevaert is presently expanding its Canadian sales 
organization to take care of increasing demands for 
both films and paper. John Meeus, managing director, 
is now in Toronto from Belgium to look into the 
operation and its financing. 


* * * 


Esterbrook Pen Co. of Canada, Ltd., Toronto, hag 
appointed Norman F. Stinton to an Ontario sales 
territory, following completion of a training and in- 
doctrination program at the firm’s Camden, N. J. 
headquarters. Mr. Stinton spent a number of years in 
the field of cosmetic sales with Max Factor; later wag 
associated with Audio Pictures, Ltd., of Canada, in 
connection with motion picture advertising. He was 
with the Royal Canadian Air Force for four and a half 
years—three years of which were spent in a tower con- 
trol assignment in England. He is married, with two 
children; lives at Port Credit, Toronto suburb. 


* * * 


In observance of the 500th anniversary of the birth 
of Leonardo da Vinci, International Business Machines 
Co., Ltd., Toronto, organized an exhibition of models 
of the artist’s inventions. The display had basic in- 
terest as the drawings from the notebooks from which 
the models were made were also exhibited in enlarged 
facsimile. 

A spokesman for the company pointed out that Dr. 
Roberto Guatelli, Leonardo scholar, made a former 
set of models which were destroyed during the war. 
He set about making these new and better models 
which have now been acquired for the fine art depart- 
ment of IBM. 


* * a 


Ontario Paper Company mills at Thorold, Ont., was 
scene of the mid-September meeting of the Stationers’ 
Association of Hamilton. Some 80 members of the sta- 
tionery industry attended a plant visitation at the 
mills, arranged by Lawrence F. Beattie, past-president, 
Stationers’ Guild of Canada, Inc., and head of Beattie- 
Hill, Ltd., St. Catharines, Ont. 

Dinner was served in the large plant assembly room 
with the cafeteria taking the overflow. Before visitors 
were escorted through the plant, a colored film was 
shown depicting various stages a tree, after being 
felled and cut into log lengths, must go through before 
it finally emerges from a giant machine as paper. 

Walter Jones, Robert Duncan Co., Ltd., Hamilton, 
chairman of the association, expressed thanks to Mr. 
Beattie for facilitating the tour, with Jack Cloke, of 
Cloke & Son, Ltd., Hamilton, paying tribute to officials 
of the Ontario Paper Co. 

Guests present included A. S. Patrick, Ottawa; Gord. 
Lowe, Jack Ferris, Doug. Chapman, Joe Bongard, Jim 
Luckett, Leo Love, Joe Trainor, Ted Fugler, Norm. 
Stinton, Lloyd Holden, George Basil, F. R. Smart, Gord. 
Steen, all of Toronto; Wilf. Webster, Woodstock. 

The importance to all segments of the stationery 
and office equipment industry of its trade journal; the 
vital role performed by the salesman; the need for 
greater service in selling today, were detailed to the 
mid-September meeting of Toronto Commercial Sta- 
tioners’ Association. Guest speaker was H. F. Spearing, 
Toronto business paper editor. 

The industry, he said, had made an enormous con- 
tribution to the business and industrial life of America 
—to our way of life, “in spite of the fact that the 
average stationer today is still clutching a cloak of 
self-modesty he should have discarded back in the gay 
nineties.” 

The business paper’s job for the industry was W 
help the manufacturer-supplier perform certain opera- 
tions in the production of a sale quicker, and at lower 
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“SPIN A FILE” 

27 Models to choose 
from $8.95 to $108. each list 

SPIN A FILES” each complete with 

cards guides and cover. Rotary files ore 








excellent for quick accurate filing and The “Universal” on all Steel desk tray 

immediate reference. Cards come in of conventional style. 4 rubber grummets 
, Available in 5 colors 

27 different sizes up to 5X8 

All machines with broke No 221 Ltr Size — $1.75 list 


No 222 Legal Size__2.10 list 


knob control 





The “Century” an all steel desk tray 
with more room between trays for 
greater accessibility.Labe! holders 
on both sides. Letter & legal sizes 
4 rubber grummets. Available in 5 colors 


No 321 Ltr Size ______ $1.95 ea list 

No 322 Legal Size ____ 2.25 ea list 
Individually boxed. Packed 24 in carton 

No 250 Set of 4 Build Up Posts 

in chrome finish 



















__ 30¢ list 
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All Steel, the “Active” Copy Holder is designed 
for comfort in dictation and for greater efficiency 
an ERT ee! Desk teas : in reading stenographic notes while typing. It's 

. - collapsible and adjustable to any angle 
Colors grey or brown. 












ete Gem CmEcosy fo install 





on any ordinary wood Ci tray 


Set of 4 each  45¢ list List $2.50 each 


c per gross $54. list Sj 
J Catalogue sheets on request. Mar : vol & MFEFC.C G.. INC. 


Tel. JAmoica 3-3111 93-34 170th STREET. JAMAICA, UL. 
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Paramount Film Distributing Co., Dalias, Texas 
Installation by Vance K. Miller, Dalias 


Whether you outfit an executive office 
or an entire general office, you can be 
certain that when you sell HOOSIER 
DESKS, you're giving your customers 


years of satisfaction and genuine service. 


Hoosier Desks are “Built True Clear 
Thru” reflecting all the warmth and char- 


acter that wood and fine craftsmanship 


endow. 
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<< WF for your response 
to our New Regal suite 


in the NEW 
Golden Waluut finish 








* Shown for the first time at the 
NSOEA Convention—Chicago 


Civil Service Employees insurance Union 
San Francisco, Calif. 
Instaliation by Stevenson & Son, San Francisco 


Thanka tor your 


cooperation in putting 
HOOSIER desks to work 
all over these United States 






Avon Products Inc., Atlanta, Georgia—instaliation by Braun & Rutherford, New York 


WRITE FOR LITERATURE 
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cost, than they could be accomplished by any other 
method. 

More than 200 million dollars had been spent in 
business paper advertising last year, he said, pointing 
out that it had produced many more millions in 
product sales. The real significance was not in dollars 
spent or pages of advertising placed but in the kind 
and quality of copy they contained, “for business paper 
advertising is to the sales manager what machinery is 
to the plant manager—a tool determining the quality 
and cost of the finished product.” There was no end 
of evidence that business or trade journals did a 
realistic selling job; no end of proof that they were 
read realistically. 

“The truth of the matter is that you, as a business 
paper reader, are a very important person. You are 
an eager audience for the messages of the industry’s 
manufacturers because you want to know what his 
product or service can do for you—and, importantly, 
for your customer,” he asserted. 

The successful stationery salesman always found 
pleasure in selling. “If you don’t get a kick out of 
really helping your customer, you may be selling but 
you certainly aren't serving—and, with competition 
for the businessman’s dollar what it is today, the two 
functions must be one, or you’re heading for a decrease 
in your sales potential.” 

It was a simple truth, he said, that the man who 
enjoyed his work did it well. “If he doesn’t, he’s a 
problem employee’—and there’s no room on your sales 
force for such individuals.” Too many management 
executives failed to realize that the salesman was the 
cog that kept the production machine flowing; the 
determining factor whether the sales chart went up or 
down, he stated. 

It was essential to a healthy business that there be 
at least two beneficiaries to every sale the stationer 
made—the buyer and the seller. It was not ethical 
by today’s selling code nor sound business practice to 
sell a person anything that he could not use to ad- 
vantage any more than it would be to sell goods under 
false pretences as to their quality, he pointed out. 

The stationer’s customers were never expert in all 
the products they bought; they consistently relied 
upon the dealer, or his sales representative, for ad- 
vice. This obligation was worth shouldering, he said, 
because the end of one sale was simply the beginning 
of another; no perfect sale was ever finished. 

He urged commercial stationers to seek publicity in 
the business papers their customers read. What they 
thought, said and did was news; such publicity con- 
stituted sales promotion for their firms that money 
could not buy. “Don’t pass up these selling oppor- 
tunities—there’s no room for false modesty in sell- 
ing 

Meeting chairman was G. Earle Rogers, Peerless Car- 
bon & Ribbon Co., president of the association. 

. - * 

Mr. & Mrs. Fabian (Flip) Dawson are now in Europe 
in a three-months’ visit. Mr. Dawson is vice-president, 
Dawson Bros., Ltd., Montreal. 

: » > 

Reginald E. Kemp is proprietor of a new stationery 
utlet in Charlottetown, Prince Edward Island. He 
was formerly with Carter & Co., in that city, for 10 
years 

L. W. Warner, president and managing director of 
Warners (Midlands), Ltd., Stanford, England, was a 
recent visitor to Edmonton, Alta. He is a brother of 
E. C. Warner, director and manager of Willson Sta- 
tionery, Ltd., Edmonton. 


Office Specialty Mfg. Co., Newmarket, Ont., has 
moved its west coast branch into its new Vancouver, 
B. C., building. The firm has branches in most Cana- 
dian cities. President James Y. Murdoch reported to 
shareholders that net profit in the year ended May 
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The Winning Ticket 
by Popular Acclaim 












To those who voted for our line, 
at the National Stationers Assn. 
Convention in Chicago . . . to those 
who visited our headquarters to 
renew their support . . . to the 
new accounts that switched to our 
side .. . thank youl 


We pledge ourselves to continue 
to earn your goodwill—to give you 
what your “constituents” want— 
to help you make more sales. 


A. F. KRIEG 
General Manager 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


. Mail Coupon Today 
“THE COLSON CORPORATION 


ELYRIA, OHIO 
Please send data on Colson Casters for office furniture 


—also information on Colson’s new “Silent-Salesman” 
merchandising plan 

Nome__ 

Company —__ . —— = 


Address______ ee wee 





City... - —_ 


ELYRIA, OHIO 
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31 increased by $110,000. Sales increased by $800,000 
over the previous year, as compared with a sales in- 
crease of $400,000 in fiscal year 1951. Increase was 
attributed to higher prices and greater volume of 
production. 

Parker Pen Co., Ltd., Toronto, has launched a new 
series of daily radio newscasts over a Toronto station, 
part of a comprehensive fall promotion campaign to 
push sales of the company products. 

” > * 


Reg. C. Hurnell, director of Percy Jones (Twinlock), 
Ltd., London, Eng., was a mid-September visitor to 
several Canadian cities. Mr. Hurnell, whose company 
manufactures loose leaf papers and ledgers, said he 
saw a large trading field open in Canada. He will in- 
troduce a new type of easy release ledger into the 
country. 

On display in the Owen Sound, Ont., branch store 
of Remington Rand, Ltd., recently, has been a Rem- 
ington typewriter made in 1878. In good working con- 
dition, it is still in daily use by a Meaford railway 
express agent, Hubert Ellis. 

7 . 7 

“There is a growing realization today that mental 
and leadership ability of executives will fail unless 
they subject themselves to mental stimulation and 
challenge. In a world moving at a devastating pace, 
merely doing yesterday’s job better today is failure.” 
So declared J. T. McCay, head of the executive meth- 
ods’ division of Bois and Howard, Montreal industrial 
psychologists, at the opening meeting of the new 
season of Montreal Chapter, National Office Manage- 
ment Association. 

Situations change every day and the type of train- 
ing which will best equip a man to face these changes 
is one which “gives him fundamentals to acquire 
flexibility of outlook to meet them,” Mr. McCay stated 
during his address entitled: “A New Approach to Man- 
agement Development.” 

Chairman of the meeting was H. S. Dawson. The 
guest speaker was introduced by J. McLaren; thanked 
by Maurice Brain. 

> . . 

The appointment of T. Simpson as manager of 
Hamilton, Ont., branch of Addressograph-Multigraph 
of Canada, Ltd., Toronto, has been announced. He 
has had years of specialized training and experience 
in providing better business controls through simpli- 
fied business methods, a company spokesman said. Mr. 
Simpson will serve the Hamilton, Western Ontario and 
Niagara Peninsula areas. 

Final golf tournament of the season for Toronto 
Stationers, held at Cedar Brae golf club, saw 63° sta- 
tioners golfing; 65 attending the dinner season. Pres- 
ton Trophy went to Frank Kent, W. J. Gage & Co., 
Ltd., for low gross; Luckett Trophy for low net to Art 
Morice of Fred W. Halls Paper Co., Ltd.; the Walker 
Shield for low net, century class, to Leo Love of the 
L. E. Waterman Co., Ltd. In charge of arrangements 
was a committee headed by Jack Chipman, The Brown 
Brothers, Ltd., Toronto. 

+ . * 

Several thousand Calgarians were attracted to a dis- 
play of more than $200,000 worth of business equip- 
ment, including the most modern tabulating machines 
ever shown in that Alberta province city, at an exhi- 
bition arranged by Remington-Rand, Ltd. Most of 
the machines, manufactured in Canada, presented 
methods of reducing the cost of manual labor in busi- 
ness concerns. About 20 staff members were available 
to handle the demonstrations for the patrons. Com- 
pany officials in attendance were: A. G. Duff, Toronto, 
assistant sales manager of the tabulating division; 
Graham Rowland, national sales manager, typewriter 
division; J. Edward Jordan, Vancouver, district sales 
manager, tabulating division; Harry Carr, Calgary 
branch manager; and Miss Grace Pendl, tabulating 
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The industrial 


The Director 


Now, A 


wonicn's Fostoxt— selling Aofen 


lined appearance of 
Protectall’s new design. 





will sll FASTER THAN EVER/ 


Take a look! Here’s the handsome restyling job that's 
been done on every Protectall Safe . . . to help you make 


faster, more profitable sales than ever before! 


WHAT YOU SEE HERE is a still better, more advanced 
Protectall Safe design than the one that hundreds of 
jealers across America have already turned into hand- 
some profits! 


You know what that means! You can tell, immediately, 
the opportunity these distinguished new safes offer. 
For now you have all the unique selling advantages 
hat made Protectall the fastest-moving safes in 


America—and a lot more. 


With Protectall, you offer top-quality, brand-new 
styling, unchallenged value, the Underwriters’ ‘‘C’’ 


‘y Protectall Safes 


Syracuse, New Ofek 
YCacuwse, A C1L (Cia 
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Label . . . the simplest and easiest-to-sell safe line in 
the industry. 


WHY NOT CUT YourssiF IN for a share of the big profits 
dealers will make on these handsomely restyled Pro- 
tectall Safes? Just mail the coupon for a catalog showing 
the new Protectall line, and we’ll send you the details 
on how to cash in! Do it right away! 


COMPLETE RANGE OF MONEY-MAKING SIZES! 


Code Outside Dimensions 
Wide 





Protectall Safe Corporation 

926D S. Salina Street, Syracuse, N. Y. 
Please rush me a catalog showing the new line of Protectall 
Safes, and full particulars on how I can cash in! 


FIRM NAME ... wee enn : 


YOUR NAME........ eee eeeeseseceeseressesese POSITION « nce ccc neeeeeeeeee 

ADDRESS 2 nice eee eee eee HEHE EOE H EHH EHH EEE ESE EEE EEE EEEEEEEEES 

SITY wc cccccccsesscreses ZONE... 16 STATE occ cece eeeeweeeeeeee 
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No. 1736 No. 1738 No. 1760 
EXECUTIVE EXECUTIVE SECRETARIAL 
CHAIR CHAIR 





You’re always sure to 
satisfy all your customers 


with a big line like this! 


You owe it to yourself to find out all the details of 
this big JOHNSON CHAIR program. 


Regardless of the style of business chair your customer might be looking 
for, you'll always be sure of having a model to show him from your big 
JOHNSON CHAIR LINE. 

And you can also be sure, that whatever number you show him,—well, 
he’ll be mighty satisfied with it. 

For quality of workmanship and materials, for perfect styling, for year 
‘round dependability—you just can’t make a better recommendation than 
a JOHNSON CHAIR. It’s been a favorite for more than 84 years—a 
reputation you can bank on. 


JOHNSON CHAIRS can be a very important part of your sales program. 
They're easy to sell . . . and they're profitable. It’s a line that you'll be 
proud to sell . . . and one that will satisfy a// of your customers. 

Learn the full story of JOHNSON CHAIRS without further delay. Write 
today for our complete catalog, prices and other data. 


JOHNSON CHAIR COMPANY 


4401 W. North Avenue ° Chicago 39, Illinois 
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technician from Vancouver. The company manufac- 
tures a total of 51,270 pieces of office equipment, from 
typewriter ribbons and pencils to costly electronic 
machines, visitors to the show were informed. 

* > > 

Funeral services were held in Toronto, September 29, 
for Ernest J. Grand, first vice-president of Grand and 
Toy, Ltd., Toronto. Son of the late James Grand, 
founder of the office equipment firm in 1882, he had 
retired from active business for six years due to ill- 
health. Survivors include his widow Norah H. Grand; 
a daughter, Mrs. J. Grant Fletcher, Montreal; a son, 
Edward H. Grand, Toronto, and two brothers, Percy 
F. and Arthur M. Grand, both associated with the 
firm of Grand and Toy, Ltd. 

> > > 

Ontario Labor Relations Board has certified the 
United Steelworkers of America (CIO-CCL) as bar- 
gaining agent for employees of Underwood Elliott 
Fisher, Ltd., Toronto typewriter manufacturers. Cer- 
tification was made without a vote although the union 
was short of a 55% majority normally required for 
certification without a ballot. 

> > . 

BIRTH NOTICE DEPARTMENT: The following have 
recently become fathers of sons: Walter R. Craig, 
Luckett Loose Leaf, Ltd., Winnipeg; Herb. Young, 
Young’s Stationery, Saskatoon; Ray C. Friesen, Friesen 
& Sons, Altona, Alta.; Everett M. Smith, Leamington, 
Ont., stationer. 

> . > 

Office appliance dealers had attractive displays at 
the recent Ottawa Exhibition. Firms participating in- 
cluded Roneo of Canada, Ltd.; Rotaprint of Canada, 
Ltd.; Office Appliances, Ltd.; Ottawa Typewriter Co., 
Ltd.; Office Specialty Mfg. Co., Ltd. 

. > * 


GENTLEMEN IN RETIREMENT: H. E. Bolton, 
Clarke & Stuart Co., Ltd., Vancouver, retired recently 
after serving the firm for 41 years. On August 12, he 
had celebrated his 73rd birthday. William “Bill” Woods, 
Warwick Bros. & Rutter, Ltd., Toronto, who started 
yn the road as a salesman in 1891, is another old- 
timer to retire recently. Mr. Woods has been well 
known in the trade for more than 60 years. In Winni- 
peg, Harvey Hamilton, manager of the stationery de- 
partment of the Hudson’s Bay Co., retired recently 
ifter some 26 years with the company. At Fort Wil- 
liam, Ont., W. J. Olsson retires at the end of the year 
as manager of the Abitibi Mission Paper Mill in that 
‘ity, a position he has held for the last 14 years. Born 
and educated in the State of Wisconsin, he is being 

icceeded by J. P. Carey, presently connected with the 
Abitibi firm at Pine Falls mill. Mr. Carey was born 
ind educated in Maine. 

. > . 

MOVEMENTS: Randolph Office Supply, Sarnia, Ont., 
; now located in a new store. In Moncton, N. B., R. R. 
Colpitts & Son, Ltd., has moved to a three-story build- 

r which now houses all of the activities. Alex. Bap- 
tist, Three Rivers, Que., has erected a factory building 
there to manufacture office and school furniture. In 
Toronto, W. J. Gage & Co., Ltd., is planning the erec- 
tion of a new warehouse in the suburb of North York. 





Marchant Names Several Agency Managers 


Edgar B. Jessup, president of Marchant Calculators, 
Inc., has announced the appointment of a number of 

ency managers in Ohio. 

A. M. Gear becomes agency manager of the Columbus 
istrict office, succeeding John J. Kabealo, who is pro- 

ited to agency manager of the Cleveland district 


¥ 
t 


Michael T. Kabealo has been appointed agency 
nanager of the Cincinnati district office. He was 
formerly agency manager of the Dayton district office. 

William H. Gabrielson advances to the agency man- 
igership of the Dayton district office. 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


* Chalkboards 

* Bulletin Boards 

*% Aluminum Chalkboard Trim 
*® Framed Blackboards 

*% Blackboard Erasers 

*% Window Shades 

*% Darkening Shades 

*% Darkening Channeis 


% Classroom Seating 

*% Primary Furniture 

*% Tables & Chairs 

* Library Equipment 

% Playground Equipment 

% Vocational Furniture 

%& Teacher's Desks 

*% Misc. Classroom Equipment 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 
Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


White Jor tne \atest Rowles School Equipment 


cataleg and complete information on the Rowles 


Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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LISTO! 


The Marking Pencil that 


Retailers Want LISTO 


Retailers want Listo Marking Pencils for 
pricing merchandise. Listo is the pocket 
pricing system that writes on metal, 

writes on glass, writes on cellophane. 
Grocers, druggists—every retailer buys and 
uses Listo Marking Pencils daily. 


Housewives Need LISTO 


Housewives need Listo Marking Pencils for 
dressmaking, home canning and freezing, 
and dozens of other jobs around the 

home. They like Listo’s hundreds 

of uses —they buy Listos because 

they're so simple, so easy to use. 


Businessmen Buy LISTO 
Businessmen buy Listo Marking 
Pencils for their shipping rooms, 
stock rooms, advertising and other 
departments because they do 
so many jobs—so fast and 
inexpensively ! 


EVERYBODY BUYS LISTO! 


That's why a small investment means big profits 








; 


“Nobody wants anything but LISTO!” dealers report, 
“That's why we feature LISTO exclusively.” That's 
the story everywhere—for there's only one LISTO... 
the best advertised, the biggest selling marking pencil 
in the world. National magazines, as well as leading 
trade publications tell the LISTO story millions of 
times a year. Cash in... feature LISTO! Only LISTO 
has the patented “Grip Type Sleeve’’ that grips the 
entire length of the lead. Prevents breakage, the leads 
do not fall out. 

EXTRA HEAVY LEADS THAT 

DON’T BREAK 


in 6 cotors 


BLACK GREEN 
RED YELLOW 
BLUE BROWN 





Solid Colors in the Box 
AN EXTRA SLEEVE IN EVERY BOX OF LEADS 
© 1952 


LISTO PENCIL CORP., Alameda, Calif. 
In Canada: LISTO PRODUCTS, Ltd., Vancouver, B.C 








UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Figures for June, 1952, Released in September, 
1952, by the U. S. Department of Commerce 


Quantity (Dollars) 
Net 


Value 
Machines Accounting Nondescriptive New 496 535899 
Machines Accounting Descriptive New 633 990187 
Machines Listing—Adding New 4146 654872 
Machines Caiculating Non-Listing New 2000 529348 
Machines Accounting New, Etc., Nes. 174 66577 
Machines Card Punching New 177 234426 
Machines Accounting Used Rebuilt, Etc. 597 56920 
Parts for Accounting Machines, Etc. 1225659 
Machines Addressing 122 62636 
Accessories & Parts for Addressing Machines 55059 
Machines Duplicating Ex Lithographic Offset 220 76413 
Machines Duplicating Lithographic Offset 37 66689 
Parts for Duplicating Machines 46983 
Cash Registers New 1055 344339 
Cash Registers Used Rebuilt 351 47738 
Parts for Cash Registers 162619 
Typewriters Standard Electric New 7388 794976 
Typewriters Standard Electric Automatic New 864 163333 
Typewriters Portable New 5929 277479 
Typewriters Used Rebuilt Automatic 1576 88112 
Typewriters Nes. 67 53454 
Accessories & Parts for Typewriters 293749 
Staplers for Office 33782 61756 
Machines Dictating 242 61253 
Machines Mail Handling & Parts 13053 
Machines Check Handling & Parts 29310 
Office Machines & Parts Nes. 117577 
Mechanical Pencils All Materiais (Doz.) 25644 91577 
Mechanical Pencil Parts 14356 
Pencils Ex. Mechanical Black Lead (Gr.) 44750 124382 
Pencils Ex. Mechanical Nes. (Gr.) 7751 27545 
Pencil Leads 42119 
Crayons 25140 
Fountain Pens Ball Type (Doz.) 59318 78063 
Fountain Pens Ex. Ball Type (Doz.) 50475 401339 
Ball Pen Refill Ink Cartridges (Doz.) 5478 6968 
Fountain Pen & Ball Pen Points Nes. 67285 
Fountain Pen Points (Gr.) 9388 63043 
Carbon Steel Pen Points (Gr.) 3116 3687 
Desk Pen Sets 6923 23008 
ink Writing 66760 
Ink Nes. 79952 
Carbon Paper (Lb.) 143211 134874 
Office Machine Ribbons Cloth Inked 42596 


Office Supplies Nes. 235674 


(Nes.—Not elsewhere specified) 





Gene Stoltz Looks Back on Long Career 


Gene X. Stoltz, manufacturers’ agent of St. Louis, 
Mo., recently completed 20 years as the territorial rep- 
resentative of the Indiana Desk Company and the 
Indiana Chair Company of Jasper, Ind. 

Mr. Stoltz, subscriber to Orrice APPLIANCES during his 
long period of service in the industry, entered the 
employ of the old Temple Desk Company in St. Louis 
following his discharge from the Army. That was on 
September 1, 1919 and so, during the past 33 years, he 
has been associated in the field of business furniture 
in some capacity or other. 

In 1924 he was made president of the then St. Louis 
Furniture Board of Trade. He recalls that St. Louis at 
that time boasted of some 30 or more wood furniture 
manufacturers. Today, there are few remaining in the 
city, the trade having moved on to other fields. 





Purvis Purchases Binghamton, N. Y., Firm 

C. L. Purvis, Inc., has purchased the C. L. Card office 
equipment store, 180 Washington St., Binghamton, 
N. Y. Charles L. Purvis, the new owner, was formerly 
vice-president of Georgia-Hanks Company, Bingham- 
ton. 

The Card business was established in 1925 as Hun- 
gerford & Card by Clark L. Hungerford and Clarence L. 
Card, both formerly of Ithaca, N. Y., where they were 
associated with the Corner Book Store. Mr. Hunger- 
ford, who died recently, sold his interest in the store 
several years ago to Mr. Card who continued it under 
his own name. 

In acquiring the business, Mr. Purvis made known 
that he will carry the same lines and follow the same 
policies as the former owner.—RCS 
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BUILD IT WITH THESE 


It’s repeat business trom steady 
ustomers that’s the backbone of 


profits in stationery stores. 


You get it by offering good 
quality, fairly priced merchan- 
lise that’s well known and in 
wide demand. The kind that’s 
ised up fast and bought fre- 
juently. The kind that builds the 
nost profitable of all business 
re lationships — satished cus- 


tomers coming back for more. 


Interested in building repeat 
business? Then stock and dis- 
lay these Eaton items. . . ac- 
tual sales records show you can 
epend on them to build vol- 


me and gain loyal customers. 


Want more information about 
he diversified Eaton products? 
Write to Mr. L. G. Morris, Sales- 

inager, Eaton Paper Corpora- 


on. Pittsheld. Massachusetts. 





PAPER 
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CORPORATION - 


EATON’S CORRASABLE BOND is a dra- 
matic salesmaker in stationery stores. It erases 
without a trace with o soft pencil eraser. Re- 
typing is clean. Customers who “try” Corras- 
able Bond in 100-sheet packets find it such a 
superior typing paper they reorder again and 
again — often in reams. In popular weights. 





EATON’S BERKSHIRE PACKETS AND 
TABLETS. No breoking of reams, no count- 
ing, rewrapping or spoilage with Berkshire 
Packets and Tablets of 100 sheets. Easy-to- 
handle, easy-to-sell. Packets help to build 


ream business. Handy tablets are backed with 
sturdy cardboard. Sheets tear off cleanly be- 
cause of special gum. Ask about Eaton's com- 
pact Self-Selection packet display that steps 
vp soles 


1952 


PITTSFIELD, 


Repeat Business 


EATON ITEMS THAT SELL WEEK IN AND WEEK OUT 





ESSAY BOND—PACKET AND BOXED 
100 ENVELOPES. These envelopes in No. 
10 and 6% sizes are popularly priced and 
easy to handle . . . they increase the usval unit 
sale of 25's to 100‘s. Soil-proof box keeps 
envelopes clean. Essay Bond Packets contain 
100 sheets, are volume priced and in populor 
demand. Same paperin tablets also available. 





NASCON WEEK-AT-A-GLANCE BOOKS. 
You can sell these in quantities for office use. 
Store display brings quick turnover through 
sales for personal and gift use. Sensibly de- 
signed, sensibly priced. Open flat showing 
full week, current and coming month's calen- 
dars. Include telephone-and-address index 
and three-year calendar. Desk and Pocket 
Jr.) sizes in Black, Saddle, Blue, Red simulated 
leather. Individually boxed. 


253 


MASSACHUSETTS 

























fully 
automatic 





Today's complex business processes 
require the utmost aid which technologi- 
cal advances can render. The Olivetti 
Printing Calculator is atrue contemporary 
of modern business. It provides fully auto- 
matic multiplication, division, addition 
and subtraction, and a permanent tape 
record of all calculations and results, 
including credit balance. Its simplified 
operation requires no special training. 

























Your business will benefit through 
Olivetti efficiency. A demonstration 
under your own conditions can be 
arranged with your nearest Olivetti 
representative —there are sales 
and service offices in over 300 
cities throughout the United States 
Olivetti Corporation of America, 
580 Fifth Avenue, New York 36 
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“Your Man Friday” Hails Ames Anniversary 


A recent issue of “Your Man Friday” was dedicated 
to the golden anniversary of the Ames Supply Com- 
pany, Chicago. According to the foreword this issue 
‘has been compiled to acquaint you better with your 
supplier, the personnel and highlights of events in the 
past 50 years.” 

The publication is replete with pictures and stories 
which mirror not only the story of the Ames concern 
but also the absorbing history of the typewriter. 

Pictured on the cover of the magazine are the late 
A. R. Ames, Sr., founder in 1902 of Ames Supply Com- 
pany, and Hazen R. Ames, now president of the con- 
cern which has been under the same management for 
50 years. 

The publication was edited by Edna Snyder with Luis 
de Olazarra, supervising editor. Editorial contributors 
included: Chicago, Harry Harmon, A. H. Lamb, Jose- 
phine Salomon and James P. Ward; Dallas, A. W. 
Kartous; Atlanta, J. L. Macon; Los Angeles, Frank R. 
Marshall; New York, E. W. Staats, and San Francisco, 
Earl S. White. 


World Wide Dealer Service 

Highlights of the Ames Supply Company history are 
recounted: 

“At the beginning of the 20th century when the 
typewriter industry was in its infancy, Art Ames 
worked side by side with other typewriter men but 
always dreaming of the future. By that time it was 
evident that typewriters were here to stay. Mechanics 
mended old parts and made crude substitutes as parts 
were difficult to obtain. Accurate sizes and hardnesses 
f platens were not in evidence. It was the inspiration 
for Art Ames to found a world-wide dealer service 
which for 50 years has given the dealer the tools, 
platens and parts to maintain the high standard of 
present-day dealers; the same dealer who, today, plays 

big part in keeping every business enterprise oper- 
iting efficiently 


First Catalog in 1910 
Understanding the need of an independent source 
f supply for dealers was the basis on which the Ames 
Supply Company was founded in 1902. The company’s 
beginning was humble, with platen recovering and 
grinding started by Art Ames in a small space at Madi- 
on St. and old Center Ave., Chicago... . 

In 1910 the first catalog was published which listed 
typewriter repair parts and accessories, as well as 
platens and tools. The addition of typewriter repair 

arts to the line of merchandise was a milestone in the 
ypewriter industry 


Your Man Friday” Appears 

Through the years these were significant dates in 

1e firm’s history: 

1936...“Your Man Friday” made its first appearance 
mimeograph form and was dedicated to the office 

achine industry. . 

1937... Charlie Ames passed away. . . . He was fol- 

| lowed in death in 1939 by Art Ames. The same year, 
Hazen Ames, son of Art Ames, was elected presi- 


1949 ... The Ames Supply Company purchased a rub- 
er plant and organized Ames Rubber Corporation at 
lamburg, N. J 

1950... Ames Research Laboratory was formed as a 

vision of the Ames Supply Company, set up to work 

ynjunction with Ames Rubber Corporation in the 
elopment of platens. ... 
51...A third generation of the Ames’ family joined 
company. Art Ames, son of Hazen Ames, was em- 
yed in the Chicago office at that time .. . in May 
f 1951 Ames International, de Mexico, S. A., was estab- 
hed, claimed to be the first foreign branch of any 
ewriter supply house in the world 
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RED BORDERED - 
GUMMED LABELS 


30 POPULAR SIZES 
%& BEST QUALITY WHITE PAPER 
% FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 
*® BOXES *® BULK *& BOOKS 





whe * 


THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


4048 W. POLK ST, CHICAGO 24, ILL, 
WAREHOUSES) «10 © SECOND ST., FT. WORTH, TEXAS 
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Dopp-kit 


Your guarantee 
of the finest 
in Leather Goods 


Add locomotion to your sales 
with DOPP-BILT . . . the 
fastest-moving line in fine 
DOPP-BILT cases are 
streamlined for rapid turnover... 
powered with sales appeal! Don’t 
travel with slow freight ... let the 
DOPP-BILT line speed you to 
bigger and better profits! 


; vee at 


Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 











News Notes from Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

One of a committee of six yachtsmen governing a 
series of international yacht races held off Halifax, 
N. S., for a special trophy was Howard E. Soulis, presi- 
dent of the Soulis Typewriter Company, Ltd., with base 
at Halifax, and branches in St. John and Moncton, N.B. 

There were 16 participants in the series, in which 
four organizations were represented. The theme of a 
special trophy offered for the international series was 
“Hands Across The Sea.” 

Mr. Soulis has been active in amateur sailing and 
yachting in Nova Scotia for many years and has been 
owner and skipper of a number of craft. He has been 
on the governing committees for many races, long and 


short. 


* * * 


A branch showroom has been established in Montreal, 
Que., by John C. Preston, Ltd., with headquarters at 
Ottawa, Ont. It is on Craig St., W., with James C, 
Lafoley as branch manager. 

The St. John, N. B., branch of the National Cash 
Register Company, which had been located for many 
years on Union St. on the street floor of the Western 
Union (C. N. T.) building, has been moved to 17 Ger- 
main St., about 150 yards east. 

* * ” 

H. M. Simpson, Ltd., Charlottetown, P. E. L., is spe- 
cializing in rebuilt typewriters, adding machines, dupli- 
cators and check protectors for distribution through 
Prince Edward Island province. 

Fabian Dawson, a partner in Dawson Bros. Ltd., 
Montreal, Que., has been on a vacation trip of about 
two months to the British Isles. He has been accom- 
panied by his wife. 

* - * 

Frank J. Alexander, secretary-treasurer of J. & A. 
McMillan, Ltd., Saint John, N. B., one of the oldest 
office supply entities in the world, with a background 
of over 110 years, is active in politics. He is chairman 
of the Liberal party organization for Saint John 
County, following in the footsteps of his father, the 
late Frank J. Alexander, Sr., formerly president of 
J. & A. McMillan, Ltd. F. J. Alexander, Jr., has been a 
resident of Beaconsfield, an environ of Saint John, for 
several years. 


* « * 


J. P. Donaldson of Halifax, N. S., offered tickets to all 
of the Halifax film theatres to customers in office and 
school supplies. For purchases of $1 or over a boy or 
girl was given a matinee ticket, and for purchases of 
$3 and over anybody over 14 received a ticket. The 
merchandise included typewriters, looseleaf binders 
and refills, fountain pens, zipper binder cases and chair 
cushions, and so forth. 

a + . 

Phil Murphy of Mahon’s, Ltd., Halifax, N. S., was 
accompanied on a recent trip to Montreal, by his wife. 
The trip was for both business and pleasure. 

” . + 

Frank J. Beaudette of Montreal, Que., who had been 
a sales representative for the L. E. Waterman Com- 
pany on the road through Quebec province for 33 years, 
died recently. 


* * * 


Baldwin-Beckwith, Litd., Halifax, N. S., has been dis- 
tributing coupons through Nova Scotia for free demon- 
strations of the New Royal typewriter and for descrip- 
tive literature on it. Baldwin-Beckwith, Ltd., is 
provincial dealer for Nova Scotia for the Royal. 

- 7 - 

Payments as low as $5 monthly are available on 
purchases of Remington typewriters at the Moncton, 
N. B., branch of Remington Rand, Ltd., with appeal 
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 Taionall am 


LINE OF ADDING MACHINES 





Wouldn’‘t you 





like to sell 


Sialional ? 


National Adding Machine Dealerships are now open in a few cities. If you act 











quickly, you can get one of these valuable franchises on the complete line of National 
Adding Machines. This means not just a “dealer’s” line limited to lower-priced 
machines, but the entire National Adding Machine line of over 50 models, including 
: Desk-Model Bookkeeping machines. 
@ You get them all . . . hand-operated . . . electrically-operated . . . wide carriages 
. Narrow carriages . . . shuttle carriages . . . one-total . . . two-totals . . . duplex 
adder-subtractors. You also get Desk-Model Bookkeeping machines with one and two- 
total models—with or without split platens, and many new and automatic features. 


mw You'll have no service worries. If you now have servicemen, they can handle 
repairs. If you do NOT have a service organization, The National Cash Register 
Company will guarantee and maintain all machines that you sell! 


w Selling helps? Let us tell you about the sales promotion material . . . direct mail 

. window display . . . counter displays . . . newspapers mats . . . and other selling 
helps supplied by this world-wide organization with 69 years of successful selling ex- 
perience. You'll be backed with National Adding Machine advertisements in a large 
number of trade magazines and business publications, reaching all sizes and types of 
business as well as professional offices! Let us tell you about the many other profit- 
making advantages of selling Nationals. 


m@ Interested? Then phone, wire or write. You may never again have this oppor- 
tunity to get a complete National Dealership. INVESTIGATE TODAY! 


ADDING MACHINE DIVISION 


° | The National Cash Register Company « bayton 9, Ohio 
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WARDROBE AND LOCKER HARDWARE 


by National Lock 


A DEPENDABLE SOURCE OF SUPPLY FOR YOU 


/ 
The National Lock Company manufactures a cabinets, wardrobes, lockers, cash boxes or | 
complete line of quality hardware for use whatever you make in this line. Take ad- 
on most every kind of office appliance. Let vantage of getting everything from one 


us figure on your requirements for desks, file capable source of supply...National Lock. 






Wardote Handles Socket Soft TLL 

















Latches, locking and - These attractive 


iehilelalel® milelarel (1) 






WYolale| (ele -Milele— 
ideal for use on of die cast zinc and 
it] (ole, <6 Saale] ob stamped steel. They 
nets, wardrobes are designed to 
and utility boxes. raise the locking 
mlelalel(-Wim ela am olelaa-) bar used in conven- 


folate Met ia0iiesl-lelsimel a) 





saTeyato) Miile-1-mm eleliali 
made of pressure latches of metal 
die cast zinc alloy. industrial and 
school lockers. 
Quality built for 


years and years of 


Choice of several 
popular finishes. 
Can be keyed alike 


or all different. trouble-free service. 





a “ 7 , ? ss s ae. | 





Socker Ho ages 


CJ 


















A wide selection of sizes in single Le felitelelm Gore Mule Me Sitelelitul tomoly) Self-locking, masterkeyed com 
elileMeleltloll Oi tohMaclliialialloa mae) = enviable reputation as a major bination locks suitable for use in 
able of withstanding rough usage supplier of quality locks. Lever modern lockers. Used in schools 
Made from select steel and reg- and pin tumbler types with either and universities for over twenty 
ularly provided in plain finish dead bolt or spring bolt action years. Thousands of combinations 


Distinclve Hlardwae... NATIONAL LOCK 
ALL FROM J SOURCE COMPANY 


Pulls, Locks, Label Holders, Casters, Locker Hooks, Hinges, 





ROCKFORD e« ILLINOIS 





Lift Handles . . . Everything for Office Appliances. 
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Prince Edward Island, Magdalen Islands, Labrador, as 
well as eastern New Brunswick. 
> _ > 
The participation in the annual golf tourney of the 
Stationers Association of Montreal was the highest in 
history 





G-W Techniplan Used Even in Monastery 

In a review of its installation records, The Globe- 
Wernicke Co. has found that virtually every type 
of business office, government agency office, educa- 
tional institution, and a monastery, are among those 
now using Techniplan—the company’s line of modular 
office furniture. 

As examples of the variety of Techniplan installa- 
tions made by the company, a spokesman listed a 
monastery in New Jersey, a hospital in Colorado, a 
library in New York, a courtroom in Ohio, a national 
magazine in Washington, D. C., an armaments plant 
in North Carolina, an air line in Chicago, and an oil 
refinery in Texas. 

The company cites the variety of installations as 
proof of its claim that the flexibility of Techniplan 
makes it adaptable for use under any given office con- 
dition. Also, that there is a variation of Techniplan 
suited for the specific job requirements of each worker 
in an office. 





Clever Display Sells Staple Removers 


Sales of staple removers, a handy but little-known 
office item, boomed upon installation of a clever local 
display. 

“Staple removers are handy little gadgets which 
almost every office needs but which for some reason, 
are seldom available when needed,” said the merchant. 
‘Therefore we have made an appeal to the office man- 
ager’s sense of humor or by a display indicating what 
can be done by this indispensable tool.” 

In a four-foot space in a window at one side of the 
store’s main entrance were two sets of typewritten 
forms, duplicates of each other. One, however, was 
torn and badly crinkled at the top where an employee 
had apparently used finger nails or the point of a 
pair of scissors to remove a staple. The other showed 
the duplicate set of pages, neatly separated with the 
familiar pressure-type staple remover. 

Behind the torn, ragged papers was a sketch of a 
hand, with finger nail inserted under a staple and the 
comment: “Not This!” 

Behind the neatly handled sheets a similar sign 
read: “With Staple Remover,” and showed the handy 
tool being used to extract a staple smoothly and with- 
out damage to the paper. 

Grouped around the edges of the display were gleam- 
ing chromium staple removers of various make and 
in varying price grades. 

Sales of these items zoomed sharply during the time 
the display was in use. Almost all of the “plus” busi- 
ness was credited to buying impulse sparked by ex- 
periences of office workers in damaging papers while 


| trying to remove tightly sealed staples by old “rule-of- 
|; thumb” methods. 


HJ 





Underwood to Use Dealer Division Name 


Underwood Corporation has announced that its for- 
mer portable typewriter division, because of increased 
activities, will be known in the future by the more 
lescriptive name of “dealer division.” 

The dealer division will be under the direction of 
Sales Manager W. W. Steiner, who served in a similar 
capacity in the portable typewriter division and will 
supervise sales to the company’s dealers throughout 
the United States. The principal items sold by these 
more than 8,000 dealers include the line of Underwood 
portable typewriters and Underwood Leader adding 
machines. 
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@ You'll sell more chairs, 
better chairs, if you feature pos- 
ture-fitting styles with Seng Syncro- 
Tile Action Control. Office Chairs 
which are Seng Equipped promise dol- 
lars-and-cents benefits in improved 
working comfort and efficiency. 

Progress in seating comfort starts with SENG Precision Built 
Syncro - Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


The DENY Comaary 


1450 NORTH DAYTON ST - CHICAGO -22- ILL. 















THE SPEED OF 
THE ARROW TO THE TARGET 


~ FILING ... 


SPEED of the EYE to the TAB & 





Pressboard File Folders 
with BARKLEY Plastic TAB 
— is the tyne / 


U.S. REG. PAT. NO. 2,248,355 D128118 





Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset "W" shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY PLASTIC TAB in *colors—distinguish- 
ed by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 

Letter Size—No. F955-8—2" Wide Tab 5 position 


No. F953-8—3" Wide Tab 3 position 
10" Guide Height—Made in legal size also 


*Amber color furnished unless otherwise specified 


Write for Illustrated Literature 





Established 1921 


U. L. BARBLEY & CUO. 


; | 
Supplies | 





t Filing 


1220 W. Van Buren St 


Manufacturers 


Chicago 7, Ill 
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Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713—25TH AVE., S. E., WASHINGTON 20, D. C. 


The Penn-Mar-Va Travelers Party for the Washing- 
ton and Baltimore Stationers, held at the Manor Coun- 
try Club, was a rip-roaring success with a total of 105 
dealers and peddlers. To those who missed it, don’t 
say we did not advise you of a well-planned party. 

The day was perfect for both golf and baseball. 
Speaking of baseball it might be well to say only 
the Baltimore Bunglebees defeated the Washington 
Wassups. The score totaled was close to 68; almost 
sounds like an excellent golf score. Incidentally, we 
had one of those. Otts Thorpe of Lucas Brothers, Bal- 
timore, Md., carded a 75 and walked off with the low 
gross prize. Mike Runnels of Commercial Office Sup- 
ply, Washington, D. C., won the low net this year after 
failing to compete last year. Once more Mike and you 
can have it for ever and ever with my blessing. 

Math Leinkupler of the same Baltimore, Md., walked 
off with the door prize. A nice peace offering, Math, 
for returning home so late. I do not recall just what 
the score was, but Chris Christianson of Capitol Office 
Supply, Washington, D. C., managed to cop the golf 
booby prize. Chris says the golf pasture contained too 
many hazards. Oh! why pull punches; the score was 
143. 

The Washington Stationers Association met on 
October 16 at the Kenmore Golf and Country Club. 
This was for the annual election of officers. 

It sure is nice to see Allan Behrend of Lucas Broth- 
ers, Baltimore, Md., back with the house. Allan spent 
16 months in the army this time, eight months of the 
16 in Korea. 

On September 23, George Purvis, who formerly trav- 
eled for S. E. & M. Vernon Company, passed away. 
The industry suffered a great loss as George had many 
many friends, both dealers and travelers. 


* * * 


Ralph Hilburn, formerly with the Bates Manufactur- 
ing Company and now with Bainbridge, Kimpton & 
Haupt, was recently seen pushing his briefcase through 
the valley of Virginia. Nice to see you that far north, 
Ralph. 

Charles Ainsworth Jr. of Danville Office Supply, 
Danville, Va., and Dan Dennis of Martinsville Office 
Supply, Martinsville, Va., were both seen around Ham- 
ilton, Ohio, attending the Mosler Safe Company School. 
Both boys are quoted as saying they now know a safe 
is a “safe.” 


« * * 


M. S. Ginn Company of Washington, D. C., spon- 
sored a baseball game, September 6, which was played 
on the meadows near the Munitions Building. The 
teams which engaged in the conflict were the Outside 
Men and the Housemen. Some of the features of the 
game were the home run hit by Bob Barrett. Boyers 
of the Outside Men should be meat for the Nats next 
year. Tappen’s fielding was terrific. Score: Outside 
Men 18, Housemen 17. Maybe next year Bob will be 
able to go beyond first after hitting a home run; 
skates would have helped. 


* . * 


. The Prickett Stationery Company, Harrisonburg, Va., 
held its formal opening September 12 and 13. Bill and 
Shelly tell me that more than 2000 people walked 
through the main door at 153 Main St. before the door 
was locked on the evening of the 12th. Door prizes 
were passed out quite freely. Bill and Shelly Prickett 
together with Virginia Roberts, Theresa Combie and 
Betty Vance all ask that you stop in when traveling 
through the Valley of Virginia. 
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Outstanding 
Leopold Features... 





Eliminate clothing snags . 


prevent scuffing, marring 






BALL-BEARING SUSPENSION 
Allows drawers to open and close 
moothly, easily regardless 


of the weight of contents 


DENSIFIED LEGS 
siwooD center legs are hard and 
oth stubbornly resistant to 


impact and wear 
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San Diego Federal Savings & Loan Association 
Installed by the Austin Safe and Desk Company 


EQ00/ a office furniture 
... designed to give you 
easier sales, extra profits 


At a glance, your prospects will recognize and appreciate the distinctive 
styling . . . the excellent workmanship of every Leopold product. 


Leopold office furniture gives your customers durability, increased efficiency, 
comfort, reduced employee turnover. These Leopold benefits help you 
turn “lookers” into “buyers.” 


For over 76 years, Leopold has produced the finest in office furniture. 
This superior product plus Leopold’s complete advertising and 
merchandising program helps make your sales job easier, profits bigger. 





rut Legoold/ vanrani 


BURLINGTON, IOWA 
Wy 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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Let the NEW 
MOHAWK CATALOG 
Work For You! 


“Re, te 





Know-How" 





We think the new Mohawk catalog will sell more paper for you 
because it is designed as a stationer’s sales tool. The new 


MOHAWK Mohawk catalog is attractive—easy to use—and furnishes actual 


paper samples with which to show your customers. Extra copies 


eeps e or gladly furnished your outside sa esmen. ependable quality 
ladly f hed ! I D labl lit 
and proven service make Mohawk your best source of supply. 
+ Write, wire, telephone. 
in Scratch Pads | 








CHICAGO HEIGHTS, ILLINOIS 
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News Notes From NSOEA District No. 4 


r. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 


Ernie Lothrop, the Heyer representative, is moving 
to Greensboro, N. C., and is now in the process of 
building a new home, smack on the fourth fairway of 
Sedgefield Golf Course. Ernie is either a very brave 
man or—he doesn’t play golf. Building in such a spot 
would be plain job suicide for a dyed-in-the-wool 
golfer. However, for a non-golfer looking out over that 
beautiful green vista is going to be sheer delight for 
Ernie and the “boss.” Good pickin’, Ernie. And wel- 
come to Greensboro. 

. 7 . 

Jim Brannon, the man behind the wheel at White 
| Printing Company, Rock Hill, S. C., has spent himself 
| a big hunk of change by remodeling the store and 
| building a completely new basement. When I saw it 
things were in the “process” but the pre-view was 
enough to see that the new job was going to be “first 
"1ass. 

- > . * 

To his many, many friends in the office supply in- 
dustry the death of Gus Stroecker, for many years 
buyer for Foote & Davis Company, Atlanta, and more 
recently, Lane Office Supply Company, will be noted 
with sincere regret. Mr. Stroecker died the latter part 
f August after a long illness. 

. - * 

Another of “our boys,” John W. Barton, Wallace 
Pencil Company, died suddenly while visiting relatives 
in his home town of Dublin, Ga., and was buried there 
on September 19. 





7 ” . 


Bill Cole, the General Pencil representative and 
manufacturers’ agent, had a very close call recently 
while working in Memphis, Tenn. As of this writing, 
September 27, Bill is still in St. Joseph Hospital there 
and will probably have to convalesce in the same 
place for about one month. Any of you travelers who 
may be in that vicinity should go by and see Bill. 
Then, those two or three others who read this stuff 
send him cards, letters, and so forth. Hope you get a 
million of ’em, Bill, and are soon back on the old job. 


* * * 


R. G. Linderbeck, formerly with The Commercial 
Office Supply Company, Tallahassee, Fla., has gone 
into business for himself at 207 Park St., Tallahassee. 


. * a 


Just got a note from my boss, Bill Schroeder, telling 
ne that “Willie” Walters, Knight Bros., Sumpter, S. C., 
alled and told him that the store was virtually de- 
troyed by fire early Saturday morning, September 20. 

this writing it is not known just how severe the 
lamage was or how much was covered by insurance 

t we hope the former was light and the latter very 
mand 
‘ y J * 7. 

Good ole Southern Traveler secretary, and his “sec- 
retary,” Alma and Charlie Hucke, have come through 
with some nice co-operation on sending in news items 
this month. Otherwise, except for my “other” cohort, 
Tommy Tompkins, this colyum would sho be short— 
ind I don’t mean sweet. Thanks, folks. 


Would any of you travelers covering Birmingham 
hink that Sidney Gassenheimer, Mercantile Paper, 
ompany, has just passed his 75th birthday?? I, for 
ne, wouldn’t. Sidney is as active in the firm as a 
grasshopper in a corn field and I'll bet my old last 
year’s hat that he could, if he wanted to, out run any 
f us “young fry” in the 100-yard dash. Nice going 
= Sidney—a better guy couldn’t have ’em. 
f * > > 
By the time this reaches the streets the convention 
Chicago will be past history but I'll bet there will 
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MASO’S NEW 


STEEL CHAIR SUITE 


Has all Those 

Sure-Fire Sales Features 

Your Customer Wants! 

* Looks * Comfort * 
Efficiency * Durability 









No. 1000 
Matching Swivel 
Arm Chair For 







Executives No. 1005 
Matching 
Meets Every Demand! Posture Chairs 


The streamlined beauty of the Swivel 

Arm Chair meets the most exacting de- 

mands of the working executive. Denotes the executive status 
and blends in with any modern office setting. Adjustments 
of the individual to the chair are made quick and easy. Open 
arms and backrest assure cooler seating comfort. Scientifi- 
cally padded spring cushion seat assures less seating fatigue, 
day long working efficiency. Wide choice of fabrics for seat 
and backrest. Desk Side Arm Chair and Secretarial Posture 
Chair are perfect matches. All are top quality throughout 
built of top quality materials. 


WRITE FOR LITERATURE — DEALER SET-UP 





MASO STEEL PRODUCTS 
Dept. A 81 W. Van Buren St 






Chicago 5, III 
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A wise man once said, and 
we quote: 


"AT A GREAT BARGAIN, 
PAUSE AWHILE” 


Mr. Dealer: 


We ask you to pause awhile and con- 
sider the Quality Merchandise, PLUS De- 
pendable Service which insures Customer 
Satisfaction and re-orders, offered by, 


GRAND FILING SUPPLY CO. 


Manufacturers of 


Kraft and Manila Folders, Let- 
ter, Legal and Special sizes 


Alphabet and Blank Guides, 
Plain and Metal Tabbed 


Form Cards and Guides, Ruled, 
Printed and Tabbed 


Pressboard Expansion Folders, 
Letter, Legal and Spl. Sizes 


Transfer Cases, Black Tar- 


board,3x5—4x6—5x8 


ALSO 


FILING SYSTEM SUPPLIES 


A Quality Name in the Paper Conversion Industry for 


over 68 Years 


We Specialize in “MADE TO ORDER” Guides and Folders 
Quotations given same day request received. 


THE 





FILING SUPPLY CO. 


Grand Haven, Michigan Phone 499 
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be plenty of comment still going on about the break- 
fast on October 4, called by our “Guv,” Allen Cam- 
mack. Allen has had a supply of four-inch buttons 
made up publicizing the Fourth District. 

Plans for the regional meeting in Atlanta next April 
will be discussed. Understand that Joe Kilpatrick, 
Carithers-Wallace-Courtney Company, Atlanta, has 
been appointed, or perhaps I should say “elected” to 
the post of general chairman of this affair. That fact 
automatically guarantees a successful meeting. 

o * os 

While we are in the Carithers-Wallace-Courtney 
corner, the Carithers, both Harold and the “Mrs.,” 
have just gotten back from an extended tour of Eu- 
rope. Must be nice to see places like that on one’s 
own volition and not at “Uncle’s” invitation. 

. * * 

Tim Merril, general manager of O’Neal-Branch Com- 
pany, Orlando, Fla., has announced the appointment 
of Eddie Cass as assistant sales manager. 

- - 

Comes now the news from Birmingham, Ala., that 
Jack Dotherow, owner of Office Outfitters Company, 
has sold the business to Albert Weaver, who has been 
associated with him for 15 years, and Grant Collier, 
who has been with Roberts & Son for 13 years. 


* . * 


Along with the above change in Birmingham comes 
another one in that B. Anderson, buyer for Roberts 
& Son, has left and is being replaced by Frank Ken- 
zey, who held the same post a year or two ago. 

- e . 

Wm. J. Douglas, for several years in business for 
himself in Birmingham, has recently gone with James 
A. Head Company. 

* 7 . 

We will now shift our “change” locale from Alabama 
to Florida. R. E. Williams, formerly with Southern 
Office Equipment Company, Lakeland, is now back 
with Tyler’s in Winter Haven. 


* > * 


Dave Woolverton, buyer for P. K. Smith in St. Pete, 
is now manager of Ritter’s in W. Palm Beach. 


* ” * 


Still down in Florida—I thoroughly enjoyed reading 
the article, “Old Timers’ Party,” in September’s OFFice 
APPLIANCES on my friend, your friend and everybody's 
friend Arne Skagseth. Hope “OA” prints more along 
the same line. I never did get to play that golf match 
with Arne but when I do I’m gonna ask for strokes. 


* * * 


See where Dave Ogden, the “old-new” Bates man 
about the South, has moved his residence to Atlanta, 
546-A Goldsboro Road, N.E. Dave should have an 
easier time now covering his extensive territory. 


* > . 
“Huncan Dines Again” 


For this month’s “good eatin” we will take you to 
Orlando, Fla. I say “we” because Tommy Tompkins, 
more affectionately called “Groceries” Tompkins, came 
up with this one. The place is “Freddie’s Restaurant 
& Lounge” on U.S. Highway 17 about four miles north 
of Orlando, on the right hand side going north. The 
restaurant is not too impressive from the front, or 
interior either, for that matter, but for sheer quantity 
and number of side dishes, not to mention the SIZE 
of their steaks, Freddie’s is out of this world. 

Steaks are priced according to weight and are cooked 
to perfection. They just can’t give you enough, and 
as Tommy says, “you will think OPA and OPS has 
been replaced. and prices moved back several years.” 

Don’t go out looking for atmosphere, but do go out 
looking for quantity, quality and reasonable prices and 
you will be well repaid. Oh yeah—don’t forget to go 
hungry too. This ain’t no place for a “humming 
bird’s” appetite. Try it once and you will see why 
“Groceries” likes it so much. Bye now— 
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" WOULD YOU BUILD A HOUSE 


WITHOUT A FOUNDATION? 
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with the right Keyboard Entry. Yet MARCHANT 
is the only American calculator with check dials 
for verifying the Keyboard Entry. 

Only on MARCHANT, at the conclusion of a 
multiplication problem, are all three figures 
available... multiplicand in Keyboard Dials... 
multiplier in Upper Dials . . . answer in Middle Dials. 
No re-run is necessary for checking. 


Only on MARCHANT’S Keyboard Dials can you 

check the dividend and divisor as they are entered 

in a division problem. And, at the conclusion of 

division, MARCHANT automatically clears Keyboard 
1 Dials and any remainder from Middle Dials, leaving 
) nothing to copy but your answer in Upper Dials. 


Multiplication and division account for 95% of 
all calculator work—build all your figurework 
solidly on MARCHANT’S audit-proof dials for 
checking all entries and the answer. 





MODEL EFA 


The MARCHANT MAN in your phone book would 
iW Q 4 CH NT appreciate a call from you and an opportunity 
AMERICA’S FIRST to demonstrate these features on your own 

\ ; p ‘ 1! Ne A f work. Call him or mail the coupon. 





: Mail this 5 Cousen with your business letterhead to get our free : 
; GUIDE TO MODERN FIGURING METHODS 
: ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS [_] ; 


MARCHANT CALCULATORS, INC. 


OAKLAND 6, CALIFORNIA P-11 : 
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b 
Trust Dept.—Fort Worth Nat. Bank—Fort Worth, Texas 7 


STATIONERS MFG. COMPANY ve 


Sectional furniture at its best. Absolute flexibility for the executive office, 














reception room, lounge, etc. Made in genuine walnut and oak. Big-Foam rubber Shi 

seat over springs. Foam rubber back and arms. Available in a variety of up- F 

holstery materials and colors. Attractively priced. Installation by “+ 

Stafford-Lowdon Co. Wh 

Building upholstered lounge chairs and davenports for commercial use re- .,. al ites anr 
quires specialized knowledge. We know what these special wants are and we fon Worth, Texas. in 

have designed a line that fills the bill for office equipment dealers. There’s a _— Approximately 25 sectional F.1 

STATIONER’S unit for any business application you run into. So . . . boost your pieces and sofas leather x. 

furniture sales and your store’s prestige the easy way by dealing with the ee aoe rito 

“Upholsterers to American Business.” ivadie Gaia ix os 

Fort Worth. sig? 

ave will 

Mir 

“Upholsterers Co _—e Ter 

Amerucan Business’ today for lol 

1414-20 W. TUCKER STREET E 

FORT WORTH, TEXAS complete 4 

MANUFACTURING C 0. information ": 

and 

plic: 
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News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


The Indiana travelers and stationers did themselves 
proud last month with a very fine golf party. It was 
held at the Noblesville Country Club, or Forest Park, 
whichever name you like best. The course was in very 
good shape and those who played enjoyed it. 

* 7 * 


The committee of Ed Northam (Central Ohio Paper) 
and Jim Gardner (Texel Tape) did a good job with 
the prizes and food. Man what food! A real country 
style chicken dinner and they served all you could eat. 
It was the best meal your reporter had at any of the 
golf parties. Let’s do it again, fellows. Ed Northam 
had to miss this due to his hay fever. He remained 
a few weeks longer in Michigan. 

The Indiana Stationers who missed this party are 
now very unhappy. I will give odds that they will 
support this affair more strongly next year. 

7 a . 

Paul Wick with General Fireproofing Company has 
been transferred to the Pittsburg office. Good luck, 
De 
Paul. T anak 

Lost, strayed or stolen! What has happened to that 
little man PATTERSON from Cleveland? 

* + > 

The officers of the club did a good job on the new 

membership list. Did you receive your copy?? 
> > * 

George Long spent a very wonderful vacation in 
Hawaii. George tells me it was the best yet. Some 
day maybe we all can go. 

. > > 

The Fifth District Travelers were well represented 
at the National in Chicago. It looked like a regional 
from their attendance standpoint. Again I appeal to 
you fellows to send us some news notes. Let us hear 
what is going on. We will get it in for you. So until 
next month SO-LONG. 





Sheaffer Pen Appoints Central District Manager 


Russell L. Westfall of Mt. Lebanon, Pa., has been 
appointed central district sales manager for the W. A. 
Sheaffer Pen Company effective October 1, R. H. 
Whidden, vice-president and general sales manager, 
announced on October 1. Mr. Westfall, who has been 
in charge of the Pittsburgh sales territory, succeeds 
F. E. Troy, recently named merchandising manager. 

The new sales executive joined the Sheaffer staff in 
1941 as a junior salesman in the Oklahoma sales ter- 
ritory. During World War II he served in the Army 
Medical Corps as a first lieutenant and following his 
discharge in 1946 returned to Sheaffer and was as- 
signed the Pittsburgh territory. In his new post he 
will supervise sales personnel in Wisconsin, Michigan, 
Minnesota, Iowa, Illinois, Missouri, Kentucky, Indiana, 
Tennessee and Ohio. 





lola, Kans., Firm Enlarges Business 

Evans Office Equipment, operated by V. J. Evans at 
109 W. Madison St., Iola, Kans., has just recently 
enlarged its business to include office equipment and 
fice supplies. 

Lines carried include Remington Rand typewriters 
ind leading brands of carbon paper, ribbons and du- 
plicating supplies. 
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converting 


INTEREST into Desire 


FOR YOUR PROFIT! 


INDIANA DESK dealers get the advantage of 
something more than a shipment of office 
furniture to their show room. They are backed 
up by sales helps that make faster turnover 
and greater profit on their investment. 

Besides national advertising in leading 
business executive publications,* Indiana 
Desk dealers get the benefit of (1) attractive 
full-color display cards, (2) beautiful catalog 
reproductions of color photographs and (3) 
useful envelope enclosures in variety to match 
the completeness of the Indiana Desk line 
. .. desks to meet every desire, every utility, 
every budget. 


The “ID” symbol on a desk . . . pridemark 
of honest craftsmanship .. . has come to 
have wide acceptance among value-minded 
buyers. A steady flow of inquiries from in- 
terested prospects is fed back to Indiana 
Desk dealers. Are you getting your share? 
if not, why not? A letter 
SINESS from you would be a 
—— pleasant start to a prof- 
itable association. 













*total circulation 


1,218,568 


2 e 
intiana desk CO. 
INDIANA U.S.A 


JASPER 
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INDIANA 


CHAIRS 








PAIRED TO BUILD 
PROFITS FOR YOU! 


You'll Rack up Sale after Sale with these team- 
mates—a floor stock of Indiana Chairs and the 
new Indiana Chair catalog. With this line-up you 
can offer your customers a full range of wood 
office chairs, in any style, finish or design. 


Aggressive sales techniques and fine wood 
chairs make a double-barrelled approach that is 
paying off for Indiana Chair dealers. Let us show 
you how you can cash in on it, too. Write today 
for a copy of the new catalog and full details 
about the profitable Indiana Chair dealer organi- 
zation. 










ASPER, LNDIANA . 
ber Wood Office Furniture Institute 
ses ri gute h ie: ie ; : - eipit : 


ee 


News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYZATA, MINN. 


From the land of the sky blue waters... 


Sanford Ink’s Fred C. Schaefer is on his way to Du- 
luth to assist in the layout of the new Northwest Sta- 
tioners, Inc., store, formerly the Steel Lounsberry Co. 
This is Fred’s hobby and he has made many sugges- 
tions for better open display. 

a 7. ” 

Our regular monthly meeting was held at the Com- 
merce Club on September 27. Topic No. 1: Our club is 
now incorporated as of September, 1952; Topic No. 2: 
Earl Collins will check up and advise us of the amount 
and type of liability insurance it is suggested we carry; 
Topic No. 3: the next regional meeting will be held at 
the Nicolett Hotel, Minneapolis, on May 24, 25, 26, 1953; 
Topic No. 4: a golf party is to be held as part of our 
entertainment program. Warren Carlson will report 
on the golf party after arrangements are made; Topic 
No. 5: The Travelers’ Christmas party committee is at 
work and the party will be held December 20 at the 
Commerce Club. 

Those who attended our meeting were Rev. Jack 
Berry, Warren Carlson, Jack Guntrum, Ivan Cornelius, 
Harry Bergquist, Earl Collins, Fred Schaefer, Bruce 
Blackbourn, Al Collatz, Larry Johnson, Merrill Hasty, 
John Mock, Jack Haglund and Bud Caruso. 

Howard Schaub was our guest speaker, giving us the 
highlights on our coming convention at Minneapolis 
in 1953 at the Nicollet Hotel. 

President Warren Carlson had a fine business meet- 
ing. All travelers should attend these meetings and 
get into the club activities. It assists our officers and 
makes a good convention better. Those not present 
will be excused if they will bring in the ducks to go 
with our delicious wild rice. 

No, you haven’t heard everything. We have a new 
papa. Mr. & Mrs. Bud Caruso are the proud parents 
of a boy. Congratulations. 

Ned Safford of Saffords, Inc., Superior, Wis., was in 
an auto accident but he is recovering nicely. Another 
auto accident victim was Mr. Gribble of Brown’s Book 
Store, Madison, Wis. We wish both a speedy recovery. 

Bud Caruso is now traveling Minnesota, Iowa, Wis- 
consin, North Dakota, South Dakota for Blackbourn 
Systems and also Northern States Envelope Company. 
Good luck, Bud. 

Earl Collins is moving to our Twin Cities. The wel- 
come mat of the Northwest Travelers is always out. 

Norman and Harold Schmidt of Rochester had a 
regretted common experience. They each had a daugh- 
ter in the hospital with polio. 

& * * 

The grand opening of the Western Typewriter & 
Office Supply Company of 435 Norfolk Ave., Norfolk, 
Nebr., will be held October 21-22. This firm has greatly 
enlarged their new store. 

Earl Collins of Rockwell Barnes Company held a very 
unusual sales meeting at the Miller Davis Company 
September 29. The firms of Bertelsen Bros., Thomas 
& Grayston and Howard Schaub were all invited. Their 
speaker of the evening was John Mock, representing 
Rockwell Barnes Company in a meeting of general 
sales talks, questions and answers to the sales prob- 
lems. 

Our past president, the Rev. Jack Berry, now serving 
The Church of The Holy Communion at Red Wood 
Falls, Minn., and the St. John’s Episcopal Church 
of Olivia, Minn., received his ordination to Diaconate 
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Watson 


SINCE 1887 





Can You 


go back to your customers 
year after year 


and still be welcome? 





TOP QUALITY, WATSON FILES 
MAKE GRADE-A CUSTOMERS 
AND 

SATISFIED CUSTOMERS 

MEAN 

MORE BUSINESS FOR YOU. 


You'll be welcome with WATSON. 








Contact your Watson agent 
for full information 


—or write direct: 
Dept. A-3, 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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UPRIGHT FILES 
—— 2 A f and > drawe 


units. 


COUNTER HEIGHT 

FILES—continuous lino 
leum tops and finished 
counter fronts, stock and 


spec ial 


HORIZONTAL FILING 

EQUIPMENT—+for floor 
cases, omnibuses, safe in 
teriors, vaults and book 


cases. 


TABULATING FILES 


—22 drawer units, built 


to definite speci fications 


to give maximum capa 
city and protection to tab 


ulating machine cards 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


in three standard heights. 


INTERIOR METAL CASI 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build. 


ings. 


CUSTOM BUILT INSECT 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 


doors and porches. 


ROL-DEX AND TRANS. 
DEX—active record filing 
equipment “that rolls rec- 


ords to a seated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip-.- 
ment, and special built 


to order items. 
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lf you want to improve 
your competitive position .. . 
if you want a complete line of 
fine chairs at reasonable 
prices . . . look to Murphy-Miller 
as a source of profit, now and 


in 1953. Look at the evidence 





in Catalog No. 530, fresh D 
. gree 
off the press. Look at the prices. | piai 
Look at the VALUES! Look x. 
er; 
NOW, before the franchise in your ot 
area goes to someone else. - 
P his 
Mail your request TODAY! We. 
thar 
illustrated is one of the new numbers in the Murphy- 
Miller line for 1953. Luxury seating in genuine walnut Ye 
at a practical cost. Designed for the busy executive who Brai 
realizes that proper seating and comfort pays off in and 
efficiency. Posture adjustments for seat height, back job 
height and tension. Equipped with Seng’s Synchro-tilt , 
mechanism. Upholstered with U. S$. Naugahyde or 
Oxford Glaze leather, in wide range of colors, over 6 H. 
foam rubber cushion seat. Plastic scuff plates. 2°’ ball = will 
bearing casters (hard or soft) Walnut or Mahogany Offic 
finish. An unequalled valve! WCORPORATID will 


WdMNECORG KEWIUKY ” 
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on October 2 in the Cathedral Church of St. Mark, 
Minneapolis. 
> . > 

Congratulations of our Northwest Travelers Club go 
to the newlyweds, Wilfred Belair and Mary Sarby of 
Minneapolis. They were married Saturday, September 
27, at Lady of Lourdes Church in Minneapolis. Wil- 
fred is an employee of the Miller Davis Company. 

* 7 * 

L. E. Friedmann (Le Page’s Glue) spent a couple of 
weeks at the home office in Gloucester, Mass., meeting 
with officials of the firm regarding sales plans for 
1953. Ed is district manager in this area and is a mem- 
ber of the firm’s advisory board. 

. 7 + 

The Stationers Division of Graphic Arts Industries 
of Minneapolis re-elected Ed Hansen as director and 
Phil Ackerman as chairman. This is Phil’s fourth re- 
election 

= ” * 

Robert Aamodt, store manager for Klipto Looseleaf 
Company, Mason City, Iowa, slipped away and was 
married on June 28. The happy couple honeymooned 
in the Black Hills. On purchasing a home, they will 
live in Mason City 

Let’s sit up and take notice of the new service ex- 
tended to the trade by the A. and E. Supply Company 





Introducing the new truck of 


Fast Transportation ... 
A. & E. Supply Co., office outfitters of Duluth, Minn., making faster 
ervice possible to business accounts. 


f Duluth. The firm has a new delivery truck, very 
pretty and well lettered. 

7 . . 

Did you know the only time a traffic light shows 
yreen in two directions is when two drivers are ez- 
laining a crash to the cops!! 

7 > * 

Another new traveler added to our club is Ron San- 
berg. He will represent Howard Hunt Pen Company 
n our district. At the present time, he is enjoying a 
trip around the trade with John MacMorris. 

. 7 > 

The “Country Gentleman” of the North is enjoying 
his new home north of Brainerd, Minn., at Gull Lake. 
We would all love to be with you. Who??? None other 
than Larry Goodhand. 

> > . 
You will soon find a newly remodeled store in 
Brainerd. The Brainerd Office Supply is now owned 
i operated by George McPheeters, doing a terrific 
b. You will want to visit him this fall. 
* * * 

H. N. Geyers has moved to Austin, Minn., where he 
will join the selling force of R. E. Strand, The Austin 
Office Supply. Austin is a fine town and we know you 
vill enjoy it. 

> . > 


Jack Vater and Hep Rohner of Eau Claire Book were 
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ANDERSON \ 
WIGKEY 


Here’s four drawers of 
efficiency The 1900 Line 
is available in all 
drawer-combinations, in- 
. cluding insert - drawers 
for filing cards or checks. 






Here’s a worthy addition to any office—the Ander- 
son-Hickey 1900 Line Filing Cabinet. Whether it's 
in a dealer's show-window, on a convention floor or 
at work in an office, its lustruous finish and smart design 
win plenty of plaudits. Anderson-Hickey “know how” of 
office equipment manufacture provides additional sales 
appeal in assured longer life and trouble-free perform- 
ance. You too, will find the 1900 Line the best dollar- 
for-dollar filing cabinet on the market. 


ee | Dates, Nt: 





SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 
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Bank by Mal 


ENVELOPES 
ONE PIECE STYLE 





y wae 





CovInaTON count 





Combines deposit slip-acknowledg- 
ment and return envelope in one 
unit. 


You Can Sell Your 
Bank Customers and 
Reap the Repeat Orders 


Compact sample sets are ready for 
your sales force. Use the coupon 
below or write us on your stationery. 


Northern States Envelope Co. 
The Justrite Envelope Line 
CHICAGO — ST. PAUL 


pm SS SS ae 


NORTHERN STATES ENVELOPE CO. 
300 E. Fourth St., St. Paul 1, Minn. 


Send Price Lists and 
Line 


Name 


Address 





Sample Sets of Bank By Mai! Envelope 


week-end guests of Larry Goodhand. They could write 
a book on their experiences—Good time?? 
. * . 

Midland Stationery has moved to 309 Second Ave., 
Minneapolis. A new store and new location. Con- 
gratulations go to Bart Dahlberg and his employees. 
May you enjoy grand business. 

- . 7 

Just visited with Cliff Halverson in Sioux Falls and 
your 1953 regional is underway and will be at the 
Nicollet Hotel. 

> = * 

The Great Lakes Golf Tournament held at North 
Hills Country Club was also a huge success. Ninety- 
four attended and everyone seemed to get a prize. The 
big winner was Norm Seely of Zillmer’s at Waukesha 
—Harry Zillmer also won a prize—Good golfing. Rus 
Ragan, the “M.C.” and his committee are to be con- 
gratulated for their party. Gov. Eddie Napp extended 
full co-operation, too, in coming. Jess Peck is shooting 
for a big score in Springfield all next year. Matt Dillon 
made both tournaments and he still plays truly a good 
game. We love your company, Matt. Art Finger is 
always in there pitching—if it isn’t the convention, 
it’s buying prizes for the golf party. A good fellow to 
go along with. Thanks, Art. 

” . - 

You will be interested to know that Stan Bina of 
Grand Forks has sold out to Bob Dallahan, a former 
employee, and George Hegstrom, another dealer. An- 
other dealer is starting in Eau Claire, 1022 5th Ave.— 
Jim Marx and Leo Hagman. More information later. 

* * + 

Mr. and Mrs. Robert Gaffaney, Gaffaney Office Sup- 
ply, Fargo, are the proud parents of a daughter born 
August 19. Bob said he had written for a boy—but 
now he is plenty happy it was a girl because it’s a 
girl’s quartet and his one son is the director. 

- * * 

Ed Oderman, Dickinson Cash Register Company, 
Dickinson, N. D., is in the big league as he was umpire 
for the regional American Legion baseball tournament 
in Bismarck. He is a real baseball enthusiast as a 
director of the local league. 

. om * 

Ron Onley, former manager of Gaffaney & Shipley 
store in Bismarck, is now located in his combined 
home and store location on highway 10 about two 
miles west of Dickinson. 

B. J. Westdal of Interstate Office Supply, Williston, 
is the Imperial Council Representative of KEM Shrine 
Lodge at Grand Forks District Shriners Convention. 
The N.W. Travelers congratulate you! 


a * ~ 


After 50 years in the business, H. C. Pehrson is going 
to retire November 1. He spent five years in Red Wing 
and 45 years with Jones and Kroeger, Winona, Minn. 
He sold his home and will live in California winters 
and spend summers at his cottage in Fountain City, 
Wis. 

Our golf tournaments are over and all had a grand 
time. The golf committee did its usual job and got 
out 91 at Southview Country Club. Chairman Stan 
Griebel read the usual golf by-laws and gave out 48 
prizes. The stationer winning the cup was Charlie 
Regan, having the low net score. The new banquet 
room has such wonderful acoustics that the “M.G.” 
V.P. Mel Sowell had no trouble making his voice ring 
out. After a few brief speeches the members adjourned 
to cool and easy chairs. By strange coincidence, Roy 
Clark, doing his usual job of selling tickets, bought one, 
and as he did, sold two to Jim and Bill Whiting, tell- 
ing them that if he won, he would split the prize 
between them. This very thing happened and he won 
4 matched woods and gave them to Jim and Bill. The 
water holes are respected by a few. We won’t mention 
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ompare these features! You'll find 
them only in higher priced lines: 
© Heavy furniture steel 
All rounded corners 


Standard linoleum tops bound with 
aluminum 







Baked enamel finish 


Noiseless closing—drawer stop and 
rubber bumper built into the heavy 
channel runners 


Sanitary Leg Bases facilitate cleaning 
under and around desks 


Built-in drawer stops prevent drawers 
from being pulled completely out 


All drawers fitted with heavy channel 
runners that float over flat nylon bear- 
ings for smooth, quiet operation 


Complete dustproof bottom 


Standard colors: Gray or Green with 
matching or contrasting linoleum tops 


All PR Models available with center 
drawer and pencil tray at slight extra 
cost 


PR 324-5 All pedestal drawers interchangeable 


(Salesman’s Desk) ® Attractive satin-finish hardware 


® All models available left hand 





nino HASKELL ged’ name in offic wl! 


And, especially great in the budget field! By any comparison of quality, design, 
value or price, you offer your trade the best when you feature Haskell. That's 
why there’s more traffic . . . more volume . . . and more profit with HASKELL 
in the picture! 


HMASKELL sTEEL DESKS AND TABLES SOLD 
BY BETTER DEALERS EVERYWHERE 


cr 7 VW = 







WRITE FOR 
OUR NEW 
CATALOG AND 
DETAILS TODAY 








303 E. Carson St. Pittsburgh 19, Pa. 
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White 


helps you pull 








Wie for profit 


Ever need a helping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 

W ouldn’t give you special packing, or an imprint, or 
information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


We sell you stock ... but in addition we give you service. 
W e’re growing big, but any dealer can reach our management 


and get service right away. 


Everybody knows we make excellent carbon papers, typewriter 
ribbons, Typ-Rol type cleaner. Ask around and 

you'll find out about our excellent service to dealers ... 

and how hard we work to keep a dealer’s goodwill. 


write 


. 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: 





Ask 
us today 
for 
more 
information. 











BRIDGEPORT 2, CONN. 


274 OFFICE APPLIANCES, November, 





1952 








4 
G.W 


of re 
the ] 
Corp: 

Ha 
Wilsc 
the ; 
Chad 
dustr 
Static 
Worl 


Bove 
Ap} 
for T) 
on Se 
turing 
Salesr 
been 
produ 
new 
The 
provic 
duplic 


OFFI 





any names. The pictures by Fred Schaefer and Al 
Nordstrom tell the story. 
» *» > 

I had a very enjoyable letter from our friend Her- 
bert S. Morgan. You will notice he is still a member 
of our Northwest Travelers Club. He is a very busy 
fellow selling National Blank Book on the coast with 
two assistants. We are expecting him early for the 
NSOEA convention. If you are touring California this 
year, get your questions ready. 

* » . 

Myron Haroldson, Haroldson Office Supply, James- 
town, N. D., is and has been a patient for the past 
five weeks at Veteran’s Hospital, Minneapolis. Our 
mutual friend, Al Naegele, a salesman with Miller 
Davis for years, has just undergone two operations 
and is still at Vet’s Hospital in Minneapolis. Vie An- 
drus, Farnham’s, is at the Northwestern Hospital, 
Minneapolis. Get those cards off today! 

> * * 

Frank Fox is the new manager of the Free Press in 
Mankato, Minn. The best of luck to you, Frank. Many 
if the N.W. Travelers will aid you in your new ven- 
- * o * 

Yes, Ben Gustafson and his wife had a very enjoy- 
able summer in Europe. They can tell you many of 
the pleasant touring stories of the usual countries. 
Many things happened at home while they were away, 
but George Celusta did a grand job. 

* > > 


May we pause here and pay tribute to our friend 
Harry Short who passed away in Chicago. We, the 
Northwest Travelers, wish to send our sympathy to 
the bereaved ones 





Wilson Jones Company Enlarges Staff 


Gilbert W. McDaniel has joined the Wilson Jones 
Company sales staff and will cover the southern Texas 
territory. He will make his home in Houston. 

Mr. McDaniel has had broad experience in the sale 





G. W. McDaniel 


Harold Chadima 


f record-keeping systems, having been associated with 
the leading firms in this field. He served in the Air 
‘orps during World War II. 
Harold (Hal) Chadima is another newcomer to the 
Wilson Jones sales staff. He will assist in covering 
southern California and Arizona territory. Mr. 
Chadima gained his experience in the looseleaf in- 
try serving as sales representative for leading retail 
tationers on the West Coast. He was a flier during 
World War II. 





Bovermann Made Thermo-Fax Sales Manager 
{ppointment of E. F. Bovermann as sales manager 
r Thermo-Fax duplicators and sheets was announced 
September 30 by Minnesota Mining & Manufac- 


iring Co. Mr. Bovermann started his career as a 
esman in 1949. His most recent assignment has 
een sales supervisor for the firm’s sales printing 


jucts line with headquarters in Chicago. In his 
ew position he will headquarter in St. Paul. 
Thermo-Fax, a recent development of 3M research, 
‘ovides a rapid, non-photographic method of office 
luplication. 
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OPEN THE DOOR TO 
REPEAT SALES ——= 









MASTER 
PORTABLE 
DUPLICATOR 


$3250 


(complete with supplies) 


MASTER 
ADDRESSER 
Model 40 


$4450 


(Plus Fed. tax & supplies) 


NO STENCILS - NO PLATES - NO RIBBON ~- NO INK 


When you sell a Master Addresser or Master 
Duplicator, you don’t make just a single sale— 
you open the door to REPEAT sales and profits. 
For every unit sold the annual supply business 
from the average customer amounts to a sum 
considerably greater than the purchase price of 
the machine. For example, your customer 
spends money every time he pulls on the handle 
of his Master Addresser or Master Duplicator. 
He REPEATEDLY spends money for essential 
supplies—carbon tapes, master tapes, printing 
fluid and master units. /n addition, for every 
address he prints or for every copy he dupli- 
cates, the customer REPEATEDLY spends 
money for companion items—envelopes and du- 
plicator paper. You can get him to spend this 
money in YOUR store if you sell Master Ad- 
dresser products. Equipment which creates 
this bonus business is worth extra sales effort 
and opens the door to this REPEAT business 
—a steady, year ’round volume of sales for 
Master Addresser dealers. 


WE HELP YOU SELL 


Master Addresser products are Nationally advertised 
every month to help you open the door to this repeat busi- 
ness. November ads will appear in DUN’S REVIEW * 
NATION’S BUSINESS + KIWANIS « THE INSTRUC- 
TOR + CHRISTIAN LIFE 


flidl@e rhddreude C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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“TWIN-POST” 


adjutatle 


STEEL SHELVING 


Pat. Pending 





Extra Value Features | 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
oints— corner posts. NEU- 
AUER “TWIN-POST” de- 





sign is actually 2 posts with 3 


for most shelving needs. 
18 and 20 ga. 


to 48”x24”, 16 ga. posts from 
6’ to 10’. Olive Green or Air- 
line Grey baked-on enamel. 
Special colors available. 

to last, priced to sell . . 


.. . we'll quote through you. 
Write today for complete in- 





for school and factory locker 
rooms. 


2017 Central Ave. J 


ULI LLL MEERA EE Minneapolis 18, Minnesota 











[Peavy GAUGE STEEL %* HAMMERED SILVER FINISH 
CASH, BOND UTILITY BOXES 

















© 
© ) Popular Styles 


No. 10 SERIES—4 Styles 

No. 910—Ksey Lock, No. Tray 

No. 1910—Key Lock, 6 comp. steel 
tray 

No. 910CL—Comb. lock, no tray 

No. 1910CL—Comb. lock, 6 comp. 
steel tray 


No. 23 SERIES—4 Styles 


No. 923—Key lock, no tray 
No. 1923—Key lock, 6 comp. steel 
tray 
‘| No. 923CL—Comb. lock, no tray 
“ No. 1923CL—Comb. lock, 6 comp. 
steel tray 








10 SERIES size 11% «6x 





All boxes are individually 
boxed. 













lal 
ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 
CHICAGO 







Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 
NEW YORK 7, N. Y. 


Cable Address ""FRAZAR’’ New York 
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strong corners (see inset). 
Shelves fit tightly . . . every- 
thing stays in line. Smooth, 


beautiful and strong—adaptable 


steel shelves 
range in 25 sizes from 24”x9” 


Built 


7 | 
wonderful repeat order builder. 





formation. 
Ask about NEUBAUER 
“TWIN-POST” Basket Racks 





FREE ESTIMATES | 


In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


St. Louis welcomed several visitors during the S. G. 
Adams Company anniversary week in September. They 
included V. L. Gutzweiler, general manager, Hoosier 
Desk Co., Jasper, Ind.; Herbert J. Walsh, Ace Fastener 
Corp.; Jack F. Kennedy, Trussell Mfg. Co.; Gordon 
Kickels, C. L. Barkley Co.; Ike Cornish, Y. and E. Mfg. 
Co.; Bob Burger, Stow & Davis Co.; Dave Neuhaus, 
manufacturers’ representative, Kansas City, Mo.; Tom 
Seward, Speed Products Co.; Bob Heck, Eaton Paper 
Co.; Harry Neggesmith, manufacturers’ representative, 
Chicago; Geo. Herman, Master Addresser Co., and John 
Eckert, Jasper Seating Co. A gentleman referred to as 
“T Like Ike,” arrived a day late for this gathering 

7 ” ~ 


Congratulations to “Lou” Brown of Eberhard Faber 
Company on his recent election to the presidency of 
his firm. 


* > ” 


The Stationers Association of Greater St. Louis held 
its regular monthly dinner meeting on September 15 
at the York Hotel in St. Louis, presided over by Presi- 
dent Alex. J. Bartens of Shallcross Printing & Station- 
ery Company. The featured entertainment was an 
interesting and instructive film on “Auto Driving 
Safety” by International Harvester Company shown 
and narrated by a local representative of the Highway 
Safety Division of the Auto Club of Missouri. He was 
introduced by Jack Percival of Minnesota Mining & 
Manufacturing Company. Several visitors were present, 
including W. J. Boyd, manufacturers’ representative of 
Chicago and David C. Neuhaus, manufacturers’ repre- 
sentative from Kansas City and president of the Mid- 
west Travelers Club. The treasurer’s report indicated 
the association to be in excellent financial condition, 
with all hands ready to spend it for a big “blow-out”— 
but not the president and treasurer. 

+ ~ 

George Ohland, representative of Metal Office Furni- 
ture Company, Grand Rapids, Mich., made his regular 
visit to Kansas City in August, while his son, Tom, 
visited with his firm’s St. Louis dealer. 

. + - 

By the time this reaches print, Jack Weihe will have 
returned from his Air Force “hitch” and be occupying 
his father’s desk in charge of office furniture depart- 
ment at S. G. Adams Company in St. Louis. 





Sheaffer Pen Sales Contest Offers $4,000 


Prizes totaling $4,000 in cash will be offered to W. A. 
Sheaffer Pen Company salesmen throughout the coun- 
try as part of the company’s general sales campaign 
in connection with the recently-introduced Sheaffer 
Snorkel pen. 

The contest will be based on a point system, R. H. 
Whidden, general sales manager, explained. Six prizes 
totaling $1,000 will be distributed in each of the com- 
pany’s four districts. District prizes range from first 
prize of $500 to sixth prize of $50. 

“Every salesman will have a monthly quota on each 
of 15 Sheaffer items ranging from the White Dot (top 
line) pens to Skrip, leads and erasers,” Mr. Whidden 
said. 

“The salesman will receive 100 points for reaching 
his quota on each of the Sheaffer items, plus a bonus 
for exceeding it. Additional bonus points are given to 
salesmen who exceed their monthly quota on five or 
more of the 15 items for which points are allotted,” 
he explained. 

Points toward the prizes will be computed monthly 
on the basis of that particular month’s shipments and 
monthly point totals will be accumulative during the 
contest which closes Dec. 31 
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Are York dealer 
enthusiastic? Read on... 
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East Sars 


AND Equipen 





e & Lock Company » 


f 
York S@ ohio 


Canton, 
YORK DEALERS from coast to coast, 
of which East Safe is only one, say, 
“a look at our sales records is proof 
enough that we’re sold on York. It’s a 
profitable dealer line backed by years 
of experience and customer accept- 
ance,” 
By becoming a York dealer, you offer 
a complete line of every model and 
size in safes, chests and vault doors. 
built by the most famous name in the 
protection field. York equipment is 
fully tested and rated by Underwriters’ 
Laboratories, Inc. and Safe Manufac- 
turers National Association. 

You are backed to the hilt with 
sales promotion, national advertising, 
publicity and direct mail. 

A York dealership means profits 
for you and best of all . . . the profits 
are ready for gathering . . . because 
the York line is available for immedi- 
ate delivery. Fill in the attached cou- 
pon today ... you'll be glad you did. 


gentlemen: 
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UNDERWRITERS’ 
and S. M.N. A, label- 
ed file and record 
vault room doors in 44, 
1, 2,4 and 6 hour clas- 
sifications—grout and 
nongrout installations. 














UNDERWRITERS’ 
and S. M.N. A. label- 
ed chests. Both en- 
cased and nonen- 
cased in various sizes. 


UNDERWRITERS’ 
and S. M_N. A, label- 
ed one, two and four 
hour safes in all sizes. 


! 
| 
| 
| 
| 
! 
| 
| 
, 
' 
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! 
3 YORK SAFE & LOCK COMPANY, dept. 101, Canton, Ohio 
| 
7 I'm interested in the York line of protection equipment—put my name down for | 
| 
) More information ( ) York Dealer Supervisor's call. | 
| | 
| 
i TITLE | 
Ss l The most famous name 
| -OMPANY — . : 
| in protection 
| ADDRESS 
| 
CITY ZONE STATE | 
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Bainbridge EAZY-VISION Lamps 
are scientifically built on a new 
lighting principle which reduces re- 
flected glare—eliminates eyestrain 
and fatigue! 

Beautiful electro triple-plated 
finish won't chip, tarnish or peel. 

Many thousands of EAZY- 
VISION Lamps are already in use 
all over the country—and the de- 
mand is growing! 





A complete range of EAZY-VISION Lamps for 


business executive—and for everyone want- 
ing real reading comfort! 


BAINBRIDGE, 


A WORDEN Group 

in Blonde Oak with 

APPEAL THAT CREATES 
SALES— 








from colonial to modern styles. 





No. 4153 
EAZY-VISION EXTENSION 
SWING-ARM DESK LAMP 
(Shown extended at left) 


Scientifically engineered to eliminate eye-strain. Light falls BELOW THE 
the student, for the office stoff, for the EYE LEVEL! Ask for our 1952 Catalogue — circular of EAZY-VISION Lamps 
Retail range: $12.25 - $27.50 





This is a picture of an actual installation from which, we are told, because 
of the beauty and uniform quality of the pieces, considerable sales have 
been made 

Send for further particulars 


Worden Company 


200 East 17th Street, Holland, Michigan 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

Alex Szafir, 72, who spent all of his life in the sta- 
tionery business—55 years in ofie location at 385 Lib- 
erty St., Beaumont, Tex., with E. Szafir & Son—passed 
away on September 1. Alex Szafir, Jr., will be in charge 
of the store. 

. 2 ” 

Leslie Hutson has been appointed sales manager for 
Cathey Office Furniture & Supplies in Dallas. 
Harold Cude spent his vacation by visiting several fac- 
tories in the East. 

- - > 

The Dallas Travelers Wives Club had a Labor Day 
party on August 30 at the home of Mr. & Mrs. W. S. 
(Tommy) Thompson in Dallas with 16 couples present. 

. Cliff Fewell of Vance K. Miller Company, Dallas, 
was able to take a short vacation with his son, visiting 
in Houston and Galveston. 

. . * 

The Lubbock, Tex., newspapers and Chamber of 
Commerce held the sixth annual barbecue, honoring 
all traveling salesmen, on September 11. The Texas 
Club was represented by Bill Scheffler, manufacturers’ 
representative, and Norman Snider of Boorum & Pease. 
This is an annual affair and the West Texas metropo- 
lis should be complimented on the gesture. 

. * ” 


Katherine McKim, formerly with Bennett Printing 
Company in Dallas, is now private secretary to Ward 
Silliman of Ward Silliman & Associates in Dallas. ... 
Art Buchanan (just as he was about to start out in 
his new duties with Stationers Distributing at Houston) 
was confined by illness for a short period but will be 
able to assume his work shortly. 

* - . 

Mark Nelson has been appointed manager of the 
office supply department at Cathey Furniture & Sup- 
ply in Dallas. 

Charlie (Chuck) Shettleworth has left Cole Com- 
pany in Corpus Christi to take over the West Texas 
territory of The Dorsey Company. M. A. (Doc) Thomp- 
son replaces Charlie as manager of The Cole Com- 
pany, coming over from Hie Office Supply 

* > 7 

The Cole Office Equipment Company store in Alice 
has been moved to the corner of Main St. from the 
previous location. Joe Grimm is manager of the store. 

* 7 7. 

Wilson Stationery & Printing Company has just 
completed remodelling the store in Houston by finish- 
ing off the mezzanine to make a complete floor, thereby 
arranging several offices as well as an enlarged mimeo- 
graph department 

> o - 

Mrs. Cora O’Connor, secretary to Herbert Wilbourne, 
purchasing agent for Wilson Stationery in Houston, 
is the proud grandmother of her first grandson. The 
boy has been named Steven Randall Clegg. 

” > * 

Thanks to George Tarrant, Chas. McDaniels and 

Ward Silliman for their co-operation. 


John Chowning Reports: 


Cecil Moses resigned from Democrat Printing & 
Lithograph in Little Rock and started September 15 
as manager of the Stationery department of Jordan 
Printing & Stationery. Cecil will call on several ac- 
‘ounts. Harry Howland will continue as vice-president 
and general manager... . 

The former Mabel West, now Mrs. John Williamson, 
has left her position as buyer for Central Printing 
Company in Little Rock to take up her household duties 
and Clarence Thornbourgh will take over the buying 
in addition to his city territory sales. ... 

In spite of the extremely torrid weather that has 
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The Chains of, the lo) Cf 


Practical — Attractive 
SIDE CHAIRS 


with single & double stretcher 
Square tubular aluminum 


ial 


ANODIZED 


Distinctive Quality Aluminum Furniture 
of outstanding Beauty 


Request illustrated catalog . . . TODAY! 













A ready seller 
with 10” eye 
guide at 


od | 7 


TAX EXTRA 











Easy to Sell—Profitable to Handle 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all-metal, 
compact, attractive. Requires no installation or service. The above 
illustration shows the Copyholder with the LINE MAGNIFIER at- 
tached. Extra for magnifier $4.00. 

Attachments for copying from wider sheets 

15" extension eye guide $1.25 

20" extension eye guide $1.50 
For full particulars, discount, ef¢., write io 
RITE-LINE CORPORATION - 1025 [Sth St., N. W., Washingten 5, D.C. 
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OUR SEATING MUST 
LAST FOR YEARS 


. that’s why we chose 
Krueger over all others!” 












re! AT THESE FEATURES! 


@ Double-beaded channel 
steel frame 
@ Correct posture seat, 
backrest 
® Positive acting seat guide 
a ® Rigid leg stretchers, 
 @ Rolled seat edges 
> @ Extra strong seat brace 
c "@ Steel gliders or white 
& tubber feet 
7 @ Joining and ganging 
+ as feotures 
















i@ Krueger features include: 1—Positive acting seat 
a: insure against collapsing or frame spreading. 
jor, sturd gid heavy gauge channel frames Write for 
uroy fi 
=e V-brace folding pivot within channel for descriptive catolog 
of complete line. 





Top Quality 
STEEL 


La Salle 


Smokers-Ash Trays 
and Costumers 















<———_ 
No. 155 
All steel cos- 
tumer, Sturdily 
constructed. Un- 
breakabie hooks, 
ball turned ends. 
21” spread. 68” 
height. Satin 
chrome through- 
out and grey or 
olive green with 
satin chrome- 
hooks. In Units 
of six, weight 
60 Ibs. 






No. 140-X.—New 


134” post. Ship- 
ping weight as- 
sembled ready to 
use about 19 Ibs. 
Golden bronze, 
bright or satin 
chrome. 


No. 320. Snuffer type smoker. By 
removing top ring, the oversize 
inner ash receptacle can be emptied, 
cleaned and replaced in a few 
seconds. Finishes: bright or satin 
chrome & statuary bronze. 


Both bases heavily weighted 
Individually boxed. 
WRITE FOR CATALOG 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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been all over the territory, many travelers have been 
calling on the trade. They included Jimmie O’Brien 
of Boorum & Pease, Holly Stephens of Smead Manu- 
facturing Company, Art Carrow of Speed Products 
Company and Al Turner of Wilson Jones Company. . 

Marshall Spillards, who has covered the city territory 
for many years for Democrat Printing & Lithograph 
in Little Rock, has resigned to take a long rest before 
starting out on any future assignment... . 

In addition to Lee Zachery, vice-president of the 
Southern Folder & Index, El Dorado, Ark., who has 
been flying all over the country, Francis Martin of 
Toney Printing & Stationery, El Dorado, Wallace D. 
Cook of Hurley Company, Camden, Ark., and Jack Per- 
due of Perdue Company, Pine Bluff, were slated to 
attend the NSOEA convention in Chicago. 


Now Comes Louisiana: 


Louisiana Office Supply Company in Alexandria has 
been closed and the entire stock has been moved to 
Baton Rouge. J. Winston Genius will continue to live 
in Alexandria and represent the company in the terri- 
tory....W.H. Dupuy is store manager for Oak Office 
Supply in New Iberia, having worked for several years 
with Dameron-Pierson in New Orleans... . 

B-T Office Supply Company is a new office supply 
store at 720 Main St., Franklin, with Mrs. Celine Guil- 
lotte in charge. .. . Kuhlman Stationery Company in 
Baton Rouge is completely remodeling the store. A 
complete story will follow later.... 

Ralph LaBiche has returned after 12 months in 
Korea and taken over the duties of floor manager of 
Dameron-Pierson in New Orleans. ... R. L. Boyd has 
left Tom Ketchings Company in Natchez, Miss., to take 
over a city territory with F. F. Hansell & Bro., New 
Orleans. ... 

Henry Forshag, with Palfrey-Rodd-Pursell in New 
Orleans, more than 30 years, died recently... . 

Henri Petetin, Inc., New Orleans, is now operating 
under a new management with Lawrence A. Comiskey, 
Sr., president; Thos. L. Kreiter, vice-president; C. A. 
Wiederecht, secretary, and Vernon J. Gregson, Sr., 
treasurer... . 

On November 1, Office Machine & Supply Company, 
Lake Charles, will move into a new building being 
erected at 500 Ryan. Connie Ruysenears is the owner 
of the business and is assisted by his wife, who is in 
charge of the office... 

In addition to completely remodeling the store, 
Virgil and Murray Jones of the Alexandria Office 
Equipment Company in Alexandria, have added an 
additional store space at 917 4th St. for their furni- 
ture department which has a space of 24 x 80 feet and 
a new metal warehouse for all stock... . 

Edgar Jordan, Jr., and, of course, his charming wife, 
have presented a new grandson to Mr. and Mrs. Edgar 
Jordan Sr., of the Standard Printing Company in 
Alexandria, making three grandsons from Junior. Paul 
Jordan has a granddaughter for the grandparents. 


How About Mississippi? 


S. K. Jones promised to give me some news items 
and I am still looking for them. How about it,S. K.?... 

Standard Office Supply Company has opened for 
business at 204 E. Front St. in Hattiesburg with Chas. 
B. Herrin and Melvin Autrey as partners. Autrey was 
formerly with Geiger Printing Company.... 

Columbia Progress has closed out its office supply 
department in Columbia and moved all the supplies to 
the Tylertown Times in Tylertown.... 

Buddy Lomax, 17, son of Rhoss C. Lomax of the 
Lomax Printers & Stationers in Laurel, has entered 
Tulane University under a scholarship. Buddy is the 
Mississippi state junior champion in tennis, singles 
and doubles, and won the junior singles and doubles 
at the Ole Miss Invitational... . 

Partlow-Tyler Company at 417 Oak, Laurel, has 
added 1,500 square feet of space in an adjacent build- 
ing which will be used exclusively for furniture 
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Design Patent Applied For 


PEERLESS steex EquipmMENT Co. 


e PEERLESS: 


6609 


Another in the famous “Peerless” line of filing cabinets 
offering tremendous sales potentials is the ‘6609”’ shown here, 
It is built with seven double-compartment drawers, each hold- 
ing two rows of 5 x 8 file cards. 

These sturdy, quality-built cabinets have the “Peerless” con- 
struction features that give distinctive sales advantages. From 
the modern styling, enhanced by the smart hardware, to the 
lifetime rigidity of the cabinets, their high quality is readily 
recognized by the buyer 

It will pay you to push the sales of these and other “Peerless 
6600 Series” filing cabinets. Some territories now available. 


They'll approve these features: 





Sturdy ball bear- 
ing suspension slides 
permit easy operation 











New and exclusive Torque plates welded even when drawer is 
Peerless designed hard- onto upper corners of filled. 

ware. Automatic each drawer opening 

drawer latches integral hold drawers true, 


with handles. cases rigid. 


6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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BENTSON 


Designed to a modern trend in office 
furniture STYLE LINE advances a new 
harmony of distinctive beauty, office 
comfort, convenience, flexibility and 
lasting service. 

The ‘‘Executive’’ provides large tops 
for adequate work space and all of 
the functional qualities of ‘‘planned- 
to-serve'’ desk accommodation. 





The Line of Most Assistance 





ponT OVERLOOK 


LOOKOVER ATLAS 


VERTICAL FILES 
for OFFSET PLATES 


The 











ATLAS HANGERS 


DSH Hangers (11'/2"' wide). for stencils 


SH Hangers (11'2"' and 22" wide) for 


offset plates 


PSC Hangers (11'2'' and 22” wide) for 
x-rays, blueprints, offset plates, stencils 


in file folders, etc 


GRIPDEX Hangers (11'/2"' and 22” wide) 


for group and specialty filing 


1662 East 118th St., Cleveland 6, Ohio 







{ 
— 
— 
a 

a, 


EXECUTIVE SERIES 
STEEL DESKS AND TABLES 


WRITE FOR 
COMPLETE DETAILS 


BENTSON MANUFACTURING COMPANY 


























CUEVELAN SO © 
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AURORA, ILLINOIS 





For the smallest thru the largest off- 
set plate and stencil user there is 
an Atlas ASF Vertical File 


THE F JUMBO MODEL 


The C Jumbo Model (26'2" wide, 28” 
deep and 52” high) is a two drawer 
ball-bearing suspension unit constructed 
of extra heavy gauge steel. Each drawer 
is equipped with a separate frame of 
heavy gauge steel with smooth runners 
on which the hangers glide easily. 


Especially designed for the larger off- 
set plates up to 21” wide the C Jumbo 
also solves the problem of filing large 
stencils, blueprints, x-rays, swatches, 
newspapers and other large sheets. The 
record to be filed is suspended on your 
choice of the three types of Atlas hang- 
ers available in the 22” width. Capacity 
700 hangers. 


WRITE FOR INFORMATION 


STENCIL FILES CORP. 
OHIO 
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display. Wilson Partlow and Doc Tyler have made con- 
siderable progress in the short period they have been 
in business... . 

Mrs. Ruby Knox is in charge of the Brookhaven 
store of the Office Appliance Company, with Wm. T. 
May, owner, making his headquarters at the store in 
Jackson, while all supplies for the Natchez store come 
out of Brookhaven. 








U/REGON HRAILERAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


Portland street scene on a balmy September day: 
Marshall (Manufacturers’ Rep.) Wiley, an old Seattle 
boy, on his way to see Charlie Helwig and still in a 
vacation mood having just returned from his summer 
home near Seattle; Art (Kubli-Howell) Schultens do- 
ing a very careful job of parking that flashy new Olds 
Super 88 so as to not spoil those clean white side- 
walls; Bob (Oxford-Invincible) Davis entering his 
choice eating spot, The Oysterloaf at 1 p.m. for a 
nack: Mark Gill and George Halling leaving J. K. 
Gill Company, and headed for the Contractors Club; 
Gib (Weiss Mfg.) Weiss taking the sun while talking 
to Francis Fowlks; Dick (B. & P.) Zeisler escorting 
wife Bess to the dentist; Mrs. Ken (Globe-Wernicke) 
Southerland having coffee in The Embassy, saying that 
Ken was busy in Montana; Jack (Cooke & Cobb) Tur- 
ner, up from Los Angeles, very tanned and giving some 
f the female clerks palpitations while he made his 
‘alls: Clint (R. L. Smith) Martin working the town 
in a hurry so he could get back to Seattle; Francis 
(Pacific) Fowlks explaining the merits of a “Bourbon 
Sandwich” to Bob (Flynn’s) Flynn and Bob Davis, 
looking very satisfied, leaving the Oysterloaf about 
2:30 and running into Governor Stevenson. Bob had 
forgotten to wear his “I Like Ike” button or it might 
have been a very historic meeting. 

- ad > 

Virgil McBee, formerly a printer with the Columbia 
Valley Printing Company in Wenatchee, has opened a 
new stationery store in Moses Lake, Wash., according 
to Norm (Eaton Paper) Lincoln. Norm says they have 

very attractive store. Drop in on your next trip 
through Moses Lake and get acquainted 


* > + 


Les Carpenter, buyer for Johnson’s, Inc., in We- 
atchee for several years, has left there and is now 
located at The Columbia Valley Printing Company. 
Says he would like to have his friends drop in and say 
hello. The new buyer at Johnson’s is JoAnn Olson and 
s a very attractive gal. Believe me, this is one buyer 

would be a pleasure to entertain. (Note to Frank 
Rising: down, boy—She is engaged and plans to be 
narried December 1.) 

> > . 

We must say that we are proud of the way our 
fellow Oregon Trail Traveler Harry Ford gets around. 
Not long ago the magazine Business Week ran an 
rticle on the new design trends in office furniture. 
rhe story was illustrated with various office groups of 
furniture and one picture was a Rockwell-Barnes 
flodular furniture unit complete with Rock-A-File. 
How much free advertising can you get, Ford). The 
usy executive shown in the photograph was none 
ther than our boy Harry (He’s a good kid) Ford. He 

kked the part too. Congratulations, Harry, for mak- 
ng the big time 

* > > 


The Golden State Travelers had enough men on 
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The 
LONG-LIFE LINE 


A QUALITY 
Utility Typewriter Table 
for schools and institutions 





Excellent workmanship and finish ore fea- 
tures of this golden oak or imitation walnut 
toble. But the main feature is the 
non-binding, non-sticking drawer. Table is 
11 x 32 x 27 H. Packed knocked down, two 
to certon. Also available one to carton at 
slight additional cost 


Send for catalog and price list today! 


| The Stempco line includes chair mats, arch 
boorus, clip boords, orm rests, blockboards, 
| costumers, desk trays and check racks 


Hint MANUFACTURING CO 


283 ROBERTA 





As 









MODERNIZE 
YOUR INTERIORS 
At Amazingly Low Cost 


Your customers are looking for the Comfort, Beauty 
and Low Cost of this latest innovation in furniture. 


IMAGINE: Group setting shown above 


including Planter Lamp only $8178 uist 


Write for literature and Dealer Discounts. 


Precision Manufacturing Co. i. 
DAvis 8-6892 


831 Chicago Ave., Evanston, lil. 
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hand for a small convention recently in Seattle. At- : 
tending the Monday Luncheon were Gib (Weiss Mfg.) 

Weiss, Jim (Higgins Ink) Montgomery, Henry (Mfg. 
Rep.) Palmer, and Ralph (Castell) Maneval. Also in 
attendance were Eddie (Webster Carbon) McCarthy, 
Charley (W.-J.) Nunn, Harold (Columbia Carbon) Min- 


7 _TWEETEN 


The Best & Most Economical 


MARKING PENCIL 











3" 
REFILL 





Screw-type feed like a me- 
chanical lead pencil. 


Sturdily made for heavy 
duty any place where check- 
ing pencils or crayons are 
used, 


Makes neat, legible marks on 
practically every type of 
surface. 


Pencils available in Black, 
Red, Blue & Green 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25c per package. 


A 49c Retailer 


(including Federal Tax) 





WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 





TWEETEN Ailre Co., Juc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 














Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 


Vv 


Lh 


Vv 
[4 DEALER INQUIRIES INVITED 


GET 


BRUSH-PUNNETT CO. 


* ROCHESTER 11 


SENTRY 
SAFES 


545 WEST AVE 


mF 


THE FACTS, THEN THE PROFITS! 
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ton, Fred (Dennison) Carlson, Earl (Speed) Howe and 
Pill (S.O.S.) Pillsbury. Governor Lew Hilton was a 
guest and addressed the group on the NSOEA con- 
vention. 

Fortunately, the Seattle weather was perfect and we 
didn’t have to listen to the usual California climate 
sales talk. All in all it was a very pleasant luncheon. 
I left though when Charley Nunn and Fred Carlson 
talked Gib Weiss into a friendly game of pinochle. 
Gib had about as much chance as a mosquito in a 
window full of D.D.T. bombs and I hated to see the 
slaughter. 

* * . 

Wayne Hall has left the ZCMI organization in Salt 
Lake City to go with the Idaho Typewriter Exchange 
of Pocatello, Idaho Falls and Boise. Wayne will make 
his headquarters in Pocatello where they plan to build 
a new store. 

I would like to apologize to Joe and Harriet Finn of 
the Mason County Stationers in Shelton, Wash., for 
omitting them from the guest list at the party held at 
Les Hunter’s farm for Jack and Esther Ellis. It seems 
that my cub reporter on that job was so interested 
in how those steaks were going to turn out that he 
didn’t give me a complete list of those present. 

Joe, I should have known that an old Webster man 
and honorary member of the Oregon Trail Travelers 
would close up the store if necessary to get in on a 
clambake like that. Confidentially, Joe, this would 
never have happened if they had invited me to the 


party. 

Open letter to Bud Konnersman: Dear Bud, you can 
come back up north now. I understand the Yakima 
Country Club has enough money for its swimming 
pool—to be known as Konnersman’s Plunge—and also 
the State of Washington has thrown out the slot ma- 
chines. 

“OUT WHERE THE HANDCLASP IS A LITTLE 
STRONGER.” 





Burroughs Appoints Dealer in Searcy, Ark. 

Announcement of the appointment of Elmer E. Neal 
of Searcy, Ark., as local dealer for Burroughs office 
machines for Searcy and the surrounding area was 
made September 24.—EEG 








The Subject is “Leathers” .. . Donald H. McCree, presi- 
dent of The Lackawanna Leather Co. and a member of the board 
of directors, Leather Industries of America, discusses new trends 
in leather interiors with Ella Mason on a recent T-V show of 
Station WOR, New York City. 
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rise The Most Complete Line 


PAPER CLIPS 


PAPER FASTENERS of High Quality Desk and 
THUMB TACKS Industrial Staples on Earth! 














. os Sere i = 
SS eee eer rT Ere SSeS) CSS eee s.r 





PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
PAPER CLIP many years of successful performance in the world of business. In these difficult days 
MANUFACTURERS demand exceeds productive capacity but the trade we have consistently served in 
IN THE WORLD the past is assured that the unequalled facilities of the great, modern Vail plant 


pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 














900 EAST 9STH STREET CHICAGO 19, ttLtIinois 








at Ca f A Che 1a ; One of Leathercraft’s Outstanding 


QUALITY oe ATR CAT 
AT A GLANCE! 


AMERICA’S FINEST 


® Briefcases 
® Brief Bags 
® Portfolios 


® Business Cases 


WRITE. FOR LATEST CATALOG No. 013 BRIEF BAG 


: ; . 
/, 2a 7, H 2 4 C 1g A "4 SS, NC. ; Be Sure to Write for Your Copy of the New 


Leathercraft Catalog TODAY! 
2320-26 South Western Avenue 


is CHICAGO, ILLINOIS 
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FOUNT-O-INK |: 


The Writing Set That Banks Use by 


For efficiency and genuine writing enjoyment 201 
everyone is using FOUNT-O-INK 


Profit with the amazing and popular pen that never needs to be filled. Mrs 
Extra large automatic ink supply. Special pen points for every writing the 
purpose. Available in over 39 different models. Nationally advertised. 










Special imprints for business gifts, merit 
awards and personal gifts. 





ACTUALLY 
FILLS 
ITSELF! 











All FOUNT - 0 - INK O0ERN MA 
mn BUT MY eqQPPee 
ndtv rouse 1s WOM EO tee 





WF 
Prout AN 60 . BETTER WAY GREGORY FOUNT-O-INK CO. Tt 


Ink and stain remover Stamp ped ink in 3501 EAGLE ROCK BOULEVARD 
for hands. epplicetor bottle. LOS ANGELES 65, CALIFORNIA . SINCE 1933 


Two Fast Selling items Send for your illustrated Catalogue, it’s Free 
























































CORD Jf 
= 
SMALL SPACE aa ite Re 
DISPLAY KIT FREE! ; 
Ask Your Dome at 
Wholesaler : , 
New 
| Soutk 
BE ON THE LOOKOUT for your Dome Wholesale Representa- | Angel 
tive, he has big profit making news for you about Dome’s extra- i also ¢ 
ordinary plans designed to move Dome Simplified Bookkeeping — | 
records right off your shelves. All you have to do is “have ’em” | ches 
they'll sell by themselves. Prepare to tie-in...FOR FULI ) R. E 
PARTICULARS SEE YOUR DOME WHOLESALER. | ager: 
® SAME BIG PROFITS ON ALL SALES... | 

REPEAT AS WELL AS ORIGINAL! NEWSPAPER , The 
© NO REFILLS! TIE-IN FREE! | ranting 
® NO INVENTORY PROBLEMS! Newspaper Ads To | wally 
® ONE BOOK FITS ALL KINDS OF BUSINESSES! Be Run in Your City | Five 
.. . Ask Your Dome | whose 

Wholesaler About | were 
FREE MATS! FREE TIE-IN LISTING co 
Available For Your Indi- oe 
Ref! 
vidual Use. Ask Your | 4PM. 
Wholesaler. as ent 
App 
DOME PUBLISHING CO., Inc. eight- 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


About 250 people dropped in to congratulate Mr. and 
Mrs. Rod E. Nern recently on the 25th anniversary of 
the establishment of their firm, the Nern Office Fur- 
niture Company, 514 N. Brand Blvd., Glendale. Neigh- 
boring firms, friends, and suppliers sent floral tributes. 
Cookies and punch were served during the day. 

Among those calling to offer congratulations was the 
man from whom Mr. Nern leased his first business 
home in Los Angeles, and also his first business neigh- 
bor in that city. 

The first Nern store was at 727 W. 7th St., Los 
Angeles, and the second one at 911 S. Hill St., in the 
same city. The firm was in business for 19 years in 
those two locations, much the longer time in the latter. 
Six years ago a location was taken in Glendale on 
Central Ave. and finally the move was made to the 
elegant new business home at the present location. 

* > * 

Work of arranging the new adjacent display and 
retail sales room has been completed by the Dictating 
and Recording Company, Inc., 621 S. La Brea Ave. 
(near Wilshire), Los Angeles. The new room is about 
20 x 40 feet in dimensions. C. C. Clifford, a man of wide 
experience in retailing work, has been put in charge 

this retail department. 

The company is distributor for SoundScriber for 





i Si 


New Home of Dictating & Recording Co., Inc. 


Southern California and Olivetti for the City of Los 
Angeles. Clary and other types of office machines are 
also distributed. Portable typewriters are handled. A 
ised department is maintained. 

Dictating and Recording Company, Inc., was estab- 
ished about 10 years ago. N. A. Kramer is president; 
R. E. (“Ted”) Stewart is vice-president and sales man- 

rer; and J. F. Derr is secretary and treasurer. 

7 * . 

The Westwood Office Supply, 10954 Santa Monica 

Blvd., West Los Angeles, celebrated its sixth anniver- 
‘ recently with all of its customers as guests. The 
vent is called the annual open house. 

Five booths were sent up by five different companies 
whose merchandise is handled by Westwood. These 

ere Leekley and Booz (manufacturers’ representa- 
tives), Remington Rand Inc., Abbott Distributors, Eagle 
Pencil Company, and the Webster Carbon Company. 

Refreshments were served between the hours of 
4 pm. and midnight, while various games were played 

entertainment features. 

Approximately 300 people were guests during the 
eight-hour period. 
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Americas’ greatest 4 4 
costumer buy! 


Ken-Ro-Bil announces an ex- 

ceptional value in a metal cos- 

tumer ... No. 43—Worlds of ~. 
eye appeal and sturdily built. 

Volume production combined 

with up to date production 

methods enable us to offer this 

costumer at a very low price 

withdut sacrificing quality. 





Specifications: 
Overall Height 68” 
HOOKS—Cold finish stee!. Plated 


Will not break or become . 
loose 

Tusg—11/.” square — steel — 
tubing 

BASE—20”" minimum spread— 
made from same heavy 
guage steel as tube All 
welded construction mak 
ing one piece No loose 
parts. 

ASSEMBL Y—Large diameter bolt 
runs completely thru base 


into heavy threaded plate 
welded into tube Tools 
required—one wrench and 
one screw driver 

FINISHES — Gray Brown and 
Green. Will match stand 
ard office colors 











Complete details 
furnished on request 


KEN -RO-BIL 
Corporation 


VAN BUREN, OHIO 














Geature The SET Now! 





For more Lamp Sales 








Walnut or 
Gray 
e Speediest Selling Desk 
Stenderd Lamp on the Market. 
ae Height 11”. Base 534". 
uorescen > 
tube Weight 7 Ibs. 
e Packed one to a carton. 
Has — « 

Eye Appeal , 
Economy Quick 
Appeal & Delivery 
Efficiency Guaranteed 

Appeal 


WRITE FOR YOUR COPY OF OUR 
BIG NEW CATALOG OF COMPLETE LINE 


Card Files Letter Trays Stationery Racks 
Cash Boxes Personal Files Stee! Box Files 
Desk Dr. Insert Post Binders Transfer Cases 
Desks Ring Binders Typewriter Tables 
File Stools Smokers Vertical Files 
Lamps, Desk Sorting Trays Waste Baskets 


THE MAYFAIR CO. 


Mfrs. of famous JET-50 Desk Lamps 
316 N. DESPLAINES ST. CHICAGO 6, ILL. 
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RIGINAL( )DHNER 


HANDY CALCULATORS 
‘'THE MACHINE TO COUNT ON'' 








The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
set levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 








68 units @ 1.75 ea. 119.00 

15% discount 17.85 

101.15 

Less 22% for cash 2.53 

$98.62 
Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 


Why pay more? 
WRITE FOR BULLETIN R-P113 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A 








Vertical 
File 


ONE PIECE 


All welded construc- 
tion. Made of heavy 
gauge tempered 
steel. Finished ham- 
mer tone grey and 
office green. 





MODEL . ww Packing Carton Weight 
4v a oe 2 13 Ibs. 
6V . = 2 17 Ibs. 
8vV = Ve 2 22 Ibs. 


Kard-Keeper 


The Kard-Keeper is 
an all steel minia- 
ture filing cabinet 
to fill a long evi- 
dent need—filing 
business calling 
cards. Individually 
boxed. Available in 
grey, green and 
brown. Equipped 
with A-Z index. 
Extra indexes and 
cards available. 





Carton Weight 
10 Ibs. 


Packing 
1K 3” 4! “e 8” 6 


LIT-NING PRODUCTS CO. 


MODEL H. W. OD. 


2694 Elm Avenue Fresno, California 
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The proprietors are Mr. and Mrs. William (“Bill”) 
Hagedorn. Both Mr. and Mrs. Hagedorn are experi- 
enced sales people and their company has made excel- 
lent progress in the six years since its organization. 

It is off the immediate subject a little bit, but West- 
wood Office Supply has been very pleased with the 
work of a lady salesman employed to call on the 
defense plants, according to Mrs. Hagedorn. The lady 
is Miss Blanche Larson. Mrs. Hagedorn did similar 





Leekley & Booz (representatives 


Attend Open House ... 
for office furniture and equipment manufacturers) personnel at 
the recent Westwood Office Supply open house in W. Los Angeles. 
Left to right: C. W. Leekley, partner; J. S. Stoodard, office man- 
ager, and F. F. Booz, partner. 


work herself before she found it necessary to give all 
her time to the store. She states that women sales- 
people meet with splendid reception and there is no 
reason they can not be as successful as men in this 
capacity. 

7 * 7 

National Cash Register Company people in Los 
Angeles are quite proud of a fine testimonial recently 
received from the Enterprise Construction Company, 
8025 Melrose Ave., Los Angeles, and signed by William 
I. Tenzer, president. The gist of the letter is about as 
follows: 11 people were formerly employed in the 
accounting department and even that number could 
hardly keep up with the work. Now, with proper 
equipment, three people do the work and records are 
constantly right up to the minute with sales volume 
much increased. The clerical savings is estimated at 
$25,000 annually, which means that the cost of the 
equipment was recovered in the first three months. 

The testimonial obviously is a good word for the true 
economy possible through modern office equipment in 
this day and age when speed and accuracy are of the 
essence. The National Cash Register Company equip- 
ment used is the Class 31 Accounting Machine. 

The California State Office Machine Dealers Associa- 
tion has scheduled an all-day meeting in Los Angeles on 
October 25. There will be a luncheon and business 
session in the New Statler Hotel but at this writing the 
place for the dinner has not been decided upon. 

J. D. Romano of Fresno is president of the associa- 
tion. Since Al Foxcroft, Los Angeles, president of the 
Southern California Office Machine Dealers Associa- 
tion, is in the East right now, the vice-president, 
David A. Hendler, is in general charge of preliminaries. 
Bob Picou is in active charge of arrangements, enter- 
tainment, and reservations. 

Norman Horton of the Zellerbach Paper Company, 
4000 Pacific Ave., Los Angeles, reports that the Valley 
Office Supply Company and the Bruce Stickler Com- 
pany of Bakersfield were both greatly inconvenienced 
by the recent earthquake in that city. The buildings 


OFFICE APPLIANCES, November, 1952 











OF 


Tait al a 
ou " % - fgets 
LT ee 
Fes ba 
; oo hale he 
a 


OF QUALITY-CONSCIOUS BUYERS. 


Leather 
Business Cases by 


Over 34 years of leadership . .. ‘ 
S line that more customers want for the QL 
pthat is such a mark of distinction. Here it 
craftsmanship and superb cor 100 .. 
individuality of beautifully designed 
s in cowhides, pigskins and sea 
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© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 








STENCIL 


will produce better copies 
than any other stencil, regard- 








© TEMPO INKS 


Designed to produce beautiful copies 


' and meet your specific requirements 
less of ty pewriter used for y : q 


cutting 





WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 
Inks and Accessories 
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/ id PO | MILO HARDING CO. | 

SSS: Se Ger ar0 434 W. Pico Bivd., Los Angeles 15, Calif. | 

M | LO H A R D | w G STENCIL | Please send illustrated catalog | 
DUPLICATING PRODUCTS | 

| COMPANY tae vhs : 
- Established 1904 | | 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA Ree. | 
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BY WEBER BROTHER 


CREATES SALES 


New WB “Styline Stand have more leg room and 
eye appeal — sell themselves. Modern design and 
sturdy sway-proof construction overcome sales resist- 
ance in executives who demand working efficiency 
plus beauty in today’s offiges. WB Stands have fea- 
tures found only in the most @xpensive stands. 


Assembles in 2 Minutes—Stands ship flat—legs un- 
fold and lock top into position, using four wing nuts. 


Tubular legs can’t snag Base easily shifts to legs or casters. 
No boars or sharp edges to bruise shins. Piano hinges and drop arm supports. 





Top Representatives Wanted for Southern Territories! 


Webor Brothors METAL WORKS 


108 N. JEFFERSON AVENUE ¢ CHICAGO 6, ILLINOIS 














Model MS-150 Model MS-200 Model MS-250 
sion de K€ yle with elevator 
i drop leaf 


ced sales leoder with ALL skid top and ex 


drop leat leaf 









me No. 333 . 
eee, Arm Chair GOOD WILL is the knack 


of bringing ’em back to your 
store because they like 
your merchandise and service 







No. 33312 
Revolving Chair 
Matching No. 333 






=e Qa 


133 BLEECKER ST., NEW YORK 13, N. Y. 





We've been taking care of the Furniture 
end for leading stores these many years. 
Why not have a good look at the latest 


catalog showing BRIGHT sales-winners? 


No. 9800 Sofa—Solid, durable .. . 
and BEAUTIFUL! Just one 
of our many attractive models 
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which they occupy were both damaged, but fortunately 
no stock was damaged in either instance. 

Business was halted by the closing of streets while 
debris was being cleared away. Outside salesmen of 
course continued working as usual but business stopped 
in the stores. However, rapid work was done on clean- 
ing up and the buildings will soon be in a good state 
of repair. 

* > ~ 

Business Systems, Inc., opened a new branch office 
at 1824 Stockton Blvd., Sacramento, on September 1. 
Jack Moody has been named manager. Mr. Moody 
formerly managed a government printing plant in 
Honolulu, and was at one time also chief buyer cf 
printing supplies for the United States Navy with 
headquarters in Washington, D. C. 

John Giel, who has had considerable experience in 
systems work, is a new sales representative for Business 
Systems, Inc., according to James C. Nelson, vice- 
president in charge of sales. Harry N. Kamph is presi- 
dent of the company. 

o . 7 

J. Finley Thompson, controller for Fibreboard Prod- 
ucts, Inc., San Francisco, is scheduled to address the 
members of the Los Angeles Chapter of the National 
Association of Cost Accountants at the Elks Club in 
Los Angeles on Wednesday, October 21. His subject 
will be, “Labor, and Overhead, and Standards.” 


* * * 


Among others slated to attend the convention of the 
National Stationers & Office Equipment Association in 
Chicago, October 4-8, are R. A. Thomas and Mr. and 
Mrs. Carl Grimes of the Grimes-Stassforth Stationery 
Company, Los’Angeles. Mr. Thomas will visit Muskegon 
and Kalamazoo, Mich., in addition to Chicago on this 
trip, while Mr. and Mrs. Grimes plan to combine busi- 
ness with their regular vacation trip. 

Russell Davis, proprietor of the Alhambra Office 
Supply Company, 112 W. Main St., Alhambra, governor 
of the 14th District of the National Association, and 
Walter A. McNevin, president of the Stationers Asso- 
ciation of Southern California, are also making prepa- 
rations at this writing to attend the convention. 

o * > 

Copies, Inc., 8479 Melrose Ave., Los Angeles, distribu- 
tors of Old Town products, expresses great satisfaction 
with the new addition to the line, Model 9S CopyMaker. 
This machine, particularly designed to meet the de- 
mands for a small, efficient low priced machine for 
use in small offices and schools, fills a real need, ac- 
-ording to Norman J. Page, vice-president of Copies, 


Inc. The demonstration model is now on hand but 
November is the slated date for deliveries. 
> > 7 


Dick Iredale, proprietor of Commercial Stationers, 
Inc., 1306 N. Lake Ave., Pasadena, and Mrs. Iredale, 
left September 24 for Detroit where they will pick up 
a new car. They plan to attend the big convention in 
Chicago and also to spend some time visiting Mrs. 
Iredale’s parents in Iowa. 

> *. + 


The McBee Company, 1133 S. Maple Ave., Los Ange- 
les, announces that Edward D. Tunis has been named 
to succeed E. R. Freed who left September 22 for Hono- 

lu where he will establish and become manager of a 
McBee Company branch. 

> = * 

Howard Mackin of the American Calculating & Type- 

iter Service, 122 E. 7th St., Los Angeles, announces 
hat George Carmen, office services manager for the 
Lockheed Aircraft Corporation, is scheduled to address 
he Los Angeles Chapter of the National Office Man- 

gement Association when it gathers on Tuesday, Oc- 

tober 7, for its dinner meeting. His subject will be 
Forms Control,” a subject on which he is a recognized 
1uthority. 

Mr. Mackin also reports that business in the Los 
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111 PIONEER STREET, BROOKLYN 31, N. Y. 


More than forty years’ experience in the 
design and manufacture of “customer accepted” metal 


furniture has earned ..... 





an enviable reputation in the industry. 


The 1953 line of full and non-suspension files offer 
the finest in modern filing equipment . . . at prices 
that will enable you to meet all competition. Many 
exclusive construction features give greater operat- 
ing ease and efficiency. Extra-heavy gauge steel 
used throughout guaran- 
tees each file a long, use- 


ful life. 


Send today for this free illus- 
trated brochure . . . it will 
show you how to enjoy extra- 
profits from your “file” sales 
in °53. 

Welham Metal Products Co. 
Michigan City, Indiana 















all-purpose 


Smo-~-King 
SMOKER-BRIDGE LAMP 


Combines lamp and ash tray. . . 
the ideal unit for double duty service 
in offices, homes, hotels, railroad 
terminals, restaurants, 
showrooms, stores, institutions. 


# 105A—Modern design . . . durable finish 
Heavily weighted base resists tipping. 

Shade adjusts to any convenient angle by swivel. 
Flexible gooseneck arm, ash receptacle with 
6" glass tray. Height — 56”, Shade — 16”... 

in assorted colors. Packed 2 to a carton. 

May also be had without Ash Tray — #105. 


Write for complete descriptive literature, 
prices and discounts. 


W/E King PRODUCTS 
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Chem-Board Storage Files are permanent. They cost and 
weigh about 50% less than steel; cost less than some 
reinforced corrugated paper files. 


Chem-Board is the product of our exclusive process 
for chemically impregnating 350 pound test corru- 
gated fibre-board to make it flint-hard and rock- 
strong. Fully loaded Files can be stacked to the 
ceiling without intermediate supports. They mate 
together vertically .. . operate freely without sag- 
ging or binding . . . repel vermin . . . can’t rust 

. Gre impervious to moisture . . . have positive 
follower-blocks are available. 


CONVOY Lex har/ 
2Y\ STORAGE FILES 


PO Station B, Box 216-G « Canton 6, Ohio 


drawer stops... 


Chem-Board Files are 
securely stitched with © ® 
steel wire. They have 
no gum or fixtures to 
work loose. Write today 
for list of users, illus- 
trated price list, and 
details about our Dealer 
Franchise. 





FUTURA 
The Jryrex PENCIL 


SHAPED TO 
FIT YOUR HAND 


STAYS PUT - 
WILL NOT ROLL 


RICHARD BEST PENCIL CO., SPRINGFIELD, N. J. 





consistent advertising in the 


Saturday Evening Post 


and other magazines, together with 
an alertness to modern merchandis- 
ing trends, is widening the distribu- 
tion of Futura and other Richard 
Best Products, making the Richard 
Best Franchise more valuable year 


by year. 


RICHARD BEST PENCIL COMPANY 


Established 1890 
SPRINGFIELD, N. J. 
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Angeles area is especially good, in fact he finds the 
employment situation somewhat critical. He reports 
further that word from the Milwaukee and Chicago 
branches of his company cites business conditions in 
those cities about the same as here—that is very good. 
Robert C. Darling heads the Milwaukee office and 
J. F. Cotteleer heads the Chicago office. 


Find Diebold Microfilm Camera Aids Security 


Many executives in various industries across the na- 
tion are finding the new portable microfilm camera 
recently developed and announced by Diebold, Inc., 
to be a valuable tool in helping keep their personal 
files confidential while still giving the advantages of 
microfilm security. 

Diebold’s Flofilm Division reports that many of the 
first orders for this 20-pound, fully-motorized camera 
were from executives of large corporations which were 
already using microfilm to record all correspondence 
and other documents. In many of these firms, the 
policy had been to pass all material to be photographed 
to a central pool for microfilming, which placed the 
executives’ private work in a position of general 
scrutiny. 

The new portable camera can be taken right into 
private offices and any document up to 11 inches in 
width can be recorded in strict secrecy. The removable 
daylight-loading film magazine of the Diebold Flofilm 
camera can be kept in the executive’s desk until it is 
completely used, and one or a hundred documents 
can be photographed at a time. 

The 50-foot daylight film magazine and the unique 
facility for microfilming on various rolls by simply 
changing magazines are particularly valuable in keep- 
ing documents in sequence, and reducing film costs to 
a minimum, the company reports. 


West Texas Office Supply Marks 25 Years 

Open house was held by the West Texas Office Sup- 
ply, Midland, Tex., in September to celebrate the firm’s 
25th anniversary and completion of a recent remodel- 
ing program. 

From a small business space the firm has expanded 
through the years until it now covers 14,000 square feet 
of floor space. Recently added was an office furniture 
department, including a full line of safes and filing 
equipment. 

Founded by Earl and Ethel Horst, the firm was pur- 
chased by Charles W. Chancellor, Sr., in 1942. Chan- 
cellor sold the business last January to his four sons 
and a nephew. He still serves in an advisory capacity. 

Charles W. Chancellor, Jr., serves as manager of the 
store. Victory Chancellor is assistant manager; Joe H. 
Chancellor, buyer; Camden Chancellor and Stuart 
Chancellor, salesmen; Jim Turner, sales manager of 
the furniture department; Jerry Warsham, manager 
of the machine department; Mrs. L. Stone, comp- 
troller; H. E. Rogers, manager of the printing depart- 
ment; Wade Ingraham, manager of machine service; 
and Mrs. Hazel Herndon, floor manager. 











New Wisconsin Corporation Is Formed 


Universal Business Machines Company, Inc., has 
been formed in Whitefish Bay, a suburb of Milwaukee, 
Wis., with an authorized capital stock of 1250 shares 
of common at no par value. Incorporation papers have 
been signed by Ralph E. Teitgen, who is given as the 
registered agent at 316 E. Silver Spring Rd., Whitefish 
Bay, Milwaukee 11, Wis ——JEH 





Heads Stationery Department in Little Rock 

Cecil Moses has been appointed manager of the 
stationery department of Jordan Printing & Stationery 
Company, 313 West Seventh St., Little Rock, Ark., the 
company announced September 24. The new manager 
has had 16 years experience in the office supply and 
stationery field —EEG 
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THE BIGGEST DOLLARS WORTH in STEEL OFFICE EQUIPMENT! 


(FOR YOU AND YOUR CUSTOMERS) 


#158-R 
STORAGE CABINET 
One shelf; complete with lock & keys 


Non-Suspension 
ye ONE AND TWO DRAWER 























STEEL FILING CABINETS 18” x 18” x 30” 
we 3 PIECE STEEL DESKS #138-C 

Prime Steel THREE 

Electrically Welded DRAWER 

" : FILE 

all Bearing 

Compressor Follow Blocks #152-S 4 Two double index drawers for 

Aluminum Pulls COMBINATION 3 PIECE DESK aS ee Se ee 
: , Easy to assemble. Available in grey. ya oe. Somovente, on 

Finished in 25,” x 50” x 30” (24” depth dividers. 15° x 24° x 30°. 

Standard Grey or adi ‘ epth) 


Green Permanized 
























Baked Enamel #143-T 
ie} = | TELEPHONE CABINET By S/o! #1140-A go 
16” x 20” x 30” o | ae BUILD YOUR FILE || «_, 
“— || Complete with lock & keys. o | St =. | To Any Height Desired 
gis) t & Legal Si 
= = Le nae” pacar os" oe 
8-5 Te Pp 
— To1e ke 
= _ ae + 
INDIVIDUALLY CARTONED #150-R = Te 
PROMPT SHIPMENT 4 DRAWER #127-A 
> STATIONERY CABINET 27 DRAWER CABINET #240-A 
For Complete Details 291,” high 29%" x 12%," x 35% FILE BASE 
Write For Catalog Inside drawer dimensions Each drawer 3° in height 
& Price List —4” high x 12%” wide Ve" x 11%" x 3” high 





ST. MARKS METAL PRODUCTS : 


1709 ST. MARKS AVE., B’KLYN 33, N. Y. + HYacinth 8-1188 








The Hit of the NSOEA Convention 


FLEXIMAT’S NEW NUMBER, 
A COLORFUL, DURABLE... 


TYPEWRITER-CUSHION 


MATCHES YOUR OFFICE FURNITURE 


e MADE OF FIRST QUALITY 
SPONGE RUBBER 


e MARBELIZED SMOOTH 
RUBBER TILE TOP 


e SHOCK ABSORBENT 
e REDUCES NOISE 


e PROLONGS LIFE OF 
TYPEWRITER 


e CHOICE OF 6 COLORS 


@ STANDARD SIZE — 13” x 11” 


e EASILY CLEANED WITH 
DAMP CLOTH 



















- CHOICE OF 6 COLORS 


Topped with a smooth 
marbelized rubber tile easily 
cleaned. Bonded to a resil- 





ient sponge rubber cushion. 


. Write today for complete information _ lex | red ad | 23 * , . Ch M : 
Dealership Inquiries Invited i co Tye) VVilelx UAIUAL 
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Framed... 


FOR PERFORMANCE 


A number of BOSTON KS Pencil Sharpen- 
ers were procured by Tinius Olsen Co. 
from their own source of supply. 


After testing 2170 pencils, the BOSTON 
KS Sharpener had produced 36,890 
pencil points of 4” length and was still 
operative. The cutters, after the endur- 
ance test run, produced pencil points 
suitable for normal writing. 


The test of pencil sharpeners by Tinius 
Olsen Co., Willow Grove, Pa. was de- 
veloped so that you might benefit by 
correct information on pencil sharpener 
service. Have our representatives show 
you the complete details of this pencil 
sharpener test no. 31517. 


BOSTON 


PENCIL SHARPENERS 





BUY BOSTONS .. . SELL BOSTONS 
Backed by a Full Year's Guarantee. 


C. HOWARD HUNT PEN COMPANY 


CAMDEN 1, NEW JERSEY 


Also Manufacturers of Speedball Pens and Products . . . Hunt Pens 
WRITE FOR CATALOG 

















Pittsburgh Cut Wire Co. 


PITTSBURGH 33, PA. 


1120 GALVESTON AVE. 


294 





OFFICE APPLIANCES, November, 


1952 

















a a a a 


= a] 2 





Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


A “stationery fair’ within a fair comprised the 
many stationery lines exhibited at the comprehensive 
Pacific Northwest Gift, Stationery, Jewelry and 
Housewares Exhibition held recently in the Terminal 
Sales Building, Seattle. This attracted a large number 
of dealers from all parts of the Pacific Northwest, as 
well as Alaska and Western Canada. 


> 7. > 








Long in the stationery business in Portland, Ore., 
as a top executive of the J. K. Gill Company, Richard 
C. Montgomery is opening a new Seattle advertising 
agency as Richard C. Montgomery & Associates, an 
agency he formed in Portland, Ore., when he left Gills 
a few years ago. Mr. Montgomery is opening the new 
ad agency under his name in the Central Building, 


with Victor S. Collin as manager. 
> 7. > 


Rest-APluane 
TELEPHONE REST 


The new features include: 


Capitalized at $50,000, the Ediphone Company has (1) New ——— model fits E-1, F-1, and G-1 handset (Western 
been duly formed and incorporated at Seattle, Wash.., ae ee nob a! ‘a ~ ~~ ~ yey eet py emery 3 
by Marshall L. Doty, Jr., Richard M. Godfrey and 


point suspension makes Rest-A-Phone a true tel rest and not 
Wayne Fury, all of Seattle Wash. just a hook. (4) Molded in one piece of light, tough, tenite plastic 
—- Ss 


to eliminate weight and loosening nuts, bolts, and screws. (5) Spring 
clip gives 5 second installation with complete ease of adjustment. (6) 
Has 7 degree slope on cradle to offset slope of average 

and to increase wedging effect on shoulder for greater stability. 
(7) Individually packaged in beautiful acetate-topped gift box with 
attractive instruction sheet. (8) Guaranteed unconditionally for 5 
years against defects in material and workmanship. (9) It's a nat- 
vral for a Christmas gift. A trial order today will prove profitable. 


Inviting home folks in, the Peninsula Stationers of 
322 Pacific Ave., Bremerton, Wash., welcomed Olive 
Barber, authoress, to their store, and staged a book 
rally and autograph party, since Mrs. Barber is Brem- 
erton’s own author of “The Lady and the Lumberjack.” 

- 


» ¢ THANK YOU STATIONERS 
FOR YOUR VISITS TO OUR DISPLAY. WE'LL 
GIVE YOUR ORDERS QUICK SERVICE. 


Exclusively Patented & Manufactured by: 


oS Rest-A-Phone Co. 


meme ..e) Ge vs.) meme 10) 268 \. led ae) 3: 


REVOLUTIONARY 
socbbebs - NEW 


injector stamp kit 


Shaw & Borden Company of Spokane, Wash., has 
made an important announcement in that city indi- 
cating a change of dealership has been made in the 
Burroughs Adding Machines distribution of Spokane 
and the Inland Empire. They are the new dealers 
with showings of the line at 325-327 W. Riverside Ave., 
~ and 326-328 W. Sprague Ave., Spokane. 

= - . 




















Miss S. A. Holmes, book and stationery store owner 
of the college district of Seattle, has recently retired 
from the field with the sale of her Linholm Book & 
Stationery Store at 1409 E. 45th St., not far from the 
campus of the University of Washington, to Mrs. Van 
Norman and Miss Purcell, who will continue to operate 
at that address. 











* * * 


Thomas M. Pelly, head of Lowman & Hanford Com- 
pany, ex-president of the Seattle Chamber of Com- 
merce, and a business leader at the forefront of most 
every civic and community endeavor and worthwhile 
project, has demonstrated his leadership as well as 
his large following in being chosen as the Republican 
nominee for the last Congressional District in Seattle. 

The 50-year-old nominee for Congressman is not 
only president of the pioneer stationers and printers 
of Seattle, but general manager of this multiple store 
enterprise with numerous branches in the Puget Sound 
metropolis and environs. 

In passing his 50th birthday milestone just shortly 
before the primary voting, the office and sales workers 
of his stationery organization gave a birthday surprise 
party for him during the coffee hour. They just about 





, / 
Imagine: . . you can sell . swirling scripts instead of 


knew their boss was going to win the primary for 
they handed him not only a delicious, handsomely- 
frosted birthday cake, but broom and dustpan to 
clean out the mess in Washington,” after he gets 
there as Congressman. 

Honor of presenting the broom went to William V. 
Quinn, who first went to work for “Lowman’s” just a 
few weeks after Pelly was born on Seattle’s First Hill, 
and who despite his years, is a fully active salesman 
for the stationery organization. 

Honor of making the presentation of the accom- 
panying dustpan went to another veteran of the staff, 
Frank A. Ahlers, close to his 50th year with the firm. 
In making the presentation to his boss, Ahlers com- 
mented as he apologized for the small size of the 
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our customers an entire stamp- 
ing DEPARTMENT in one neat 
attractive package. This hand- 
some molded plastic case in 
two-tone grey is the modern an- 
swer to the unsightly rubber 
stamp stands of a by-gone age 

. . and only 4 x 6 inches of 
desk space is required! Your 
customers will thrill to the unique 
and appropriate lettering de- 
signs. . . . Parcel Post Stamp 
that is suggestive of Pony Express 


mere block letters. 

The basic set includes the case, 
injector handle, customers choice 
of 6 stamps from 16 standards, a 
one ounce bottle of stamp pad 
ink, and a large No. | stamp 
ped. (Blank stamps are available 
or customers’ special needs.) 


COMPLETE FOR sHge 


USUAL DEALER DISCOUNT @ WRITE TODAY FOR INFORMATION 


FD MAR soercrst° 
309 So. Farwell $t., Eau Claire, Wis. 
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DESKS+ TABLES 


by 








Send for Catalog. 


LEHIGH DESK CO., INC.. 


106 Duane St., New York @ Factory: Bethlehem, Pa. 




















Spirit 
MASTER 


UNITS 
or 


CARBON 
PAPER 


now IMPRINTED with your 


PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialised in the manufacture of spirit master units, spirit carbons, 
gelatin carbons and related duplicating supplies. Colonial car- 
bons give longer runs, clearer copies and uniform results. 
Send us a sample of your imprint —a rough sketch will do— 
for quotations. 





CARBON COMPANY 
GENERAL OFFICES e SKOKIE, ILL. 
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dustpan, “it won’t be big enough for all the stuff he’l] 
be sweeping up in the national capitol.” 
7 ” : 


Capitalized at $100,000, the Puget Sound Office 
Equipment, Inc. has recently been duly formed and 
incorporated at Tacoma, Wash., by W. W. Cline, Lor- 
raine Cline and Hilton B. Gardner. 





Chicago Firm Moves Into New Home 

The American Printers & Lithographers, Inc., enter- 
tained many of its suppliers and other friends at an 
open house Friday, September 26. The occasion marked 
the firm’s celebration of the official opening of its new 
home at 2247 W. Logan Blvd. 

Hundreds moved through the 25,000 square feet of 
space, arranged in the most modern style possible for 
this printing and lithographing business. A commer- 
cial stationery division, American Office Products Com- 
pany, is also operated by the expanding firm. 

The visitors saw long rows of automatic presses in 





Leading Officials of Expanding Firm... 


1. President Samuel Weinress; his son and vice-president, Wallace 
Weinress; Robert Lifton. 

2. Operating American Office Products Co., office supply division 
of American Printers’ Lithographers, Inc., are Louis S. Kaplan 
and Ruth Toback, his secretary. 


operation and inspected the latest in printing and 
lithographing equipment. They were greeted by Presi- 
dent Samuel Weinress, who has been in the business 
since November 11, 1911, and his son, Vice-President 
Wallace Weinress. Others prominent in the firm’s 
operation and who were present to act as hosts in- 
cluded Robert Lifton, M. S. Lichtenstein, Maurice 
Gussin, Louis S. Kaplan and Ruth Toback. 

A sumptuous buffet style dinner was served to those 
attending the open house and refreshments in abun- 
dance were available. 

The business was formerly located at 538 So. Clark 
St., and its expansion forced the construction of new 
and enlarged quarters. 





Jack Weiner and Jim Ward Tour Middle West 


Jack Weiner, Belmont Typewriter Sales & Service, 
Chicago, president of NOMDA, and Jim Ward, Ames 
Supply Company, spent a good part of September 
touring the middle west and speaking at local office 
machine dealers association meetings. The first stop 
was at Indianapolis on September 3. Then followed 
the Chicago meeting on September 9 and the St. Louis 
assembly on September 11. One week later they ap- 
peared at the Detroit meeting and on September 19 
they addressed a session at Pittsburgh. On each occa- 
sion their remarks were received with enthusiasm and 
approval. 
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HANDSOME and THEN SOME! 


Seatheréfe products combine the rich appear- 
ance of leather, with exceptional durability. 
Seatheréife is scuff-resistant and will outwear 
ordinary expanding products several times. 





Seatheréife is not affected by water, oil or 


perspiration. It is easy to keep clean of stain 
or soil and retains its newness of appearance. 


Seatherdife Products are made exclusively by 
Cooke & Cobb Co., and embody FAVORITE 
Line features of construction. The line includes 
Expanding Files, Wallets, Envelopes, File 


. 
os 


Pockets. NO-TYE as well as Tape Tye styles. 
Ask for Circular C-1005 © sl 
The Cooke & Cobb Company RE 


122 East 23rd Stre York 10, N. ¥ 
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“QUIK-LOK" “COMPARE and SAVE” 


As low as $1.20—Letter Size 
(Standard Length 24 inch) 


retail price in quantity purchase 








Freight Prepaid—On minimum order 


“QUIK-LOK” 
FOR RECORD STORAGE 


Insure repeat sales and profits due to guaran- 
teed satisfaction. 

Like a snap— 

"“QUIK-LOK" snaps locked automatically. Just push 


down lid over two positive metal buttons. 


e Dustproof construction is insured by the steel strip 


A SUPERIOR CORRUGATED e Convenient pull out tab. 
ONE PIECE TRANSFER CASE e Only one gummed cloth tape completes the “QUIK- 
From coast to coast for almost 2 century LOK" assembly. 
30 STOCK SIZES and Special Sizes to Order No string to tie or untie. No multiple strips of tape. “QUIK-LOK” 
Al24—Letter, A154—Legal, A184—Invoices, assembles quickly and securely. 
~ 12—Ledger, A14—Deposit Slips, A83— A complete catalog available upon request. 
Checks, etc. 


A SIZE TO FIT YOUR EVERY NEED Manufactured by the Kay-Dee Company 


% J 9 "4 . G E L L . » (Exclusive factory agent) 1133 Broadway, New York 10, N. Y. 
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Adding-Calculators 


(remerac's mew ruvoescenr Flop’ 








MONROE 


Here’s a fine chance for wide-awake dealers to pick up a nice 
profit by stocking these universally favored calculators. All 
models and capacities — entirely rebuilt by experts and in tip-top 
operating condition—are available in limited quantities. Rebuilt 
Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 











- 
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ARM FLUORESCENT 


DESK LAMP 
Lovely two tone effect with brass plating in 
base, it has an amazing amount of eye 
appeal and a surprising low price. Hand- 


some, non-tarnishing fused on finishes. RETAIL PRICE 
FOR TWO TUBES TWO TUBE MODEL 





















No. 622 Statuary Bronze with Brass $14.95 Ret. 
No. 623 Gray with Brass $14.95 Ret. 
FOR ONE TUBE 
No. 620 Statuary Bronze with Brass $10.95 Ret. 


No. 621 Gray with Brass $10.95 Ret. 


ercoral LAMPS MFG. ‘ 


COMPLETELY 
ADJUSTABLE 


CORP, ELWOOD, /ND. 


OVER 50 YEARS OF LIGHTING SINCE 1896 
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ALUMINUM SEATING CORPORATION, AKRON, 
OHIO—"Gentlemen, be Seated . ” proclaims the cover 
page of the imposing and richly printed brochure recently 
copyrighted by this company. It is an example of printing 





and photography craftsmanship in presenting a powerful 
selling messagé concerning what is expected of a chair. Mag- 
nificent photographs present models of Fine-Rest aluminum 
chairs in true color as the brochure moves along in a sales 
appeal which the company believes will prove effective. 


ARROW FASTENER COMPANY, INC., 1 JUNIUS ST., 
BROOKLYN 12, N. Y.—This new self-selling display box 
printed in bright colors, contains 12 model No. 11 stapling 





machines and 1 box of A-44 staples packed with each machine. 
The merchandiser occupies 2 square foot of counter space. 
The three-way operation of the machine as stapler, plier and 
tacker is described on the cover flap. Price of each unit is $1.98. 
$1.98. 


RICHARD BEST PENCIL COMPANY, SPRINGFIELD, 
N. J.—Dispiayed at the NSOEA convention exhibit were new 








packages of four Futura pencils wrapped in cellophane, 18 
pencils to a counter display carton. This is in addition to the 
standard commercial packing of Futura. Also displayed were 
Omega and Vivichrome color pencils in cellophane packages 
of six; and the Richard Best line of erasers, also packaged in 
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A new spun aluminum 


SAND-URN 


BY COmMPCO 


RICH, SATIN, 
PLATINUM LUSTER 
FINISH 


Also ovailable in bronze. 


MODEL 
No. 888 


SPECIFICATIONS 
Height, 19"; Tep 
diom., 10%"; Ap- 
prox. Shpg. Wt., 
8%) tbs.; Pocked 1 
wrn te a shipping 
corton. 


Use it everywhere. 
Adapts perfectly to every 
modern decor. Fobricot- 
ed of heovy gouge alv- 
minum, with a heovily 
weighted bose for solid 
footing. Finish is pro- 
tected against tornish 
by «a lasting protective 
cooting. Top of urn is 
removable for access to 
sand storoge spoce. 
Write for prices 
ond complete 
date on other 
Compce sand 
urns. 


COMPC 
Corporation 


Quality Sand Urns Since 1932. 























H{ You Are Looking for 


GENUINE CRAFTSMANSHIP 
HARMONIOUS FINISHES 
FUNCTIONAL DESIGN 
AUTHENTIC STYLE 
INDIVIDUALITY 
COST-ECONOMY 
DURABILITY 
IN OFFICE 
DESKS & 

FURNI- 


SINCE 1886 — THE GREATEST NAME IN WOOT 
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Ee _ Se a ae Ga ~ | 
The answer to low cost 


trouble free duplicating 
the HECTOGRAPHIA AF 51 ' 


liquid process duplicator 


- e “ay : i 
& 





AF 51 is the answer to customer 
demand for a low cost duplicator that 
does a big job . . . because AF 51 is 
consumer pre-tested for absolute foolproof operation 

. . . AF 51 does not require service calls. That means 

more satisfied customers . . . more dollar profits for 

you. 


WRITE TODAY for the free new Hectographia “Catalog 
52°" containing the entire profit making family of Hecto- 
graphia duplicators and duplicating supplies. Find out 
how greater supply business can mean greater profit 
for you 
Remember—!It can never be “better than” .. . and rarely 
“as good as” . . . The Hectographia Family of better dupli- 


cators and duplicating supplies. 


HECTOGRAPHIA CORPORATION j 


110 West 17th St., N. Y. C. 





IT’S NEW 
Educational 


and 


Entertaining 
CRAM’S 


Deluxe 





ATLAS-GLOBE COMBINATION 


An unusual value—Nothing finer—truly deluxe—Exclusive 
features. Handsome sculptured design art mounting on 
solid walnut box base. Bronze plated figurines and merid- 
ian. 12” Hand mounted beautiful full colored globe— 
Plain or illuminated. CRAM’S UNRIVALED ATLAS OF THE 
WORLD—64th Edition—Just off the press. Embossed cover 
—400 pages, completely indexed, official 1950 census, 240 
color pages—new Historical Section. 

You'll be amazed at its beauty and value. 

Send today for Cram’s new Globe Catalog No. 62. 











« - AT, 
os 
(RS 

av 


(002 THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. 


4 


Indianapolis 7, Ind. 
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cellophane. The idea behind these new packages is to minimize 
soiled inventory, and increase unit sales. 


COMMERCIAL STATIONERY COMPANY, 325 W. 
MADISON ST., CHICAGO 6, ILL.—A new bank catalog, 
No. 12, gives illustrations, detailed specifications and prices 
for coin sorting equipment, coin counting and packaging ma- 
chines, steel bank coin vault trays, machine posting equipment 
and other bank and office supplies. 


DIEBOLD, INC., CANTON 2, OHIO.—An efficient plan 
for faster industrial and retail business billing procedure is 
completely described in a new free brochure issued by this 





company. Entitled “Shortest Path Between Charges and Pay- 
ment,” the pamphlet explains cycle billing and new adapta- 
tions to all types of billing. 


DONIE CHAIR AND MANUFACTURING COMPANY, 
INC., P. O. BOX 235, GRAPEVINE, TEX.—Products of this 
firm are strikingly illustrated in a new desk catalog No. 852 
and accompanying price lists and brochures on office and school 
furniture, telephone tables and typewriter tables. 


GABE MANUFACTURING CORPORATION, 320 
BROADWAY, NEW YORK 7, N. Y.—This firm announces 
that a new price list on all office stationery supplies and 
specialty items is now being mailed upon request. Printed in 
a standard manila folder so that the list can be filed for handy 
reference, the Gabe brochure gives dealer prices and packaging 
information on such items as pencils, brass fasteners, binder 
clips, loose leaf indexes, compasses, erasing shields, tacks and 
clips, typewriter pads, typewriter brushes and protractors. 


fHE MILWAUKEE CHAIR COMPANY, 3022 W. CEN- 
TER ST., MILWAUKEE 45, WIS.—A supplement No. 61 
features new chair designs that have been added to the com- 
pany’s line since the issuance of the last catalog, No. 60. This 
supplement replaces supplement No. 60A. Also published is a 
price list that applies to the chairs illustrated and described. 
Attention is paid particularly to new, moderately-priced execu- 
tive and clerical posture chairs, the modern group of all wood 
flat back chairs and coupon booth chair. 


MINNESOTA MINING & MANUFACTURING COM. 
PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—Office 
shortcuts using five Scotch brand pressure-sensitive tapes are 
described in a new 16-page folder available from this company. 
Contained in the brochure are 59 photographs and drawings 
of typical uses for the tape. Manual and semi-automatic dis- 
pensing equipment for office use are likewise pictured. De- 
scribed are cellophane, acetate fibre, acetate film, double-coated 
and filament tape. 


THE RECORDPLATE COMPANY, 16 E. HOLLY ST., 
PASADENA 1, CALIF.—Just released is the 1952 illustrated 
catalog of the Recordplate Company. Larger and more com- 
prehensive than previous issues this 10-page catalog pictures 
each basic item of the loose leaf and loose leaf visible book 
sets and their components, as made by this company. The 
catalog includes new items and is immediately available on 
request. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—Chaindex, visible record system, is fully 
described and illustrated in this colorful new booklet published 
by this firm. Chaindex may be used in portable book units, 
regular Kardex cabinets, mobile Kardex, and the high speed 
Robot Kardex. The booklet describes the types and kinds of 
cards available and the method of use. 


SAFEGUARD CORPORATION, LANSDALE, PA.—These 
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The one and only 


FOLD-A-WAY TABLE 


. the world’s handiest table 


NOW NATIONALLY 
ADVERTISED 








LIGHTWEIGHT ALUMINUM | 
... holds over 40. times | For extra Holiday business twe 
its own weight. Folds to | ways—feature the FOLD-A-WAY 
fit in closet or car as a gift use it as an extra 
or to carry like luggage counter to display Holiday Write for literature, price lists 
on its own leather handle “a Bei For office homes and cooperative advertising plan 
churches, institution the . 
MODEL A (24” x 60”) List—$21.95 FOLD-A-WAY the world 
West of Mississippi—$22.9° most icefi) fit , table 
MODEL B (30” x 72”) List—$29.95 me CSET, prenene 
West of Mississippi—$31.50 






ng a FEATURE THESE OTHER ALL-LUMINUM PRODUCTS 
AMANO Gz TH | Gaz | woe] GL 


1917 W. Oxford St. © Phila. 21, Pa. Atlas Folding Legs Snack-Pak Outdoor Chairs Stadium Seat 





OUR PLATENS BACKED BY 
50 YEARS EXPERIENCE 


Custom Compounded 
Laboratory Tested 
Customer Approved 


A Platen For 
Every Individual Requirement 








When Ordering Your 


Ames FUTURISTIC 5 Star Platens 
Specify: For: 
Code A 1-5 Copies (Avg. Carbon Needs) 
Code M_ 5-8 Copies Wcsitelding) 
Code E 8-12 Copies ae Manifolding) 
Code S 12 or More (Special Manifolding) 


UNLESS OTHERWISE specified, Code A will be furnished. 














Manufactured & Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St. 191342 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 
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P 
1 
/ STANDARD 
I 
N § 
Oo Or 
price® os, porches : 
nvorces: Highest Prices for cash and charge forms. E 
Quality 4” to 454" width 5,” Width d 
Ww ke f f any size or - 614" Length 8'4* Length k 
arrangement of parts—including ; Se 12 Writing Lines 12 Writing Lines 
h d , ! lips, > 
7 te gg Bg Saeen, ae. e Quan. Dup Trip. Dup Trip 
Any color paper: your imprint Write for SM 29.50 36.75 40.50 50.75 
included in all prices. Prompt Complete 10M = 44.00 = «88..80 61.00 81.50 
delivery. Information 1SM =«--58.50 «80.25 81.50 112.25 
20m 73.00 102.00 102.00 142.00 
Quantity 3 part 4 part 5 part 
5,000 17.90M 21.95M 30.70M OTHER AVAILABLE STOCK FORMS 
16.600 12.70% 15.96m 26.25m AUTOMOTIVE * CLEANERS & DYERS * CASH & CHARGE 
GAS & SERVICE STATION * LUMBER DEALERS 
j \ COAL & OIL * RECEIVING REPORTS * PURCHASE ORDERS i 
AND THE FAMOUS BILLS OF LADING 
* Lock up ALL STEEL 
R F D) x T Register with lock com- 7 
partment. May also be 
had with cash drawer. 
W-2 WITHHOLDING ‘ 
TAX FORMS , for use with 
a, J CONTINUOUS 
Regular, IBM, NCR Conan 1aLLEaA 
All state forms in stock. 1. FORMS es 
Lowest Prices. shell Portable Aluminum Regis- shi 
4 Part ter with file compartment. Te 
Quantity Blank 30 Vesey Street, Dept.27 = write for complete de- sal 
ieee 11-88 New York 7, W. Y. scription and prices. Te 
Th 





Desh Pad and Chain Cushion = 
HEADQUARTERS 


STYLES TO SUIT of 
EVERYONE ad 


DESK PADS & 
ACCESSORIES 





FOLDING DESK PADS (All Varieties) ~—_ 
several styles in fast selling folding pads Mi 
for office use. WORK DISTRIBUTORS Paul 
te PHONE BOOK COVERS VISUAL DISPLAY BINDERS sang 


Steady, profitable sellers always. 










tion . . . you need it! 


crea: 

a ; 360,9 

WRITE TODAY for new illus- earn’ 
trated Catalog of the com- : eS rae 
plete line, Oct. 1, 1952 edi- . ~ Fiest 









CHAIR CUSHIONS 


8 styles and sizes to fit every need. 
vidually wrapped. 


CHICAGO 6, ILL. 


1952 


~ DESK PAD ACCESSORIES 


beautifully designed matching accessories 
for smartly styled desk pads, 


JN. JEFFERSON ST. 
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Indi- 


Os = FOr VETO 
DESK PAD 





CO., INC. 
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manufacturers of the Safeguard room air humidifiers have 
presently made available a counter and window display unit for 
all interested dealers and distributors. The display completely 
explains the effectiveness of the unit and features the point of 
“safeguarding your health” by establishing a proper degree of 
humidity. Interested parties can secure displays by writing to 
Safeguard Corporation. 


SPEED PRODUCTS COMPANY, INC., 32-01 QUEENS 
BLVD., LONG ISLAND CITY, N. Y.—A new merchandising 
display tells pictorially the uses of the Swingline Tot-50 stapling 
kit. The 9'2 x 16'2-inch knock-down display opens up into 


f 


‘ peaencactell 








a three-dimensional cardboard house. Cartoons in four colors 
show every member of the family at work or play, using the 
Tot-50 to “Make It—Fasten It.” In addition to portraying a 
sales story, the display is a dispenser for self-selling of the 
lot-50. Twelve machines are stored in each display. 


WABASH FILING SUPPLIES, INC., WABASH, IND.— 
The firm has issued a new compact and illustrated price list. 
In addition to the illustrations this trade literature has both 
an alphabetical and numerical index. Included in the listing 
are a new system of filing for architects and the new wide steel 


tab check file guides. 


WELHAM METAL PRODUCTS COMPANY, MICHI- 
GAN CITY, IND.—An attractive brochure and a new price 
list effective November 1 have been issued for this firm’s line 
of full suspension and nonsuspension filing cabinets. Details 
of construction are graphically portrayed in this sales literature 
and full specifications listed. 


Festal Votes | 





Minnesota Mining & Manufacturing Company, 900 Fauquier Ave., St 
Minn.—Sales for the first half of 1952 totaled a record high of 

$88 074.407 compared with $85,850,163 for the same period in 1951. Sales 
the three rr ths ended June 30 were $44.100.954 Sale r the same 

t year were $41,491,610. Despite the $3,000,000 sales volume in 

e for the first half arninas afier taxes were dowr zhtly fror $7 
939 for the six months ending June 30, 195! to $7,287,400. The first half 
3s amounted to ? ents per share on 8,007,549 shares of common 
ompared with 92 cents per share during the first half last year 

sif earnings for 195! were reported originally at $1.00 on 7,971,282 

res but were read reflect retroactive tax increases and an add 
36,327 shares of r n stock outstanding. In his letter to stock- 

Jers, President R. | ariton said the company was being saueezed 


tween taxes and rising operating ts on the one hand and price ceilings 


the other. 
Pitney Bowes, Inc., Stamford, Conn.—Direct Jeclared August regular 
ends on the nr snd preferred stocks: a i a quarterly 
yee profit-sharing payment, and reported estimated six-months’ earn- 
f $742,798, equal to 62 cents a mmon share mpared with $742,814, 
63 cents, a year ago when there were yhtly fewer shares tstanding. 
yuarteriy common stock dividend, ar hare, repre- 
the seventy-fifth nsecutive cash dividend { f tock. It is 
ble September |2 to holders of record August 28. The preferred divi 
Js are payable October | to holders of record September f the 44% 
ertible preferred. a 44,% Series B preferred The directors 
ed 25° the se arter's profit before profit-sharing and taxes for 
oyees' profit-sha 3 of $319,358, of which $206,342 the regular 
e ay e ; n st fund of the emer yee retirement ir ome 
and $113,016 is the regular quarterly cash “wage and salary dividend." 
nent amounts to about 44% of base ¢ t employees 
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WATCH 
FOR 
NEW 
ITEMS! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 























~, Ts true! 


—_— 


S77 
b Dp There's 
/ / no finer 
\eF Typewriter Paper 
than SOUTHWORTH 


When your customers want the finest type- 
writer paper, you'll do well to sell them South 
worth, 


They'll appreciate the True Value and come 
back to you for more, 

. because Southworth 

| Typewriter Papers are 

sold only through sta- 
tioners. 


\ 





Inquiries invited on 
Southworth franchises. 

















WEST SPRINGFIELD, MASS. 
Chicago Office and Worehouse 


527 South Wells Street, Chicago 7, Illinois 
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CUSTOMERS pleased with 
CARBON PAPER 


in their machines 





Ready to turn out more work 
faster, neater, on any ma- 
chine at less expense. Car- 
bon paper may not be a 
major traffic item in your 
inventory, but remember, 
satisfied small-purchase cus- 
tomers become the friends 
who return to place the 
large orders. 





You may feel your line of carbon paper is com- 
plete. But with the adaptability of universal 
NEV-R-KURL, both you and your customers will 
profit. 


Put aside any doubts long enough to write. We'll 
send samples to convince you. 


wn 1 
PHILLIPS Ve) p= 


wooo stam? 
aos 





7 mee 
ROCHESTER 14.N A 


Tow _Arvitlable 


1953 
SERVICE and FULTON 
DATERS and NUMBERERS 


Carry a full line of these deluxe items 
Prompt Shipment of 





DeLuxe and Special Business Outfits 

Sign Making Kits 

New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 

Nu-type Foam Rubber Stamp Pad 
Complete Line of Crown Seif-Inkers, 

Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Fulton Marhing 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 
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Designed For Efficient 


Operation 
By Marie Grant 


@ “We have based our office appliance operation on 
the assumption that labor costs must be moderate 
if a fair residue of profit is to be appreciated. With 
careful planning, we were able last year to realize 
a gross of $90,000.00 with only four full-time and one 
part-time employee.” These are the comments of Bill 
Whittaker, manager, Standard Supply Company, 
Provo, Utah. 

In order that two outside salesmen may effectively 
cover the 30,000 population of Provo, as well as sur- 
rounding country, a system for visits, based upon the 
potential buying power of each customer has been 
established. Geneva Steel has an unlimited buying 
power with a constant demand for new furniture; fil- 
ing cases, and so forth. Each firm in the Intermoun- 
tain territory is competing for their patronage. A pat- 
tern of service and superb selling must be established 
for a substantial portion of the business. “Principal 
points in selling must be on the basis of ability to 
supply whatever is needed and expeditious delivery. 
It is impossible to stress the particular needs of a de- 
partment, based upon analysis, because of the fact 
that no salesman can get past the purchasing agent,” 
says Mr. Whittaker. Geneva Steel purchasing person- 
nel are, therefore, visited three times each week with 
stress placed upon service. 


Isolated Areas Serviced 

As a contrast for this, they have firms with a buy- 
ing potential of no more than $50.00 per month. If 
the firm is geographically located to make it practical 
in the time utilizing schedule of the two outside sales- 
men, contact is made once each week whether the ac- 
count has been “landed” or not. In isolated areas, 
contact each two weeks is made. This is an indication 
of the practicality combined with potential in deter- 
mining the degree of concentration. 

The attractive main floor retail unit, with its base- 
ment section of furniture presentation on a mass 
basis, is placed in a key, downtown location to take 
full advantage of traffic and drop-in trade in not only 
making immediate sales, but in building a future po- 
tential. Experience has proven that with firms in the 
downtown area, office personnel who do make the Se- 
lections with chair cushions and minor office furniture, 
prefer to come into the store to make their own selec- 
tions. Comparisons are not only more practical with 
this program, but Mr. Whittaker observes, “They like 
an excuse to get out of the office for a while. Employees 
—bosses too—prefer that we not send salesmen in for 
order taking. Being human, they. like an excuse for 
that extra cup of coffee mid-morning or mid-after- 
noon.” 

Experience has proved that if the salesman simply 
visits these firms once a month, acquaints them with 
new merchandise, and builds good will, it is the only 
contact not only necessary, but desirable. 


Drop-in Trade Encouraged 

Standard Supply Company has built a 40% drop-in 
trade through a concise program for increasing store 
traffic. Testing has proved these methods to be the 
most effective for them: 

1. The greatest drawing card, not only w'‘th busi- 
ness people, but with local residents who are potential 
small unit purchasers in chair pads, typewriter chairs, 
and inexpensive typewriter desks, has been the photo- 
graphic department. A small section stocking all of 
the flash bulbs, films, lens, and so forth which the 
amateur photographer requires, has brought a great 
many people into the store. A normal profit is realized 
on this phase of the photographic section. The photo 
finishing work, which increases store traffic to an 
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A NEW SERVICE CHAIR MAT SIZE Smartly Styled 
CREATED FOR THE MODERN DESK | CATALOG CASES 


ZIPPER RING BINDERS 
BRIEF BAGS + SAMPLE CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 










34” Lip 
Greater 
Foot Space 










Here’s one 
of 
many items. 





5 Colors 






EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. tdade of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Island, N. Y. © Chicago, ill. « Laurel, Miss. 









WRITE FOR 
ILLUSTRATED 
CATALOG & PRICES 


Fall Line includes Many New Popular Priced Items of 
Special Appeal. Wait for our salesmen, or write us 
promptly for details. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. . CHICAGO 6, ILL. 











3500 OAKTON ST. chicago Telephone co 7-2800 SKOKIE, ILL. 








Everybody likes a winner! That's 


(ash-e= WITH A SURE THING 


why stationery dealers bank on the 
line that, because of its exclusive 


Y 
( features and wide assortment, has Build YOUR FUTURE 


proven a leading profit-winner for 
<A the past quarter of a century. 


\ MOST POPULAR — MOST PRACTICAL 


Thideal System. 


of Simplified Bookkeeping 
and Tax Record Books 




















: 
. 





Fae 
] Se a. 





The more complete the line the 
more sales. Each book in the Ideal 
line has been designed to meet the 
specific requirements of each re- 
spective type of business. 





It's a profitable future when you 
handle Guild stationery items. The 
Guild trademark guarantees quality 


FOR EVERY BUSINESS, 
PROFESSION, HOME, 


for your customers in everything from 


rubber bands to letter files . . . Also 
FARM AND RANCH... 


gvarantees many exclusive advan- 









YOU'LL ENJOY YEAR-ROUND SALES tages for you. Here are just a few! 
Because Ideal Systems can be started 
any time of the year, are simple and 
easy to keep and require no bookkeep- 
ing experience, you will enjoy year [T—@ Practical sales promotions 
around sales. 


75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts « Free Delivery 


__.!'@ A protected line of merchandise 
|, @ Top quality at no extra cost 


+—_— @ No fee for service or membership 





PRICES 





Model #3 
] Free — Attractive 
Counter Displays Write today for catalog and select the books 
st the right size for best suited to your trade 
r counter. A real 
| self-seller. Larger dis- Immediate delivery from LOS ANGELES or NEW YORK 
plays available and wholesale stationers in many cities. 


wancracteness The IDEAL SYSTEM (ompany 
Over 25 years of Netion- Wide Service : 
346 SO. FLOWER ST, LOS ANGELES 17, CALIF 6 CHURCH ST, NEW YORK 6. N Y 


For full information write today 















STATIONERS’ GUILD OF AMERICA 


1421 CHESTNUT STREET 
PHILADELPHIA 2 PENNA 
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VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 















Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 


















More Sales Features— 
More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press,” helps 
employee morale, saves floor space, fits 
in anywhere, ends locker room evils. 


Widely advertised in general busi- 
ness, institutional and trade magazines 
this line offers an almost unlimited op- 
portunity for profitable sales to offices, 
factories, schools and institutions. 





VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 
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ONLY THE FINEST 


INSTRUMENTS 





Write to Dept. A, on bus- 
iness letterhead, for your 
copy of the 1952 Price 
Liat and Sample Catalog 


Grohe 


TYPEWRiter 





ONLY THE FINEST 


i. «'s « «6+ s 


permits you to build 
greater profits and 
better goodwill by 
meeting your cus- 
tomer’s problem 
with the precision 

he demands. 










SRXON Zager CORPORATION 
240 WEST 18th STREET, NEW YORK 11, W. ¥. 














me PRONG FASTENER 
(ELBE) BINDERS 

Available with or 

without prong fasteners. 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 





construction. Punched for all 
standard spaced fasteners. 


ass PRONG FASTENERS 


- SG Attachable prongs or 
"no RE ~ continuous-base prong 
ff jstyles. Light-weight 


steel. Non-corrosive 







finish. All popular 


capacities and c. to c. 
Continuous-base style 
Iustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 
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even greater degree, 1s a public service with the work 
little more than non-profit. 

2. Suggestive displays inspire desire. Inexpensive 
office equipment is constantly before the public to in- 
spire business men and students at the local Brigham 
Young University to purchase. A cross-section of the 
merchandise is kept in the 33 x 33-foot sales room in 
which commercial stationery supplies are used with 
complete office settings reserved for those interested 
in a high unit purchase. The firm need not depend 
upon salesmen and advertising to tell the public of 
office furniture stocked. They are continually aware 
of the fact through displays. 

While testing with strong leader items and price 
promotions has been done, experience proves that dis- 
play and salesmanship are the answer to selling. Ad- 
vertising is used to build public awareness and keep 
the firm name before the general population. 

3. While the store front has backless, plate glass 
windows, window ledges partially covering the front 
without obstructing interior view have been set up. 
‘The public is confused with an entire store placed 
before them. Isolated displays, with suggestive mer- 
chandise, stops them and gives them a specific rather 
than a general interest,” comments Mr. Whittaker. 

The windows, especially, are well lighted until after 
midnight each night. There are three theatres within 
a two block radius of the store. The late lighting pro- 
gram results in window shoppers studying displays 
as they leave the theatres following the last show. 
‘There is rarely a time when I drive by at night, ir- 
respective of the hour, when I cannot see at least one 
person studying displays,” explains Mr. Whittaker. 

Incandescent baby spotlights were installed with a 
profusion of light. 

4. Newspaper and radio advertising, semi-institu- 
tional in nature, increases store traffic. Sports and news 
placement reaches the business people whose patron- 
age represents the backbone of the operation. 

This business had its inception in June, 1941. Sales 
rooms were constructed to be attractive, yes, but prin- 
cipally to be workable. Groupings on wall shelves, as 
well as with central islands for self service, were de- 
signed to be workable. Fast selling merchandise is 
kept in an adjacent room, rather than in the base- 
ment, to expedite service and save time. Concentration 
by Standard Supply Company in 1941 was placed on 
effective labor utilization. It is a program which has 
paid consistent dividends 





Salesmen Win Mosler Prizes for Fast Action 
Prizes for being the first dealer-salesmen to sell a 
Mosler “400” Series, “A” label record safe following a 
recent regional sales school for Mosler dealers in Akron 
have been awarded to two Ohio office equipment sales- 
men 
Receiving awards were Howard Gray of the Heer 


Printing company, Columbus, Ohio, and Norman Hovey 


f the Reliable Office Supply company, Massillon, Ohio. 

According to John Mosler, vice-president, the Akron 
training school for Mosler dealers was another in a 
eries of regional schools sponsored for dealers 
throughout the United States. 

He explained that the regional sales training schools 
ire designed to supplement Mosler’s intensive three- 
lay factory training courses held periodically for its 
lealers at Hamilton, Ohio. 





Joseph Dixon Crucible Promotes Seeley 
The promotion of Sherwood B. Seeley to the position 
technical director of the Joseph Dixon Crucible 
Company was announced recently. Mr. Seeley, for the 
past eight years director of research, will exercise di- 
t control of the laboratories, research, development 
nd engineering activities of the company. 
Mr. Seeley joined the firm in 1930. 
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Let’s Talk 
About 
Weights 





Unusual, to say the least, is the typist who doesn’t 
know her personal weight . . . and to the split pound! 


But our friend falls down on carbon paper weights 
. . . they're more complicated. 


However, many dealers and stationers are solving 
this problem by featuring Silver Eagle . . . the car- 
bon paper line that emphasizes the different weights 
by different colored backs . . . black, blue, purple 
and green. 


A practical solution with sales appeal. 


General Off & P 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. « PHILADELPHIA 6, PENNA 


All sizes, shapes, colors 


+ plain, numbered, lettered, 
special markings 


+ sharp steel points 

+ firmly anchored heads 

+ over 3,000 combinations 
+ nationally advertised 


+ sold by map companies 
exclusively 


=MOORE 


METLHED MAPTACKS 


Mokers of famous Moore Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. 
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THREE-QUARTERS OF A CENTURY’S SERVICE 


FORCE 


METAL 
DBATER 








automatic 
date change 






MODEL 450 







Self-inking * Deeply 





engraved wheels. 
Also, Model 400 
METAL DATER for 

small spaces. 


Model 400 
JAN23'54 





Facsimile Impression 


NOV 26 1970 


Send for Catalog E 


WM. A. FORCE 


& COMPANY. INCORPORATED 


216 NICHOLS AVE., BROOKLYN 8,N. Y. 





Offices: New York, Chicago, San Francisco, Montrea 





HANDY ‘"GLIDEX’ tran 
TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 
he ie. Bina. oo ae Uae eee ee 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


AMAA A 


GLIDEX CORP. Ves 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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Dilemma Of The Sole 
Proprietor 


@ ONE-MAN BUSINESS (retail, manufacturing, 
wholesale, etc.) constitute 70% of the total number 
of business organizations on this continent. 

When the sole owner of a business dies, his business 
is merely one item in his estate assets—very likely the 
largest one and, conversely, the debts of the business 
are also the debts of the estate. Just as in the owner’s 
lifetime, this business must continue to support his 
family and pay its debts. 

With the loss of the owner and manager, that this 
will be done in the manner to which the family is 
accustomed, is, of course, most unlikely. Indeed, the 
process of turning the frozen assets of the business 
into income—a feat so readily accomplished by the 
owner—is a very difficult problem for his heirs. 

Let us examine this predicament. When the owner 
dies, one of a number of things must be done, depend- 
ing upon his Will and the laws applicable. 

1. The business can be left to a son or widow or 
other heir. 

2. The business can be sold. 

3. The executors can carry on the business. 

4. The business can be liquidated. 

Each of these procedures presents difficulties. Sale 
might be forced by either cash needs or demands of 
the heirs or insufficiency of authority. A forced sale 
could result in a severe loss, for it is unlikely to bring 
in a satisfactory price. A buyer must be found who 
has the funds and is willing to use them. This is not 
always easy and the prospective purchaser may know 
that he can offer a figure well below the true value 
with a good possibility of its acceptance. 

For the executors to run the business means hiring 
a responsible graduate, professional, or business man, 
to act as manager. Locating such a man is not easy. 
His future is insecure, as the job is temporary. Also, 
he must be paid. A widow is very unlikely to be a 
graduate and so not qualified to run the business. The 
son may still be a minor or, even if he is a graduate 
or business man himself, he may not enjoy the respect 
of the employees or possesses the necessary capital 
or credit. 

Insurance Helps Meet Problems 

Whatever happens to the business, there will be a 
demand for funds. Debts, succession duties and ad- 
ministrative costs have to be met. Income for the 
family has to be provided. The time element is most 
important. These funds are needed quickly. Demands 
of creditors are payable on death and most creditors 
are particularly insistent at such times, as is well 
known. Taxes and court costs have legal time limits. 
Credit needs are urgent if the business is to be main- 
tained during the transition period. Employees have to 
be paid and their loyalties retained. 

A one-man business in almost all instances is the 
proprietor’s life’s work. Into it he has put all his skills 
and energies. He has been careful to establish his 
credit and build up goodwill over the years and perhaps 
taken a responsible role in community life. Is it not 
a great misfortune, therefore, that these years of labor 
should vanish overnight? 

To meet the problems and set up a well-planned 
working program for taking care of the business and 
the family at death, business life insurance is now 
widely in use. In establishing such a program the 
proprietor needs three things (1) A Will covering the 
disposition of his business, (2) a Buy and Sell agree- 
ment or carefully drawn plans for disposal or con- 
tinuation of the business; and (3) life insurance fitted 
into the program to provide funds to carry out the 
details of the plan. 

The details in any specific case do not follow a set 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10" PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (|) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
e PLATENS 11x13” all from Eva-Press and 


. ” have finished Rubber Plate. 
e INSIDE CHASE 10%x12 More detailed directions 


supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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What’s the date today? ; 
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. let this incessant 
question point 
the way to 
greater 


STARK 
CALENDAR 


sales in 1953 


v.4 
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A quality line. of stands and pads featuring all 


popular styles and sizes. write or 
Calendar pads are lithographed—on high-grade phone for 

bond paper with the date in red and the monthly 

calendar in black. complete 
Fast, 2-color lithograph printing enables us to details 


give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark” 


STARK CALENDARS «acorporated 





100-112 BISSELL ST. - PHONE 7557 + JOLIET, ILL. 
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Statistical copy work 
reaches its peak as 
business prepares to 
complete annual re- 
ports and statements 
between November 
and April. Feature the 
Remington Line-A- 
Time now... you'll 
cash in on the demand 
for faster, more accu- 
rate typing! 





Mfemington Pare DEALER SALES DIVISION 
315 FOURTH AVENUE NEW YORK 10. N 















CONVENIENCE! 
OCC, 


everything 
in the 
typewriter field 











e Platens 


@ Nickel Plating 


@ Parts e Enameling 
@ Tools and Supplies «© Welding 
@ Ribbons 


e Carbons 


B.F.Goodrich 
PLATENS and FEEDROLLS 


@ Rebuilding 
@ Reconditioning 











SHIPMAN-WARD MFG. CO. 


325 N. WELLS ST. « CHICAGO 10, ILL 


The Dealer's Quality Supply House 
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These racks built 
in 36 garment 
units... buy as 





WARDROBE UNIT 


shipped assembled — electric welded joints 


~ 


> 
Tr | 





Serv-Mor has everything . . . it’s neat, 
attractive, strong, spacious, compact! 
Handles more garments in less space 
for offices, schools, institutions, church- 
es, motels, hotels, club-houses, restau- 
rants, halls. Sold in standard and custom 








sized units, floor models and wall 
models. Wall units can be mounted any 
height from floor for best serving 
school children or grown-ups. Write for 
complete information. 










- SS WALL UNITS 
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APPLIANCE PRODUCTS CO. 


2034 JENIFER STREET © MADISON 4, WISCONSIN 





PROTECT COSTLY OFFICE MACHINES 


WITH HEAVY DUTY ADJUSTO-TOP 
STANDS 


Py 


No. 92 TOP ADJUSTS—6!/, x 7/4 to 15 x 15! 


From center to center of cups 





No. 92F with pan 14 x 14!/, deep for Friden machines 
Write For Full Information 


L. C. FLEWELLING CO. 


12411 Industrial Ave. NEvada 6-2134 
Hollydale, Calif. 











A MILLION 
Cramer CHARS 
ARE IN SERVICE 


Cramer 
POSTURE CHAIR CO., tac. 
1205 Charlotte 
Konses City 6, Mo. 




















To Bind Papers Together 
To Keep Perfect Order 
To Prevent Loss 





ALL of your customers will appreciate having you 
show them where and how they can use Acco fas- 
teners—and they'll prove their appreciation with more 
business for you in Acco Fasteners, Accobind Folders 
and Accopress Binders. See your Acco Catalog. 


ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada Acco Canadian Co., Ltd., Toronto 











ACCO FASTENER 
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pattern. Business life insurance for a sole proprietor- 
ship, more so than in most instances, must be tailored 
to the particular case. What the plan involves and 
how the insurance will be set up depends on a num- 
ber of factors, such as time urgency, size and dis- 
position of the business, funds available and a careful 
estimate of the probable cash needs in the period fol- 
lowing the owner’s death. 

Inasmuch as a Will, a trust agreement, a buy and 
sell agreement and a life insurance program are to be 
written, consultation amongst the insurance repre- 
sentative, the trust company, the accountants and the 
proprietor’s attorney may be advisable. 

One of the best solutions is to have a Buy and Sell 
agreement supported by life insurance with a key 
employee. Not only are there the above advantages 
upon the death of the owner but there are immediate 
valuable auxiliary benefits. 

Amongst these are: improved credit standing (credit 
rating organizations place emphasis on the existence 
of such arrangements), improved employee relations 
(all employees, not only the one concerned in the 
agreement, feel their future is more secure and there- 
fore make better employees) and freedom to expand 
the business knowing that the structure of the business 
is sound. 

To summarize, a well-formulated plan accomplishes 
the following: 

1. It assures immediate funds to meet taxes, debts 
and administrative expenses. 

2. It provides income for the heirs. 

3. It provides the means of making an equitable 
distribution of property amongst the heirs. 

4. It puts the family on a sound footing if it is 
taking the business over. 

5. It stabilizes credit. 

6. It improves and maintains good employee rela- 
tions by eliminating uncertainties ——GNS 





Office Appliance Dealers 


Use Radio Economically 


By R. C. Hannon 


m@ THERE IS NOTHING especially new or newsworthy 
about an office supply dealer’s utilization of radio. But 
what is important is the little item of expense. Office 
appliance merchants have used radio sparingly in the 
past simply because of the effect it has upon an 
already-tightened advertising appropriations. 

Hence, it is interesting and intriguing to observe 
how office appliance retailers are making radio pay 
dividends without causing them severe financial pains. 

Take, for example, one office appliance and furnish- 
ings firm which believes that there is little use in using 
radio except on a “spot basis.” This firm has three 
distinct versions of the “radio spot,” each of which is 
unique. 

It has presented with telling effect, “Madame Office 
Worker,” a spot heard on Mondays and Thursdays. Any 
office worker—secretary, filing clerk, billing or posting 
machine operator, even receptionist—may come into 
this dealer’s establishment and make a wire recording. 
She gives her name and occupation before saying a few 
words about her hobbies and outside interests. Several 
of these wire recordings are actually used over the 
airwaves and bring the person interviewed $2.00, plus 
the pleasure of hearing her voice over the airwaves. 

There is no objection to male office workers doing 
likewise for that matter. In any event, all that is 
necessary is to come in and a store employee aids the 
office worker in making the short short recording 
which of course can be cut in time to fit radio “spot” 
needs. 

These “spots” are useful because they are “ultra per- 
sonalized” in nature and because they are not the 
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INCORPORATED ~- CHICAGO 
till 


Manufacturers of Fine Upholstered Furniture 





IN / 
UXUNTE eal er 


REPRESEN TATIOVES 
Marion V. Follin James 4. Davison 
0. 0. Mann Henry L. Guth 


Arthur ®. Frey Homer Nix 
330 E. Ohio St. Chicago, Ill. 


NIEMANN—A Century of Fine Furniture i 


privers H(}PPER 


DEPOSITORIES 


“E” mercantile rate less 10% 
for underwriters’ relocking de- 
vice labels, save 70 to 80% 
in insvrance premiums. 




















Chest especially designed for 
use by drivers, ticket sellers 
and others who bring in coin 
and currency at hours when 
the head cashier is absent or 
otherwise engaged. It is nec- 
essary when deposits are too 
bulky to go through the slot 
in the other type chests. The 
money is deposited through 
the top door (see “cut away” 
illustration), goes into the 
hopper, and then into the 
lower or receiving chest. The 
driver has access to the top 
door only, the head cashier 
has the combination to the 
receiving chest. 

















The picture above shows chest with 

doors on opposite sides for installing 

in wall so drivers may make deposits 

without entering cashier's .-—y Write today 

an inner door locking with two keys, 

may be installed back of the door to for details and 
the lower compartment usually for specifications 
use with armored car service. Also 

available with both doors on same 


side 


ALENTINE SAFE & LOCK WORKS, INC. 


LA PORTE, INDIANA 
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Super-Quality BRIEF CASES 
Brief Bags - Portfolios - Catalog Cases 






Rich 
Hammerloid 









GRAY or 
ZIPPER GREEN 
PORTFOLIO pari 
finish 






Made of 4/, & 5-oz 
top grain cowhide. 16, 
17 & 18 in. lengths 
Colors; suntan, ginger, 
British brown and tan 
Six interior utility 
pockets of various 
kinds and shapes, in- 
cluding zipper-closing 
hidden pocket. Disap- 
pearing handles 






LETTER 
& LEGAL 
SIZES 

















peat VANGUARD — 
snier & OVER. Steel STORAGE FILES =, 
NIGHT BAG serve as ACTIVE files with Base with Tee 


Clearance at Front 


positive, simple stacking 


6 oz. top grain cow- 
provisions, plus 


hide. Colors: suntan, 
ginger, British brown. 
18 and 20-in. lengths. 
Has outside flap pocket 
carrying a removable 
under-arm zipper port- 
folio 


e Brass finish cardholder and handle 
IMMEDIATE _ e¢ Four rollers for ease of operation 
DELIVERY @ Index guide rod with brass knob 

e Self-locking follower available 


(complete) 


LIST 

PRICE : $66 
Write for Catalog 

of Complete Line niche A 


Bristol MANUFACTURING CO. Exginccring & Manupacluring Company 


385 Harrison Avenue — BOSTON, MASS. 





CKSON BOULEVAR 
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There’s 


PLASTIC cuntenmaniit EYE APPEAL 


and 
RAS 5 ae PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 


ow 

Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’ wide 






e Desk, easel 





rad pI "% <— $1 + —18” deep and 72” high 
e Door name plate, 2” x 10 Giants $200 with four removable 
e Executive style easel type $ 00 and adjustable shelves. 
same size as door name plate “~~ 3°00 Has a two-way lock and 
Beautiful, dignified permanent. Desk type in grey or brown. Door all set up ready to go. 
plate transparent plastic with name embossed on black background 
ph Ft eek oy Available in baked 


your requirements 


enamel of olive green, office gray or brown and 
weighs 100 Ibs. . 
Truly merchandise of great quality and priced to 
ACME PRODUCTS CO. meet market trends. Write 
406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. MIDWEST METAL MANUFACTURING CO 


PROMPT DELIVERY 


Write for Catalog Sheets and Dealer Discounts 





ST.- ST. LOUIS 6, MISSO 











GUIDES AND FOLDERS Don’t miss this 









Opportunity for Profit... 
PEC. 


POSTING TRAYS 
AND STANDS 


with 
3 BUTTON MAGIC 

















@ Investigate the 


MANIFOLD BOOKS many EXTRA sell. 


AND PRINTED STOCK FORMS mp vouteres oF 

P. E. C. Posting 

For more than 25 years, Re have heen ote Trays and Stands. 
our wares through the dealer exclusively Learn how 3 But- 


ton Magic Control 
will add speed 

Manufacturers and efficiency to 
SUSPEND-O-FOLDERS . FILING SUPPLIES your customer's 
MANIFOLD BOOKS @ PRINTED STOCK FORMS machine book- 


ADVANCo 
ADVANCO PRODUCTS 
Divisiamal Ad) 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 


W rite for our Illustrated Price List 


keeping department. 








POSTING EQUIPMENT 
CORPORATION 


777 HERTEL AVENUE 


BUFFALO 7, N.Y 
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It's NEW! 
SATIN FINISH CARBON 
Satin brown back 
with sharp black 
write. 
Imported rag tissue 


Write for details. 

















\. p 1 TTL E INC. 


ROCHESTER 8S, NEW YORK, U.S.A. 
wce i868 
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- 
Sell the PERSONAL FILE CHEST 


. hat's a “GOODFREND”’ 


For top quality and value it’s the No. 60 


*® Spill Proof Lock ... Snaps * 22 Gauge Steel 
shut when cover is closed, %* Full Piano Hinge 
prevents contents from spill- % Individual Cartons 


ing. 6 per shipping 


* Chrome Handle and lock. carton. 
® write for literature 


GOODFREND METAL PRODUCTS 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
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Build Bigger rey 


with WY) DAO Be 


SPONGE RUBBER STAMP PADS 


_— 


i 
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The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36”). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is 
se — you just brush the ink on Speed- Mo pads. 


Write for folder showing 
over 35 stock items* 


LIBERAL DEALER DISCOUNTS 
aM saerom y U llis Vogt ai, ice eer 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


in Canada, for complete information write: 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 


728 E. 136th Street, New York, N. Y. 
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stereotyped sort of commercial one has come to expect. 

Another item to be considered is that this arrange- 
ment brings many office workers into the store to make 
a recording and afterwards they will look about the 
premises and inspect some of the merchandise avail- 
able. 

Another “spot” which this office appliance firm has 
used in the past with good effect is known as “Busi- 
ness Whirl.” It has been scheduled five evenings a 
week at 6:20 or thereabouts when the family group is 
enjoying a repast. 

This “spot” presents one news item nightly concern- 
ing expansion of a present firm or moving plans. Any 
store, firm, or professional man who is changing ad- 
dress, or is enlarging quarters, may write out a simple 
statement to this effect and send or bring it in to the 
office dealer. 


Such a “spot” is always satisfactory because the 
firm or individual appreciates the mention and it is 
usually more than passingly newsworthy. Advertise- 
ments in any other category do not fit into this series 
of “spotcasts.” 

Both of these “spots” actually are “personal” in na- 
ture and please either the office worker, firm or mer- 
chant to a not inconsiderable degree 


The Longer Program 

But supposing that “spots” are not what you are 
interested in. You desire something just a shade bet- 
ter but not too expensive from the standpoint of radio 
station time and talent charges. Consider then the 
case of one office appliance merchant who presents 
a 15-minute radio program twice monthly on every 
other Thursday at 7:15 a.m. 

The program is entitled “Opportunities Unlimited.” 
Every firm in the community and many stores need 
someone a little out of the ordinary, someone with 
especial qualifications and not the run of the mill 

lerk, office worker or others of their ilk. 

Any firm or store or professional man or woman 
may submit one item of this nature for inclusion in 
this directory of jobs available which are not the 

usual cup of tea.” Many times a concern needs a 
statistician, an advertising copywriter or possibly a 
commercial artist with certain qualifications quite 
apart from college and practical background. 

Only advertisements involving the need for men and 
women of unusual calibre are accepted and these are 
submitted to the office appliance merchant and pre- 
ented via the airwaves with no obligation. 

Invariably those who land positions through this bi- 
monthly program appreciate the gesture. Concerns 
whose “Help Wanted” advertisements are presented 
are equally grateful. This office appliance dealer sends 
a multigraphed mention of the program to all cus- 
tomers and to all concerns and professional individ- 
ials listed in either the telephone or city directory. It 
stresses in this mention that there is no obligation, 
not the slightest, to make a purchase now, or at any 
time in the future. 

Sports Popular 

And for good measure there is an office appliance 
concern who presents a weekly “Conventions Coming” 
program heard every Monday morning. 

News notes concerning religious, business, fraternal 
and other conventions to be held during a forthcoming 
week are offered with the “When, where and why” 
ingles stressed. 

The commercial notes on this program mention that 
onvention guests in need of stationery and allied ma- 
terials will find this office appliance firm a most satis- 
factory source of purchase. 

Hotels and business firms are asked to submit ma- 
terial for this “convention news” round-up, which 
has a wide listening audience and has proven most 
profitable and fruitful for the sponsor. 


OFFICE APPLIANCES, November, 1952 



















2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in @ Protective box 





2200 KOH-I-NOOR 
FLEXICOLOR LEADS 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


. 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 





Exclusive 
MICROGRAPHIC 
POINT 










GUARANTEES is the secret 
SKIPPING of its 
perfection 
LEAKING 
SMUDGING _ petoils 


for only 
ALL-RITE starts instantly, 
writes without pressure. 
Instant - drying, permanent 
ink. 10 beautiful colors 
streamlined design 

FREE: 3 Dimensional Display 
for counters, window or wall. 
Order from your — or write for 
illustrated catalog and prices . . . Today! 


Lhb-F2i TE ven 


241 Hudson Street * Hackensack, Ne 
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‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 
Dav-Son Cork Back Bulletin Boards 


For Pinning Up Announcements, 
Photographs, Letters, etc. 





e Indoor and Outdoor Styles 

e Hardwood or Metal Frames 

@ With or Without Locking Glass Doors 
e Many Sizes in Stock 


Dav-Son Changeable Letter Direc- 
tories For Lobby, Office or Outdoor 
Use. 


e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 





Dav-Son Name Piates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 





WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 
























AG. DAVIN PORY & SOW UNC. 
20] 


ESTABLISHED 1932 
ILL. 


EON 311 N. DESPLAINES ST., CHICAGO 6, 


MANUFACTURERS or BULLETIN BOARDS FoR tveryr NEED 












. 


NO 
SPRINGS 


1 POUND 
PRECISION 


POSTAL 
SCALE 


by 


“HAMILTON 


> $595 |... 


$6.50 West of Rockies 
53%4"" HIGH 


HAMILTON now offers this new BALANCE WEIGHT, 
1 pound scale with outstanding new features. Built 
of polished Stainless and Aluminum, it is individually 
tested—highly accurate. Vinylite Dia! with full Postal 
Rates is instantly detachable for replacement .. . 


No Screws—No Studs—No Rivets 


Stainless stabilizer on base permits leveling with 
full width support. Display this new, fully guaranteed 
HAMILTON, Model No. 16. It will move fast. 
Standard discounts. Order today. 


HAMILTON SPECIALTIES, INC. 


5 WATSON ST., BOSTON 18, MASS. 
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® 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 

















Designed and created by 


of 
Grand Rapids 






No. 940-P 
Revolving 
Chair 

Overall 
Height 35" 

Overall 
Width 27" 

Overall 
Depth 27” 


Seat depth 21" 
between-arms 


20" 


Back height 
from seat 20’ 
(adjustable) 


Side Arm Chair 
to Match 


Write for Illustrated Literature and Prices 





GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich 
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Built 
especially 
for the 
Junior 
Executive. 
It's man- 
sized, 
brute-strong 
and designed 
for masculine 
comfort and 
pride. 





No. 350XL 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 











TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. a NEW YORK 13, N. Y 





OFFICE APPLIANCES, November, 1952 








STEEL STORAGE CABIN 


(ADJUSTABLE SHELVES) 


e COMBINATION CABINETS 
For Wardrobe and 





Shelved Storage. 
e WARDROBES 
For Clothing Only. 
ond. Wardrobe Gebinetes 18" 


to 24” Deep. 30%" to 78" 
e UTILITY RACKS 


No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
30%” to 78” High. 


COLORS 
DuPont Gray or Green Baked 
Lacquer Enameled Finish. 


Wire or Unule for Oute Price List 


iy ay? 













ome 


STEEL PRODUCTS CORP. 


1112 East Cary St. ¢ Richmond, Va. 
PHONE - 7-6650 








—\FOX 


This Is News! 
4" FOX 


mameceriyosas 


GUARANTEED CHAIR MATS 











A Treated Board—Beveled Edge 


REV ERSIBLE—SMOOTH BOTH SIDES 
Style 9648 le 9649 







36” wide, = wide, 
48” to end 54” to end 
of lip. of lip. 
$600 $g50 


Brown, Green, Maroon, Grey, Black 
Colors May Be Assorted 
PACKED 4 TO A CARTON 


LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


Geo. E. Fox & Company 


1051 North Throop St., Chicago 22, Il., U.S.A. 
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TRUMEN @ PROTRACTORS @ OTHER DEVICE 


tile? liifliiiyy 


H ARTF ORO Cc O NN 


THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
ing the 
““DUHONEY-20” 


AUTOMATIC LOCK 


End seating, giving 
more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 
advantages of the 
Midwest Pedestal Leg 
Folding Table. 

**DUHONEY-20” legs 
fold for easy storing; 
lock automatically in 
place — can’t collapse. 


CHOICE OF PLYWOOD, j 


MIDTEX, FORMICA & @ 
LINOLEUM TOPS. ° 


DISTRIBUTORS IN ALL MAJOR CITIES 



















RY | MODERN 
—————— rT 
| ~ P FOR 
=, h—P————“}_ OLDER UNDER- 

Replaces old paper fingers and rod. WOOD 

AUL SIZES UP TO 16" TYPEWRITERS 

COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 
--------- Also -———————~—~—~— 


MADDOX = Never-srick ~—_—BAIL ROLLS 


another fast selling item for all typewriters. They never 
a) stick or bunch paper. They come assembled. Easy to 
(é install. Don’t come apart. Core and rubber self locking. 





Soves mechanic s time. Cuts repair bills. Order or get 
information on these profit making items. 


WESTERN PATENT ACCESSORIES CO. 


6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 
Also distributed by Ames Supply Co. 
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A Yasten-ating 
MARKWELL MICRO-PE 


AKIT AL 
AINL S| A 


PLEASE WRITE FOR 


MARKWELL MFG. Co. 


200 HUDSON STREET NEW YORK. N.Y 








Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 















STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. H-22, 1140 Broadway (Wr. 27th St.) N.Y. 1, N.Y. 








ae 
Ze Receipt Books 
Za LX. for the trade 






Bah ES LOWER PRICES 
¥ ofS EZ a earn you a 
\ ae hss — better profit 
¢ —_ 






\ 500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 


Rated dealers 


Jobbers, Brokers Wanted ca Minagseee 


HANSON Postal Scales 


Model 158 (illustrated), Hanson, Jr. 


8 oz. by 2 oz. 


Model 1509 — for average office use. 
5 Ib. by V2 oz. Computes postage 
for air-mail, first-class, and merchan- 
dise up to 4 lbs. 

Model 1546 — desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 ibs. by 2 ozs. 


HANSON SCALE CO. 1086 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 
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WASTE BASKETS 





Announcing the new .. . 


JUNIOR EXECUTIVE 


Another KING sales leader .. . 
here's a chair that combines 
every desirable feature de- 
manded by your customers. 
Business-wise executives will be 
everlastingly sold on the luxuri- 
ous comfort it provides, the 
beauty it adds and the quality 
it reflects . . . and KING chairs 
ore realistically priced to fit 
every office budget. 


Write Today for New King 
Literature ond Prices 


POSTURE CHAIR COMPANY 


953 So. Raymond Ave. 
Pasadena 2, Calif. 





Custom Junior Executive 
Model 322-AK 





Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pearl 
Gray. Write for complete information, 
prices on all Ohio Baskets. 


NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
14\2" high, 13” top dia. Also made in Olive Green 
or Pearl Gray. 

NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
112” high, 11%” top dia. Also made in Olive Green. 







Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 


A Filing Service for Your Customers 
More Profits for You . . - 


‘ ; ; 4 
Many office equipment dealers are secomeninees th 
services of Record Controls, Inc., to their custo ay 


i , selves. 
with extra profit to them . " 
Ours is a professional service only—we do not hand 


i em. 

equipment or supplies. We do create a need for th 
Our job is to survey 
records procedures, cen 
tems. Such installations can me 


»plies and equipment. ; ite 
Ve have a 30 year record of outstanding achievement 


in saving clients time, space, and money. . 
Write today for complete information. 


RECORD CONTROLS, INC. established 1915 


209 So. La Salle St., Chicago 4, I.—RA 6-3469 


filing departments, reorganize their 
tralize and install improved sys- 
an more sales for you of 





















Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chieago 9, U. S. A. 


w RLC WIDE be ~H y PE 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


2810 W. ADDISON ST CHICAGO 18, ILI 
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All Styles of RING and POST 
~ 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. e CHICAGO 8, ILLINOIS 


TYPE CLEANING MADE EASIER 


with the amazing 


ji 


CLEANS 
* Typewriters 
* Billing Machines 
* Adding Machines 
¢ Addressing Plotes 
* Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 

















< et 4 
Typists ond business sth& wet yf 
machine operators want c\ 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess 
— no liquids to spill 


gees 















319 














In business 
rating with Dun. 
sary. 


many 


Box 
eare Office Appl 





WANTED 


Additional Stationery Line 





—hby established Chicago Distributor 
with Chicago headquarters. 


years—established 
Will stock if neces- 


L-67 
iances, Chicago 6 








PRICE CARD HOLDERS 


Price Ticket Hooks, Holders, Stands, 
Under Counter Cash Alarm Tills, Roll 
Wrapping Paper Stands and Cutters, 
Cone Twine Holders, Window Trimmer 
Hammer Tool and Self Threading Snap- 


In Tag Needles, etc. 
Ra. 


/ SNAp IN 


Write for Illustrated 
Price List and Dealer Discounts 








—<—<—— ——— 


RUDOLF ORTHWINE CORP. 


416 West 33d St., New York 1, N. Y. 





/ TAG NEEDLES 











ie Quality Li 


FEATURING 
High Grade Pencils 
made by 
EBERHARD 
FABER 


P. O. Box B 


9 
ine 







SS ROUND 
AN) and HEXAGON 
PENCILS PRINTED IN 
— ONE or TWOCOLOR INKS 


also 


HEXAGON PENCILS IMPRINT- 
ED ANY COLOR FOIL 











Write for Price List, Samples and 


Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 


Glenwood, New Jersey 









Too: 
pos © 





ee: 
pro 






ens® ‘ 





Lic 


=Fu= 


DAYTON STENCIL 
WORKS CO. *s is" 











COTTERMAN 


WELDED STEEL SAFETY LADDERS 


For Filing R 





New improved design made from 
1’ diameter round furniture tubing. 
Mounted on Swivel Brake Casters 
which allow the ladder to be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
cushioned legs rest on the floor and 
prevent rolling. 
MADE IN 7 HEIGHTS: 

63” 7 Step 


18" 2Step 36’ 4 Step 
72" 8 Step 


27" 3Step 45° 5 Step 
54" 6 Step 
2 Widths—20" and 26” 
Send for literature and prices on 
these ladders and our full line of 
Wood Rolling Ladders. 
Manufactured by 


I. D. COTTERMAN, 


4535 N. Ravenswood Ave. 
Chicago 40, til. 





sORT-()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN US 


2) 4 


For fast hand-sorting of cards, 
checks, letters, invoices, orders, 
business forms or public docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
¢; age machines. Write for illustrated 
circulars. 

Representatives everywhere. 


Associated Industrial Designers 
P.O. Box 12652. Los Angeles 39, California 
Plant: 1248 East Sixth Street 





The Sorter 
Veuve Always Wented 











MR. DEALER . . 


NEEDLESSLY! 
IT COSTS YOU 


WOOD A 


DESKS - CHAIRS - 


IMMEDIATE 
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DON’T LOSE THOSE ORDERS 


FROM OUR LARGE STOCK OF 


LESS TO DRAW 





ND STEEL 
FILING CABINETS 


LEATHER FURNITURE and ACCESSORIES 


SHIPMENTS | 
| 


Write or call for complete information, 


prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


74 Broad St., New York 4, N. Y. 
WAREHOUSES—MIAM!I, FLORIDA—NEW YORK, N. Y.—LOS ANGELES, CALIF. | 


BOling Green 9-8231 











sew WELCH 


FOR QUICKER PROFITS 
Zuality Gute... 


Correct Posture Chairs, Stools, Type 
writer Stands and Costumers at easy 


dealer discounts up to 50° 

















MODEL 197-R 


Write today for full in 


Welch INDUSTRIES 


2911 Empire Ave., Burbank, Calif. 


formation 
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- FLUID 
Ink Eradicator 


@ INK-OUT contains no free aci 
leaves no brown stains. 

@ INK-OUT makes anent eradice- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION = MONTCLAIR. NEW 
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SPRINGS ARE THE IDEAL CUSHIONING AGENT 


MASTER 
SPRING-CUSHION 
SPEED KEYS 





d 

- 

7 

. 

< 

7 

, 

> 

om 

a 

- 

, 

z 

4 . 

> provide such a cushion for a 
7 nes , 
» typist’s busy fingertips 
4 Every typewriter, bookkeep- 
4 ing and billing machine oper- 
>» ator needs then 

> 
a 

. 

* 
o 
+ 

- 

> 

> 

» 

- 
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Become SPRING-CUSHION 


key conscious. ORDER MAS- 
TER SPEED KEYS TODAY! 





SPEED KEY CORPORATION 


BROOKLYN 33, NEW YORK 


po bbb bbb bbb bbb MMMM AAAA 
veveeee-eeereeeeee 


iptihhpbhbpop_ i _ pp ppp pene eee eee eee 
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268 Q CHAUNCEY STREET 
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“1h OCHE mecnanicar 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 

prices, write today to 


2, ELWARD MANUFACTURING CO. 
—— 557 Paw Paw Avenve, Benton Harbor, Michigan 


> 
, 
- 
- 
- 





5) (MBER ML nite 7- 


\WANTE! 





© ideal for 

© PLANTS . « » Raise the headpiece to any desired 
OFFICES 

op - ~~ — pode s «+ 2 Wh eee 

e HOTELS . 

. Sa position .. . To release the “Magic- 

© DENS Hold,” raise the headpiece all the way. 
NIGHT CLUBS . . 

> Wneanenes it can then be lowered to the “flat” posi- 

© socrens tion. Available in the finest plastic mate- 

7 


rials in a wide variety of colors. Show 
Leisurest for extra salesiit 
WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 


© INSTITUTIONS 






ALL TRAVELERS 


by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 
“Common Sense” 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 














AGENTS 


Who Call on Financial Institutions 


To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 





AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 








The NEW 


Coy-RIGHT 


(line-by-line) 
COPYHOLDER 


Dealers prefer it... 
because it's repair-proof, 
no service involved—cus- 
tomer can set it up him- 
self. 

Ask about our “Extra 
Profit Package Deal.” 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-23 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Lid. Toronto |. 
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(CLIP THIS ENTIRE AD AND MAIL IT) 


NEW “OPEN-RING” ROUND RUBBER BANDS 


EASIER TO PICK UP, FASTER TO USE, STRONGER ALL AROUND, PURE CRUDE RUBBER! 
So easy to sell with this story to tell . . . and a steady, repeat profit maker. 


NO INCREASE IN PRICES WHATEVER 
SEND YOUR ORDER NOW, THIS HANDY WAY: 


ARCO: ( ) RUSH ____ LBS. NEW OPEN RING BANDS 
( ) RUSH SAMPLES, PRICES 


FIRM NAME 





YOUR NAME 





STATE 


ALLIANCE 


RU UB BER CO. mn 
AuL SLIDELL (i: 5 
io / OR / LOUISIANA cy 








oe ee ee eee os el 








f ONDRY 








Y uta e CURMANCO- 


LETTER SORTER 


Helps the busy secretary or office man 
sort the incoming or outgoing mail. In- 
wardly sloping shelves increase ca- 
pacity and keep contents from sliding 
out. 22 inch clearance between shelves 
provides ample allowance for quick 
sorting, insertion and removal of papers. 
Green, Gray or Brown. Order today. 


MARKING 
P EN @@ 


$15 


* ENOUGH BLACK INDELIBLE INK 
FOR 3000 MARKINGS 


* WON'T EVAPORATE 
a) * WON'T RUN 
* WON'T WASH OUT 





. 7 TER SIZE LEGAL SIZE 

Attractive 3-color counter display holds !2 pens. LET z Shp G ». 
Nationally promoted via radio, tv, newspapers. No. Trays Width Hot. Depth wt. Ea No. Trays Width Mgt. Depth wt. Ea. 
Fed. Tox Incl 303 3 12 4744 B34 8 8:00 303 3 18 7% S34 & 6.09 

; i 2 4 a 4 . 

fill ¢ Order through your wholesaler or write direct 30 3 i2 1014 834 7 7:00 304 4 15 1014 834 9 9.00 
Refills 50 for literature and prices. 205 5S 12 1234 8% 8 8.00 305 5S 15 123% 834 10 10.00 
. For each additional tray add $4.00 For each additional tray add $6.00 








oS. WEST 34th ST., DEPT. O. NEW YORK 1, N. Y. 





eee. tere, oa CURRIER MFG. CO. 380 Arr 




















FREE HAND BINDER! (gece 
“s WORLD'S FINEST 





A quick selling loose leaf 


holder. When inserting FULL-SIZED 


end removing form, i DUPLICATOR 


voices, loose papers, 


etc., one hand is always under $60.00 


free. It locks positively 


and secures contents fa hs 
sguin lot and spol PRINT RUS AU Cy 





daily. MODEL 4-A 

Here's a profitable item Fast—Accurate—Ffficient 

- every dealer. Write Handles Post-Card to Legal Size 

or descriptive price list A 

today. Write for Complete Catalog of IMPRESS 
upli in ipmen n ie 

FREE HAND Duplicating Equipment and Supplies “Twin-Pakt’” 


BINDER CO. PRINT-O-MATIC CO., INC. 


43 Fulton Street, New York, N. Y. MERCHANDISE MART * CHICAGO 54, ILLINOIS 


STENCILS 
























——— 
TALLY PUNCH 










FOR 
EVERY 
PURPOSE 








Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, 4%” deep; No. 33, 
not over 1%” deep 


No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 


Talley Punch—Registers number of punchings to 

99,9 Punches %”, #” or %” round holes—also 

o— designs. Same counter available in our Nos. 
SS 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. co, 141T Brewery St, New Haven, Conn. 
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Would YOU like to be 


the most TALKED-ABOUT 
OFFICE EQUIPMENT DEALER 


in the country? 


f 





RETAILING’S MOST COVETED AWARD! 
WILL ONE OF THEM BE YOURS? 









STH ANNUAL KETAIL AWARHS 


Aver ve 







Youn STORE 


ea ues beeen 






ean St 
Baann Name RETAILER oF THE YEAR 
Fan 1952 | 







BuAND NAMES DAY 


AT NEW VOR OOTY 








H... is a sure-fire way to cash in on the out- 
standing job you’re doing in promoting manu- 
facturers’ brands to the public. A way that can 
mean: 1) NEW PRESTIGE WITH YOUR 
CUSTOMERS; 2) A REPUTATION WITH 
SUPPLIERS AS ONE OF THE BEST DEAL- 
ERS ON THEIR BOOKS; and 3) NATIONAL 
PUBLICITY. 

















Enter your firm now for one of Brand Names 
Foundation’s 5th annual “Brand Name 
Retailer-of-the- Year” awards to be presented in 
the presence of more than 2,000 civic and busi- 
ness leaders at the Waldorf-Astoria on BRAND 
NAMES DAY—1953. 

A “Brand Name Retailer-of-the-Year” plaque 
and up to 4 “Certificates of Distinction” will 
go to 5 top winners in your field and in each of 
21 other categories. 110 AWARDS IN ALL! 

Big city, small town... size of your firm 
makes no difference. It’s what you do in °52 to 
tell the brand story to your customers and 


employees that counts .. . not what you spend ! 


OFFICE APPLIANCES, November, 1952 


AMONG LAST YEAR’S TOP WINNERS 


“Brand Name Retailer-of-the-Year’’ 
STEWART OFFICE SUPPLY COMPANY 
Dallas, Texas 
“Certificates of Distinction” 
THE HOWARD CO. 
Midland, Texas 
IVAN ALLEN-MARSHALL CO. 
Atlanta, Georgia 
THE DIEHL OFFICE EQUIPMENT CO. 
Columbus, Ohio 


BELCHER & SCHACHT 
Long Beach, California 











There’s no cost or obligation. Just mail the 
coupon below for a kit containing full details, 
an official entry blank and samples from the 


presentations of last year’s winners. 
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' 

! BRAND NAMES FOUNDATION, INCORPORATED 

: 37 West 57th Street 

' New York 19, N. Y. 

‘ Our firm would like to enter the competition for the 

‘ “Brand Name Retailer-of-the-Year” awards, Please send 

' akit containing complete details and entry blank to: 

' 

: Name a ee 
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Firm Name— Sree asin aliieatiijecapiaaaaanal 
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Type of Retail Firm— pea aee ae as 
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fashioned of U.S. Koylon molded foam rubber over flex springs for 
super comfort. Foam rubber arm rests. Long-wearing Royalpoint 
cloth fabric only. 


No. 890-892 DeLuxe Chair and 2-Passenger Settee—Seat and back di moonlight, ar 
Za 


the silver satin perfection 
of hand-finished | 
ROYAL SATIN CHROME 


It’s new...and so much finer than any metal 
furniture finish you've ever known! Our 
exclusive hand-finished Royal Satin Chrome 
accents the slim, smart lines of sturdy square 
tubing to bring lasting beauty and prestige 

to every office grouping. Write today for 

No. 881-885 Chair and 3-Passenger Settee—Removable and reversi- free catalog. 


ble seat and back cushions with coil spring construction and any 
Royal upholstery. 

LOUNGE AND RECEPTION ROOM FURNITURE 
styled Cy 








Loyal 


Metal Furniture Since '97 


Royal... your only single source for over 
150 metal furniture items. 





ROYAL METAL MANUFACTURING CO. 


No. 790 Sectional Series—Roll front flex-spring seats and tall flex- cai P 
spring backs. Center, end and club chair units in any Royal up- 175 North Michigan Avenue, Dept. 511, * Chicago ! 
holstery. the : . 
New York ¢ Los Angeles © Michigan City, Indiana 
Warren, Pennsylvania © Preston and Galt, Ontario ( 
’ 





ROYAL METAL MANUFACTURING CO. ' 
175 N. Michigan Ave.,Dept. 511, Chicago 1 ' 
Please send me a free copy of your new office furniture 

catalog. 





Executive Chairs Arm Chairs . 
Firm Name__ a 


Address___ oe aa ; a a 





< Zone____ State. 
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Cabinets Stools Folding Chairs 
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No Question About it!... 


Amazing New 
Conqueror Spirit Duplicator $} 
complete ¢ 


At the National Stationers’ 















Convention more than 
2,000 dealers saw it... 
compared it...and unanimously 
agreed it’s the biggest value 
ever offered! Here’s the 
machine with all the features 

. priced much lower than 


any comparable machine! 


Buy Heyer—famous in duplicating for 50 years 


THE HEYER CORPORATION 


1852 South Kostner Avenue, Chicago 23, illinois 


Eastern Office Western Office Canadian Distributors 
17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd., 
New York 3, N.Y. Los Angeles 26, Calif. Montreat—TORONTO 
Vancouver 











Be a Champion Dealer! 





Boost Your 
Christmas Profits 
by tieing in with this 
Full-Color Underwood 
SATURDAY EVENING POST Ad! 





So many of your prospects and customers 
are going to be CHAMPION givers this 
Christmas. .. 


...don’t miss out on a lot of sure, easy, 
permanent profits! Stock and feature the 
nationally-advertised Underwood 
CHAMPION Finger-F lite Portable with all 
these big typewriter features: 


...See-Set Margins...new Key-Set Tabu 
lation...a standard-sized keyboard 
visibility ... perfect alignment... quiet 
action. 

Yes, the Underwood CHAMPION is ¢ 
thing that its name implies! Sell it for 
Christmas and year-round profits 


——» 








Be a Champion Giver... 


(TO THE WHOLE FAMILY ) 







Underwood FxserFite Champion Portable 


made by the Typewriter Leader of the World 








When the big eye-filling full page Underwood advertisement, 
above, appears in beautiful full color in the December 6 
issue of the Saturday Evening Post, be prepared for a store 
full of prospective CHAMPION givers! 


Capitalize on this appealing Christmas advertising. Be the 
CHAMPION Dealer for all the CHAMPION Givers in your 
neighborhood. 


iT WILL PAY YOU TO PROMOTE UNDERWOOD! 








Underwood Corporation 
Dealer Division 
One Park Avenue, New York 16, N. Y. 


Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 








